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It's what's behind a name 
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to their own satisfaction —— 
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sales and repeat sales and 


profits. It means harmonious 


relations, too, between 
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and manufacturer. 
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tisers and customers. They do, however, 
offer their services in resolving any dis- 
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Health Items Ce 
Shaw Walker Cx 
tempe!l Mfg. Cc 
Yawman & Erbe Mfg. C 

Files, Desk Side 
Amberg File & Index Cx 
Art Steel Co. Inc 
Cole Steel Equip. Co In 
Steel Parts Mfg. Co 
Weis Mfg. Co 
Yawman & Erbe Mfg. Co 

Files, Insulated 
Herring-Hall-Marvin Safe Co 
Mosier Safe Co 
Murphy Mfg. Co 
Shaw Walker Co 

Files, Metal 
Advanco Prods Inc 
All-Steel Equip. Inc 
Art Metal Constr. Co 
Art Steel Co. In 
Bentson Mfg. Ce 
Browne-Morse Co 

le Steel Equip. Co., Inc 
Columbia Steel Equip. Co 
Corry-Jamestown Mfg. Corp 
Durable Metal Prods. Co 


Fidelity Steel Equipment Co 
Fireproofing Co 
slobe-Wernicke Co 
Hillside Metal Prods 
H / 


General 


Inc 
‘ 


(Cont. on page 6) 
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(Cont. from page 5) 
Invincible Metal Furn. Co. 
Lyon Metal Prods., Inc 
Neiman Steel Equip. Co., Inc 
Office Industries of America 
Parker Steel Prods., Inc. 
Peerless Steel Equip. Co 
Pronto File Corp. 
Remington Rand Inc. 
Shaw Walker Co. 

Top Flight Prods. Co., Inc 
Weis Mfg. Co. 

Western Mfg. Co. 
Yawman & Erbe Mfg. Co 

Files, Rotary 
Revo-File Div. Mosler Safe 

Files, Stencil Duplicator 
Atlas Stencil Files Corp 

Files, Storage 
All-Steel Equip. Inc 
Amberg File & Index Co 
Art Metal Constr. Co. 

Art Steel Co. Inc 
Bankers Box Co 
Barkley,.C. L., & Co 
Bentson Mfa. Co 
Browne-Morse Co 

Cole Stee! Equip. Co., Inc 
Columbia Stee! Equip. Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 

Guide System & Sup. Co 
Herring-Hall-Marvin Safe Co 
H-O-N Co 

Invincible Metal Furn. Co 
Mayfair Co 

Office Industries of America 
Oxford Filing Sup. Co., Inc 
Parker Steel Prods., Inc 
Peerless Stee! Equip. Co 
Pronto File Corp 

Shaw Walker Co 

Top Flight Prods. Co., Inc 
Weis Mfg. Co 

Filing Supplies 
Acco Prods., Inc 
Advanco Prods., Inc 
Aigner, G. J., Co 
Amberg File & Index Co 
Art Metal Constr. Co 
Art Steel Co. Inc 
Barkley, C. L., & Co. 
Browne-Morse Co 
Cole Stee! Equip. Co., Inc 
Corry-Jamestown Mfg. Corp 
Eureka Specialty Prtg. Co 
Globe-Wernicke Co 
Guide System & Sup. Co 
Northern States Env. Co 
Oxford Filing Sup. Co., Inc 
Parker Stee! Prods., Inc 
Pronto File Corp 
Quality Park Env. Co 
Redi-Record Prods. Co 
Shaw Walker Co 
Weis Mfg. Co 
Yawman & Erbe Mfg. Co 

Fixtures, Store 
All-Stee!l Equip. Inc 
Bulman Co., Inc 
Butler, A. D., Inc 

Forms, Business 
Aigner, G. J., Co 
American Passbook Co 
Associated Stationers Sup. Co 
Consol. Rib. & Carb. Co 
Dome Publishing Co., Inc 
Hano, Philip, Co., Inc 
Ideal System Co 
Miami Systems Corp 

Forms, Continuous 
Hano, Philip, Co., Inc 
Royal Register Co 

Forms, Income Tax Record 
Dome Publishing Co., Inc 

Forms, Loose Leaf 
Aigner, G. J., Co 
Amberg File & Index Co 
Boorum & Pease Co 
Ideal System Co 
Neiman Loose Lf. & Bindery 
Sheppard, C. E., Co 
Stationers Loose Leaf Co 

Fountain Pens, Incl. Ball Pt 
Changepoint, Inc 
Esterbrook Pen Co 
Fisher Pen Co 
Hunt, C. Howard, Pen Co 
Sengbusch S-C Inkstand Co 
Sheaffer, W. A., Pen Co 
Waterman Pen Co., Inc 

Furniture Handling Equip 
Elkay Products Co 

Furniture, Off. Modular Units 
Arnot-Jamestown Div 
Art Steel Co. Inc 
Columbia Stee! Equip. Co 
Corry-Jamestown Mfg. Corp 
David Manufacturing Co 
Peerless Steel Equip. Co 

Furniture, Suites 
Feldman/Selje’ Corp 
Leopold Co 
Morval Corp 
Risom, Jens, Design, Inc 
Standard Furn. Co 
Stow & Davis Furn. C 








Furniture, Upholstered 
Ard Mfa. ¢ Inc 
Bright Chair Co., Ine 
Gunlocke, W.H., Chair 
Jasper ng C 
Ma Prod 
Moder nc 
Rison Desig 
R ya a Mfg 
Stat Mfa f 
We F 
Worden C 

Gummed Cloth Rings 


c 


nueware Office Furniture 


Holders Ticket 


Index Tabs 
A c 
Inks 
Inkstands 
Irons, Chair 


Knives, Office 


« 
Label Holders 


OF 


Labels 


xford Filing Sup 
Ladders, Lib., Store, Vault 


Lamps, Desk 


We wre 
Leads, Mechanical Pencils 
aaa ; ble ( 
E ward A ] Cc ) 

Faber. Eberhard, F 


Leather Goods 


Ar z 

A j . 

p 

Aig 

Nat yk 

Ne > Lf 
i E 


Loose Leaf Metals 
Nat Blank B 


F 


Machines, Rebuilt. & Used 


hip Marr 


Mailing Machines & Supplies 
Ad Prod r 


hams 
Maps, Globes 
rae F Ir 


Marking Devices 


A 


Mats, Chair 
mara i 
\ as Asi, 


Moisteners 


Name Plates 


Stenographic 


Numbering Machines 
Bates Mfg. Co 


Force, Wm. A & Inc 

Force Westerr 

Stewart, R & C Inc 
Openers, Envelope 


MacKenzie, Arr 
Pads, Scratch 
Boorum & Pease 
Mohawk Tablet 
Natl. Blank B 
Pads, Stamp 
Bates Mfg 
Carter’s Ink 
Force Wester? 
Fulton Mark 
Pr ps rr 
Rivet 0 Mfg 
Stewe R.A 
Pads, Trapariter Cush lion 
A me a Ipp y 


Peerle e¢ 


Rowles, E. W 

Shipman-Ward 
Paper 

Eaton Paper 

Saxon Paper f 
Partitions, Office 

Globe-Wernicke 

Hemisphere 2e 
Pencil Sharpeners 


Baumgarten, Fred 


Hunt. C. Howar 
tile-Craft Mf 
Pencils, Mechanica 


Esterbrook Pe 

rma Pen 

eaffer, W P 
Pencils Wood Cased 


Ballad Per 


y 


x J 
Eagle F 
Faber, Ebert 

Penholders 


Photocopy Equipment 
Pins ‘& Pin Contai ners 
Noesting Pi Tick 

Dakville C 
Vifg 
Price Marking Machs 
Force Westerr 


ban secret d . 
Fulton Ma 3 Equip 


Stamps 


Stewart, R. A., & 
Printing Outfits, Office 
Force Westerr 
Fulton Marking 
Publications 
Office App 
0 A Buyer 
Punches 
Acco Prod 
Aigner, G 
Bates Mfg 
Boorum & Pease 
Natl. Blank B 
New England Pag 
Racks, Hat & Coat 
Gingher Mfg 
Lyon Metal Prod 
Vogel-Petersor 
Racks, Stationery 
Mayfa r Ce 
Ribbons & Carbons 
All ea Cz ard & ~ t ¥ qQ 
American Carb. Paper Mfg 
American Ster Vifa. Ce 


Ames Supply 








Wet ter. F 
Write 
Rubber Bands 
Alliance R 
Faber Ebert ard. Pe ( 
Roberts, Weld Rubber ( 
Rubber Stamps 
Bankers & 
Rubber Type 


Force Wester 


Fulton Mar 
Stewart 

Rulers 

C-Thru Ruler 
Harris, Emer 

Safes, Office 
Art Meta 


Cole Steel Equip. Co., Ir 
Fireproofing Co 


2eneral 


Globe-Wernicke Co 


Herring-Hall-Marvin Safe C 


vincible Metal Furn 


Meilink Steel Safe Co 


A 


er Safe Co 
Protectall Safes 
Remington Rand Inc 
haw Walker Co 
York Safe & Lock Co 
Sand Urns 


Postal 
Scale Co 


ze Mfg. Co 


Scales 


Shelv ng 
A teel Equip. Inc 
Box Co 
rd-Franklin Co 
Agns Mfg Co 


rowne-Morse Co 





Tables, Folding & Banquet 
Adirondack Chair 
Lyon Metal Prod 
Viidwest F 
Co Worden C 
Tabi lets & Pads 
v awk Tat 
Tabuiating Machines 
j ughs Cort 
ington Ra 


Thumb 





Tacks 


Tape Gummed + & Pressure Sens 


he 


4 


rermace if 
elephone Prin al e 





an Co., Inc Mfg 
tee! Equip. Co., In vort 
rry-Jamestown Mfg. Corp Trays, Desk, Center Drawer 
3ene Fireproofing Co Art Ste 
jaertel, Walter, Co yfair ( 
fetal Prods., In Royal Meta 
Steel Equip. Co., Ir Trays, Letter 
teel Equip. Co., In Art ec 
V helf File, Inc feta 
Signals, Index Card y-Jan Ww 
sraff, George B., Co M 
Sign - ' 
Rowles. E. W. A.C wv 
aro Protectors 
Prods. C fair ( 
Sorti ng Devices ta 
rg File & Index C aft F 
Co. In ts 
Mfg. Co Re 
Prods. Co at 
Yawman & Erbe Mfg. C w W 
Stands, Office Machine Par 
A teel Equip. Inc pe f 
supply Co : 
ce! Co In Mf 
Mfg. Co Sha 
teel Equip. Co Cc ( 
Fireproofing C wman & 
Corp Trimming Boards 
a Co Type Cleaners 
tand Co rane 
jwest Metal Mfg. C Say 
nan-Ward Mfg. Co amp 
Tiffany Stand Co Norta Distr 
Welham Metal Prods. Co Real Tynews 
We Chair Corp. ot 0 \ifa 
Stands, Telephone Webster, F 
teel Equip. Co In¢ Typewriter Desk Shelf Supports 
rry-Jamestown Mfg. Cort eng ( 
5 a Dates Co Typewriter Key Tops 
taple Removers Peerle nper 
A Fastener Corp ed Key 
Viarkwell Mfg. Co., Inc peed Prod 
Staplers & Supplies Typewriter Parts 
Ace Fas stener Corp Ames Supply 
rrow Fastener Co., Inc Pearl Engra 
Mig Co Ww 
ted ‘Staple Co., In = : 
1 Vifa. Co : " 
St atlonety +h Cr see 
ated Stationers Sup. ( Jerwood 
Office Sup. Co Upholste M 24 
Stencils, Marking, Brass igre +8 on 
ayton Stencil Works C Pg . 
Marsh Stencil Machine C a Plyw 
Stools R bbe 
Bernard-Franklin Co mn r er 
er Cor : é 
Metal Prods Inc Vault Steps 
teel Prods Inc apis 
whair Co Visible Record Equipment 
Viay Co. Inc Acme Visible R ‘on ' 
Royal Metal Mfg. Co r 
We Chair Corp + 
Tables ¥ 
A teel Equip. Inc Nor 
Art Metal Constr. Co ai 
tee! Co. Inc ot 2 
teel Equip. Co., Ir A 
wne-Morse Co ae 
kstaff Co e 
a Steel Equip. C a 
y-Jamestown Mfg. C 
ro Mfa. Co Waste Baske 
Feldman/Selje’ Corp ve 
e-Wernicke Co a 2 f 
yon Metal Prods., Inc W 
Maso Steel Prods., | . 
Mayfair Co ag 
Dis Corp w W 
Steel Equip. C el | 
Jens, Design A 
y ales ¥ ad 
haw Walker Co Work Organizer 
Jard Furn. Ce 
ham Metal! Prods 


h Pad 
Chair Corp 


P 
an & Erbe Mfg 


Cc 
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ants & For Sale 





EXECUTIVES AVAILABLE 





EXE YAGER AVAILABLE. 25 years experience with thorough knowledge 
ff pply and furniture busine Top references furnished. Especial 
yer and Purchasing Agent. Box K-88 care Office Appliances 








ESMAN experienced in office supplies, equipment and gen 


position as sales manager for medium size firm. Will furnish 
Some travel if desired. Prefer mid-west location. Over 20 
ules and promotion. Box K-98 care Office Appliances, Chicago 





SALESMEN AVAILABLE 














ager and buyer with outstanding record desires to trave 
manufacturer of stationery or office furniture. Well a 
of stationery and weil! known lines of both steel and wood 
ng first-class sales job. Interested in Southeast, Southwest 
rial arrangement offering suitable sales potential. Box K-89 
Ch G0 ¢ 
x tive experience in both retail and wholesale operations 
f ma yf stationery products. Familiar witt 
in commer tationery stores. Excellent record in 
Top »s. Box K-90 care Office Appliances 
TRAVELED nearly all the Middle West and some other areas 
ta nterest terested in returning to field work for 
ery, filing equipment and supplies, or other office products 
record. Located in Middie West. Can relocate if necessary 


re Office Appliar vhicago 6 





widely accepted stationery product has opening for young man 





f Michigan working out of Detroit. An excellent opportunity 

experience in the industry. Send complete information including 
are Office Appliance Chicago 6 

R DISTRIBUTOR WANTED for one of world’s largest 


rs, tape machines. New models. Nationally advertised. Choice 
Address Office Appliances, Box Y-61, Chicago 6 





OFFICE MACHINE MECHANICS AVAILABLE 





)R MECHANIC, capable—best references. Qualified typewriters, 
e accounting machines and cash registers. Box K-92 care Office 





EXECUTIVES WANTED 





ER WANTED by manufacturer of duplicating equipment t 

and cover four states. Diversified line provides attractive 
have occasion to assist dealer representatives on important 
me job for a capable man. Send complete information. Box 





FFICE MACHINE MECHANIC, at least 10 Years experience 
ist invest at least $4,000 in 50% deal and take complete 
tablished Repair Shop. Averages between $2,900 and $2,500 
sured by Contract Strictly a Service Proposition, no out 
f yn with Sale nterested parties give details and qualifica 
for complete information on set-up. TERMS IF QUALIFIED 





ic, P.O. Box 1663, Phoenix, Arizona 
Young man experienced in merchandising and store operation 
» full management of store with minimum amount of train 
3 firm handling complete line of stationery, office supplies 
ting with a new, modern self-service store in excellent sec 
west. Stock available to the right man. Can be interviewed at 


Box Y-60 care Office Appliances, Chicago 6 








upervise a buying, inventories, store personnel, et 
ng required. Dieh! Office Equipment Co., Columbus, Ohi 
SALESMEN WANTED 





wt AANUFACTURER OF FILING SPECIALTIES AND supplies has an 
t man to work New York state except metropolitan area 
t opportunity for person with necessary qualifications wh 





with mmercia tationery merchandising. Box Y-40 care 
ao 
FACTURER of a inting equipment has opening for exper 


alesman to manage branch office in Leading Middle West 

difficult prospects and to train and develop salesmen 

alified sales producer with aggressive, growing organization 
Anpliances, Chicago 6 
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The rate for classified advertise- 
ments is eighteen cents a word, 
minimum charge $3.60, payable 
with order. Add six words if box 
address is used, 





SALESMEN SELLING to Stationers and Offices Introduce New Office Necessity 
- Nail-on Paper Clips. Reply stating experience—-Gringo Manufacturing Co 
Danville, Illinois 





LEADING STATIONERY AND OFFICE EQUIPMENT DEALER in medium sized 
southeastern city interested in securing experienced salesman. Inquire at OFFICE 
APPLIANCES booth C-20 at NSOEA convention or mail inquiry to Box Y-42 care 
Office Appliances, Chicago 6 





SALESMAN WITH STATIONERY experience wanted to represent leading manufac 
turer in Middle West. Territory will include part of Chicago and outside area to 
be traveled by car. Excellent opportunity for young man to establish himself in 
a highly respected organization. Send full particulars to Box Y-43, care Office 
Appliances, Chicago 6 





SALESMAN WANTED to represent well known manufacturer of office furniture 
in area of four or five states extending from lowa to Colorado. An excellent op- 
portunity to line up with aggressive sales organization in territory which with 
business already established offers good sales potential. Send complete information 
to Box Y-44, care Office Appliances, Chicago ¢ 





LEADING OFFICE FURNITURE manufacturer has opening for full-time salesman 
traveling Texas and two or three other southwestern states. Prefer someone ac 
quainted with office ‘urniture merchandising who has had either wholesale or 
retail sales experience. Give complete information as to career, age, references. Box 
Y-45, care Office Appliances, Chicago 6 





Experienced office furniture salesman wanted by a leading Midwest firm. We are 
seeking a man under 45 who can grow with us. Write fully, telling your qualifica- 
tions. Box Y-46 care Office Appliances, Chicago 6, II! 





OUTSIDE SALESMEN (2) experienced in office supplies and equipment to represent 
Florida’s leading retailer. Exclusive territory. Good established accounts, Write full 
details to P. Barnett, 228 N.E. 59th St., Miami 37, Fla 





EXPERIENCED OFFICE EQUIPMENT and machine salesman. Excellent opportunity 
well established exclusive territory Leading nationally-known tines including 
General Fireproofing, Acme, Ditto, National adding machines, Brunswick school 
equipment. Pfleeger Business Equipment In 514 Charlotte St Utica, N. Y 





SALESMAN WANTED by nationally known loose leaf manufacturer. Must have at 
least 5 years wholesale or retail office equipment and supply experience and not 
over 35 years of age. Must travel extensively. All expenses paid. Salary and bonus 
Send late photograph with application. Address Y-47 care Office Appliances, Chicago 
© 





SALESMAN OR SALES MANAGER experienced in selling spirit duplicators and 
supplies. Excellent opportunity. Please state background. Box Y-48, care Office 
Appliances, 100 East 42d St., New York 17 





OFFICE MACHINE MECHANICS WANTED 





EXPERIENCED MECHANIC on Typewriters and Adding Machines with sales ability 
for permanent position. Leon W. White, 406% E. San Antonio St., El Paso, Texas 





TYPEWRITER AND ADDING MACHINE MECHANIC capable of operating shop and 
handling customers wanted by Olympia, Odhner and National dealer. Good salary, 
permanent position. Typewriter Service Cx 218 Third St. N.W., Albuquerque, 
New Mexico 





TYPEWRITER OR ADDING MACHINE service man, or combination man, needed 
for one of West Texas’ largest office machine dealers. Permanent position with 
good working conditions for the right man. Application confidential if requested 
The Baker Co., Box 910, Lubbock, Texas 





EXPERIENCED OFFICE MACHINE MECHANIC, must know Underwood Typewriters 
and Adding Machines, capable of taking responsibility of shop. Top salary or salary 
and commission. Send full particulars in first letter. Pioneer Office Equipment, 2215 
Main, Vancouver, Washington 





EXPERIENCED TYPEWRITER AND ADDING MACHINE MECHANIC WANTED by 
Royal distributor in San Diego County, California. A wonderful climate in which 
to work and live. Will be glad to exchange references. H. Cure, P.O. Box 1131 
El Cajon, California 





SALES REPRESENTATIVES AVAILABLE 





SALESMAN WHO HAS BEEN TRAVELING Texas, Louisiana, Mississippi, Arkansas 
and Oklahoma, is establishing himself as a manufacturers’ representative to cover 
all or a major portion of that area. Has served as retailer and later as full-time 
representative for well known company. Because of dealer experience is qualified 
to sell any product sold through commercial stationery and office equipment 
stores. Age 38. Top references. Box K-93, care Office Appliances, Chicago 6. 





MANUFACTURER REPRESENTATIVE interested in selling major office furniture- 
line. Metropolitan New York. Proven sales record. Highest references. Box K-94 
care Office Appliances, Chicago 








WANTS AND FOR SALE, Continued on page 8 
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WANTS AND FOR SALE Continued from page 7 








SALES REPRESENTATIVES AVAILABLE Continued 





LINE WANTED Manwfacturers’ Repre 
Oregon and Washington has capacity 
and department store trade 
Office Appliances, Chicago 6 


‘ 





NEW ENGLAND representative w / 


of established business and a good 
Booths C20-21 NSOEA exhibit 





WHOLESALER OF USED OFFICE 
California, and Nevada, desires addit 
Typewriter Service, 395 Valencia St 





COVERING THE WHOLE NORTHWE 
desks and desk lamps. Box K-97 





SALES REPRESENTATIVES WANTED 





MANUFACTURERS REPRESENTATIVE 
of Steel Files, Desks and Tables ha 
men. Commission basis. Include exe 


A 


first letter. Box Y-62 care Office A 





FOR VOLUME SALES MERCHAN f 
Washington, D. C Pennsylvania, M 
ends and original wire desk acce 
Claire, Wisconsin 





WE HAVE A LINE of protective 
available. Please see us at NSOEA 
care Office Appliances, Chicago 6 





MANUFACTURER OF NATIONALLY 
Staples, established 24 years eek 
tected. Give full details, territorie 

care Office Appliances, 100 E. 42nd 


‘ 





MIDWEST MANUFACTURER 

furniture has exclusive protected 
representatives. Reply giving per 
and other lines carried Y-51 are 





REPRESENTATIVE WANTED TO t 
action) Smoker, best selling at 
West, South East south. Contact 
City-during NSOEA Convention at P 





SALES REPRESENTATIVES WANTE 
equipment. Exhibiting at Chicago N 
open. See our ad page 188 

Read Street, New York 13, N. Y 





ESTABLISHED NEW YORK MANUFA 
with non-conflicting line t er 
Y-52 care Office Appliances, 10 





REPRESENTATIVES AND DISTR 
Advise experience. Box Y-53 ur 
17, N. ¥ 





AGGRESSIVE SALES REPRESENTATION 


advertised envelope line 
Chicago 





RETAIL BUSINESS FOR SALE 





OLD ESTABLISHED OFFICE 


business for sale, in Rocky 








modern plant. $75,000. Cash req 
TYPEWRITER AND ADDING MA 
Established 20 year Rest franch 


Territory large enough for 4 y 
will pay 8% on investmer I 
Chicago 6 





OFFICE EQUIPMENT AND FILIN 
this year. Large town in ) 


and supply franchise available 
This amount covered by inventory 
reason. Box Y-56 care Off Apr 





ESTABLISHED OFFICE SUPP 
San Joaquin Valley. The f r 
Buy inventory (about $15 
point. Box 607, Oakdale ' 





FAMILY ILLNESS FORCE 





machine store located 
Extremely low rent. Wil! sacrif 
desired. Typewriter Mart ‘ . 
Phone WOodward 3 

OFFICE MACHINE 8B NE 

justify stock. Long establist 

care Office Applia ; 





OFFICE MACHINE, EQUIPMENT 


tion and in same 
tory, best franch pW 
ness can be doubled W 


Office Appliances, Box Y 


PARTNER WANTED 













































































N AL OPPORTUNITY: Expanding retai ff 
prosper peration in Central Calif Needs working partne etweer 
] f 35 and 45 years to share respor t 
$40,00 equired for half interest ” agressive jet a 
alifornia jreeabdie per wit everal years experience tr held perat nas yearly 
ationery ales of $3 ) Write Y-58 care fT ’ 
NATIONAL DISTRIBUTORS 
. f R fitable SPE \ 
vv os | 
y r ul a y L y 
nase for ow w 
1389 1 W. 41 
tt 
Weste 
LISTS 
ft merc of 
5 y a0cing machine t 
: W ers. manufacturer hank rae We 
t J PEED-ADDRES 48 4 treet. W New 
ac ture FOR SALE & WANTED TO BUY, USED EQUIPMENT 
det 
W ER 4 hr l hr recondit unteed L " AFE 
for immediate delivery W y 
ky Avenue, Brookly 
we W g but prof 
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f fluid f 
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O42 Press-“Time Bulletin 





Late and Important News for Our Readers 


BURROUGHS TO ACQUIRE HADLEY COMPANY: Burroughs Corporation has announced its inten- 








tion to acquire the Charles R. Hadley Company of Los Angeles, Calif., which 
is engaged principally in printing standard forms for business and finan- 
cial firms. Burroughs will exchange 79,400 shares of its common capital 
stock for all of the outstanding stock of the Hadley firm. The company 
has also announced the establishment of the manufacturing plant at Plym- 
outh, Mich., as an operating division and appointed Robert A. Niemi as 
general manager. Mr. Niemi has been manager of the plant since 1953. 





NORMA PENCIL MAKES OFFER IN FLOOD AREA: Samuel Jacobs, president of the Norma Pencil 





Corporation, has made a special offer to all stores and their customers in 
flood-devastated areas. Customers owning Norma pencils which have been 
destroyed or damaged by the flood can have them repaired, or, if necessary, 
replaced free of charge. 


ALLIANCE RUBBER REOPENS CHICAGO OFFICE: William H. Spencer, president of Alliance 





Rubber Company has announced the reopening of an office in Chicago. From 
this office Mr. Spencer will direct much of the operational work of the 
firm including research and technical activities. He will be assisted by 
W. H. Welch. The midwestern office, at 69 W. Washington, has been closed 
Since World War II. 


NEW SALES FIRM OPENS ON WEST COAST: Formation of the American International Office 








Equipment Company, 7940 W. Third St., Los Angeles, Calif., was announced 
by Sam Tanchuck, vice-president. The sales company is now distributing 
nationally for Tippa Products Corporation, Torpedo Sales Company, and 
Western Typewriter Sales, exclusive U.S. Importers of Tippa portable type- 
writers, Torpedo typewriters, Addiator pocket adding machines, Multator 
calculators, and Montana featherweight portables. The line is offered on 
exclusive territorial basis, and all models and parts are being warehoused 
for immediate delivery to dealers. 


DEJUR-AMSCO NAMES NEW NATIONAL SALES CHIEF: David Sigler has been appointed national 








sales manager of the newly formed business equipment division of DeJUR- 
AMSCO Corporation. He will be concerned with sales of the DeJUR "Sten- 
orette", new magnetic-tape dictating and transcribing machine. He was 
formerly national sales manager of the Hermes typewriter division of Pail- 
lard Products, Inc. 


3M NAMES DIVISION SALES SUPERVISOR: James C. Greene has been promoted to sales super- 





visor for the duplicating products division of Minnesota Mining and Manu- 
facturing Company. He joined the company in 1953 and previously worked as 
a salesman in the printing products division. In his new position he will 
supervise the sale of "Thermo-Fax" brand products in the West Coast area. 


REMINGTON RAND EXECUTIVE ON BRAND NAMES COMMITTEE: S. H. Ensinger, vice-president 








of the Remington Rand division of the Sperry-Rand Corporation, is one of 
17 business and advertising executives named to plan the national Brand 
Names Day celebration scheduled for April 18, 1956. Palmer Hoyt, publish- 
er of the Denver Post, is planning committee chairman. 


FRANKLIN TO ADD TO PRESENT FACTORY: Franklin Ribbon and Carbon Company revealed 
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“plans to build an additional building adjacent to the present factory in 
Brooklyn, N.Y. Manufacturing and storage space is expected to be in- 
creased some 20% by the building. 














State of the Tudustry : 


@ Upsurge in Fall. This is a time for crispness in the 
air, back to school, the smell of leaves burning and 
football madness. It is a time, too, for attending the 
NSOEA convention and making daring plans for 
Fall and Winter business 

Throughout the nation an upsurge of trade is 
noted and that’s where the stationer and office 
equipment dealer comes in—if he so desires. The 
upturn of business in our industry always closely 
approximates the national figures Lied w much of a 
percentage of that increased reven our dealers 
gain is in proportion to the ext 1 effo wy they are will- 
ing to expend in planning, in improvement of store 
fixtures and personnel, and in general better busi- 
ness methods. 

Let Autumn's bright and crisp weather, a welcome 
change from the torrid Summer, stimulate your busi 
ness. But that must start with your thinking 


@ NOMDA Offers Aid. issue it is 
told how individuals and organizations of the indus 
try are helping the flood-stricken areas of New Eng- 
land. David C. Silvers of New York City, president 
of the National Office Machine Dealers Association 
too, has placed the facilities and services of his as- 
sociation on call if needed by the people and indus 
tries that were hit by the flood 

Mr. Silvers informed the governors of Connecticut 
New Jersey and Pennsylvania of the association's 
willingness to help through telegrams reading as 
follows: 

“The National Office Machine Dealers Association 
composed of upwards of 1,000 dealers in office ma 
chines throughout the nation cand serving all sec 
tions of the country offers i ts facilities and services 
in your state to help your pex ae and industries in 
recovering from the current c prea senda I am calling 
a meeting of the presidents of local associations in 
your state and the states in which losses were suf 
fered by the flood to the end that we may formulate 
a plan and set up our personne! for such help to 
your people and industries. | would appreciate Your 
Excellency advising me of the person in your ad 
ministration acting as liaison between the helping 
agencies and the needy people and industries 

“Assuring you of our most sincere desire of being 
ever ready for help.” 


where in tM 


+ 


@ Look into the Future. The National Chamber of 
Commerce, which is headed by stationer and 
NSOEA speaker Boyd Campbell, has produced a 
new motion picture, ‘People, Products and Progress 
1975". which had its Chicago premiere September 
22. Want to look ahead? Then, visualize with this 
film these things for 1975 

@ Chemical heating units to cook food right 
the package 

@ House lights operated by a wave of the hand 

@ Automatic eyes that close windows when it 
rains 

Clothes and dishes washed without mechanical 

agitation (with the clothes emeraina both clean and 
ironed) 

@ TV receiving sets as thin as pictures that hang 
on the wall 
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@ Atomic-powered automobiles, trucks and loco- 
otives. 

> School buildings more spacious and mor 
tional. 

@ The city of tomorrow with its taller buildings 
and highways, streets and airfields built for ever- 
expanding use 

If all these things come to pass, rest a 
the technological advancement of office 

ipplies and methods will keep apace. 


ssured that 
machines, 


@ Catalogs Needed. Among the Northeast area 
flood victims was the Mattatuck Stationery & Furni- 
ture Company, Inc., 451 Meadow St., Waterbury 20, 
Conn. The records were completely destroyed and 
C. W. Hennion, Jr., president of the firm, has re- 
quested manufacturers to send copies of current 
price lists and catalogs. 


@ Free Standing. An interesting sidelight of the 
modern office furniture display at the ge con 
vention is the fact that it was necessarily erected 
without the use of nails. Only 
that are free standing could be used by 
Ken White in 


walls and dis isplay ys 
designer 
the Normandie Lounge 





READING | 


{ 


J 





This Month 


Page 11. Here’s the NSOEA convention welcome section, 8 
1ges depic ting the highlights of the session which opens 


Yctober | the Conrad Hilton Hotel in Chicago. It’s a pre 
view of the t op event in the stationery and office equipment 


industry 

Page 20. What are the 20 big perils to your business? Ar 
surance expert provides a guide that will enable the aver- 

1ge office equipment and supply t \ p a sour 

workable insurance program 

te 25. Beginning a series entitled ‘Lost 

humorous approach to an important subject 

with los st motion 
Page 26. Here’s a product that gets to the point. Another 


it's d 1pproach to selling the utilities of the office 
this instance, the subject is an electric pencil sharpener 
Page 30. ‘TI Buyer's Market Place” is the subject of Paul 
steevers recent interesting and instructive talk to the Sta 
ners Guild of Can ada, Inc. Th lealer ha leas whi 
rked h yn stor 
Page 38. Th: CE APPLIAN CES’ “Business Gifts for Busi 
»ssmen” kit has gone to work. Here are testimonials fro 
Ylers in all sections of the stifyir 
this merchandising aid. Have you ordered 


Next Month 


FFICE APPLIANCES in the November issue will present 
mplete verage of the NSOF A national ention. A 
rate section will offer pictv business session reports 
| ] ligh this Chic« 1g0 ¢ It will be 1 report 
one atiendina will " 
other big N m oO! 
¢ series by Eugen pert. M 
rnes wv offer p rom h 
" ' Me eS tap 
wo C402 0 Cc. Sc ou = 
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COME TO CHIC 
a 



































ETAINING its successful format of other years and provid- 
RR ing some innovations, the National Stationery & Office 
Equipment Association opens its 1955 convention on Oc- 
tober | at the Conrad Hilton Hotel in Chicago. Terminating on 

















October 5, this convention is welcomed to Chicago as an op- 
portunity to ‘Plan Your Business for Tomorrow's World.”’ = 

From the time the international audience of stationers and * =~ —_ 
office equipment dealers first glimpses the 368 augmented — 7 


exhibits at noon on Saturday until the closing banquet and 
dance on the following Wednesday evening, the unique ad- 
vantages of Chicago will be offered for recreation, hostelry, 
education and dining. Thus, the welcome given by the teem- 
ing lake front metropolis will again be an outstanding back- nsoed 
drop to one of the world's largest trade conclaves. 

Throughout the convention display viewing hours, the 
model office furniture department in the Normandie Lounge, ° 
as designed by Ken White, promises to provide new ideas in convention 
dynamic, colorful office furniture merchandising. 

Stress will be placed on the national and world economic eo 
picture, painted in deft strokes by NSOEA'’s president, Leonard and exhibit 
B. Wilcox; A. Boyd Campbell, president of the Chamber of 
Commerce of the United States, and Robert Kazmayer, world 














traveler 
Highlighting the two luncheons will be addresses by Gen- 1955 
eral Carlos P. Romulo and T. V. Smith of Syracuse University. 
A health clinic is a new feature of the convention program. 
The ladies will again be royally entertained in a round of spe- 
cial teas, matinees and theater programs. 
Of such varied skein is the 1955 NSOEA convention pro- 
gram woven. 
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K. L. REISTER 
Gen. Chairman 
1955 Convention 





onan SURGES GENERAL CHAIRMAN 

Co-Chairman : 

1955 Convention Kenneth L. Reister, Minnesota 
Mining & Mfg. Co. 


CO-CHAIRMAN 


Norbert Burgess, Sanford Ink 
Co. 


LADIES’ HOSPITALITY 
Chairman, Mrs. Leonard Wil- 
cox; co-chairman, Mrs. Paul Bur- 
bank. Serving with them are wives 
of governors, national officers, 





KEN HENDERSON 
Chairman 





Exhibit Hall executive committee members, 

CHARLES GILBERT chairman and co-chairman of gen- 

Co-Chairman eral convention committee, chair- 

ART REPLOGLE Ladies Program man and co-chairman of ladies 
Chairman entertainment committee. 


Ladies Program 
LADIES’ ENTERTAINMENT 
Chairman, Art Replogle, Rep- 
logle Globes; co-chairman, 
Charles Gilbert, Office Ap- 
pliances; Bill Aylward, The 
Globe-Wernicke Co.; R. R. Bent- 
son, Western Mfg. Co.; J. N. 
Christianson, Quality Park Enve- 
lope Co.; Alfred F. Cote, Reyburn 





a. Mfg. Co.; John E. Fellowes, Bank- 

rows JOHNSTON ers Box Co.; J. R. Hill, Eberhard 

vairman Faber Pencil Co.; Ralph Lowe, 

yer oe aang Hotel ROSCOE BENGE Minnesota Mining & Mfg. Co.; R. 
Exhibit Hall. — M. Matthews, Sturgis Posture Chair 


Co.; Sam J. Orr, National Blank 
Book Co.; Neil Short, mfrs. rep.; 
Harry Tehan, Jr., mfrs. rep.; 
Arnold E. Wolf, Tiffany Stand Co. 


msoea convention and exhibit 








i 
/ 


W. S. LENNARTSON 





ART FINGER ROBERT HECK Co-Chairman 
Chairman Chairman Publicity 
R fac Publicit 
— ROBERT REYNELL a EARL HANSON 
Co-Chairman Chairman 
Reception Entertainment 
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EXHIBIT HALL 

Chairman, Ken Henderson, The 
Carter's Ink Co.; co-chairman, 
Harry Hoffman, Joseph Dixon Cru- 
cible Co.; Al Aigner, G. J. Aigner 
Co.; Doug Allen, American Pad & 
Paper Co.; James Bradley, Higgins 
Ink Co.; Herman O. Brockman, C. 
L. Barkley & Co.; Don Bruggemey- 
er, Moore Business Forms; Frank 
Cognata, C. Howard Hunt Pen 
Co.; Bob Colombik, Eversharp, 
Inc.; H. H. Dobey, Parker Pen Co.; 
H. M. Donisthorpe, Ace Fastener 
Corp.; Joe Falbo, Codo Mfg. 
Corp.; Tom Gillice, Rockwell- 
Barnes Co.; Wiliam Gowienke, 
Esterbrook Pen Co.; Ed Golden, 
Mohawk Tablet Co.; Leonard J. 
Halen, Jr., Clauss Cutlery Co.; Sig 
Hammarborg, Dennison Mfg. Co.; 
Roy Hansen, The Globe-Wernicke 
Co.; Wm. L. Harlan, Associated 
Stationers Supply Co.; Jerry Hen- 
ningson, The Strathmore Co.; 
George Huber, Boorum & Pease 
Co.; Bob Kane, mfrs. rep.; Herb 
Koller, American Pencil Co.; Edwin 
Kraft, National Blank Book Co.; 
Richard Kramer, Harry Short & 
Son; Frank Lazowski, Apsco Prod- 
ucts; Jerry McLennon, McLennon 
Pen Co.; Roy Melind, Louis Melind 
Co.; Bill Miller, Minnesota Mining 
& Mfg. Co.; M. S. Moats, Eberhard 
Faber Pencil Co.; Frank Moore, 


or 


convention committees 








Sanford Ink Co.; Richard Parrella, 
Eagle Pencil Co.; Sam Riggs, mfrs. 
rep.; Ned Rosin, Amberg File & 
Index Co.; Paul Sarno, Wilson 
Jones Co.; Chet Smith, Jr., A. W. 
Faber-Castell Pencil Co.; Dick 
Steding, Wallace Pencil Co.; Harry 
Venet, Reyburn Mfg. Co.; Lynn 
Warner, Permacel Tape Corp.; 
Bill Watts, Quality Park Envelope 
Co.; E. J. Williamson, Elmer Krum- 
wiede & Associates, Inc.; George 
Wilson, Mittag & Volger; Bernard 
Wright, F. S. Webster Co. 


HOTEL 


Chairman, Herbert Johnston, 
Ace Fastener Corp.; co-chairman, 
Roscoe Benge, Codo Mfg. Corp.,; 
William Murray, Geyer Publica- 
tions; Tony Peters, Associated Sta- 
tioners Supply Co. 


RECEPTION 


Chairman, Art Finger, S. J. Ol- 
sen Co., Milwaukee, Wis.; co- 
chairman, Robert Reynell, Oxford 
Filing Supply Co.; assisted by gov- 
ernors of the 14 districts and pres- 
idents of Travelers Clubs. 


PUBLICITY 


Chairman, Robert Heck, Eaton 
Paper Corp.; co-chairman, Walter 
S. Lennartson, Office Appliances; 
Rose Cushman, The National Sta- 
tioner; Robert Frier, The Pacific 





Stationer; David Manley, The 
Modern Stationer; John Smythe, 
Geyer's Publications; Marjorie 
Stanfiel, The Southern Stationer. 


ENTERTAINMENT HOSPITALITY 


Chairman, Earl Hanson, mfrs. 
rep.; co-chairman, William Boyd, 
Acco Products, Inc., and Art Steel 
Co.; Walter Bryzek, Johnson Chair 
Co.; H. M. Donisthorpe, Ace Fas- 
tener Corp.; Merrill D. Hasty, mfrs. 
rep.; William R. Kane, Oxford 
Filing Supply Co.; William E. 
Wintrich, Acco Products, Inc. 


BANQUET 


Chairman, Elmer Krumwiede, 
Elmer Krumwiede & Associates; co- 
chairman, Clarence Clemen, G. J. 
Aigner Co.; Harry Balch, Quality 
Park Envelope Co.; Joe Davis, Joe 
M. Davis Co.; Mike Holberg, mfrs. 
rep.; Jimmy Wilson, mfrs. rep. 


PRIZES 


Chairman, Earl Opie, Weber 
Costello Co.; co-chairman, Brew- 
ster Towne, National Blank Book 
Co.; John D. Horne, Eberhard Fa- 
ber Pencil Co.; Gordon J. Kickels, 
Smead Mfg. Co.; E. R. Manning, 
National Brief Case Mfg. Co.; R. 
J. Sanders, Burroughs Corp.; Dick 
Sheppard, Minnesota Mining & 
Mfg. Co.; Herbert Walsh, Ace 
Fastener Corp. 





BREWSTER TOWNE 
Co-Chairman 





w Prizes 
ELMER KRUMWIEDE EARLE OPIE 
Chairman ; Chairman 
WILLIAM BOYD Banquet CLARENCE CLEMEN Prizes 
Co-Chairman Co-Chairman 
Entertainment Banquet 
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CLIFF HALVERSON 
Vice-Chairman 
Distributors 


IVAN ALLEN, JR. 
Vice-President 
Distributors 


LEONARD WILCOX 


officers 


Vice-President 
Manufacturers 





LOUIS BROWN 
Vice-Chairman 
Manufacturers 








J. C. RUNNELS 


Assistant to 


s may, 
FOLGER FELLOWES CHARLES SINISGALLI PAUL BURBANK 
Vice-Chairman 


Field Division 


Vice-President 
Field Division 


Vice-President 





ROSE CUSHMAN 
Assistant to 
gen. Manager 
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Boston, Mass. 
District No. 1 


governors 





ERWIN HOWARD 
Oswego, N.Y. 
District No. 2 








MAURICE BOONE 
Louisville, Ky. 
District No. 5 


TED VAUGHAN 
Nashville, Tenn. 
District No. 4 


PAUL STEEVER 
Harrisburg, Pa. 
District No. 3 


HUGH REEVES 
Hibbing, Minn. 


District No. 6 District No. 7 





RAYMOND KLINE 
Kansas City, Mo. 
District No. 8 








CARL JUDKOFF 
New York, N.Y. 
District No. 13 


JACK OVERHOLT 
Vancouver, B.C. 
District No. 11 


CHARLES RUFFNER 
San Francisco 
District No. 12 


D. O. STANFIELD 
Cheyenne, Wyo. 


NEILL STEWART, JR. 
Dallas, Tex. 
District No. 9 








San Diego, Calif. 
District No. 14 
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general program 





FRIDAY, SEPTEMBER 30 


12:30 p.m.—GLTC Pre-Convention Luncheon, Boulevard Room. BOYD CAMPBELL 


SATURDAY, OCTOBER 1 
12:00 Noon to 9:00 p.m.—Exhibits open. 


SUNDAY, OCTOBER 2 
10:30 aum.—Non-Denominational Services, Grand Ballroom. 
1:00 p.m. to 9:00 p.m.—Exhibits open. 


MONDAY, OCTOBER 3 

9:30 a.m.—The national and world economic picture presented by Leonard B. Wilcox, 
NSOEA president; A. Boyd Campbell, president of the Chamber of Commerce 
of the United States, and Robert Kazmayer, world traveler. 

12:30 p.m.—General Convention Luncheon for ladies and gentlemen of the convention. 
Speaker, General Carlos P. Romulo. Grand Ballroom. 

2:00 p.m. to 9:00 p.m.—Exhibits open. 


TUESDAY, OCTOBER 4 
Divisional meetings in forenoon: 
RETAILERS—Eighth Street Theater. Chairman, Ivan Allen, Jr. Clinic conducted by 
Jack Klein, president, Klein Institute for Aptitude Testing, Inc. Dealers’ Forum. 
MANUFACTURERS—Upper Tower Ballroom. Chairman, J. L. Mann. Guest speaker, 
Nathaniel Leverone, Automatic Canteen Company of America. Homer Lay, 
manager of NSOEA, will describe how the model office furniture store was 
developed. 
FIELD MEMBERS—Lower Tower Ballroom. Chairman, Art Pfister. 
12:30 pum.—General Convention Luncheon. Speaker, Dr. T.V. Smith, Syracuse University. 
2:00 p.m.—General Convention Session. Health clinic conducted by Drs. Robert L. Parker, 
Howard P. Rome and James C. Cain, Mayo Foundation. 
5:00 p.m. to 9 p.m.—Exhibits open. 
9:00 p.m.—Annual Convention Party in Grand Ballroom. Music by Varsity Glee Club of 
Purdue University. Dancing to Roger Wolff and his Orchestra. 


WEDNESDAY, OCTOBER 5 

9:00 a.m. to 9:30 a.m.—Music by Graham Jackson, 

9:30 a.m.—General Convention Session. Presentation of The Inventory Manual by Dr. 
Ralph D. Cies, NSOEA Research consultant. Report on sales, customers and 
finances by Ivan Allen, Jr. Election of officers and committee reports. 

12:00 Noon to 5 psm.—Exhikits open. 

7:00 p.m.—Annual banquet and dance, Grand Ballroom. 


ladies program 





SUNDAY, OCTOBER 2 


10:30 a.m.—Non-denominational services. 
3:00 p.m.—Reception and Tea. Music by Graham Jackson. 


MONDAY, OCTOBER 3 
12:30 p.m.—Convention Luncheon, Grand Ballroom, addressed by General Carlos P. 
Romulo. 


TUESDAY, OCTOBER 4 
11:00 a.m.—Brunch in Gold Room of the Congress Hotel. 
Matinee—''Cinerama Holiday." Eitel's Palace Theater. 
9:00 p.m.—Annual Convention Party, Grand Ballroom. Music by Varsity Glee Club of 
Purdue University. 


WEDNESDAY, OCTOBER 5 
Matines Sabrina Fair’, Chicago Art Institute Goodman Theater. 
7:00 p.m.—Annual banquet and dance, Grand Ballroom. 


DR. R. D. CIES 
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ROBERT KAZMAYER 


CARLOS P. ROMULO 








NATH. LEVERONE 





KEN WHITE 





T. V. SMITH 
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Model Office 
Furniture Department 
in the 


Normandie Lounge 


exhibitors 
displaying 
today s 
utilities 
for the 


office 





Booth No. 
A 


ABCO Plastic & Supply Co. Divi- 
sion Bro-Dart Industries ~~ 
Acco Products, Inc. ......+- 1 
Ace Fastener Corp. 
Acme Visible Records, inc. 38-39 
Acorn Products Co. .639A-640A 
Adams Brothers Salesbook 


Oe Ai ceew es dane s 6b'das 328 
Addo Machine Co. Inc. ..... 308 
Aigner, G. J., Co, ..+.-06- 501 


Airguide Instrument Co. ..655A 
All Pupose Steel Products . .305 


Alliance Rubber Co. ....306W 
Allied Carbon & Ribbon Mfg. 
COPP.  cccccccccccccees 132 
All-Rite Pen, Inc. .....+++. 330 
All Steel Equipment, 
WR ov cccesesces 512A-513A 


Alma Desk Co. 504A-505A-507A 
Aluminum Cooking Utensil Co., 
i. we pcbedenweeas 656A 
Aluminum Seating Corp. ..521A 
Amberg File & Index Co. ..138 
American Binder Co. of 
California ......+.++. 335W 
American Carbon Paper Mfg. 
DP Katadeétepene edad 237 
American Crayon Co. ...... 106 
American Dictating Machine Co., 
C, sberedeneeenetoees 365 
American Latex Products 


GOP. cccccvccsccsccece 203 
American Pencil Co. .....-. 121 
American Map Co., Inc. ....218 


American Pad & Paper Co. .124 
American Stencil Mfg. Co. ..74 
Anderson-Hickey Co., 


De neaecawes oes 614A-615A 
Angler’s Products Co. ....314W 
APSCO Products, Inc. .....-. 97 
Arnot-Jamestown .343-344-345 
Arrow Fastener Co., Inc. ...52 
Art Metal Construction 

Wi. adeno ssesecesie 153-154 
Art Specialty Ce. sccesees 113 
Art Steel Sales Corp. ....376 


Artistic Desk Pad & ener | 
Gis cccvosccecccccosess 
Atlas Stencil Files Corp. C-3- Pa 4 

Autopoint Co.-A Division of 
Cory Corp. ..--sccccces 1 
Avery Adhesive Label Corp. .61 


B 

Bainbridge, Kimpton & Haupt, 

HEs crcccesveccouctone 114 
Bankers Box Co. .......+. 112 
Bankers & Merchants Inc. . .202 
Barkley, C. L., & Co. ...... 211 
Barnes & Noble, imc. «.+-2ae 
Borricks Manufacturing Co. 618A 
Bates Manufacturing Co. ....88 
Baumgarten, Fred ....... 604A 
Bausch & Lomb Optical Co. .216 
Beckley-Cardy Co. .......-- 47 


Bentson Manufacturing Co. .539 
Berger Manufacturing Division 

Republic Steel Corp. . 545 
Bernard Franklin Co., Inc. 302W 
Bernay Products Co. ....345W 
Berry, Henry Associates 377-378 
Best, Richard, Pencil Co. ..144 
Binney & Smith, Inc. ...... 126 
Blackbourn Systems, Inc. ..C-17 


Booth No. 


Blair Aluminum Furniture Co. 600 
Biaisdell Pencil Co. ....... 130 
Bohn Duplicator 
COIs coccccces 318W-319W 
Boorum & Pease Co. ...... 135 
Borroughs ee 
SA err 616A-617A 
Baste, Ges cc ccccecencese 43 
Bostrom Manufacturing Co. 630A 
Braden Manufacturing Co. 325W 
204 


Bradley, Milton, Co. ....... 

Browne-Morse Co. .......-. 561 
Bruning, Paul ..........-. 609A 
Budiew Products Co. ..... 652A 
Bulman, E.0., Mfg. Co., Inc. 361 
Burroughs Corp. ......... c-13 
Business Efficiency Aids ....111 

c 


C Thru Ruler Co. .......... 
Campro Sales Co. .333W- s3aw 


Cardineli Corp, ......cccces 
Carter’s Ink Co. ...... 158-159 
Cel-U-Dex Corp. ......... c-14 
Central Can Co., Inc. ...... 509 
Challenger Steel Products 
- SPTePerrerererT 338W 
Changepoint, Inc. ........- 48 
Chicago Desk Pad Co., Inc. 504 
Chicago Lock Co. ........ 307Ww 
Clark, Keith, Inc. ........ 206 
Clauss Cutlery Co. ...... 337W 


Codo Manufacturing Corp. ..116 
—. Steel Equipment Co., 


Dk. wabbe esac vnndencass 
Columbia Steel Equipment 

Ce. wcvccsesescecegeces 46 
Columbian Art Works, Inc. ..73 
Compass Instrument & Optical 


is Min. decrees eness 654A 
Consolidated Business Systems, 
ree Terre Tee 369 
Campers Wie. ccccccovcncec 219 
Cooke & Cobb Co. Division of 
Wilson Jones Co. ...... 133 
Coens s Ge cccccccvvceees 140 
Corry-Jamestown Manufacturing 
i aeececcesedava 520-521 


Coxhead, Ralph Co., Corp. .348 
Craftint Manufacturing 


Ph vexdentervneeees 326-327 
Cram, The George F., Co., 

s.: a8¢enGheped panaads 220 
Cramer Posture Chair Co., 

wchanesss venus 147-148 


Cushman & Denison Mfg. Co. 125 
D 


Defiance Calendar Co. Division 
of Wilson Jones Co. ..... 91 

Dennison Manufacturing Co. 3-4 

rr Manufacturing 


rr pany Pere 96 
Dick, ie Gis ok csc cewnen 80 
Dt Mills cccccceseeehe 105 
Ds EE s6cocoeseoenans 141 


Dixon, Joseph, Crucible Co. .89 
Dome Publishing Co., Inc. .311A 
Domore Chair Co., Inc. ...544A 
Doppelt, Charles & Co., Inc. 560 
Dertmger Ce. .ccccccccces 226 
Doro Manufacturing Co. ..603A 
Derson Corp. ....-seceees 205 
Downey, C. L., Co. ..... 13-14 
Dresner, $., & Son, Inc. ..553A 


Booth No. 


Duplicopy Co. ......-.ee% 221 

Durable Metal Products 
NR eee 628A-629A 
323 


E 
Eagle Pencil Co. .......+.-+. 86 
Eaton Paper Corp. ........ 5-6 
Ellingsworth Manufacturing 
GH csccrecvecesescnes 229 


Emeco Corp. ......--- 533-536 
Ennis Tag & Salesbook Co. .238 


Esterbrook Pen Co. ........ 1-2 
Eureka Specialty Printing 
GE ccvcccresves 30-31-550A 


Evans Specialty Co., Inc. ..231 
Ever Ready Calendar Mfg. 


De avestueeree¢v essen 102 
Eversharp, Inc. ....... 156-157 
Executive Furniture Co. ..542A 


Ezyindex Products Co. .313-314 
F 

Faber, A.W.,-Castell Pencil Co., 

82 


Inc. 
Faber, Eberhard, Pencil Co. .95 


Farber, Louis H., Co. ...... 131 
Fastener Corp. .........++- 215 
Fauitiess Caster Corp. ..... 236 


Feldman-Selje Corp. .636A-637A 
Felt-Point Pen Division Marsh 

Stencil Machine Co. ..... 137 
Ferber Corp. 
Fidelity Steel Equipment Co. 


i. + bebe onder ese cause 230 
Filex Steel Products, 
Dy enn sentences 315W-316W 


Peer Fem Ges occ ccveseucs 2 
Flushiok Division of Hemisphere 

Steel Products 

COU,  cccveccces 631A-632A 
Force, Wm. A., & Co., Inc. 222 
Frankel Carbon & Ribbon Co. 42 
Franklin Metal Products 

i sessterenseeas 315-316 
Fritz-Cross Co., The 343W-344W 


Frontier Mfg. Co. ..340W-341W 
G 

GR Products, Inc. ........ 300 

General Lamps Mfg. Corp. . .223 

General Pencil Co. ...... C-1A 


Geographia Map Co., Inc. ..370 
Gestetner Duplicator 

GD cc csdevezecess 303-304 
Geyer, Andrew,-McAllister, 

Ms 6240004680500 00 000 5 


Gibson Art Co., The ...... 40 
Gift Craft Leather Co. ....529 
Gingher Mfg. ..........+. 651A 


Globe-Wernicke Co. 18-19-C-22 
Goodfrend Manufacturing 

Come cccccecssccsecs 657A 
Goodfrend Metal Products 

Gh cvckucteceeveceacs 
Goodrich, B. F., Co. ....... 49 
Graff, George B., Ce. ccces 129 
Gregson Manufacturing Co, 530A 
Guardsman-Valentine, Inc. 520A 
— System & Supply Co., 

In 2 


Suede, W. H., Chair Co. 561A 


H 
Haeger Desk Co. ....... 607A 
OA—10/55 
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exhibit areas 
Exhibit Hall, Lobby and 


Annex on basement floor. 
Fifth Floor 
Sixth Floor 

Third Floor ballrooms and 


corridors. 
Booth No Booth No. 
Hall's Safe Co., Inc. ...... 335 Master Addresser Co. C-15-C-16 
Hamilton Manufacturing Master Products Mfg. 

GU, cccvcecccesecseesse 352 Gh. cvccvvcecesseces 337-338 
Hano, Philip, Cane BGs ccovces 65 May, J. L., Co., Ime. ......- 120 
Harrison Steel Cabinet Co. 519A Mayer Manufacturing Corp. 333 
Marder Corp. ...cccccccce 605A Mayfair Co. ....-.++++- .312 
Haskell, Inc. état een 359 McDonald Products Corp. .22-23 
Herring-Hall- Marvin Safe Meier, Joshua, Inc. ......--.- 62 

Bho cocccccccccsocoer 20-21 Meilink Steel Safe Co. ....512 
Heyer Corp., The ...... 36-37 Melind, Louis, Co. ........- 123 
Higgins Ink Co. ......+45. 55 Merriam, G. & C., Co. .....- 94 
High Point Bending & Chair Metal Specialties Mfg. Co. ..234 

Co. . .504A-505A-507A Metalstand Co. ........+++-+ 336 
Hillside Metal Products, Metropolitan Cutlery Co. ....24 

Inc, . . 349-350-351 Miami Systems Corp. ...... 79 
Hodgman Rubber Co. ...... c-9 Midwest Mfg. Division Artyle 
H-O-N Co., The ....... 301-302 GndlesteGes cccccccccces 623A 
Hoosier a Sait 537A Milwaukee Chair Co., 

Hunt, C. Howard, Pen Co. ..17 jj The ..cesceeeees 534A-535A 
Milwaukee Metal Furniture 
Gis. “ca ced ceatevensess 536A 


oiees Seater Ga. .0cccssnes 50 
Imperial Desk Co. ....... 516 
Indiana Chair Co. ....... 526A 
Indiana Desk Co. ........ 524A 


Infra Electronic Corp. 634A-635A 
Invincible Metal Furniture 


Gb Sedwsccosceseenen 539A 

J 
Jasper Chair Co. ........ 505 
Jasper Desk Co. ......... 546 
Jasper Office Furniture Co. 515A 
Jasper Seating Co. ....... 557 


Jasper Table Co., Inc. ..626A 
Jayem Sales Corp. 328W-329W 


Johnson Chair Co. ........ $00 
Justrite sEnge a: Co., 
Inc. ..54 
K 
Kahn, David, Inc. ........ 110 
PC + occkeuwde 301W 
Dr Ui o»eetewnee 310W 


Kee Lox Manufacturing Co. 619A 
Ketcham & McDougall Inc. .331 
Kingsley Stamping Machine 

Mn «verses veneeneeee 532A 
Koh-I-Noor Pencil Co., Inc. .10 
Kores Carbon Paper & Ribbon 


ak i <sconenaetas 346 
Krayer Manufacturing Co., 

De sivcvcvececestacsen 33 

L 
Labelon Tape Co. coeceee c-2 
LaSalle Products Co. ...... 142 
Lathem Time Recorder Co., 

SL Wierd. inh aa we 2 ee ee 334 
Lawson, F. H., Co. ....372-373 
Linton Pencil Co. ......... 207 
eee es We CR ceed eawee 232 

M 
Majestic Stationery 

Co. 330W-331W 
Maple Leaf Mfg. Co., 

Inc. . 341-342 
Marble, The 8. L., Chair 

Co 517A-528A 
Mark well Mfg. Co., Inc. ..107 
Marnay Sales & Mfg. Co. 339W 
Maso Steel Products, Inc. ..502 


OA-—10/55 


Minnesota Mining & Mfg. Co. 104 
Mittag & Volger, Inc. . . 145-146 
Mohawk Tablet Co. ....... 217 
Moore Business Forms, Inc. .C-7 
Moore Business Forms Inc.- 


Rediform Division ....... Cc-6 
Moore Push-Pin Co. ........ 8 
Morris, Bert M., Co. .......- 117 
Mosler Safe Co. ........-. 134 


Murphy-Miller, Inc. 
Mutual Stationers Supply 

CEPR. coccccccsccscccess 84 
Myrtle Desk 

Ge. ccvsceve 504A-505A-507A 
Mystik Adhesive Products ..235 


Notional Blank Book Co. ....A 

National Brief Case Co. ..553A 

— Carbon Coated Paper 
ccocesccescoceocees c-12 


SC occeccsccocees 324-325 


Netiencl Vulcanized Fibre Co. 56 
Neiman Steel Equipment Co., 


ORE. cvcccccosescorves 312W 
New Diamond Point Pen Co. 367 
Nobema Products Corp. ...C-11 


Noesting Pin Ticket Co., Inc. .70 
Norfield Methods & Procedures, 


BE chseiwiede ne oee ce 326W 
Norma Pencil Corp. ...... 118 
Northern States Envelope Co., 

Ps. cvccdedcavaseccoseses 54 
Nucraft Furniture Co. ....600A 
Nu-Craft Products Co., 

MG suectssesdvesu 339-340 

° 
Oakville Company Division 

Scoville Mfg. Co. ........ 58 

Office Accessories Corp. ....C-5 


Office Appliances 
Office Equipment Mfg. Co. 625A 


Ohio Chair Co., Inc, ...... 601 
Old Town Corp. .........-. 136 
Olivetti Corporation of 

America ....... 303W-304W 
Orna Metal Products Co. . .360 
Ottenheimer, |. & M. ....C-2A 
Oxford Filing Supply Co., 

SPOTL LTEPTLiTee 11-12 


exhibit hours 


Saturday—!2 Noon to 9 p.m. 
Sunday—| p.m. to 9 p.m. 
Monday—2 p.m. to 9 p.m. 
Tuesday—5 p.m. to 9 p.m. 
Wednesday—Noon to 5 p.m. 


Booth No. 
P 


Paper-Mate Eastern Inc. ..233 
Park Sherman Co. ...... 342W 
Parker Pen Co. ...... 149-150 
Parker Steel Products, Inc. 306 
Pelouze Manufacturing Co. 509A 
Perfect Rubber Seat Cushion 


Soe cccccscccveccccces 227 
Permacel Tape Corp. ...... 76 
Permonent Pigments, Inc. . .371 
Polar Manufacturing Co. ...143 


Posting Equipment Corp. .602A 
Precision Manvufacturi 

Gh. csoovcocsed 308W-309W 
Print-O-Matic Co., imc, ..... 69 
Protectall Safe Company ..152 


Q 
Quality Park Envelope Co. ..9 
e 


Rand McNally & Co. ...... 75 
Random House, Inc. .......- 64 
Redi-Record Products Co. .317W 
Regency Thermographers 
o6UGeven bd heedesed C-18-C-19 
Reliance Pencil Corp. ....... 71 
Remington Rand Deoler Sales 
Division of Sperry Rand 


COPBe sc cccccccccscece 500A 
Replogle Globes, Inc. ...... 53 
Rest-A-Phone Co. .....-.-- 311 


Rexbilt Leather Goods, Inc. 613A 





Rex-O-Graph. Inc. . 363-364 
Rex-Rotary Distributing 

COP, ccccccccesecees 612A 
Reyburn Mfg. Co., Inc ...... 93 
Riteform Chair Co., Inc. . . 27-28 
Rite-Line Corp. sad vaancess c-1 
Robi d me, 2 3 cae 
Rockaway Metal Products 

COPP. cccccccccseccvces 332 
Rock well-Barnes Nn o 00 een 139 
Rogers, W. T., Co. .....-- 320W 
Rowles. E. W. A. Co. . 103 


Royal Metal Mfa. Co. 546A. 548A 
Royal Register Co., Inc. ..332W 


Rust Croft Publishers 000 e VOSA 
s 

Sainberg & Co., Inc. ......-. 98 
Sanford Ink Co. ......+55>+ 78 
Schwab Safe Co., The ....533A 
Sevipte, Ome. .cccccccccces 122 
— Steel Equipment 

GI, aseuracnceossee 25-26 


Sheaffer, W. A., Pen Co. ..109 
Sight Light—M. G. Wheeler Co.. 


TI ccoveseuswes 321W-322W 
Sikes Company, Inc. .610A-611A 
Site-Filing Co. ....-. 5505s 368 
— Charles C., 

$seneneoees 323W-324W 
sien Metal Arts Co., Inc. .522 
Smokador Mfg. Co. ...... 305Ww 
Smo-King Products, Inc. ..336W 
Southworth Co. ........++. 72 
Speed Products Co. ........ 67 
Speed-O-Print Corp. ...... 108 
Speedry Products, Inc. ..... 44 


Spencer Rubber Products Co. 60 


Booth No. 
Stacor Equipment Co, .309-310 
Stafford, S. $., Inc. ...... c-10 


Standerd Diary Co. pepe 
Wilson Jones Co. ........ 
Standard Furniture Co. rt 
Star Office Accessories Ce. 311w 
Star Steel Equipment Co., 

Inc 


Seat Service 


wee BOs cecavcscctccen 366 
——— Ay ~ & Co. .633A 
aylor Chair Company ..551A 
Thomas Furniture tf . 549 
Tiffany Stand Co., inc. . 200 
Seton William, & Son, Inc. 313w 
“Tops” Business Forms ....228 
Tower Suites, Inc. . .621A-622A 
Triner Scale & Mfg. Co. ....51 


Underwood Corp. ..... C-8-307 
United Cutlery & Hardware 
Cvedesis. Ga. cccsiccoss 213 


Vail Manufacturing Co. ....83 
27w 


Walt Gs ccnaneescces 


Vernon, S$. E. & M., Fae Foy +2 -834 
Victor Adding Machine 
Ges 2 obtn ceabasanes 321-322 


quipment Dealer 
Sales Division of Remington 
jr Division Sperry Rand 


inbeee Se cws cee 15-16 
Visi-shelt fk Seer 620A 
Vogel-Peterson Co. ....... 547 

w 
Wabash Filing 1 oF Inc, . 155 
Wallace Pencil _ oveseves 29 
Ward, John J., Inc. ....... 224 
etree Gann an bis -..100 
Watson Manufacturing Co. .553 
Weber Costello Co. ........ 66 
Weer, Fue Gbo cccccsccces 151 
Webster, . ie Uk. ads eeume 7 
Webster-Chicago 4 «+214 
Weis Manufacturing ovecGe 
Welham Metal hk Sass 329 
Wells Chair Corp. ... ..127 
Western Manufacturing e 507 
Wilson Jones Co. ......... 41 
— Duplicator & Supply 
(eeegesbeebseas 34A-35 
Weed Office Furniture 
ME sveseseceseoud 523 
Y 
Yawman ond Erbe Mfg. Co. .92 
York Safe & Lock Co. ....212 
z 
Zephyr American Corp. ...101 
17 








nsoea convention and exhibit 





Ace Fastener Corp., 3415 N. Ashland Ave. 

Aigner, G. J. & Co., 426 S. Clinton St. 

All-Steel Equipment, Inc. (Aurora), Chicago Office 
Akay Corp., 4034 N. Kolmar Ave. 

American Hair & Felt Co., Merchandise Mart Plaza 
American Photo Laboratories, 28 N. Loomis Ave. 
Ames Supply Co., 564 W. Randolph 

Associated Stationers Supply Co., 229 S. Jefferson St. 
Bankers & Merchants, Inc., 3229 N. Sheffield 
Bankers Box Co., 720 S. Dearborn St. 

Barkley, C. L. & Co., 1220 W. Van Buren St. 

Barricks Mfg. Co., 134 W. 54th St. 

Bentson Mfg. Co., Aurora, Ill. 

Budlew Products Co., 3535 W. Cortland St. 

Central Can Co., 2417 W. 19th St. 

Chicago Desk Pad Co., 9 N. Jefferson St. 

Chicago Lock Co., 2024 N. Racine 

Chicago Saddlery Co., 105 S. Jefferson St. 

Codo Mfg. Corp., 564 W. Monroe St. 
Comptometer Div. Felt & Tarrant Mfg. Co., Merchandise Mart Plaza 
Consolidated Ribbon & Carbon, 2914 W. Medill Ave. 
Cotterman, |.D., 4535 N. Ravenswood Ave. 

Ditto, Inc., 2243 W. Harrison St. 

Ellingsworth Mfg. Co., 200 S. Peoria St. 

Fisher Pen Co., 7333 Harrison, Forest Park, Ill. 
Force Western, Inc., 216 W. Jackson Blvd. 

Fremaco International, Inc., 188 W. Randolph St. 
Glidex Corp., 4538 W. Roosevelt Rd. 

Haeger Desk Co., 1663 Merchandise Mart 


‘chicago hosts welcome conventionites 


LAkeview 
HArrison 
FRanklin 
PEnsacola 
SUperior 
HAymarket 
STate 
FRanklin 
Bittersweet 
HArrison 
MOnroe 
DRexel 
Aurora 
SPaulding 
MOnroe 
RAndolph 
Lincoln 
FRanklin 
CEntral 
SUperior 
Dickens 
LOngbeach 
SEeley 
HAymarket 
COlumbus 
RAndolph 
FRanklin 
SAcramento 
SUperior 


5-2400 
7-7414 
2-8122 
6-7670 
7-7252 
1-7925 
2-6590 
2-6760 
8-6234 
7-3577 
6-706! 
3-0880 
7-9237 
2-3340 
6-2770 
6-4187 
9-083! 
2-1478 
6-8704 
7-9603 
2-5550 
1 -5829 
3-7400 
1-1721 
1-2296 
6-6937 
2-0657 
2-4188 
7-9228 





Conventionites are welcome at the 
office and factories of manufac- 
turers located in Chicago and 
vicinity. Visitors are invited to take 
advantage of the opportunity to 
see the home offices of the com- 
panies with which they deal, as well 
as other firms. A hearty welcome will 
be given at those addresses 


listed at the right. 


Hanson Scale Co., Shermer Rd., Northbrook, Ill. 
Hedges Mfg. Co., 2931 S. Wentworth Ave. 

Heyer Corp., 1850 S. Kostner Ave. 

Imperial Methods Co., 750 S. Circle Ave., Forest Park 
Ink Specialties Co., Inc., 523 N. Halsted St. 

Johnson Chair Co., R. 7109, Merchandise Mart 
Kohlhaas Co., 8012 S. Chicago 

La Salle Products Co., 2216 N. Clybourn Ave. 

Lyon Metal Products, Inc., 300 W. Adams (Chicago Office) 
Markilo Co., 902 S. Wabash Ave. 

Maso Steel Products, 53 W. Jackson Blvd. 

Mayfair Co., 315 N. Desplaines 

Midwest Folding Products, Roselle, Ill. 

Milwaukee Metal Furn. Co., 101 N. Campbell Ave. 
Modernize, Inc., 666 Lake Shore Dr. 

Mohawk Tablet Co., 1703 East End, Chicago Heights 
Niemann, Inc., 469 E. Ohio St. 

NuAre Co. Inc., 824 S. Western Ave. 

Office Industries of America, 325 W. Monroe St. 
Pelouze Mfg. Co., 1218 Chicago St., Evanston, Ill. 
Photo Materials Co., 334 N. Bell Ave. 

Print-O-Matic Co., Inc., 724 W. Washington Blvd. 
Rockwell Barnes Co., 35 E. Wacker 

Rowles, E. W. A., Co., 104 N. Hickory St., Arlington Heights 
Royal Metal Mfg. Co., 175 N. Michigan Ave. 

Seng Co., 1450 N. Dayton St. 

Shipman-Ward Mfg. Co., 320 W. Ohio St. 
Speed-O-Print Corp., 1801 W. Larchmont St. 

Stark Calendars, Inc., 100 Bissel, Joliet, Ill. 

Steel Parts Mfg. Co., Div. of Blackstone Mfg. Co., 4630 W. Harrison 
Stein Bros. Mfg. Co., Inc., 1401 W. Jackson Blvd. 
Sturgis Posture Chair Co., 154 E. Erie St. 

Utlity Supply Co., Wholesale Division, 641 W. Lake St. 
Top Flight Products Co., Inc., 6224 S. Oakley Blvd. 
Tower Suites, 1209 N. State Pkwy. 

Vail Manufacturing Co., 900 E. 95th St. 

Victor Adding Machine Co., 3900 N. Rockwell St. 
Voael-Peterson Co., 1121 W. 37th St. 

Weber-Costello Co., 1212 McKinley, Chicago Heiahts 
Western Mfg. Co., 536 N. Highland Ave., Aurora, Ill. 
Wilson Jones Co., 209 S. Jefferson 

Martin Yale, Inc., 344 N. Bell Ave. 

Wolber Duplicator & Supply Co., 1203 W. Cortland St. 


Northbrook 1100 


CAlumet 
CRawford 
AUstin 
MOnroe 
Michigan 
BAyport 
Lincoln 
ANdover 
HArrison 
WaAbash 
CEntral 
Lawrence 
TAylor 
DElaware 
WaAterfall 
DElaware 
TAylor 
STate 
BRiargate 
TAylor 
RAndolph 
RAndolph 
ROdney 
STate 
MOhawk 
DElaware 
GRaceland 
Joliet 
EStebrook 
SEeley 
WhHitehall 
FRanklin 
WAlbrook 
DElaware 
REgent 
KEystone 
CLiffside 
INterocean 
Aurora 
Financial 


5-4246 
7-0130 
7-2152 
6-6187 
2-1138 
1-4433 
9-6373 
3-4255 
7-1257 
2-7346 
6-1397 
9-274] 
9-0700 
7-4798 
8-334! 
7-4030 
9-4474 
2-3460 
4-2737 
9-3033 
6-9480 
6-6830 
3-5800 
2-5010 
4-0920 
7-1090 
7-2000 
3-0554 
8-7800 
8-1045 
3-0167 
2-3700 
5-7100 
7-2405 
4-1810 
9-8210 
4-778 
8.9755 
7-8453 
6-5353 


TAylor 9-3033 


Diversey 


8-271 1 
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O4 Editorial 





A Refresher Course for Stationers 


Once again, the national convention and exhibit of the 
National Stationery & Office Equipment Association 
beckons in Chicago. The period from October 1-5 
promises to be an important one to all segments of the 
industry, particularly to the dealer who prides himself on 
being alert to today as well as tomorrow in his business. 

Primarily, a convention such as the one now opening at 
the Conrad Hilton Hotel in Chicago is a refresher course 
in profitable store operation. It falls into this category 
because it offers product knowledge at an easily acces- 
sible level. The 365 exhibitors are putting their new foot 
forward, so to speak, and the discerning dealer can 
profit by examination of the merchandise. He discovers 
new items which he can adapt to his selling scheme and 
can conveniently meet the manufacturer or his repre- 
sentatives face to face and ask questions concerning the 
merchandise which is his to sell. 

There are other opportunities, too, at a convention to 
broaden one's perspective concerning trade conditions. 
The national world economic picture should be better un- 
derstood after addresses by men such as NSOEA presi- 
dent Leonard B. Wilcox, U.S. Chamber of Commerce 
president A. Boyd Campbell and Robert Kazmayer, world 
traveler. 

In the convention program there is offered a new better 
concept of office furniture merchandising in the form 
of the model department. This promises to inspire the 
dealer to sell more than a chair or a desk. 

NSOEA's national convention allows relaxation among 
friends. But its ‘‘curriculum"’, above all, is designed for 
the product and store operation idea refreshment which 
it encompasses into busy five days. 


Helping Hands Extended 


The stationery and office equipment industry has suf- 
fered greatly in the flood-stricken Northeast. In the hurri- 
cane backlash, manufacturers and dealers alike have 
been dealt heavy financial blows. 

Fortunately, helping hands are being extended and 
the aid is more tangible than just sympathy. 





Flood-stricken firms are eligible for loans up to $20,- 
000 on losses to business or store, and without Washing- 
ton approval, making aid speedy. These grants may be 
secured from the nearest Small Business Administration 
office, usually listed in the phone book under ‘U.S. 
Government."’ 

Tax relief is possible with losses not otherwise reim- 
bursed deductible from taxable income. Now is the time 
to amass convincing proof in the form of pictures or 
newspaper stories, these to be filed away with statements 
on cost of repairs. 

In some centers emergency field offices have been 
set up. They should be consulted for proper procedure. 

There is evidence, too, of the heartwarming help ex- 
tended by individuals in our industry. Cal Cameron of 
Oxford Filing Supply Company, for example, helped to 
organize a Red Cross benefit show. And Erik A. Ohlsson, 
president of Facit, Inc., has offered to loan — free of 
charge — the company's line of Facit calculators, Odhner 
adding machines and Halda typewriters to unfortunate 
businessmen in the flooded area. Facit office equipment 
dealers in the area will handle distribution of the 
machines. 

U.S. Army engineers have termed the flood recon- 
struction job the largest ‘since Noah."’ It is a time for 
kindnesses, big and little, in keeping with the American 
tradition of rising above adversity. 


Good Idea, Governor Howard 


E. S. Howard of Oswego, N.Y., is looking ahead to 
a successful 1956 convention of Region Il, of which he 
is governor. The enterprising governor is suggesting that 
c sales contest be put on by each dealer in the district 
with paid expenses at the regional for the winner. 

Governor Howard suggests that the idea might help to 
increase a dealer's sales — and the attendance at White- 
face Inn, Lake Placid. 

A complimentary convention trip ‘‘on the firm" for 
salesmen sounds like a worthwhile incentive. The idea 
promises to extend past the boundaries of Region Il. 





HERE’S WHAT HAPPENS WHEN YOU CUT PRICES! 


The following table shows the INCREASE IN VOLUME necessary over normal 
sales, to offset price-cuts and return the same dollar gross-profit that would 
be made by normal sales at maintained prices. Shown in percentages. 


Unit VOLUME must be increased 


WHEN THE PRICE 


when original profit based on Sales, is: 














1S CUT 30% 33 1/3% 35% 40% 50% 
sg Ree crereT re. 20% 18% 17% 14% 11% 
ant LOVER E TT. 50 % 43 Yo 40% 33% 25% 
| ras 100% 82% 75% 60 % 43% 
a REE eee 200% 150% 133% 100% 67 Yo 
st MOL ee 500 % 300% 248% 186% 100% 
oe POET STS — 900% 599% 300 % 150% 
hy Bre — 1941% 500 % 200% 
ae —- — 700% 233 % 
| A ee a ae — 400% 
op ee =. — - 900 %. 
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@ THE OWNER of a successful 
small business — whom [ shall call 
Tom Farley — thought he was 
pretty well insured. He had life and 
health insurance for himself, fire, 
theft, and windstorm insurance cov- 
ering his business property and mer- 
chandise, and workmen’s compen- 
sation insurance for his employees. 
He was even covered if a neighbor- 
hood Ted Williams were to slam a 
homerun smack through his big dis- 
play window. 

But one day Mr. Farley hired a 
handyman to fix the roof of his 
store and supplied the tools and an 
old: ladder to do the job. The ladder 
broke as the man was climbing on- 
to the roof, and he plunged to the 
ground, fracturing a vertabrae and 
suffering serious internal injuries. 

When he was finally released by 
the hospital, the repairman sued the 
storeowner. Court evidence proved 
the ladder was unsafe... . and 
the jury placed full responsibility for 
the accident on Farley. 

The $29,500 verdict awarded the 
repairman may not have been un- 
reasonable, considering the serious 
nature of his injuries but it 
dealt a crippling blow to the store- 





NOTE: Statistics reveal that more 
owners of America’s two million re- 
tail and_ service’ establishments 
spend more for insurance than any 
other business group .. . yet suffer 
the heaviest uninsured losses. Un- 
derwriters say that a majority of 
these losses could be avoided — 
not by sinking more money into 
policies — but by making better 
use of present insurance investment. 
The appended article provides a 
guide that will enable the average 
office equipment and supply dealer 
to develop a sound, workable insur- 
ance program. 





owner who was not insured for one 
cent of the loss! 

Court dockets are filled with sim- 
ilar cases. Small businessmen spend 
millions each year on insurance — 
most of it wisely — but not one in 
a dozen has a real understanding 
of the big perils facing his business 
or the policies best suited to his 
needs. While the success of their 
business may hinge on ability to 
offer a broad yet balanced selection 
of goods and services, most busi- 
nessmen fail to follow through with 
this principle when considering their 
insurance. 


Three Groups 

Boiled down, the list of perils to 
a business fall into three broad 
groups: those which may result in 
a large loss, and should be covered 
by insurance, regardless of odds; 
those to which the business is con- 
stantly exposed, and which may or 
may not result in serious loss; and 
those small loss items which occur 
frequently. 

A sound insurance program 
should provide complete protection 
for the first group, careful selection 
from the second group to insure 


20 BIG PERILS 


adequate coverage, and any addi- 
tional protection from the third 
group which may be needed. 

This round-up of 20 leading 
perils may vary somewhat from 
business to business. Glass breakage 
could be disastrous to one busi- 
ness, for example, and relatively un- 
important to another. Weigh each 
peril carefully, keeping in mind that 
hazards to your business operations 
are equally as important as those 
to your property, equipment, or 
stock. 

Hazard to Property, 
Equipment and Stock 

Fires account for the bulk of 
business property destruction. Year- 
ly, 56,000 retail stores alone fall 
prey to this peril, resulting in des- 
truction of stock and records, and 
costly interruption of business. One 
survey shows that better than 40% 
of the businesses destroyed by fire 
are forced to close their doors for 
good within a year because of im- 
paired credit or inadequate insur- 
ance. 

Carelessness and inadequate safe- 
guards are directly responsible for 
most fires. Recently in Boston, a 
$1,200,000 fire swept through a 
five-story leather warehouse which 
had no sprinkler system. The fire 
then spread to an adjoining building 
which had a sprinkler system and 
proper fire fighting equipment, 
where it was quickly extinguished. 

The basic fire policy, which also 
insures against loss by lightning, is 
the cornerstone of any business in- 
surance program. Remember that 
the amount of insurance carried 
should cover any loss which the 
business could not otherwise stand. 

Determine the present replace- 
ment value of your property, equip- 
ment and stock, then check your 
policies to see exactly what you 
can collect in event of loss. While 
most fire policies are pretty well 
standardized, there are differences 
from state to state, and you should 
know exactly how you are pro- 
tected. 

Smoke can cause more destruc- 
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TO YOUR BUSINESS 


tion than flames. The owner of a 
variety store discovered this recent- 
ly when fire ignited a large supply 
of paint stored in the basement .. . 
resulting in smoke damage of sev- 
eral thousand dollars to stock and 
property. Actual fire loss was only 
a few hundred dollars. The basic 
fire policy covers damage by smoke 
during a fire. Where smoke damage 
may occur without fire loss, as 
from a “blow-out” of a faulty oil 
burner, separate coverage is re- 
quired 

Windstorms and hail are another 
ever-present threat. Last year’s vio- 
lent hurricanes dealt crippling blows 
to thousands of businesses. Hur- 
ricane Hazel alone cost America’s 
insurance companies more than 
$75,000,000. While tornadoes and 
other storms mark a constant threat 
to the small businessman’s property, 
this hazard is frequently not cov- 
ered by insurance. 


Tornado Damage 


Less than 10% of the stores in 
Waco, Tex. were protected when 
the devasting tornado of 1953 tore 
its $50,000,000 trail through town. 
Since it is impossible to tell when 
or where a storm may strike, it is 
the wise business manager who in- 
sures against Dame Nature’s un- 
predictable whims. 

Explosions, equally violent and 
unpredictable, can cause a devast- 
ing loss. Safety experts point out 
that explosions often occur where 
least expected. A leaking gas main, 
half-empty cans of paint — even 
sawdust can cause an explosion. 
Where boilers or other fired vessels 
are used, insurance against this haz- 
ard is paramount. 

Riot from civil commotion or 
strikes can wreck a business in a 
matter of minutes. If this peril is 
increased by the nature or location 
of your business, adequate protec- 
tion against damage, including at- 
tendant pillage and looting, is a 
“must” 

While less frequent than many 
perils, damage directly or indirectly 
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caused by aircraft and vehicles can 
result in a wholesale loss. Stores or 
businesses located on main thor- 
ough-fares or within the traffic pat- 
tern of an airport are particularly 
subject to this form of destruction. 

All of these hazards can now be 
insured by a single addition to the 
basic fire policy called an Extended 
Coverage endorsement. While any 
one also can be insured separately, 
cost of protecting against the entire 
group is nominal, and recommended 
by underwriters as a sound business 
investment. 

Of the many other perils to build- 
ings and contents, four are particu- 
larly noteworthy and can be cov- 
ered by one endosement called Ad- 
ditional Extented Coverage. Des- 
truction by vandals has been stead- 
ily on the increase since World 
War II. In one Midwest city, teen- 
age gangs destroyed so much prop- 
erty that an all-out community pro- 
gram had to be established to pre- 
vent these raids. Similar patterns of 
delinquency have been noted in 
large and small communities across 
the country. Most businesses, re- 
gardless of location or type, are 
open prey to this hazard and should 
be insured. 


Water Hurts 


Water damage also can be exten- 
sive, even ruinous. During a heavy 
rainstorm recently, roof water en- 
tered a speciality shop through a 
hole in the down spout, causing ex- 
tensive damage to the stock of wo- 
men’s clothing. Fortunately, the 
owner carried a special water dam- 
age policy and was paid in full for 
his $5,911 loss. 

Broken water mains, faulty 
plumbing systems, defective heating 
or air conditioning systems . 
all may cause heavy water damage 
to stock and equipment. 

Boilers and machinery may be 
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HOW EXPOSED ARE YOU? 


Check this list of 20 lead- 
ing perils to find out the weak 
spots in your business insur- 
ance program: 





Fire 

Lightning 

Smoke 

Windstorms and hail 

Explosions 

Riot 

Aircraft & vehicle dam- 
age 

Destruction by vandals 

Water damage 

Boilers and machinery 

Glass and electrical 
signs 

Business interruption 

Extra expense 

Rental income 

Transportation perils 

Comprehensive gener- 
al liability 

Motor vehicle liability 

Burglary, theft and 
robbery 

Dishonesty, disappear- 
ance & destruction 

Bad debts 














both the cause or the subject of a 
heavy loss. When an unfired pres- 
sure vessel exploded in a New York 
State chemical plant, a loss of $80,- 
000 resulted. It would have cost 
but a few dollars for complete pro- 
tection against this hazard. 

Insurance against such loss will 
not only protect boiler and ma- 
chinery investment but will provide 
for periodic inspection of equip- 
ment to insure proper maintenance. 
This often eliminates the need for a 
costly plant shut-down at a later 
date due to equipment failure. 

Damage or breakage of glass and 
electrical signs is one of the most 
common forms of destruction. One 
in every four store fronts has some 
glass broken each year. Strong 
winds, defective or rotted frames, 
motor vehicle or pedestrian acci- 
dents, hallowe’en pranksters, burg- 
lars, or even dissatisfied customers 
or employees can cause a loss. If 
your investment in glass is high, a 
special glass insurance policy may 
be in order. 


Hazards to 
Business Operations 


While most busineses are insured 
against loss by fire and many of 
the “natural perils”, operational 
hazards often are neglected. Busi- 
ness interruption after a loss, for 
example, could prove fatal. A spe- 
cial policy recently was made avail- 
able for small businesses to cover 
any loss of earnings which may re- 
sult during the time a business is 
out of operation. 

As your property insurance pays 
for the destruction of building’s 
equipment and stock, the Business 
Interruption insurance pays for loss 
of income. It will reimburse for 
lost profit, and covers essential ex- 
penses such as salaries, taxes, ad- 
vertising, and other items that 
would have been earned had not 
the business been crippled by fire 
or other hazard. 

Even when continuing expenses 
are covered by insurance, however, 
certain businesses may suffer by not 
opening their doors as soon as pos- 
sible after a loss. Service establish- 
ments in particular may feel that 
business continuity must be main- 
tained. More often than not, this 
involves extra expense, and is cov- 
ered by another special policy. 

Extra Expense insurance will pay 
additional expenses while operating 
in temporary quarters due to dam- 
age to buildings or contents by fire 
or any other insured hazard. This 
not only covers the cost of rental 
of temporary quarters, but the pur- 
chase of any equipment essential to 
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the continuity of the business. 

For those businesses which in- 
clude income from rents, another 
policy insures that rent payments 
will be made by the insurance com- 
pany if the property is made un- 
tenantable by fire or other damage. 
This protection can be added to 
your regular fire policy or can be 
obtained as a separate coverage. 

Businesses which make use of 
public carriers to ship their goods 
run the risk of loss or damage from 
transportation perils. Many busi- 
nessmen have an exaggerated idea 
of the carrier’s liability. While com- 
mon law states that a carrier is li- 
able for lose or damage to property 
entrusted to him if negligence is in- 
dicated, in nearly all cases any lia- 
bility is modified by the bill of lad- 
ing. 


Protect Shipments 


With most “released value” bills 
of lading, liability is limited to 10c 
per pound. Thus, if your shipment 
of 75 precision machine parts, 
weighing 50 pounds, is lost, you can 
recover but $5, even though your 
actual loss may be several hun- 
dred dollars. 

While it is possible to substitute 
a “straight” bill of lading without 
limitation of value, in almost every 
case the addjtional freight charge 
would more than offset the cost of 
transportation insurance. Businesses 
exposed to this hazard should con- 
sider a covering policy. 

Every businessman is exposed to 
the possibility of a claim for negli- 
gence. All an injured person has 
to do to get you into court is to 
allege that ordinary care has not 
been taken and that you were negli- 
gent to some degree. Even when in- 
nocent, settling these claims can be 
both troublesome and expensive. 

Keep in mind that there is no ex- 
act definition of negligence, and 
that it is the jurv — not the judge 
or the law — which ultimately de- 
cides whether negligence has or has 
not existed. Here are the facts of 
one case: 

A customer asked a clerk in a 
retail store for a dress shield, speci- 
fying a particular make. This was 
out of stock and the clerk’s sugges- 
tion of a substitute was accepted. 
Later, the purchaser suffered per- 
sonal injuries through use of the 
substitute shield and sued the store 
for damages. 


Seller Liable 


The court held that since the 
buyer had no opportunity to inspect 
the item, and relied on the seller’s 


judgment to make her purchase, the 
store therefore was responsible for 
the accident. 

By all means, liability insurance 
should include a policy covering 
motor vehicle liability. All states 
now have financial responsibility 
laws which require the owner of an 
automobile to show evidence of his 
ability to pay for injury or damage 
to other caused by his negligence, 
or to lose the privilege of driving. 
Since most businesses would be 
seriously impaired without the use 
of an automobile, adequate pro- 
tection here is essential. Liability in- 
surance against this hazard covers 
bodily injury, property damage, and 
usually provides for medical pay- 
ments in event of injury. 


Theft Danger 


Burglary, theft, and robbery is 
another ever-present threat. The 
FBI recently surveyed 359 cities 
across the country and reported that 
over 1100 places were looted daily 
in these communities. Almost one- 
third of the robberies were com- 
mitted against some type of com- 
mercial establishment, and over half 
of the burglaries reported were to 
stores and offices. 

Ask your agent about the various 
policies which will protect you from 
such loss. Underwriters generally 
recommend that small business in- 
clude a special 3-D policy — pro- 
tecting against dishonesty, disap- 
pearance and destruction. This 
combination policy consists of five 
broad coverages, all optional, to in- 
clude loss through employee’s dis- 
honest act, loss of money and se- 
curity occurring within the prem- 
ises, loss of money and securities 
outside the premises, loss of secur- 
ities within leased safety deposit 
boxes, and loss through forgery of 
outgoing instruments. 

No business insurance program 
would be complete without some 
protection against bad debts. Credit 
losses can be just as large and just 
as serious as a loss from fire or 
other circumstance, and must be 
adequately controlled. 

If you’re protected against these 
20 perils, relax. Chances are you'll 
be able to weather just about any- 
thing that fate may throw your way. 
But if you’ve spotted a weak spot 
in your insurance program, correct 
it immediately before it’s too late. 

Your insurance agent — who 
also is a small businessman — will 
recommend the best policies for 
your business. Listening to his ad- 
vice will not cost a cent... . and 
could save you from a disastrous 
loss. 
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@ FISHING AROUND for a sea- 
sonal winner this month, our genial, 
cheer leader of Business Builders 
came up 
with this 
different 
type of en- 
try to his 
to p-of-col- 
umn head- 
liner on 
your OA- 
TV viewer, 
sO we give it to you RIGHT NOW 
in sharp focus, with HOOK, LINE, 
and SINKER!: “A wisteria vine 
has been known to grow as much 
as 13 inches in one day; but com- 
pared to the “big-one-that-got- 
away’ from Mr. Average Office- 
Outfitter on vacation this particu- 
lar vine must have been blighted 
no doubt.” Thank you Mr. Oregon 
Stationer, who gave us this winner 
to Mr. I. Will Pepper Upper’s do- 
main. 
k * 


Coming into view now, televised 
tor your pleasure by a Kentucky 
stationer, in all his southern gra- 
cious generosity, is his contribution 
for Business Builders’ department 
AN IDEA FROM UNDER MY 
HAT: 


are 
aa a, 


Six reasons why women buy cer- 
tain office equipment: 1. Because 
her husband says she *can’t have 
it. 2. Her neighboring office can’t 
afford it Nobody’s got one. 4. 
Everybody’s got one. 5. It is DIF- 
FERENT. and 6. Just “BE- 
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Broadcast over Station S AL E S Operating on a 
Wave Length of CONFIDENCE . . . COURAGE . . .. CO-OPERATION 


IDEA EXCHANGE 


Presented 
each month 
to give 

you dol- 

lars CENTS- 
INSURED 
plus SENSE 
ASSURED! 
Remember 
the price— 


AN IDEA FROM YOU FOR 

EACH IDEA ORDERED 

(Always mention the idea num- 
ber. Address the co-ordinator of 
this page at Pacific Coast Publish- 
ing Company, 1022-1024 State St., 
Santa Barbara, Calif. Use this same 
address in sending in your thoughts 
for our Mr. I. Will Pepper-Upper, 
An Idea from Under My Hat, and 
Terse Trailer departments of Busi- 
ness Builders’ monthly telecast. ) 

*Expressly YOURS for YOUR 
Idea-Exchanging, comes this unusu- 
al submission from a_ studious 
Wyoming office outfitter, who 
hopes you'll send in right pronto 
for it, and also supplement it with 
your own additions. . . . His report 
is entitled: “IDEAS I HAVE 
GIVEN MANUFACTURERS OF 
OFFICE ITEMS IN PACKAGE 
IMROVEMENT OF DESIGN 
AND THOSE THAT WERE AC- 
CEPTED AND THOSE THAT 
HAVE NOT AS YET BEEN AP- 
PROVED AND USED.” Ask for 
No. 10:55-1. 

In this excellent article our Wy- 
oming fellow stationer goes into 
factual detail about new package 
idea for both brand new and old 
establishing items, changing many 
from bulk to unitization; adding 
color where and when needed. In 
many cases product protection has 
been enhanced; and naturally in 
some instances the use of trans- 
parency has been employed. Pic- 
ture packaging, variety arrange- 
ment, and multiple and combina- 
tion has been to the fore in keep- 
ing with the trend in other fields. 





*Next we suggest earnestly Busi- 
ness Builder No. 10:55-2, this 
from North Carolina, billed by this 
stationer as: “POINTS TO KNOW 
IN THE BUYING HABITS OF 
OFFICE-ITEM POTENTIAL 
BUYERS!”. This is truly a most 
interesting and valuable paper. 
Here this southern stationer fully 
covers this market problem and 
offers you information to translate 
it into sales and profits. 


* * * 





Therefore, having observed our 
well-known OA-TV signboard re- 
minder, Mr. and Mrs. Office Out- 
fitter and Miss Office Outfitter as 
well give a TELEVIEW to these 
Terse Trailers on our Business 
Builder Program, as each and every 
one is indeed a prize-winner: 


*A New York stationer gives 
credit-line to Hal Stebbins for this 
nine-worder: “THE BEST FORM 
OF SELFISHNESS in selling IS 
SELFLESSNESS!” 


*“Before you approve any sales 
promotion copy for an office equip- 
ment or supply advertisement, be 
sure it answers your PROSPECT’S 
QUESTION, ‘What will it do FOR 
ME?” This from a Maine stationer. 


*And New Jersey airmail fa- 
vored our mail box with this potent 
T. Trailer:— “No situation is so 
bad that we can do nothing about 
it — nor so desperate that we have 
to take it on ourselves to do it all!” 


Office efficiently yours: 


Ralph B. Ortel 


at ot ot 
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Some columns of selling ideas based on the experience of smart 
salesmen both in and out of the office appliance field. 





@ ONE OF THE greatest half- 
truths ever foisted on the public 
is the statement that “production 
made America great.” 

More true would be the fact 
that selling made production great. 

* * * 

Unique among current contests 
is the “Crystal Ball Award” spon- 
sored by Arthur Weisenberger 
Company, member of the New York 
Stock Exchange. The award is 
made to the person making the 





closest guess of where the Dow- 
Jones average will be three months 
hence. Two other awards are made 
for picking the stocks that will (a) 
go up and (b) go down the most 
in the three month period of the 


contest. 
i 


Fair Trade Going? 


Fair Trade may be on the way 
out. As Attorney General Brow- 
nell told the NRDGA recently, 
“Under Fair Trade the right is taken 
from a businessman to decide 
whether to compete for a share of 
the market by operating on low 
overhead and charging lower prices, 
or by attracting customers with 
more extensive services and higher 
prices. How can a small business- 
man, perhaps starting out with 
limited capital, hope to compete 
with a large, well-established store 
which offers credit, telephone or- 
ders, delivery service and similar 
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convenience, if he cannot charge 
lower prices in the hope of winning 
some customers away from his com- 
petitors?” 

x * * 

Example of timely promotion to 
fit changing character of a market 
is new booklet released by Calso 
Oil on Turnpike driving. Recog- 
nizing the problems that come with 
“express” driving, the booklet deals 
with such subjects as higher speeds, 


“highway hypnosis,” and so forth. 
* * * 


How's Your Dif? 


DIF is the knack of “doing it 
different” and we’ve just seen a 
wonderful example of how a little 
“dif” can boost sales. 

This month’s member of the 
“DIF CLUB” is Paul Heine, who 
runs the Lancaster (Pa.) Bruns- 
wick Hotel. Paul is the man who 
some years ago invented the 
“quickie” breakfast that was de- 
livered to your room for 50 cents 
in 5 minutes — or you get it free. 
Recent Heine “difs” are: a tiny 
burner to keep your butter sauce 
warm for your lobster, coloring 
pages — complete with crayons — 
to keep children (like Roger Kauf- 
man, age 7) busy while waiting 
for food and a coat hook upside 
down beneath each table for Mrs. 
Kaufman’s ever-in-the-way-hand- 
bag. 

In the heart of the Amish coun- 
try, he now runs bus tours directly 
into the Amish country and sur- 
rounding areas, and bus companies 
run their buses from New York 
and join the tour in Lancaster. He 
even bought an old school-house 
where tour members are served 
Dutch picnic lunch. 

How’s your “Dif?” Write us 
about it. Maybe we can make you 
an honorary member of our DIF 
CLUB. 


» By Zenn Kaufman 


There's a salesman in Ft. Smith, 
Ark., named Never Fail. 


* * * 


Disappointment vs. Discouragement 


John M. Wilson, vice-president 
of National Cash Register, makes 
a helpful point in a recent issue 
of Sales Management. He stresses 
the difference between disappoint- 
ment and discouragement. He says: 
“A salesman meets many disap- 
pointments but he must never per- 
mit himself to be overcome by dis- 
couragement. He has no control 
over some of the disappointment 
he is certain to meet, but it is by 
his own decision that he becomes 
discouraged. Disappointment and 
discouragement are not synonymous 
terms, nor are they separated by 
any fine line of distinction. The 
difference between them lies solely 
in the attitude assumed by the in- 
dividual. 


It is said that experience is our 
greatest teacher. Isn’t experience 
the net result of the methods that 
have brought disappointment as 
well as success? We learn by dis- 
appointment the things not to do. 
The vagaries of the attitude of the 
prospect are just as real as the un- 
certainties of the weather. We do 
not get rain when we want it, nor 
can we always depend on sunshine. 
As salesmen we must learn to be 
philosophical in the knowledge that 
when we are using the right meth- 
ods the law of averages will work 
in our favor and the desired re- 
sults are certain to come. 

Discouragement means loss of 
courage, disintegration of the spirit 
—failure. Disappointment is a na- 
tural reaction, but when a man 
yields to discouragement, the fight 
is over. But discouragement can 
enter our consciousness and over- 
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whelm us only when we permit it 
to do so 

The choice is ours, each time.” 

x* * * 

Cut this one out and paste it 
under the glass top on your desk. 
It was said by Ken Goode. 

“Don’t tell people how good 
you make your goods, tell 
them how good your goods 


make them.” 
x * * 


"Often a Bridesmaid — 
Never a Bride” 

The sight of the Listerine head- 
line brings back to our mind that 
oft-stated axiom that when you 
find a sales appeal that works — 
hold on to it. Along with that other 
wonderful oldie, “Do You Make 
These Mistakes In English?”. This 
provocative headline has _ been 
clicking in Listerine ads now for 
nearly 30 years. Scientific tests of 
the copy have shown that it still 
pulls top response. 

Salesmen who may tire of their 
own story (and who doesn’t after 
a while?) would do well to keep 
this Listerine story in mind. When 
you have a winning number, stay 
with it as long as it wins. Even 


A “LOST-SALE” QUIZ 
.. He loses sales because... 


a)...he is traveling when he should be 


Jumping Joseph 


“THE RAMPING ROBIN” 


needlessly crisscrosses his 


to find himself high on mileage and low on 


sales 


the office boy is smart enough to 
know that when you've got the com- 
bination that opens the office safe, 
you don’t try to open it with another 


number. 
* * * 


Paul Hollister defines a window 
display as a combination of a post- 
er, a newspaper ad, a Stage set, 


a speech and a scarf dance. 
ee 8 





Ed Thom has found the perfect 
way to get your wife to return 
from a vacation. Just send her the 
home-town paper with one item cut 
out of it. 

* * * 
Wrong? Who, Me? 

Nobody likes to be wrong. 
Worse, nobody likes to be found 
wrong. 

If I’ve been using a certain brand 
of gasoline for years and you try 


territory, only 





b) ... he doesn’t stay long enough to get 
the order. 


to switch me to yours, you not 
only have to convince me that it’s 
good but you also have to help 
me ease the pain of forsaking my 
old favorite. That hurts. 


Have I been wrong for four 
years? Maybe so, but I hate to 
admit it. 

And that’s one reason why the 
word “new” is so powerful in ad- 
vertising and selling. It offers me 
the chance to switch without fac- 
ing hand-on an admission that I've 
been wrong so far. Try using this 
magic word in your selling. You'll 
find it will work miracles — both 
in getting attention and in opening 
people’s minds. 


* * * 


T. L. Lewis of Louisville, Ky., 
distributor of wines and spirits, has 
for many years sent out a letter 
just in advance of the Derby pre- 
dicting the winner. His average is 
not too good — he has had a 
winner three times out of six — 
but as a promotional stunt the idea 
is still a good one since it is a 
friendly and provocative way to 
keep your name in front of custom- 
ers. 














ight 1955 William G. Damroth & Company 


c)...he doesn’t have time to call on 
enough prospects. 

Joe would be able to call on a lot more pros- 
pects if (a) he had been selling instead of travel- 
ing. He would never have gotten into this dilem- 
ma if he planned his calls to cut his travel time. 
An organized territory plan is the secret of every 
successful salesman. The first step in the plan is 
to concentrate your calls in the same geograph- 
ical area. This will immediately convert wasted 
travel time into valuable selling time. 


A few minutes of planning and Joseph would 
have been handsomely rewarded in sales. With- 
out even improving his selling style he could have 
doubled his sales by simply doubling his selling 
time. 
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HERE'S 
A PRODUCT 
THAT GETS 


TO THE POINT! 


A 





EUGENE EX 
Reliable Stationery Co. 
Chicago 


Business is a sensitive thine 

Goes where it is wanted 

Stays where it is cared for 

Grows where it is cultivated 
—Author Unknown 


@ THIS STIMULATING quo- 
tation seems to eloquently set the 
stage for dealer success story that 
is built around the sale of Electro- 
Pointer . . . an electric pencil sharp- 
ener made by Stile-Craft Company. 

Reliable Stationery Company, 


26 





Chicago, is selling electric pencil 
sharpeners not only with success but 
also with great enthusiasm. The rea- 
son for this performance should be 
of interest to office equipment deal- 
ers everywhere. 


Opens Doors 


Gene Ex of Reliable spearheads 
the remarkable sales volume being 
attained on this product. His point 
of view is refreshing and worth re- 
peating. Fundamentally, he recog- 
nizes the acute and growing compe- 
tition that exists out on the firing 
line and therefore is alert to the ut- 
ter necessity of doing those things 
that will set him apart from other 
office supply salesmen. Thus—the 
Electro-Pointer from the very first 
seemed to have the qualities he was 
looking for—qualities that would 





CONVENIENTLY LOCATED 


open new business doors and dis- 
tinguish him as a salesman. 

First the product lent itself to 
demonstration and with demonstra- 
tion came the opportunity for the 
use of showmanship. There is an 
old Chinese proverb that says “One 
picture is worth more than a thou- 
sand words.” Perhaps this proverb 
could be modernized by suggesting 
that “One demonstration is worth 
more than a thousand words.” 


Makes Impression 


When the Electro-Pointer is dem- 
onstrated—when the function and 
benefits are shown—the prospect is 
invariably impressed. 

Perhaps the reference to show- 
manship seems axiomatic. Drama- 
tizing—romancing a product seems 
like a sure-fire form of salesman- 
ship yet this technique might indeed 
find wider application in office 
equipment retailing. For example, 
the successful auto salesman doesn’t 
sell steel, glass and rubber as much 
as he sells the pleasure derived from 
owning a car. The salesman doesn’t 
sell a dishwasher; he sells the house- 
wife emancipation from household 
drudgery. People don’t buy the tech- 
nical intricacies of a television set; 
they buy hours of entertainment and 
diversion. 

And so it is with the electric pen- 
cil sharpener. It is being bought be- 


e 
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is the electric pencil sharpener 


(arrow) at the Chicago loop offices of Catholic Order of Foresters. 
The office manager, R. J. Van Thyne, says he is impressed with the 
efficient operation of this Stile-Craft machine and adds that the 


office workers enjoy using it. 
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cause of the benefits it offers to 
business. Those advantages are 
speed in performance—economy in 
use and convenience of location and 
operation 

This article is the ideal door 
opener it never fails to compel 
attention and curiosity. It is intro- 
duced with confidence not as a gim- 
mick or gadget but as a sound ad- 
dition to the work tools of the office. 
Further its sale represents a good 
margin of profit because it can be 
sold at full list price. “Selling the 
sizzle” instead of the steak subordi- 
nates the price factor. 


Always Ready 


One significant observation de- 
serves emphasis. Mr. Ex never 
fails to have one of these units in 


his car—ready for a demonstration 
and a conscious effort is made to 
show it to everyone. Interestingly 
enough, it is felt that small com- 


panies as well as big institutions are 
good prospects. 

Experience over a period of time 
has revealed certain aspects which 
contribute to the ease of selling the 
electric pencil sharpener. Specifical- 
ly—it is expedient to demonstrate 
the unit to the person or persons 
who will actually use the machine 
while at the same time showing it 
to the purchasing agent. Further, in 
a big organization the accounting 
department is one of the most vul- 
nerable spots in which to introduce 


“lhe Salt Lich 


MONTHLY MUSINGS ON SALESMEN 
AND THEIR PROBLEMS 


by L. R. ADDINGTON, vice-president 
stock sales, Art Metal Construction Co. 


@ A GOOD SALESMAN should an- 
ticipate not only current needs of 
his customers, but should be aware 
of the factors which indicate growth 
and consequent expansion. 

To find out what companies in your 
territory may grow, perhaps some of 
the following hints will help you. 

1. Put a folder in your file for 
each substantial customer in your ter- 
ritory. 

2. Obtain an annual statement 
each year (if published) and study it. 

3. If the customer produces a 
house organ, get yourself on the 
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THIs Is FUN ... agree Ann 
Carr (left) and Betty Prest- 
wich as they use an electric 
pencil pointer in a leading 
legal firm of Chicago. Sharp 
pencil points and notebook 
work go hand and hand, they 
assert. 


the Electri-Pointer because the need 
for wood case pencils still continues 
unabated. 

Another susceptible atmosphere 
exists where draftsmen work. Even 
though a sanding block is used, a 
well sharpened pencil point is so 
essential that the advantages of the 
handy electric pencil sharpener are 
quickly apparent. 


It's Convenient 


Business girls like to use the 
Electro-Pointer experience shows. 
They like its convenience and clean 
performance. In one office, a young 
lady obviously with a flair for me- 
chanics, has figuratively attached 
herself to the unit. She has learned 
all of its technical quirks and bosses 


mailing list. 

4. Watch newspapers for news 
items and promotions of executives. 
Clip these items. 

5. Make notes of important facts. 


6. File all of the above in the pre- 
pared folder and study before each 
call. Many suggestions of who you 
should approach, what approach to 
make and to which departments new 
products should be presented, will be 
provided by your continuing customer 
file. 


In knowledge there is power. 


the pencil sharpening job in her 
department. 

The pencil boxes are kept near 
the machine . . . one marked dull 
. . . the other marked sharpened. 
In this way, ready to use pencils are 
always available and the dull pencils 
are deposited for re-sharpening. 
This plan has worked out to the 
satisfaction of all concerned. 


Passes Tests 


The dealer has discovered that 
this machine is sold singly at first, 
one at a time and seldom in multi- 
ple quantities. It seems that the unit 
is usually tested in one department 
and then as its fame permeates an 
organization more machines are 
bought. The end result being satis- 
fying and profitable. 


Sells More Pencils 


Chain reaction is not confined to 
the atom. Please note the Mr. Ex 
has sold many wood case pencils as 
a result of demonstrating the Elec- 
tro-Pointer. A well sharpened, sam- 
ple pencil placed in the hands of a 
prospective buyer frequently leads 
to a pencil order. 

Reliable Stationery clearly reveals 
the magic quality of vigorous spec- 
ialty selling. When allied with an 
element of showmanship—it is the 
key to greener business pastures— 
fields in which price competition 
ceases to be all important and where 
user satisfaction opens wide the 
door to sales opportunity. 





Knowledge may be something you 
know or remember, but it may also 
to a great degree be the knowledge 
of where information is available. If 
your source of information is in a 
folder containing what you have 
gathered, it will provide more and 
more power for you as the years go 
by. It will help you anticipate growth 
and expansion far ahead of your 
competitor and long before it is pub- 
licly announced. 

You can be part of the growth of 
any company to the degree that you 
know that company. 
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Easy Access. . . Parron-Hall commercial stationery department was designed to serve the customer’s 
needs efficiently and quickly. Large display cards locate merchandise, and everything is clearly visible. 
Additional stock is immediately available under the counters for replenishing items sold. Everything on 





} 





display is labeled as to size and price for the convenience of the customer who wants to serve himself. 


Parron-Hall 
HAD A PLAN... 


AND IT WORKED 


@ SEVEN SUCCESSFUL YEARS 
of store operation produced many 
ideas which were incorporated in 
the pre-planning of the new Par- 
ron-Hall store in San Diego, Calif., 
with gratifying results. 

More than six months of de- 
signing, planning and layout engi- 
neering went by before Stanley 
Hall, president of the firm; Charles 
Gordon Hall, his son and vice- 
president, and Mrs. Greta Hall, 
secretary-treasurer, were satisfied 
that physical construction could be- 
gin on this, the third store since 
the Hall family bought out the in- 
terest in the Parron Office Equip- 
ment Company in 1948. 

Each counter top was laid out in 
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blueprint fashion, showing where 
each item would go, and all fixtures 
except pen cases and greeting card 
displays were built right in the firm’s 
own shop under direct and constant 
supervision. 

It was decided to divide the big 
new store, located at the intersec- 
tion of Second and “C” streets in 
San Diego, into three segments. 

The center section is set to prom- 
inently display writing instruments, 
greeting cards and social stationery. 
The right hand section offers every- 
thing in commercial stationery, and 
the left features office furniture and 
equipment. 

As customers enter the store, 
they see a prominent display of 





PERSONALIZED PLANNING... 
“Personalized Office Plan- 
ning” is one of the many serv- 
ices offered by Parron-Hall to 
its customers. Here trained 
personnel will help with the 
selection of furniture, colors, 
and even draperies and floor 
coverings. 


OA-10/55 


6a Ae fee =e Os Cee 








~~ — | 


Te 





r’s 
le. 


on 


better pens in a “V” shaped mod- 
ern glass cabinet. Directly behind 
this unit is a glass cabinet for less 
expensive pens and a full selection 
of ballpoints and automatic pencils 
utilizing manufacturers’ display ma- 
terials. 

Also located in the center is 
the long greeting card section and 
the social stationery department, 
conveniently visible from the store 
entrance. 

Contrary to advice from “pro- 
fessional” store designers, the Halls 
designed and built their own coun- 
ter and display units for the com- 
mercial stationery department. 

Following the trend to self-serv- 
ice without losing the personal 
touch offered by the clerks, the 
section makes use of open coun- 
ters and attractive wall arrange- 
ments of shelves and pegboard. 


No Stooping 


It was the Hall’s theory that 
customers do not like to stoop, 
so they ignored the use of gondola 
type counters, replacing them with 
units that fully display the mer- 
chandise 

Two basic counter lengths, six 
and four feet, were used, set in 
island arrangements. In this way, 
the units can be arranged in any 
grouping from six feet to 10 feet 
or better. Slanted adapter tops were 
designed for those units displaying 
small items, and larger items are 
shown on the flat counter tops. 

Each counter is marked with a 
lettered card in large type to in- 
form shoppers what items are on 
display. These are also numbered 
for store use. The under counter 
sections are used for storage of 
stock so that clerks can supply 
needed items quickly. 

A great deal of time was spent 
in designing the loose leaf and fil- 
ing supply section since this is one 
of the Parron-Hall specialties. 


Filled from Stock 


Card and vertical guides are 
shown on top of one of the large 
counter units, each one a sample 
wrapped in cellophane. The cus- 
tomer makes a selection, and the 
clerk fills the order from the im- 
mediate stock available. File fold- 
ers and expanding wallets are shown 
in a similar manner. 

Ring binders, ring sheets and in- 
dexes are displayed on a self-serv- 
ice basis which has proven to be 
the most efficient method and popu- 
lar with the customers. Liberal use 
of peg board displays and shelves, 
showing everything clearly labeled 
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and priced, add to the convenience 
of the section. 

The rear of the commercial de- 
partment has been set aside for 
accounting and bookkeeping sup- 
plies. Here accountants may sit at 
desks with sample forms and cata- 
logs supplied to select the materials 
they need. 


Offices on Parade 


Probably the most interesting 
section of the new Parron-Hall 
store is the office furniture section. 
A series of four model offices are 
arranged down an entire windowed 
side of the section. 

These “rooms” are rearranged 
periodically, normally featuring two 
in wood and two in steel. Taste- 
fully and distinctively decorated, 
each reveals a complete office of 
furniture, and they can be easily 
changed with a minimum of effort. 


Soft shades of California colors, 
green, brown and persimmon pre- 
dominating, have been used. 


The rear half of the 10,000 
square feet of store space is given 
to storage and warehousing. Here 
“will call” is located as well as 
the receiving room, stock shelves, 
employes’ lunch room and outside 
salesmen’s offices. 


As an added touch of personal- 
ized service, the Parron-Hall deliv- 
ery truck can be converted to a 
sales showroom. Fitted with two 
sets of drapes and a carpet, it 
makes calls on customers who 
“can’t get into the store.” This 
unique traveling showroom has al- 
ready brought in its share of busi- 
ness, proving the Hall’s main point 
of customer service coupled with 
efficiency to make business a thriv- 
ing enterprise. 





Devuxe Mopet Orrices. . . Top executive suites get close atten- 
tion in the Parron-Hall model offices. Office, top, shows wood desk 
with genuine leather upholstered chairs in palomino. Gold drape 
set off rich beige rug. In office below, furnished in steel, executives 
see clean simple lines designed for comfort as well as work. 
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A Description 

of an Ideal 
Office Equipment 
and Supply Store 


e 
buyer's 


Market 
Place 


by PAUL F. STEVER 
Office Equipment Company, 
Harrisburg, Pa. 


(Extract from an address made at 
the 1955 convention of the Station- 
ers Guild of Canada, Inc.) 


@ MOST DEALERS TODAY will 
agree consumer goods are very 
widely in that condition known in 
the trade as a “buyer’s market.” 

But as someone so aptly de- 
scribed it, “It is a buyer’s market 
with a difference.” 

Just recently I read a statement 
which said something like this, “In 
years past, a buyer’s market simply 
involved tough price competition, 
primarily at the manufacturer’s 
level. But today it involves mostly 
a competition in selling ideas and 
techniques at the retail level.” 


Technique Changes 


We, as stationers, are faced with 
growing competition and the pres- 
sure of new and better selling tech- 
niques. Supermarkets, department 
stores and self-service drug stores 
as well as variety stores are enjoy- 
ing a substantial volume of sales 
from school supplies, stationery, 
small office needs and dozens of 
other items considered purely as 
stationery store goods a few years 
ago. 

In addition, neither item or dollar 
sales are keeping pace with steadily 
climbing cost. Rising operating costs 





SELF SELECTION . . 
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. Self-service and self-selection for 90 per cent 
of the merchandise offered by Office Equipment Co. of Harrisburg, 
Pa., requires liberal use of display shelving and island counters. 
One of each style and size of an item is displayed for customer in- 
spection and handling. Shelving at left fronts stock room running 
entire length of the store. 





need to be curtailed without paring 
volume. 

This “Buyer’s Market Place”, 
about which I will talk, may or may 
not exist. Certainly I am not talking 
about my own store as its perfect 
example. 

Rather, to me, it is an ideal to- 
ward which to plan and build. It 
can never replace—let me repeat— 
never replace, but it can materially 
aid our outside sales force. 

This “Buyer’s Market Place” is 
a stationery and office equipment 
store where all unnecessary barriers 
which keep customers and prospects 
from seeing, handling and using 
merchandise are removed. It is a 
store where fixtures, displays, ad- 
vertising and training programs are 
designed to create a desire for prod- 
ucts in the minds of the prospect. 

These barriers may be counters, 
fixtures, concealed merchandise, 
improper store arrangement, light- 
ing, inadequate stock or poor serv- 
ice, and they are found in all sec- 
tions of the store. 


Answer to Problem 


One of the best answers, at least 
to a part of this problem, is self- 
service and self-selection. Every- 
where we see news about enter- 
prises, large and small, developing 
systems of self service and selection 
in an effort to control cost, keep 
revenue in balance and earn a fair 
share of the consumer dollar. 

I am using the term self-service 
to describe selling methods such as 
are used in what we know as super 
markets. Operations where little or 
no help is needed by or given to 
the customer in selection the mer- 
chandise to be purchased. The term 
self-selection I am using to describe 
that portion of an operation where 
the goods are on open display — 
but where we take advantage of 
every Opportunity to aid the custo- 
mer in his selection of the proper 
merchandise for his particular need. 


Volume Increases 


These methods increase volume 
by increasing impulse sales, reduce 
customer “walk-outs” because of 
lack of service, aid “don’t know” 
buyers in selection and free sales 
people to help those who need help. 

It is obvious that these methods 
reduce operating costs by increasing 
volume, and more important give 
added display area for merchandise 
and extra time to fewer employees 
to accomplish more duties with ease. 

Various figures which I have 
seen on the subject estimate that 
anywhere from one-third to 90 per 
cent of the many thousands of items 
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Rinc Book Rack .. . Post 
binders’ ring books and memo 
books are displayed by means 
of special wall-type racks built 
to house the various styles and 
sizes. The books are easily re- 
moved from the racks for in- 
spection and easily replaced. 
Smaller sizes are in bins. 


carried by the average stationery 
and office supply store are adapted 
to self-service selling. Personally, I 
think the figure would vary to some 
degree in each store. 

I do believe, however, that a very 
large percentage of the merchandise 
that all stationers carry can be bet- 
ter displayed and more easily sold 
by self-service and/or self-selection 
methods of merchandising. 

I can give you facts about only 
one. That is our own store. About 
ninety per cent of all of our supply 
items are housed in self-service or 
self-selection fixtures. Of this ninety 
per cent, approximately sixty per 
cent of the items are fully self-serv- 
ice items 

Variety Plus 

These include tags, labels, inks, 
erasers, adhesives, pencils, brief 
covers, tapes, record cards, indexes, 
clips, pins, twine, miscellaneous 
pads and paper items, typewriters 
and supplies. The remaining 40% 
are in what we call self-selection 
units. 

In these units, generally speak- 
ing, we have only one of each item 
on display. Here, too, the customer 
can see and handle the item and 
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Take Your Cuoice... Store’s 
entire selection of staplers can 
be shown in a wall area two 
feet high and four feet long. 
Each stapler is available for 
inspection. In the other sec- 
tion, the customer can easil 

view punches, clips and bind- 
ers to make selection. Counter 
below carries associated items. 





can serve himself if he wants to 
purchase only one of an item. 

On the other hand, because of 
the many items in the stationery 
field that do not lend themselves to 
the self-service type of merchandis- 
ing, a complete conversion to that 
method, it seems to me, would be a 
very bold move. 


Balance Needed 


We in our own organization are 
of the opinion that a proper bal- 
ance, that is a combination of self- 
service, in order to alleviate the 
economic burden, plus self-select- 
tion, with its opportunities for per- 
sonalized service and the retention 
of the friendly atmosphere of our 
store is most practical. 

Self-service can take the form of 
a portion of a single wall space or 
an entire wall equipped with self- 
service units, or it can be set up 
with attractive tiered self-service 
island display units in the center 
with the walls being equipped with 
self-selection type display units. 

In changing to self-service and 
self-selection methods, our stores 
do not need to take on the appear- 
ance and the atmosphere of a super 
market. They can be arranged and 


departmentalized to the complete 
satisfaction of our most critical cus- 
tomers. 

The ideal lay-out is the one which 
not only encourages but impels the 
customer to make a complete tour 
of the store, thus subjecting him to 
more merchandise and increasing 
the chances of additional impulse 
and unexpected sales. 

Fixtures must also provide flexi- 
bility — not only for seasonal mer- 
chandise — but also for any 
changes which might be dictated 
by unexpected increases in traffic, 
changes in merchandise lines, new 
items or any other factors that might 
make changes and variations advis- 
able. 

Service is Key 

Self-service and self-selection are 
modern methods of merchandising 
which can be applied to the prod- ° 
ucts of our industry. They are de- 
signed to show more people more 
merchandise — to service more 
people quickly. And we might 
add today, they are methods which 
conform to our customer’s shopping 
habits. 
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One 
Stop 








Service 


IN ORLANDO 


Florida Firm's 
Expanded Operations 
Cover All Office 
Equipment and 


Supply Needs 





Direct ORLANDO OPERATION 
- « . Mr. and Mrs. Alex E. 
Young, left, and Jack H. 
Kline, operate the new Orlan- 
do Office Supply Company 
store located in one of Orlan- 
do, Florida’s newest neighbor- 
hood shopping centers. 
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PLentTY oF Licut .. . The interior of Orlando Office Supply is 
easily seen from the street by day or by night. Night lights are left 
on until midnight for window shoppers. The roof overhang provides 
shelter from inclement weather, and it provides support for the 


landmark neon sign. 


@ WHEN ORLANDO OFFICE 
SUPPLY opened the doors of its 
smart, colorful location at 1021 E. 
Colonial Drive in Colonialtown, one 
of Orlando, Florida’s fastest grow- 
ing neighborhood shopping areas, 
it marked the beginning of a com- 
plete one-stop office supply store 
offering top service to satisfied cus- 
tomers in the Central Florida area’s 
five counties. 

Consolidated in one giant, care- 
fully-integrated operation, the firm is 
headed by Alex E. Young. An ex- 
tensive line of nationally advertised 
wood and steel furniture, office 
equipment of all kinds and a com- 
plete selection of office supplies are 
featured in the store. 


Add Department 


A department for the sale and 
service of typewriters, adding ma- 
chines and duplicating machines 
also has been included in the cur- 
rent location. 

Other owners are Lydia J. Young 
and Jack H. Kline, both active 
partners in the business. 

“It isn’t our concern with today’s 
sale that keeps things moving here,” 
Mr. Young said. “Loyalty to our 
customers’ best interests in years 
past, and in the years which lie 
ahead, is our first consideration.” 

Starting in the office equipment 
business in South Carolina, Mr. 


Young moved to Orlando where he 
has been in the field for 18 years. 
He started in a downtown partner- 
ship and later became sole owner 
of the business. 

The location was relatively handy 
for many nearby businessmen, but 
as the firm expanded its operations 
it became obvious the downtown 
location was too congested to offer 
the kind of service and convenience 
Mr. Young felt he owed customers 
in outlying areas. The present store 
was opened as a branch office in 
1949, and the big consolidation was 
made in May of last year. 

“Our new location offers many 
advantages over the downtown 
store,” Mr. Young said. “It is in a 
less congested area where parking 
is no problem. Our corner location 
gives increased parking space, and 
an adjacent lot completely elimi- 
nates all parking troubles,” he 
added. 


Dock is Handy 

The building’s pickup and de- 
livery dock at the rear offers an 
area with plenty of space for 
maneuvering, and a broad roof 
overhang offers protection from 
weather during loading and un- 
loading. 

The company’s fleet of trucks 
makes two delivery runs daily in 
Orlando, and deliveries in the firm’s 
five-county territory also are han- 
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died by its own trucks. Mr. Young 
pointed out that quick deliveries are 
a vital part of the service and are a 
strong factor in backing up sales 
made by five representatives cover- 
ing Orlando and nearby Winter 
Park metropolitan areas, as well as 
outlying sections of the firm’s ter- 
ritory. 

The remodeled building is mod- 
ern and neat both inside and out 
with a dark green and cream color 
scheme predominating. The store 
front, which is glass from the side- 
walk to the roof overhang, offers 
good visibility into the well-lighted 
store from the heavily-traveled main 
street which also is an east-west 
cross-state artery. Motorists are able 
to see into the store while waiting 
for traffic lights at the corner. 


View Enhanced 


The front entrance, set at the 
corner of the building, has two 
glass doors, and one broad window 
on the cross street side increases 
the view into the store. 

The vinyl block floor covering is 
easy to keep clean, and Terraza 
block flooring in the front area of 
the main sales floor offers a back- 
ground for the window display 
which, viewed from the interior, is 
part of the sales floor display. 

The store is lighted by two rows 
of fluorescent fixtures, and the 
white ceiling gives an added feeling 
of spaciousness to the interior. 
Leading trade names at Orlando 
Office Supply are highlighted by 
smart-looking trade boards set 
around the walls of the main sales 
room just below the ceiling. The 
store’s interior is well lighted at 
night, and a spotlight for each trade 
board makes them stand out clearly. 


Machines in Front 


The main sales room is 36 feet 
wide and 80 feet deep. Office ma- 
chines are shown in the front, 
doubling as a window display. The 
front window setup usually includes 
several pieces of office furniture. A 
wide variety of wood and metal 
office furniture is shown at the 
right, on entering, and takes over 
half the floor space, extending 
towards the rear of the store to the 
bookkeeping offices. 

Office machines also are stocked 
in the front of the store in metal 
wall shelf stacks, giving way to 
paper and other supplies. The office 
supply stock is featured on three 
all-metal islands between the office 
furniture display and the main coun- 
ter. Offices for Mr. Young and Mr. 
Kline are located at the rear of the 
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store across from the business 
offices. 

A display of safes and leather 
briefcases, binders and similar mer- 
chandise is set up across the rear 
of the sales room. Two lighted white 
glass columns form a frame for the 
leather goods display and add em- 
phasis to the location. 


A Convenience 


Doors at either side of the leather 
goods display lead back to the ware- 
house which includes the service 
department. The doors are handy 
for customers who use the adjoining 
parking area. The warehouse and 
service department are set up on 
two floors 36 feet square. 

“Fine names, worn by fine prod- 
ucts are an indisputable asset and 
endorsement in the office supply 
business,” Mr. Young agreed, “but 
they lose their lustre and appeal if 
facilities are not readily at hand for 
their maintenance, or if the local 


makes a customer irritable and un- 
happy. A high percentage of our 
service that produces satisfied cus- 
tomers is centered in our service 
department.” 

Although the company’s service 
and customer relations policies have 
brought in many new customers, 
Mr. Young said the firm has a solid 
advertising policy that includes 
radio, newspaper and direct mail to 
keep the firm’s name before the 
public and promote special events. 

Newspaper display ads, and other 
advertising projects are handled by 
Mr. Kline, former sales executive 
with Ballard and Ballard until 1951, 
when he joined Mr. Young. The 
firm does not use an advertising 
agency. Radio advertising, which 
includes spots for special promo- 
tion and sales and sponsored pro- 
grams, is used to augment news- 
paper advertising. 

However, Mr. Young said the 





INTERIOR DispLay . . . Ample floor space has been provided in the 
new Orlando Office Supply store to display office furniture, ma- 
chines and supplies of all kinds. Customers have access to every- 
thing they need in “one stop” service. 


distributor is not qualified to back 
up the guarantee of his top-flight 
manufacturers.” 

The Orlando Office Supply ma- 
chines are backed up by the firm’s 
service department where factory- 
trained mechanics, supported by a 
wide inventory of factory parts, 
offer complete repair service. The 
company also offers first echelon 
maintenance and repair service at 
any offices in the territory it serves. 

“Activities of our service depart- 
ment rate close to the top in our 
customer relations policy,” Mr. 
Young signified, “since equipment 
which fails to function properly 


firm alternates from year to year, 
placing the bulk of its advertising 
budget with newspapers in the area 
one year and switching to radio the 
next. 

The company also relies heavily 
on direct mail, sending out bro- 
chures and advertising pieces at 
least twice monthly to a hand- 
picked list of 2,500 business firms 
in the territory which includes 
Orange, Lake, Seminole, Brevard 
and Osceola counties. 

“We send out several mailings 
each month instead of just one,” 
Mr. Young said, “to avoid loading 
the envelope.” 
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“it won't sell in MY store”’ 


But How Can a Dealer Be Really 


by V. N. VETROMILE 


@ EVERY EXPERIENCED trav- 
eling man can tell you about the 
tradition-fettered dealer whose prin- 
cipal objection to buying is, “This 
won't sell in — town”, or “That 
won't sell in my store; MY trade 
is different.” 

Such dealers lack that spirit of 
merchandising enterprise which 
would often mean more business 
for them if they would do a little 
experimenting. 

In the office supply industry, no 
less than in other spheres of re- 
tailing, it appears there are dealers 
who must be in business a long 
time before they wake up to the 
basic importance and the actual 
profit-value of continually testing, 
observing, and making compari- 
sons. I mean with regard to things 
that will probably prove good sellers 
in a stationery stock and the best 
ways to sell them. 


Package Test 


An elementary example was told 
to me by a friend who has been 
manager of a supermarket for sev- 
eral years. He told me tests proved 
that, in the packaging of minced 
lamb patties, units of two patties 
and four patties sold much more 
readily than prepackaged units of 
three and six patties. Further ex- 
periments proved that there was 
even a considerable demand for 
single patties, larger than regular, 
desired by kitchenette dwellers. 

Such things can not be deter- 
mined by mere “guessing’’, not even 
when there is experience behind the 
guessing. They have to be deter- 
mined by practical testing. 

Another example comes closer 
to home because it is from the 
stationery trade. It was related to 
me by a friend who, shile on a 
steamship tour years ; so, became 
acquainted with a stationer and of- 
fice outfitter reputed to be more 
than ordinarily successful. 
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Certain Unless He Experiments? 


The stationer told him about a 
customer, who, although requiring 
hundreds of dollars worth of mis- 
cellaneous office supplies each year, 
never used more than approximately 
200 rubber bands (this number in- 
cluding all sizes) in any one year. 

In the early days, the rubber 
bands were put up in pound or 
half-pound boxes (straight sizes), 
and few stationers liked to break 
open several original boxes to sell 
a small number of mixed sizes. 


Happy Thought 

This stationer bethought himself: 
“Why shouldn’t an assortment of 
rubber bands, put up in small bags 
containing about 250 each, prove 
a good seller by cartering to the 
demand of potential purchasers who 
could not possibly use any more 
of such an item?” 

In the beginning, he packaged 
the small units of bands himself, 
but later he suggested the idea to 
a manufacturer who saw at once 
that it was desirable. 

A long time had to pass, it ap- 
pears, before anyone came to real- 
ize that the range of demand for 
this kind of item could be multi- 
plied by a system of packaging so 
flexible that the smallest, as well 
as the largest consumers would be 
encouraged to use more rubber 
bands. 


Stimulated Sale 
I believe, furthermore, that the 
introduction of packaged 100 to 
250 rubber bands of assorted sizes 
and thicknesses must certainly have 
stimulated the sale of rubber bands 
for diverse uses in the household 
as well as in school life, thereby 
adding much profitable business to 
that which a stationer can ordi- 
narily expect from the sale of this 
item as a result of conventional 
office demand alone. 
An important incidental advan- 
tage is that it helps to keep these 


small sales out of the variety stores 
—in other words, it helps to in- 
culcate the idea of buying stationery 
in an identified specializing sta- 
tionery store. 

As I see it, for maximum success, 
the stationer and office appliance 
merchant needs to study local pub- 
lic demand or buying habits con- 
stantly. 

He must keep his selling prac- 
tices as flexible as he possibly can 
so as to cater properly to all classes 
and quantity brackets of buyers. 

He must keep in mind the fact 
that the biggest part of the word 
service is SERVE, and in retail- 
ing, that means selling anyone as 
little of any item or commodity 
as he orders, so long as the buyer 
is willing to pay the reasonable 
minimum-quantity price. It is well 
to remember, too, that today’s pur- 
chaser of some small item, while 
almost becoming a nuisance on one 
of those days when the store is 
having a lucky “run” of large and 
profitable orders, may be equipping 
a modern office of his own next 
year. 


A Program 

Many times, as every experi- 
enced merchant knows, it is dif- 
ficult to tell where there may be 
an opportunity for more business 
and equally difficult to appraise the 
probable value or importance to 
which some so-called incidental or 
sideline could be developed. 

Certainly, anything that is rea- 
sonably pertinent to the basic classi- 
fication of the store is worth ex- 
perimenting with when it increases 
the dollar-intake without swelling 
daily overhead. 

Along this line, the story was 
told to me of a dealer in a New 
England community of only 5,000 
population who thought he could 
sell a few writing machines inas- 
much as there was no competition 
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in the stationery trade for miles 
around 

He found that, even in that small 
place, it was economically feasible 
to carry a stock of six to eight 
new machines, but there was the 
problem of profitable disposal of 
the inevitable trade-in that was 
bound to come along. 

This dealer had no intention of 
starting a typewriter rental agency, 
but one day, after he had been 
carrying two thoroughly recondi- 
tioned trade-ins for several months, 
he placed them in his window with 
this sign in large lettering: “RENT 
ONE OF THESE TYPEWRIT- 
ERS. One Month, $5; Three 
Months, $12.00. NO MINORS, 
PLEASE.” 

Both machines were quickly 
rented, and inquiries about hiring 
other good used typewriters came 
along faster than the dealer could 
supply rental machines without buy- 
ing them in the open market. 


Decide to Buy 


Two-thirds of the renters de- 
cided to buy the rental machines 
and most of these buyers were the 
longer-term renters. A 90-day serv- 
ice guarantee was given with the 
sales. 

Here is another sidelight on the 
historic complaint among some 
dealers that this or that won’t sell 
in their particular localities or their 
particular stores. 

The district manager for a large 
manufacturer in our industry told 
me: “Whenever I hear a dealer 
complain about “dead” or sluggish- 
selling stock, I always withhold 
censorship of the goods until I have 
had an opportunity to talk to the 
dealer and to investigate his methods 
of doing business.” 


Wrong Source 

“In scores of instances, accord- 
ing to my experience, the merchan- 
dise has been condemned as being 
a ‘slow seller’, or ‘unpopular in 
our locality’ when, in reality, the 
major trouble lay with the manu- 
facturer’s or the jobber’s salesman. 
He probably overloaded the dealer 
with something not yet long ad- 
vertised. Or, the fault lies with the 
retailer who is doing little or noth- 
ing to introduce the goods to his 
trade, because he either does not 
know how to merchandise or he 
hasn’t enough enterprise in his ad- 
vertising and display methods.” 

“I have frequently discouraged 
the practice of selling too much 
goods on one order to a certain 
type of retailer. I believe it is much 
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better for everyone concerned in 
the manufacturing and distributing 
systems to have retailers buy only 
what they can sell, surely and ex- 
peditiously, and for the dealers to 
buy their merchandise only in those 
quantities which will insure the 
most-profitable rate of turn-over in 
their particular stores.” 

Allowing for some variation in 





DAMAGES FROM LEAD PENCIL 
@ A customer stepped on a lead 
pencil that had been dropped on the 
floor of a store in Juneau, Alaska, 
and was injured in his fall. The driver 
of the ambulance taking the man to 
a local hospital was the victim of 
an epileptic fit. The ambulance went 
off the road and the customer's in- 
juries were severely aggravated. 

When a suit was filed asking dam- 
ages for the fall, as well as those 
from the accident to the ambulance, 
the store asked for a dismissal of 
the action, contending that the in- 
juries from these two accidents were 
separate and distinct and could not 
be made the basis for one award 
of damages. The Federal Court in 
holding the store liable in both in- 
stances, said: 

“For our determination is the ques- 
tion whether the facts of this case 
bring it within the rule holding the 
original doer liable for the aggrava- 
tion caused by the negligent medical 
treatment. The rule is but a specific 
application of the law that an inter- 
vening force which could reasonably 
have been foreseen, or which is a 
normal incident of the risk created, 
will not suffice to relieve from liabil- 
ity the person responsible for the 
injury. 

“!| conclude therefore, that the 
risk which must be borne by the 
original wrong doer includes not only 
negligent medical treatment but also 
negligent transportation to a place 
where treatment of the kind indi- 
cated by the nature of the injury may 
be obtained.” 


> * * 


Lucas v. City of Juneau end Sears 
Roebuck & Co., 127 F.S. 730, Alas- 
ka, February 1, 1955. 


the price level, according to the 
size and economic “complexion” of 
the trade area served, what can be 
sold in one stationery and office 
machines outlet can usually be sold 
in any other comparable store. That 
is, provided there is the same grade 
of advertising, display, and personal 
selling ability in both places of busi- 
ness. 


What the Courts Say 


CASE HISTORIES REPORTED BY 


ALBERT WOODRUFF GRAY 


TELETYPED SIGNATURES 


@ An offer for the purchase of mer- 
chandise was teletyped by a Los 
Angeles, Calif., firm to a Louisville, 
Ky., purchaser who accepted the of- 
fer by the same method, with the 
signatures in both instances tele- 
typed. A statute in California, the 
Statute of Frauds, is that a contract 
for the sale of goods for $500 or 
more is not enforceable unless some 
note or memorandum of the contract 
is signed. 

In the suit brought by the seller 
against this purchaser for a refusal 
to accept delivery, the defense was 
that the teletyped name on both the 
offer and acceptance, was not a sig- 
nature within the meaning of this 
statute. The Federal Court said in 
holding that the purchase contract 
was signed: 

“As the court understands the 
modus operandi of the teletype ma- 
chines in modern business practice 
and particularly in connection with 
this lawsuit, each party has a tele- 
type machine in his office and as 
the machine was operated in one 
office it would type the message or 
memorandum simultaneously in the 
other office. Each party was readily 
identifiable and known to the other 
by the symbol or code letters used. 
The court must take a realistic view 
of modern business practices and 
can probably take judicial notice of 
the extentive use to which the tele- 
type machine is being used today 
among business firms in the expedi- 
tious transmission of typewritten mes- 
sages. This court will hold that the 
teletyped messages in this case sat- 
isfied the Statute of Frauds in Cali- 
fornia.”’ 

Joseph Denunzio Fruit Co. v. Crane, 
79 F. S. 117, California. 
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_ Promotion Ideas 
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FOR THE CHRISTMAS TRADE 


Santa Claus Brings Christmas Rush 


@ A SINCERE IDEA brought an 
amazing response to the Brain Sta- 
tionery Company in Omaha, Neb., 
an established institution which has 
furnished stationery and office sup- 
plies to people there for many years. 

The idea came about from the 
deep conviction of John Brain, Jr., 
now the store’s president. 

The plan initially brought suffi- 
cient response but it was when 
changed, that it astonished the store 
management. Vigor of reply came 
like a wind. 

Only three short years ago a 
live Santa Claus was put to work 
in the store. 

He was an asset, a cheerful one. 
The first year he did his stuff the 
store, by use of an adequate support 
program, drew approximately 1500 
children’s fan letters. 

Santa Claus was first chosen. 
Care was taken to present a man 
with liking for kids and an affinity 
for his new job. He was employed 
to be personally at the store each 
afternoon. Then, every evening at 6, 
he worked on television. Thorough 
preparation has been laid for this. 


Parents Interested 


True, that first 1500 letters was 
a right fair reaction. It was proved 
again that by appealing to children, 
parents’ interest was stirred. 

In year No. 2 the program picked 
up additional steam. That time, 
6,000 letters came from it. Pretty 
good, so it seemed. 

Yet, it was the third year that 
nothing less than a deluge of mail 
appeared. 

With Mr. Brain there crystallized 
the idea that emphasizing the true 
teaching of Christmas was the most 
suitable way of presenting such a 
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Christmas program. 

This was incorporated into the 
program and the result, from 
Omaha and all over the state, at 
once appeared in letters. The letters 
sped in batches till the total reached 
25,000. It became impossible to 
answer them, as had been the cus- 
tom in previous years. 

The program, while not stressing 
the Christmas religion — leaving 
that for people to absorb through 
their Bibles and their churches — 
did contain the seeds of the wonder- 
ful Christmas message throughout 
each telecast. 

Since the beginning of the plan, 
it was found that it made parents 
want to come in. 


Equipped to Serve 


Brain’s is particularly well fitted 
to serve Christmas buyers in a hurry 
because, with a stock of stationery, 
office supplies, and a very inclusive 
stock of gifts, toys, and games on 
view, it immediately meets most 
buying needs in these lines. 

Some factual coverage of this 
stock lists desk sets, billfolds, pens 
and pen sets, regular lines of office 
supplies, briefcases, maps, cards 
and Denison’s materials. The office 
supply material is located on the 
first floor. On the floor beneath, 
2,000 square feet of space is set 
off exclusively for both adults’ and 
children’s games. 

Nearby on the same floor extends 
a large gift department. The gift de- 
partment at Brain’s is full of un- 
usual, expensive, and less costly 
items. A few are infant gifts, party 
favors, birds, pottery, miniatures, 
bookends, vases. 

Used with the Santa Claus pres- 
entation is a gift catalog describing 
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social stationery. This catalog goes 
out some time before Christmas. 
It’s coupled then with a TV pro- 
gram. 

As Christmas nears the TV pro- 
gram is made strictly the Santa 
Claus and Christmas story. The 
Santa Claus reads a great many of 
the letters that come in on the tele- 
vision. 

Many of the letters from out-of- 
town children will be accompanied 
by an order form filled out by a 
parent. 


Adults Watch 


Another surprise, from the start, 
was when it was learned that num- 
bers of adults watched the program 
right along. The upsurge of letters 
of the third year reflected adults’ 
further spontaneous increase in at- 
tention. 

From the beginning, the show, 
made for kids, invited letters from 
them. 

Brain’s has been a store mark 
in Omaha business since 1893. 
Then, E. B. Brain founded the 
Omaha School Supply Co., whole- 
salers of school and church sup- 
plies and equipment. 

His son, J. B. Brain, Sr., joined 
this firm in 1911 and became presi- 
dent in 1924, when E. B. Brain 
passed away. J. B. Brain, Jr., came 
to the store in 1935 after receiving 
his university degree. 

In 1941 the retail division, known 
as Brain’s Store, was opened. 

J. B. Brain, Sr., died in 1950 
and J. B. Brain, Jr., succeeded 
him as president. 

Jessie §. Brain, widow of J. B. 
Brain, Sr., continues to be active 
in the business and is vice-presi- 
dent of the firm. 
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Promotion Pays 


@ CHRISTMAS DISPLAYS, ad- 
vertising and other promotion com- 
bine to make holiday volume at 
Regional Office Supply Company, 
Bethesda, Md., outstanding. Sales 
increases each year are substantial. 
Turning two-thirds of the store’s 
selling space over to holiday items, 
company executives underscore self- 
service and open displays, placing 
as much merchandise within visible 
and easy reach as fixture, shelf and 
case permit. Getting an early start 
right after Thanksgiving proves a 
stimulus to traffic and sales. 


i 


“We get behind our holiday mer- 
chandise and give it all we have. 
Sales personnel are briefed at meet- 
ings, windows are set up with as- 
sorted gift items, newspaper pro- 
motion and direct mail brought 
people in to examine merchandise,” 
said D. D. Clarke, store manager. 

The neighborhood shopping news 
is used weekly with advertisements 
on personalized greeting cards and 
stationery. Space is also used on 
single items like a cabinet, or a 
typewriter, and for lists of assorted 
gift items. A town newspaper is 


used twice weekly on similar Christ- 
mas items. 

“We emphasize suggestive selling, 
discussing selling features of items 
at our sales meetings with em- 
ployees, and pointing up approaches 
to customers on other items. Results 
show up in all departments. A traf- 
fic puller on one item brings with 
it sales in other departments through 
the suggestions made by our sales 
staff,” explained Mr. Clarke. 

Windows are redecorated with 
gift leather goods items a week 
before Christmas.—BM 








Desk Pads for Yule 


@ CHOOSING ORNATE, beauti- 
fully-designed desk pads as the 
ideal businessman’s gift and getting 
an early start on the Christmas sea- 
son brought extra sales to the 
Bower Company, office supply re- 
tailers of Phoenix, Ariz., during the 
1954 holiday season. 

The principal merchandising tool 
employed for the Christmas season 
was a window display which went 
into the main window of the store 
in early October. 

Three outstanding examples of 
better-priced, colorful pads were 
shown, each given extra eye- 
appeal by the inclusion of de- 
luxe accessories such as a letter 


Clever Sign Promotes Airmail 


Envelope Sales .. . 


Pat Callahan, store manager of 
an Englewood, Colo., stationery 
firm, constructed a wheel of 3- 
feet diameter size in a display 
designed to boost sales of airmail 
envelopes. The four-inch broad 
rim was covered with bright foil 
and spokes for the wheel were 
made of alternated blue and 
white satin ribbon strips. In the 
center a hand-lettered sign was 
posted which gave the time of 
airmail between Denver and 


other cities. RAL 
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holder and scrapbook in fine leather. 
These matched the desk pad, 
leather-handled letter-opener and 
scissors. The samples included desk 
pads of Cordovan leather and wal- 
nut-grained leather, some natural 
finished, plus a rich dark green 
leather with gold trim. 

Each desk pad was completely 
accessorized with ash tray, blotter, 


jetter-opener, scrap book and diary, 


and offered at a price which would 





permit the customer to buy by the 
piece rather than the complete unit, 
if desired. 

A similar display was built on a 
display table in the gift section of 
the Arizona store where it likewise 
created much attention. Sales were 
excellent, according to the manage- 
ment, with suggestions by sales- 
people through the store serving to 
remind businessmen of partners and 
fellow executives.—RAL 


AIR MAIL 


Denve’ To Chcege 





37 














+ OA'S CHRISTMAS 


MERCHANDISING KIT 
GOES TO WORK x 


Comments from Dealers Who Are Including 
the "Business Gifts for Businessmen’ 


Helps in Their Sales Planning 


Hugh Reeves, 
Jacquin & Company, 
Peoria, Ill. 


We have found the promotion of busi 
ness gifts to be very profitable. In addi 
tion to increasing the store sales of stock 
items, business gifts provide an oppor 
tunity for extra sales to every outside 
salesman’s regular customers. Price is 
usually a secondary consideration — ap 
peal and utility being foremost in the 
buyer’s mind. 

With this Merchandising Kit you have 
given the office supply and equipment 
dealer the necessary tools to assist him 
in attracting this profitable business. Un- 
less the dealer promotes the business gift 
idea, he cannot expect to get his share 





HUGH REEVES of Jacquin & Co., Peoria, 
ill, examines the OA merchandising kit. 
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V. C. Schacht, 
Belcher and Schacht, 
Long Beach, Calif. 


This is a terrific idea and we extend 
our appreciation and thanks for the 
tremendous help it will give us in lay 
ing out our Christmas promotional en 


deavors. 
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Henry L. Chesick, 
The Century Press, 
New Castle, Ind. 


Ours is not at all an exclusive com- 
mercial stationery store such as is oper- 
ated by many of our friends in the in- 
dustry. Our slogan is “they have what 
you want” and during Christmas season 
we advertise one-stop shopping for gifts 
in “seventeen departments under one 
roof.” In our advertising we stress items 
for the home office as well as the busi- 
ness office. We constantly advertise ou! 
store as a source for gifts. 

The attention of our salespeople is di- 
rected to the fact that even outside of 
our gift section we have countless items 
that are giveable for gifts for any special 
occasion. 

Now your kit has approached the mat- 
ter from an entirely new angle, “Business 
Gifts for Businessmen”, and in many 
cases these business gifts are obtainable 
in New Castle only in our store. That 
gives us something new and different to 
talk about, via newspaper advertising, 
radio, direct mail, store and window 
display, and by word of mouth. This job 
properly done should give us more busi- 
ness with little if any more investment. 
The extra investment will be only that 
required to insure that we have a more 
completedly rounded stock of the items 
most likely to be called for in the areas 
where we may be a bit weak. 

We shall devote our efforts mostly to 
promoting stock merchandise as personal 
gifts for businessmen and for the busi- 
nessman when he shops for gifts he may 
be buying for some other businessman. 
The home office is also quite a potential, 
whether that office is in town or on the 
farm. In many smaller locations like 
county seat towns the farm office is quite 
important. The kit is extremely valuable 
first for calling attention to the possibili- 
ties of this new approach and then for 
putting in one package all of the am- 
munition which a smaller dealer, particu- 
larly, needs but may not have at hand to 
do the job effectively. 

The proprietor of a small store like 
ours is, usually, sales, advertising, pro- 
motion, display, personnel manager and 
buyer all in one. There are not enough 
hours left over to put together a kit like 


this. 





A. Walter Stevenson, 
Steve’s Office Supply, 
Ogden, Utah. 


Women claim that it is a problem 
to purchase gifts for men. When one has 
to make such a purchase she usually 
thinks of wearing apparel and heads for 
a men’s clothing establishment. 

Here is an opportunity to remind the 
ladies that the stationer has some of 
the most practical gifts for businessmen 
that can be procured. It will be doing 
them a favor and they will think of us 
when they have occasion to purchase 
other items. At the same time the dealer 
will increase his sales and his employees 
will face a new challenge. Special pro- 
motional deals are good tonic for any 
organization. 

With more and more dealers getting 
into our business all the time we should 
always be looking for new approaches 
and here is a valuable one. 

The Merchandising Kit gives a blow 
by blow general campaign for putting 
this project over. The procedure manual 
and time-table take away the guess work 
in planning the campaign. The advertis- 
ing copy and layouts are provided at a 
nominal cost and suggested publicity 
releases provide opportunity for free 
press and radio coverage. 

The Kit is an excellent starter and the 
dealer can work in his ideas for a suc- 
cessful promotion. 

We intend to carry on the campaign 
as suggested and we are optimistic over 
the prospects of increasing our sales 
and making new friends. 
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Arch Gibbons, 
Rutherford, N. J. 


These are fine ideas. Keep ’em rolling. 
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Erwin S. Howard, 
E. S. Howard Company, 
Oswego, N. Y. 

It is our belief that a great deal of 
plus Christmas sales volume can be gen- 
erated by a concerted and timely promo- 
tion of the many stock stationery items 
carried in our stores to business men and 
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their employees. This has been proven in 
previous years, to a degree, utilizing a 
rather “hit or miss” approach of our own 
devising. 

Operating only by “Rule of Thumb”, 
we have demonstrated to our own satis- 
faction, in past seasons, that a planned 
campaign to sell Christmas gifts to our 
commercial customers brings many satis- 
fying results among which are: 

1. Increased turnover and its many ob- 
vious benefits 


Adding new accounts to the ledgers. 


~ 


Increasing store traffic at a time of 
year when great emphasis is placed 
on store displays and customers are in 
a buying mood. 

4, It increases cash sales and decreases 
inventory at a time of year when such 
results are most important. 

We have purchased the OA “Business 
Gifts for Businessmen” campaign for the 
reason that it correlates and organizes 
our efforts in Christmas gift selling, 
which in the past have often been loosely 
planned and executed. 

The procedure manual and timetable 
outline concrete plans for promotional 
efforts and tell us when best to put them 
into effect. The campaign is so complete- 
ly worked out that details can be dele- 
gated to others with assurance that they 
will be effectively carried out, and on 
lume. 

The mailing pieces are well developed 


and will acquaint the trade with the sta- 
tioner as a logical source of practical 
Christmas gifts. This effect will continue 
throughout the year, and we feel, will 
bring customers back for birthday and 
other gifts, as well. 

The advertising copy provided has a 
professional touch which ad-writers who 
are not familiar with the stationery in- 
dustry could attain only at considerable 
cost, if at all. The copy seems to adapt 
itself to many different items. The phrase 
“Business Gifts for Businessmen” is most 
flexible. 

For those who use radio coverage, 
commercials supplied with the “Kit” are 
hard hitting and timely. Press releases 
are well written and will play their part 
in making the public conscious of the 
stationer as a source for pracical, useful 
gifts. 

We are truly enthusiastic about OA’s 
“Business Gifts for Businessmen” and 
plan to exploit and utilize its many pos- 
sibilities during the Fall and Christmas 
season. 

To sum up, this program, we feel, 
enables the stationer to put into effect 
a most comprehensive Christmas selling 
effort at a great saving in time and at a 
cost far less than if worked out by in- 
dividual stores. 


Where Christmas Kits will Soon Be Functioning 
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Gerard Goulet, 
Boivin & Levasseur, Inc., 
Quebec, P. Q. Canada. 


We have on hand your kit “Business 
Gifts for Businessmen” and find the idea 
very interesting with great possibilities 
for a good volume of business. 


Al Eisemann, 
Maverick-Clarke, 
San Antonio, Texas. 


I must say the Merchandising Kit is 
extremely well gotten up. Every possible 
detail that occurs to me has been cov- 
ered. The person responsible for this fine 
kit is to be highly complimented. 

I consider the publicity and radio copy 
to be exceptionally well done and the 
mobiles are in good taste and quite 
catchy. 

Right now, I am in the midst of com- 
piling a list of items which we will run 
in all divisions in varying quantities 
according to the market. The folder in 
your Merchandising Kit illustrates items 
which I believe, with very few exceptions, 
we will have in the line. Your last issue 
of the magazine was most helpful in 
eliminating any possibility of overlooking 
gift items sold by our trade. 
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S. G. Adams 
“Pegs” Sales 


Right at 
Cash Register 


Tre mare Scant 





OFFICE 
NECESSITIES 
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IMPULSE SALES. . . are created by this S. G. Adams’ display. 


@ “IMPULSE MERCHANDISING” can be just as 
important in promotion of everyday office supplies 
as in any other retail line, according to William 
Grooms, office supply manager on first floor of S. G. 
Adams Company, St. Louis, Mo. 

To prove his point, Mr. Grooms needed merely to 
point to the peg board display located directly behind 
the cash register, on the right side of the Adams’ 
retail store. Recently converted to a_ self-service 
operation, the office supply department has collected 
at this point a constantly rotated group of items under 
the heading “Be more efficient.” These are dis- 
played on a 6 x 4-foot panel of plywood. 

The selling advantage of the display, of course, Mr. 
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Grooms pointed out, is the fact that no matter what 
the customer comes in to buy, he is “exposed” at 
least briefly to a wide choice of items which are either 
frequently forgotten, or which have been chosen simply 
because almost any business office will benefit from 
their use. During February and March, the display 
included cellulose tape, paper punches, extra staples, 
mechanical pencil sharpeners, tape dispensers, type- 
writer erasers, paper erasers, pencils, stenographer’s 
notebooks, handy loose leaf binders, hand punches, 
and staple removers. 

All of these were chosen as items frequently for- 
gotten by businessmen, who shop for themselves, or 
by office employees sent out for the purpose. Many 


SELF-SERVICE LAYOUT. . The Martins- 
ville Office Supply Co., Martinsville, Va., 
has recently been remodeled for self- 
service display with the aid of A. D. 
Butler, Inc., Lexington, Ky., manufactur- 
ers of the Thoroughbred line of store 
fixtures. Mr. Butler, who operates But- 
ler's Office Supply Co. in Lexington, ex- 
panded into the store fixture business in 
1952 when he became associated with 
Shannon Reeves. Mr. Butler's knowledge 
of the office supply business has been 
the basis for the fixture line. 
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of them, of course, are simply small business ma- 
chines, or accessories, which will facilitate the office 
in getting out its work. 

Lettered on the sign in the center of the peg board 
display is the suggestion “Be More Efficient with 
These Office Necessities.” This, the St. Louis office 
supply retailer has found, has the effect of causing 


even the most hurried shopper in the store to pick 


Here’s How 
to Sell More 
Duplicating 
Equipment 


up a number of staple items to give some thought 
to office processes or operations which are “dogging 
down” because of the lack of needed equipment. 

If the item appears on the display, the chances 
are that the customer will merely add it to his pur- 
chases and in this way the handy peg board display 
is responsible for a steady additional turnover of “im- 
pulse items”.—RAL 





Wats Pane ts. . . of pegboard display duplicating equipment ac- 
cessories at PBSW in Phoenix, Ariz. 


@ DEVELOPING A separate showroom for dupli- 
cating equipment, which includes complete peg board 
displays of all accessories, has considerably facilitated 
sales in this department for PBSW Supply Company 
of Phoenix, Ariz. 

Operating a state-wide business, which includes 
branches in all Arizona cities which comprise 75% 
of the state’s population, PBSW offers a wide range 
of favored duplicating equipment with repair and sales 
headquarters at the big Phoenix showroom. 

During the recent remodeling, much of the nor- 
mally-wasted time in completing sales of complete 
duplicating machine installations, was _ eliminated 
through “putting every accessory on the wall” to be 
seen at a glance. 

Along the left wall of the showroom are a series 
of 4 x 4-foot peg board panels finished in flat white. 
[hese are devoted to first, basic methods of dupli- 
cating, and next, to the products of individual manu- 
facturers whose machines are represented in the stock. 
More than 50 examples of duplicating machines are 
spotted around the sales floor, ranging from simple, 
light-weight portable varieties up to heavy-duty com- 
mercial models. 

A typical wall panel will display a dozen varieties 
of styluses for illustrating on stencils, six samples of 
colored inks in addition to black, a wide choice of 
stencils in various sizes, accessories such as cleaning 
brushes, correction fluid, and samples of the work 


which has been accomplished with each accessory. 
One of the features which F. K. Steiner, PBSW 
OA-10/55 


executive, feels is most important in the duplicating 
machine department is the presence of the concern’s 
huge repair shop, separated from the machine display 
only by a service counter. Here, where 15 mechanics 
can be seen actually making repairs to the same type of 
equipment, PBSW’s ability to keep every machine in 
prime operating condition is readily understood.—RAL 








PATENT OFFICE EXHIBIT. . 


. Sinclair Weeks, Secretary of Com- 
merce; Walt Marsh, president of Marsh Stencil Machine Co.; 
Robert C. Watson, Commissioner of Patents, and Herbert 
Hempel, vice-president of Marsh Stencil, appear at the Marsh 
booth during the business machines exhibit sponsored by the 
U.S, Patent Office in Washington, D.C. 
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... the Desk 
as a TOOL — 


@ MODERN DESIGN — a phrase 
often misused and more often mis- 
understood — really comes into 
its own, in the field of executive 
office furniture. 

Too many times in other lines 
“modern design” has not necessarily 
been good. There are too many bul- 
let-shaped table lamps and _ too 
many streamlined sofas. 

But the cold uncompromising 
discipline of competition, in my 
opinion, accounts for the sterling 
performance of “modern design” in 
the business of office furniture. 
Flashy, gadgety, over-streamlined 
creations simply do not last through 
the night in office furniture because: 
(a) office furniture is for use first, 
then for looks; (b) too much is at 
stake in cost and utility to put up 
with senseless fads. 


Trends Revealed 


What are the trends and the fea- 
tures that constitute “modern de- 
sign” in executive office furniture 
— and make the term a credit to 
the business rather than a mockery? 

The answers here suggested refer 
to most of these features found in 
the product of every leading quality 
manufacturer of office furniture. 

The over-all feature of this mod 
ern design idea in executive office 
furniture is specific functional util- 
ity. There may be a philosophical 
aspect to this’ Today’s executive 
certainly recognizes that he is not 
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by HOWARD BAUM 


sales manager, office furniture division, 
Berger Mfg. Div., Republic Stee! Corporation 


so much the boss. . .as he is an 
employee of the stockholders. He 
sits in his office to do a job, not to 
pose as a man-of-distinction. That 
attitude inevitably has a bearing on 
his equipment. The hand-carved, 
gingerbready desk is out. The desk 
— as a tool — is in. 

And part of “specific functional 
utility” is the first word. A desk 
that is specific for a secretary, even 
a non-typing one, is no longer serv- 
iceable for an executive. 


What are some of these “spe- 
cifics?” 
One is the tendency towards 


“greater overhang” of the top — 
which goes not only for the back, 
but also for the sides. The over- 


hang in effect makes every execu- 
potential 


desk a conference 


tive 





center. Again, it is rooted in a mod- 
ern executive penchant, part of the 
faster yet more informal pace of 
doing management’s job: the pen- 
chant to bring those concerned to- 
gether for a conference or a chat, 


wherever the problem originates. . . 
instead of adjourning for every sub- 
ject to a formal conference room. 

The “overhang” has proven its 
worth in just the last few years. 
It lets visitors be “desk comfort- 
able” instead of compelling 
them to ride another man’s desk 
side-saddle, or hold notes or papers 
in their laps. For non-overhang 
desks, you can find desks with ad- 
justable recessed back panels, also 
for the comfort of visitors. 

Specific use 

The “overhang” recognizes at the 
same time that considerable cubic 
content of an executive’s desk is 
normally waste space; space that 
is either empty air, or space in un- 
reachable rear ends of drawers. 

The desk top provides another 
study in “specifics” — specific ex- 
ecutive usage, as contrasted perhaps 
with outer office utility. And here 
the top executive desk manufac- 
turers have found (and are finding, 
since our studies are never marked 
closed) that the average user of an 
executive desk needs only 70% of 
its surface. 

Desk tops rate a careful study 
of “reflective qualities.” Illuminating 
engineers tell us that a surface with 
35%  \light-reflective capacity is 
most nearly ideal. You can say 
only “most nearly” because the ac- 
tual ideal may vary from one user 
to another and vary also with 
relation to the color and gloss of 
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a desk-load of papers, letters, and 
reports. The desk top’s own Ca- 
pacity to reflect light must strike 
the balance between too much light 
reflection and too much light ab- 
sorption 

One sale we made recently more 
than confirmed our estimation of 
this feature’s importance. It was 
an order for seven desks to a 
small but flourishing firm. Shortly 
after delivery, the customer volun- 
teered his feelings — and that of 
his employees — about the new 
pastel-shade desk tops installed in 
place of old dark-green-topped 
desks. Said he, “We have no more 
end-of-the-day headaches.” 

He ought to know. He and his 
associates are optometrists. 


Had Less Fatigue 


In another case, the customer 
was a small manufacturer on Long 
Island. The chief executive relayed 
to us the views of the 60 persons 
to whom the new desks were as- 
signed. Without being asked, they 
volunteered their discovery that 
there was less fatigue at the end 
of the day with pastel-shade desk 
tops. 

What has been true in these cases 
has also been the experience of 
other manufacturers. The non- 
glossy desk tops in neutral tones 
have helped reduce office fatigue. 


Want Good Taste 





I can see in present and fu- 
ture executive furniture a grow- 
ing interest in the “prosperous 
look.” Through the more recent 


years of war, the “properous look” 
was not consistent with all-out 
devotion to wartime production. 
Now, in a competitive — but flour- 
ishing peacetime economy, the 
philosophy seems to be: success 
breeds success. For office furniture, 
it means creating products that are 
quietly and tastefully class A 

without being gaudily new-rich in 
aspect. It gets back to the real 
meaning of sound “modern design.” 

Looking now at some of the 
working parts of the desk, again 
the changing pattern of manage- 
ment in action has a bearing. To 
find out how to design a desk for 
an executive, we need to know 
what an executive does. More than 
that, we need to keep up on what 
he does. 

The trend, for example, contin- 
ues to move further away from 
use of the desk as a storage bin 

. a8 a branch attic. It is no news 
to remark that yesterday’s rolltops 
have long since been considered 
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lost-letter files. But it may be of 
interest to note that we probably 
have not heard the last of this 
trend — that of cutting down the 





role of a key man’s desk as a 
dead (or inactive) file holder. 

Compare today’s executive desk 
to the bridge of a ship and you 
get the picture; the charts essential 
for navigation are there; the phones 
and the push-buttons and the es- 
sential aids to command. The rest 
of the baggage is for subordinates 
to hold and handle. 


Design Changes 


This means that center drawers 
are no longer high and so deep 
that you need to push back the 
chair to explore their innards. That 
design dates back to days when 


executives felt they personally had, 


to keep large ledger sheets on hand 
every moment. 

While the “dead storage” utility 
of an executive desk has flown out 
the window, “live” file function is 
in, stronger than ever. 

Live storage — as opposed to 
dead paper-holding — places defi- 
nite demands on design. Letter file 
drawers, moved in and out far more 
frequently because of this “live file” 





character, must have the instant 
get-away action of a high-powered 
car — hence roller bearings for 
heavier drawers and nylon gliders 
for lighter drawers. These live-ac- 
tion drawers also seem to place 
greater emphasis upon hanging file 
folders in contrast to compressors. 
Another fact we have noticed is 
that more cross files are being pur- 
chased in recent years. 

In the desk lines of more than 
one manufacturer, too, you now 
find removeable file inserts, both 


card and letter size. That center 
drawer meanwhile has shrunk to 
sensible streamlined proportions —- 
in many cases made integral with 
desk tops and shallow enough for 
instant access to pencils, slide rule, 
note pads, and other basics. 


Like Tray Units 


Increasingly popular, too, are the 
“reference tray” units, available on 
either or both sides of most desk 
models. In the Berger line you find 
a typical version; one that permits 
reversing the tray insert to provide 
a pull-out writing surface if desired. 
Used as a tray, this feature is handy 
for current stowage of papers 
needed today — forms to be signed, 
airline or rail tickets, reports for 
reading, and so forth. 

The “reachability” of today’s ex- 
ecutive desks is another feature 
worth noting. It goes for desktops 





... Which no longer extend outward 
like Henry VIII's bed. It also goes 
for height, which adjusts swiftly 
with the aid of screw-type adjust- 
able feet. 


"Just Platforms" 


Desk design, come tomorrow, 
seems likely to show still more of 
the sharp-tool attitude. As one of 
our own customers expressed it to 
me in the last few weeks: “Many 
desks will be resolved into plat- 
forms . . . to hold office machines 
in the case of the outer office .. . 
to hold and move essential paper- 
work in the case of executives.” 


Ratio Changes 


The ratio of office employees 
to production workers in industry 
has changed radically in recent 
years. In pre-wartime, it was figured 
at about 20 non-seated (factory) 
to one seated (office). It is more 
like five to one now, but the tide 
of automation may ultimately re- 
duce the numbers of these outer 
office employees. When that hap- 
pens, the concept of the executive’s 
desk as control station on a bridge 
may be even more to the point... 
and even more pertinent design. 
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ADEQUATE FoR Display . 


> 1 4 





. » This area in the newly designed Wag- 


ner-Henzy-Fisher Company store offers a 34 x 21-foot display for a 
complete room setup of any kind of furniture. Adequate overhead 
lighting through the “egg crate” ceiling provides proper illumina- 
tion for all pieces shown. 


aa 


Display 
Oe(s 
a LIFT 


Wagner-Henzy-Fisher 
Convinced of Value 


in Modern Showroom 


@ WHEN IN THE COURSE of 
selling and servicing wood and steel 
office furniture it seems necessary 
to make a right-about face, there 
arises a considerable element of 
doubt about the end result. 

Sales and display practices e- 
volved during the 32 years of 
profitable operation, as was the 


case with the Wagner-Henzy-Fisher 
Company of 1852 Euclid Ave., 
Cleveland, Ohio, should be good 
enough for anybody. 

What if the manufacturers are 
bringing out entirely new designs? 
We can sell them, if they are really 
good, the same as we sell everything 
else. 


New Approach 

When the Standard Furniture 
Company, located in Herkimer, N. 
Y., came out with new Continuity 
lines of wood patterns, including 
desks, credenza units and many 
other pieces, all interwoven and 
closely related, the proper market- 
ing of these new items seemed to 
call for an entirely new approach, 
truly bordering on the revolutionary 
when compared with our merchan- 
dising practices of the past. 

Like many, yes, hundreds of of- 
fice furniture dealers throughout the 
country, we had desks on the floor 
in our display room, chairs too, 
and tables, telephone cabinets and 
for good measure an occasional 
leather easy chair dropped in at 
some point where there was enough 
free space to receive it. 

Our store was attractive as you 
came in the front door. Even cus- 
tomers said so. We did a good 
volume of business and made fair 
profits on the merchandise we sold. 
Then from those of us who had 
been connected with our operation 
from the day of its inception, the 
questions came up. 

Why do we want to give our 
store a face lift? Is there any rea- 





SoL_vE Space Prospiem . . . Continental furniture by Standard is 
shown displayed in an area only 13 feet deep. Ample desk and 
credenza space plus conference capacity for six people is available. 
The wall on the right is decorated with Japanese grass cloth. 
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son why we cannot merely display 


the new lines as they come along? 
Can’t our sales force make adapta- 
tions as prospects are encountered 

make layouts and sketches of 
the customers office, showing these 
new lines. Isn’t our sales force 
smart, can’t they do it?” 


Help Needed 


But we knew an alert, well- 
trained selling organization can do 
more business easier if it has some 
help, in fact, all the assistance that 


can be given 


4 customer can rarely visualize 
his new office to the extent that 
there is no doubt in his mind. So 


long as there is doubt the custo- 
mer doesn’t say “yes”. If he can 


come into our store, or any store, 
and actually see an office com- 
pletely furnished in the kind of 
furniture he likes, there is nothing 
left but to say he will buy it. 

We could not take a chance with 
old-style methods of display in sell- 
ing new and modern furniture. We 
had to show it in groupings that 
would tell the whole story, so we 
started the operation in December 
and completed our space for an 
“open he ise” meeting for our 
friends and customers in June. 

Taking full advantage of the ca- 
pable design ability of W. H. Sulli- 
van of Standard Furniture Com- 
pany, we showed at our “open 
house”, in a very ordinary and very 
old show room, a modern miracle 
in display and color, together with 
perfect adaptation of new furniture 
we now are able to merchandise. 


Invite Guests 


[Three hundred invited guests 
helped us celebrate. Light refresh- 
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RECEPTION AREA ... The reception area in the newly re-modeled 
display rooms of the Wagner-Henzy-Fisher Company uses Standard’s 
Fieldwood and B. L. Marble’s covertable chairs. The attractive 
leather display panel shows Lackawanna leather in many colors. 
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CONSTELLATION Room ... White brick accents a chocolate brown 
carpet with gold draperies and gold upholstery fabrics in the model 
room featuring a Constellation desk in modular form with a sliding 
door credenza. Settee in left foreground is by Davidson and chairs 
by B. L. Marble Co. The adjustable light fixture is a Finnish import. 


ments were served, and wherever 
possible the guest was greeted by 
the person in our organization who 
had invited him. He was taken 
on a tour of the store, and salient 
ideas were pointed out. From re- 
marks we have received and are 
still getting from those who came 
to see our new store, we did an 
outstanding job. 

Our own quiet feeling is that 
we have added the sales impact we 
needed and that the display will 
return handsome dividends. We are 
happy with the results because sell- 
ing is now easier and more satisfy- 





a es . ing to our customer, and he gives us 
Oxrorp Room . . . Standard’s new traditional desk, credenza and credit for having solved his biggest 
bookcase form the basis for this tastefully furnished office in the problem in buying office furniture. 


newly-remodeled display area of the Wagner-Henzy-Fisher store. 
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The Office Furniture Dealer .. . 


@ THE OFFICE THAT OFFERS 
a stimulating atmosphere for execu- 
tives and other employees makes 
it easier for the business firm to 
secure the high caliber of staff it 
deserves. That light and color do 
much to create an attractive and 
good working state is well-known. 

Even more important, from the 
office appliance and furniture deal- 
er’s viewpoint, is the fact that furni- 
ture designed for the job saves the 
customer time and money in a va- 
riety of ways. 

It is anything but sound econ- 
omy to put old-fashioned office 
furniture into a colorful, modern 
Office setting. In addition to deny- 
ing members of the office staff the 
comfort and labor-saving devices 
built into newer models, outmoded 
desks and chairs may actually have 
a depressing effect on such em- 


ployees — impairing their work 
productivity accordingly. 
The modern office furniture 


dealer knows there are two kinds 
of savings that can be realized by 


and Modern Furniture Design 


his customer with modern furniture. 
Space is saved by using equipment 
designed for a specific purpose; 
more over, modern design helps the 
user accomplish his work with a 
minimum of mental and physical 
effort. 


Increase Efficiency 


According to experts in the field, 
actual studies have shown that im- 
proved working conditions, result- 
ing from better illumination, inte- 
rior color schemes, and improved 
furniture, will usually boost produc- 
tion by as much, and often more 
than, 10 per cent. It is this sav- 
ing that the dealer should stress 
when talking to his customer about 
how office modernization is not an 
expense but a profitable investment. 

For example: In an office with 
a $25,000 payroll, the annual sav- 
ing due to a 10 per cent increase 
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Second of a 
Series 


of Three Articles 


in efficiency amounts to $2,500. 
in 10 years this saving becomes 
$25,000. In many offices this 
amount would actually cover the 
complete modernization cost, and 
in some cases leave a substantial 
profit. Aside from cash _ benefits, 
the redesigned office creates (or 
should do so) an atmosphere con- 
ducive to the best of employee re- 
lations. 

Since desks, in the average office, 
are usually the most important and 
expensive item, the dealer should 
emphasize to his prospect that the 
trend is away from old one-size, 
one-model types. Today, desks are 
designed for specific and multiple 


tasks. There are interview desks, 
secretarial models, desks for cal- 
culating machines, stenographers, 


conference operations and desks in 
flat-top stylings, in small and large 
sizes, for junior and senior execu- 
tives. 


Right Desk Size 


Now, as every dealer should 
know, the size of desk required 
depends largely on a number of 
factors. Most important is the work 


Mopern Desicn . . . New furni- 
ture designs help the user to ac- 
complish work with a minimum 
of mental and physical strain. 
This example is functional, flex- 
ible and eye-catchingly colorful. 
Note expansive desk-top area and 
leg room freedom. 


OA-10/55 


O00 
mes 
this 
the 
and 
itial 
fits, 
(OI 
-On- 
re- 


lice, 
and 
yuld 
the 
51Z€, 
are 
tiple 
sks, 
cal 
ers, 
Ss im 
arge 
ecu- 


Size 


ould 
‘ired 
of 


vork 


rni- 
ace 
um 
ain. 
lex- 
ful. 


and 


/55 





for which it will be used. For in- 
stance, an employee whose job is 
mainly writing data on, index cards 
obviously doesn’t require as much 
space as a bookkeeper who works 
with several large volumes opened 
in front of him. 

Although it isn’t generally practi- 
cal to limit the size of the desk 
top to the actual number of square 
inches required for the job, cer- 
tain minimum sizes must be adopted 
for the sake of standardization and 
interchangeability. 

In addition to providing neces- 
sary space for actual work, the 
desk top should be large enough 
to accommodate incoming and com- 
pleted work. Executives, naturally 
enough, require space for corre- 
spondence received from their 
stenographic department and a 
good comfortable signing area. 


Storage Space 


Then again, many office jobs re- 
quire a desk type that provides 
ample storage space for stationery 
supplies. Drawers must handle a 
variety of standard, everyday items; 
these should be accessible with a 
minimum of movement. Such draw- 
ers may also be utilized for record- 
keeping purposes, materials that 
have to be frequently referred to, 
or work that must be set aside 
until additional information permits 
completion. 

According to some office effi- 
ciency experts, certain conventional 
desks provide too much drawer 
space. Their criticism is based on the 
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thought that some employees with 
excess drawer space simply permit 
them to become cluttered with un- 
necessary, useless materials or per- 
sonal possessions. In view of the 
fact that in such cases the employee 
concerned probably wastes valuable 
time rummaging through his desk 
in order to find papers he has mis- 
laid, there’s probably some basis 
to this line of thinking. 


Takes Planning 


Operational efficiency is by no 
means a minor matter when desks 
are the subject of planning. Ob- 
viously, desks required to carry 
electrically operated typewriters and 
other office appliances must be 
sturdy to withstand vibration. How- 
ever, a typist employed full-time in 
transcribing work from dictation 
equipment, or from shorthand notes 
for that matter, does not require 
a large two-pedestal desk. 

Most interview and conference 
desks of modern design have tops 
that project beyond one or both 
pedestals. While these desks have 
relatively large tops, the floor space 
consumed is similar to that of a 
standard size. Extra personnel can 
be seated around the desk, or if 
necessary can use the top for writ- 
ing or other purposes. 

One of the main structural fea- 
tures of the modern desk is the 
island base. This provides more foot 
and leg room. Space-saving factor 
is that since the employee can leave 
his desk without pushing his chair 
back as far, such desks can be 


Orrice pesks. . . Desks are of- 
ten among the most expensive 
purchases in the furniture cate- 
gory. To a top-level executive, a 
setting like this would have im- 
mediate attraction. Here, all ele- 
ments are in complete harmony. 


positioned more closely together. 
There’s also the office cleaning as- 
pect: The floor area can be reached 
with greater ease. 

In addition, the height of many 
desk models available today can be 
adjusted to suit the stature of the 
employee concerned. This in itself 
is NO minor matter of importance. 

How best to decide which is the 
proper desk for the job? Well, for 
greatest efficiency the desk should 
supply the user with all supplies 
required in his work. He shouldn't 
have to leave his desk frequently 
to replenish his supply of constant 
needs. His desk accommodation 
should permit a reasonable supply 
of paper clips, pencils, pens, rub- 
ber bands and other items, within 
easy reach. To avoid time waste, 
the desk should be constructed to 
give him a separate compartment 
to hold each kind of item used. 


Other Equipment 


In making office furniture recom- 
mendations to your customer, don’t 
overlook the opportunities to sell 
related equipment — such as waste- 
paper baskets, for instance. Bas- 
kets big enough to carry one day’s 
accumulation of waste should be 
accessible to every employee requir- 
ing one. Just as it is time-wasting 
to have to leave one’s desk to get 
supplies, it is time-wasting to have 
to move to toss discarded material 
into a receptacle. But the floor plan 
should leave proper positions for 
waste baskets — put them where 
they are out of the way of traffic; 
where they do not interfere with 
the opening of desks, or the move- 
ment of chairs. 

One last profit-making sugges- 
tion: Should it be necessary for 
your customer to combine old and 
new furniture in the same office, 
this effect can be reduced by re- 
finishing old desks and chairs to 
match the new. This is a service 
you can either handle direct, or 
facilitate — and when the time 
does come to replace the old you 
may be assured the special co-op- 
eration you extended will make your 
position in the deal an enviable one. 
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MATT HOWIE 





Dealer 


Risks 


Vs a 


PLANE TO SLED! . 


a. 





. It was like going 25 years into the past for 


Matt Howie, Meilink steel safe dealer of the Sault St. Marie area, 
when he visited Mackinac Island last February to sell a safe. With the 
harbor frozen over, Matt had to be flown to the island by plane. 
Here, a horse-drawn sled meets the plane. 


Safety to Sell Safe 


@ SOMETIMES SELLING a safe 
isn’t safe. At least if it’s done the 
way Matt Howie, Meilink dealer of 
the Sault Ste. Marie area, does it. 
There are times when he sells safes 
by “air” in the dead of winter. 

Last February was one of those 
occasions. 

Matt was sitting at his desk in 
the Sault News Printing Company, 
where he is sales manager, when my 
letter arrived asking him to contact 
Erik H. Petersen of Bennett Hall, 
Mackinac Island, who was _ in- 
terested in buying a Meilink safe. 

Within a few minutes, Matt was 
on the phone talking to Mr. Peter- 
sen. Arrangements were made to 
meet at 2 p. m. that same afternoon 
in Bennett Hall. 

But it wasn’t as easy as it would 
appear, even though the two men 
were only about 60 miles apart— 
52 miles south to St. Ignace and 
eight miles east across the harbor 
to Mackinac Island. 


Harbor Frozen 


For in winter, no boats can get 
across the frozen harbor. 

Only two means of transporta- 
tion could be used—a plane or a 
snowmobile, a propeller-driven ve- 
hicle mounted on skis. 

Matt wasn’t about to trust a 
snowmobile. 

After arriving in St. Ignace by 
car, he went to the local airport 
where a “bush pilot”, Dennis H. 
Brodur, of the Brodur Air Service, 
met him. In a few minutes, Matt 
and the pilot were airbourne in a 
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ski-equipped Piper Pacer. 

In winter months, Mr. Brodur 
takes advantage of his wartime pilot 
training. However, in the summer 
when the ferry boats are running, 
he operates the Wandrie Restaurant 
on Mackinac Island. 

They had a good break on arriv- 
ing over the island. The pilot was 
able to land on the ice in the harbor. 
This left Matt with only a five- 
minute walk over the ice to the 
village, just a few blocks from his 
client. 

Had the pilot not been able to 
land on the frozen harbor, Matt 
would have been faced with a 40- 
minute walk from the island field to 
the village proper. 


No Automobiles 


By state law, cars are not per- 
mitted on Mackinac Island. Horse- 
drawn vehicles provide the main 
transportation. 

Sounds of sleighbells and sights 
of horse and sleds, plus inhabitants 
clad in heavy clothing, greeted Matt 
on the cold winter afternoon. 

“It was like looking back 20 or 
25 years into the past,” he said 
later. 

In fact, the main street of the 
village gave him the impression of 
i “ghost town”, for the majority of 
businesses cater to the summer tour- 
ist trade. In winter, the buildings 
are either boarded up or empty. 

Matt noticed on the way to see 
his client that only one store was 
open and even it had a sign on it 
reading: “Closed Thursdays.” He 


by CHET PENSKE 
sales manager, 
Meilink Steel Safe Co. 


and Mr. Petersen discussed Meilink 
steel safes for about three hours 
and then the dealer left to meet the 
pilot who said he would return at 
5 p. m. 

True to his word the pilot landed 
along side Matt at 5 p. m. sharp. 
Then they took off for St. Ignace. 

The pilot was anxious to get back 
to the island to pick up Matt be- 
cause the wind was becoming strong 
and shifting. Under these conditions 
the ice in the harbor breaks loose 
and floats out in the Straits of 
Mackinac. 


Safe Return 


The air was quite bumpy on the 
return trip. And Matt was glad 
when they finally landed. By 6:15 
p. m. he was back in the Sault, 
having supper with his family. 

Since that first visit to Mackinac 
Island, Matt and Mr. Petersen ex- 
changed a few phone calls and let- 
ters. Six weeks later, Mr. Petersen 
phoned asking Matt to come back 
to the island. 


This time he played it safe. It 
was May and the ice had melted. 
He took a ferry. 

His return trip was a_ success. 


He sold Mr. Petersen a Meilink 
steel safe, Model 11, single door, 
Class C. 


Sometimes selling safes isn’t safe, 
says Matt, but he adds that the 
customer can always be sure of 
safety from fire and theft when he 
buys a Meilink steel safe. 
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Display 
Goes 


to the 


Mezzanine 


@ AN EXCELLENT display 
place for fine office furniture re- 
sulted from the recent conversion 
of a walk-up mezzanine balcony 
at the rear of the sales floor of 
Stewart Office Supply Company, 
Dallas, Tex., into a “plush” dis- 
play area for lounge and reception 
room furniture. 

There is space on the mezzanine 
balcony for approximately 40 pieces 
of furniture including both tradi- 
tional and highly advanced mod- 
ern” interpretations of reception 
room chairs, lounges, occasional 
chairs, desks, lamps, and accessory 
pieces 


Drapes Help 


[fo provide the sort of back- 
ground desired, the Dallas office 
furniture dealership draped the 
rear walls of the balcony with heavy 
wool fabrics, including a gold pat- 
tern on one side and a rich floral 
effect on the other. He covered 
the floor from wall to wall with 
an impressive, but retiring color of 
carpeting. On this surface, the high- 
ly stylized lounge and reception 
room furniture is set off to best 
advantage and the room has power- 
ful sales appeal. 

Concurrently with the assign- 
mefit of the mezzanine balcony to 
this sort of display task, Stewart 
Office Supply Company is taking 
advantage of the presence of an 
expert woman decorator on the 
store’s staff. She is available to any 
of the 11 salesmen or to any cus- 
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Two Views. . . of office furniture display in converted mezzanine 
balcony of Stewart Office Supply Co., Dallas. 


tomer for planning of any element 
in an office design, from floor to 
ceiling. 

Whereas only a few years ago 
even in a city noted for its smart- 
ness and modernity, the average 
businessman was content to trust 
his own judgment in making up 
a tasteful office and surrounding 
room, the trend has been reversed. 
Businessmen are placing every bit 
as much emphasis on the color 
scheme and equipment of their of- 
fices, as of their homes. For this 
reason, the decorative service is 
of extreme value and is responsible 
for the creation of many new pros- 
pects each month. 


Service Available 


Decorators’ service on this pro- 
fessional level is available in any 
section of Stewart Office Supply 
Company’s ramified office furni- 
ture services, including the moder- 
ately priced furniture lines in the 
new annexed store and in the sep- 
arated wood and steel office furni- 
ture showrooms on the second floor. 

Here, incidentally, the creation 
of the mezzanine display made it 
possible to open up the second 
floor and to remove many pieces 


of furniture shown here in the past 
to the level below. This has re- 
sulted in less crowding and actually 
a larger number of executive pieces 
are shown. 


Sales Go Up 


With the city of Dallas making 
up its territory, Stewart Office Sup- 
ply Company has found office furni- 
ture sales constantly gaining as part 
of the tremendous advances in both 
residential population and in cen- 
tral Texas industry. Stewart’s was 
a contributor when the Republic 
National Bank of Dallas built “the 
world’s most beautiful building”, a 
45-story, all-aluminum-c overed 
structure only a few blocks away. _ 

This imposing edifice was fea- 
tured in Life Magazine, from both 
the architectural standpoint and the 
office furniture and equipment in- 
stalled. Similar buildings are going 
up throughout the city and with 
population hitting an all time high, 
the undeniable presence of many 
millionaire businessmen, Stewart 
Office Supply Company feels that 
it is on the right track in the crea- 
tion of a separate department for 
top quality, better-priced reception 
room and lounge furniture —RAL 
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B. L. MARBLE . . . custom chairs of the 
No. 4510AF style are used in equipping 
conference room of the South Side Trust 
& Savings Bank of Peoria, Ili. The up- 
holstery is black leather and gold gros- 
point and Hugh Reeves of Jacquin & Co., 
Peoria, installing dealer, reports that 
these chairs are an extremely handsome 
part of this room's furnishings. 


mn 
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INVINCIBLE ... driftwood tan steel 
equipment provides a modern private 
office look in the general offices of the 
Mojonnier-Dawson Co. of Franklin Park, 
ill, Industrial Office Supply Co. of Frank- 
lin Park made the installation of the 
products of Invincible Metal Furniture Co. 
in the new one-story building of glass 
and brick. 

























STEELMASTER-HOUSED . . . Art Steel Co., 
Inc., made this installation at M. Lowen- 
stein & Sons, Inc., 1430 Broadway, New 
York City. The Steelmaster No. 3692 
card cabinets are used to house more 
than 800,000 designs of special patterns 
of printed textiles. These patterns are 
carefully filed in the card cabinets for 
quick access. Silver Stationery Co., Inc., 
of New York City, made the installation. 












IN VIRGINIA it’s desks from The . i 
Leopold Co. for an attractive installation = oes a Pt 
at the First & Citizens National Bank of ; _— 

Alexandria. Charles G. Stott & Co., Inc., 7 = 


> ‘ ; ’» 
Washington, D.C., was chosen to furnish ‘re 
distinctive working equipment. ¥ - . an > 
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ART METAL ... New Century desks in 
hammertone tan with blond tan Artolin 
tops set the mood in inviting new 
offices of Pacific Mutual Insurance Co., 
Les Angeles, Calif. Art Metal Construc- 
tion Co. aluminum posture chairs and 
five-drawer Speed-Files complete the 
equipment picture. All desks have in- 
drawer accessories, making it possible to 
house in the pedestals all the necessary 
records for each work station. 


EXECUTIVE COMFORT .. . for A. 
Pounds, president of Tyler Bank & 
Trust Co., Tyler, Tex., is secured by 
this installation of the imperial Desk 
Co. No. 7000 Metropolitan furniture 
group. Story-Wright Ptg. & Staty. Co. 
of Tyler did the installation. 








DIRECTOR ... of Beaumont Hospital, ; 
Detroit, Mich., works in this office of 

blond walnut finished furniture by 

Stow & Davis Furniture Co. Selecting 

items from the new Progression Ili p) 
group the official preferred the dog- 
leg, single suspended pedestal desk 
with L-shaped cabinet unit at his left. 
A posture-swivel chair and conversa- 
tional grouping complete the comfort 
and utility of the office. This installa- 
tion was made by J. L. Hudson Co., 
Detroit. 








AN ECHELON . . . of Haskell steel desks 
in the sales department of the Consolli- 
dated Business Forms Co., Pittsburgh, 
features popular mallard gray with 
matching waste baskets and desk trays 
to harmonize with the decorator's saim- 
on painted walls. 
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DIRECTOR'S ROOM... of the State Com- 
mercial Publishing Co., Columbia, S$. C., 
carries out its effect of luxuriant roomi- 
ness with the use of upholstered leather 
chairs in two colors. These chairs, manu- 
factured by The Taylor Chair Co., are 
placed in a room which has walnut pan- 
eling, fine textured carpeting and semi- 
transparent nylon curtains in harmoniz- 
ing colors, 


HANDSOME .. . private office of J. Stan- 
ley Seeman, president of Seeman Bros., 
White Rose distributors of New York 
City, is completely equipped with Globe- 
Wernicke metal equipment including a 
Streamliner executive desk, Streamliner 
panel end table, aluminum chairs and 
Streamliner accessories. The installation 
was handled by David Tepper of Chas. 
S. Nathan, Inc., New York City. He 
worked closely with Morris Bell of See- 
man Bros. in planning an efficient and 
beautiful layout. 





CONFERENCE ROOM... for W. M. Brown 
& Son, Inc., color printers and publishers 
of Richmond, Va., utilizes conference 
table and console built special by Hanes 
Chair & Furniture Co. with modern chairs 
in elastic Naugahyde by Gregson Mfg. 
Co. Complete design and furnishings 
were by Morton Marks & Sons, Inc., of 
Richmond. 
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EXECUTIVE COCKPIT .. . When Mau- 
rice Kann, owner and manager of the 
Engineering Building, Chicago, is at 
his desk, he is situated like a pilot 
of an airplane with all the controls 
and tools of his business readily at 
hand. Mr. Kann’'s private office was 
completely furnished with Tower 
Suites units by Carson, Pirie, Scott & 
Co., Chicago. Assembled from stock 
units, the office has a custom built 
appearance. 



























Smith-Corona 
Dealers!!! 


= remember this 
important 
price news? 





This is just a reminder to cash in 
on a good thing. You’ve got the 
mats. You’ve got the material to 
capitalize on the CLIPPER as a 
price “leader.” Advertise it for all 
it’s worth and see how you pull 
in the customers!!! 


SMITH-CORONA INC SYRACUSE 1N Y 
BRANCHES OR DEALERS IN ALL MAJOR CITIES 
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National’s New Catalog Program 
is bigger than ever — and you'll profit! 


FOR YOUR CUSTOMERS — 

this enlarged Consumer Cata- 

. log Shows Full Line of Money-Saving, 

gee —=> Time-Saving, Record-Keeping Forms 
and Housings. 


New CONSUMER CATALOG 


4-color, 160 pages, shows over 500 forms. Previous 
edition was a “‘ best seller’’ —- two reprints required 
over 60,000 in use! This new, expanded catalog con- 
tains new numbering system that helps you greatly 
in servicing orders. Every department of a business 
can use this catalog ——- from advertising and account- 
ing to warehousing. Includes many new items 
translucent forms, payroll board, post binders and 
analysis pads. We’re telling your customers about it 
in BUSINESS WEEK, U. S. NEWS, NATION’S BUSINESS, 
DUN’S REVIEW and other publications. Catalogs 
available on a cooperative basis to NATIONAL 
dealers. Note your name, address and phone number 
displayed prominently on cover. 
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FOR YOU — this new Dealer 

Catalog duplicates your Cus- 

| _ tomer’s Catalog — Also Provides 
ee Helpful Ordering Facts. 


New DEALER CATALOG 


Here’s the complete line of National Products. First 
160 pages are the same as the Consumer Catalog — 
making it easy to transact business over the phone 
with customers. Remaining 56 pages consist of spe- 
cial dealer information — comparative list, special 
scales for designing special binders, help in ordering 
special material, miscellaneous items and complete 
cross reference of old and new numbers. 


Watch for announcement and order forms 
on their way to you in the mail. 
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NATIONAL BLANK BOOK 
COMPANY 


HOLYOKE, MASS. + NEW YORK + CHICAGO «+ SAN FRANCISCO 
ATLANTA « DALLAS * BOSTON «+ LOS ANGELES 
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anew concept of 
cash register design 


If there is one cash register which fully meets the performance and 
budget needs of all small and medium size retailers—surely it is 

the magnificent new Regna DeLuxe! A cash register... an adding 
machine... a bookkeeping machine—it is ideally suited for the 
multiple functions of cash protection, cash-credit control and general 
figurework. Sturdy, precision-built, soft-spoken . . . virtually 
maintenance-free! And note the Regna’s trim, rounded styling: 

so elegant, compact, unobtrusive. Yet for all this versatility and beauty, 
the Regna is low-priced, within easy reach of the smallest storekeeper! 
New manual or electric models with through-colored Carbamide 

cases in green, ivory arid maroon. 





2 


Regna can print double cash receipts Visible item indication shows clerk New square-shaped “sculptured” keys 
(one for store, one for customer). and customer individual items, total. are far easier and faster to operate. 
Electrically and hand operated 
A complete stock of Regna parts is located in models with or without indica- 
service centers throughout the U. S. tion. 








Regna Cash Registers, Inc. 
75 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 


Please send details and prices on the Regna Deluxe Cash Register 
plus information about becoming a Regna dealer. 





Regna Cash Registers of Canada Ltd., 704 Notre | 
Montreal, Que., and Business Equipment Ma- 
ng St. W., Toronto, Ont | OO | ee eee 


ITINENTAL U. S.: Jorgen S. Lien, Box 507 
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the xtd-Viser 





by Irving Settel, authority on retail advertising 


Specialty Advertising Makes an Impression 


@ THERE IS IN EXISTENCE a huge specialty and 
novelty advertising industry which has been in opera- 
tion for many years in the United States. Retailers 
all over the country have made good use of this 
type of promotion and have discovered that it can 
create good will, effective merchandising and increased 
sales. 

Under the category of specialty and novelty ad- 
vertising comes such items as thermometers, match 
books, ball point pens, blotters, calendars, and the 
like, used to provide something useful to customers 
to make them think of the store in a friendly way. 
When the retailer decides to go into this type of 
advertising he will find that he is investing in both 
printing and merchandise for in all cases his name 
must be prominently displayed upon the items which 
he plans to distribute. 


Why it is Effective 


Here are some of the characteristics which make 
novelty advertising particularly effective: 

1. Novelty items are useful items. Pencils, pads, 
calendars and the like are characterized by their use- 
fulness. When a person receives an item of this type 
from a local retailer there is usually a feeling of grati- 
tude. If the item is one which he can use, it will 
be appreciated and kept. 

2. Novelty items are long lasting. A retailer who 
knows novelty advertising will pick an item which lasts 
a long time. Calendars, for example, are kept for an 
entire year. Ball point pens may be used even longer 
than that. The longer that the advertising novelty is 
used by the recipient, the longer the retail message 
will be read and seen. 

3. The novelty item can carry an effective message. 
Actually, of course, on some items the retailer can 
merely print his name, on others, like a blotter or 
a calendar, he can provide an entire institutional type 
of message which is seen continuously by the user. 
In either case, the retailer’s name is always in front 
of the person who has the item and can have a bene- 
ficial effect when that person decides to buy merchan- 
dise. 


Cost is Small 


4. The novelty item is inexpensive. From the re- 
tailers point of view the novelty item costs very little 
on a per unit basis particularly when the retailer makes 
a mass purchase. On a cost per impression basis 
novelties make up the most inexpensive type of pro- 
motion. 

5. Most people like to receive novelty items. Be- 
cause of this there is a certain amount of good will 
which is brought into existence when novelty items 
are distributed. Most people like to receive calendars, 
blotters, pencils, and pens particularly when they are 
free. 
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6. Novelty items guarantee a day-by-day message. 
Because of the nature of the item, its use, and the 
fact that it is seen every day by the person who 
has it, this method of promotion provides a very in- 
expensive daily advertising message. 

Specialty and novelty items are most often pro- 
duced by firms which specialize in this type of busi- 
ness. For the retailer who wants to go into specialty 
advertising, it is best for him to contact novelty or 
specialty advertising firms. As a matter of fact, getting 
estimates from three different organizations will give 
the retailer a very good idea of what the prevailing 
prices are and what it will cost him to distribute the 
largest number of novelty items that he possibly can. 








SECRETARIES RIDE Conventioning secretaries, attending 
the National Secretaries Association annual meeting in Chat- 
tanooga, Tenn., found four station wagons at their disposal 
for transportation throughout the convention. Wagons were 
provided by Frank Meyer, Meyer Business Machine Co., a Clary 
dealer in Chattanooga. 





HARD TO DUPLICATE ... is the feeling expressed by John J. 
Wark, supervisor of office services, and Dorothy Welch, op- 
erator, toward the Tempo Imperial Duplicators employed by 
the Union Oil Company of California. The firm owns five and 
three are in constant use in downtown Los Angeles. 
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AUTOMATIC FEED 


GRAVITY FLUID SYSTEM 


ROLLER MOISTENING 


PERFECT REGISTRATION 


AUTOMATIC MASTER CLAMP 


PRESSURE CONTROL 


BALL BEARINGS THROUGHOUT 


GUARANTEED I YEAR 
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SPIRIT DUPLICATOR 





COUNTER $10.00 EXTRA 


Look at today’s best buy in spirit dupli- 
cators! The new BDC brings you every 
important feature —including an auto- 
matic feed—for less than you would 
expect to pay for hand fed equipment. 


Cam operated, the BDC Spirit Duplica- 
tor will give years of service-free per- 
formance. Compare the superb design 
by Burton Tysinger, check the outstand- 
ing technical features, and write for 
dealer information today. Bohn Dupli- 
cator Corp., 444 4th Avenue, New York 
16, New York. 
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ANNOUNCING 
VENTILATED 


Pillow test proves it’s cooler, more comfortable! 


See how effortlessly new Ventilated Kalistron yields to 
the body, yet springs back when released. You can 
actually feel it breathe, through thousands of unseen 
openings. Ask us to make this demonstration for you. 


Hidden openings revealed! 
Under the magnifier, you see thousands of tiny 
openings dotting the surface of new Ventilated 
Kalistron. These “breathing spaces” make it far 
cleaner, cooler, drier, more comfortable. 
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NEW 
KALISTRON! 


The new upholstery material with a continuous, 
calendared surface that breathes! 
Not a coated cloth! Not a sprayed-on surface! 


[his is what you've been waiting for.... 
famous Kalistron, with all its advantages, now 
in a form that breathes. It’s yours only in new 
Ventilated Kalistron, with its patented breath- 
ing construction; its continuous, calendared 


surface on a three-way stretch backing. 


Check off these Ventilated Kalistron exclu- 
sives: Color permanently fused to underside. 
Thousands of tiny openings you can’t even 
see .... openings that can’t seal up or break 


its continuous, calendared surface. 


Here’s what this means. When you sit on 
1 chair or sofa upholstered with Ventilated 


Kalistron, there is new seating comfort that 


NEW Ventilated 
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compares favorably with woven fabrics. No 
vents needed. It feels so pleasant, and is so 


easy to slide right into. 


New Ventilated Kalistron comes in 21 
handsome shades and is textured to give it a 


rich woven appearance, It tailors perfectly. 


Ventilated Kalistron also brings you the 
features you already enjoy in other grades of 
Kalistron: permanent beautiful color... .virtual 
indestructibility....suppleness combined with 
excellent shape retention... .etc., ete. 

You’ve just got to try the new Ventilated 
Kalistron to believe it. Call or write us for 


further information. 


KALISTRON ~-°-- 


ELASTIC-BACKED POROUS VINYL UPHOLSTERY MATERIAL 


Flexible Materials Division, Dept. OA 10-5 * United States Plywood Corporation * 55 W. 44th St., New York 36, N. Y. 














GLOBES 

George F. Cram Co., Inc., 
730 E. Washington St., 
indianapolis 7, Ind. 





Five new 7obDeS, three n new 
tyling of Diack water masses 
1 eatured by Cram in the 
NSOEA booth. One of these 
Mode! 44, is in keeping wit 
new r iser a furniture 





trends. It a !2-inch black 
water ma universal globe 
nted n black wrought 





base and semi-meridan. 
jlobe priced at $8.95. 
(For more information write 
OFFICE FURNITURE manufacturer, or circle inquiry 
Art Metal Construction Co. card No. 22). 
Jamestown, N.Y. 


$ 
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New club chairs and receptior m furniture will be ir 
cluded in the company's exhibit at the NSOEA convent 
The club chairs are available in a choice of upholstery, wit! MOBILE DIRECTORY 


exposed satin-finished aluminum arm and leg frames. They CABINET 

Art Steel Co., Inc. 
170 W. 233rd St. 
New York 63, N.Y. 


can be used singly, with or without arn he removable 
arms permit assembly in inge groups. Seats and backs 
have deep moulded | 


latex f arr jsr n ver pring ana 
rear legs roject to prevent back from. striking wa 
, oP ct . A mobile directory or catalog 


Corner tables, end tables and club tables have one inct 
: ' ‘ abinet tor desk side use or at 
square aluminum legs with plast aminate tops for dura . f ee 
+ he ° ' any point peration ha 
bility. Tops are available in tan, green and gray striped been added to the "Dire 
patterns. (For more information write manufacturer, or sive” Han bw Stackmastes. The 
. ° ° ' yy yreoime . 
circle No. 18 on inquiry card). ahi ines evattahda «ith 


r six Dinder stations ana 
has a lower file cabinet which 





ar be Kea Four silent 
peed aster pr vide the 
bility. All units have out 
je demensior of 31'/, 
es high, 17% inches wide 
and 16'/4 inches deep. Colors 


jray yreen, frost tan or 
t green. (For more infor- 
mation write manufacturer, or 
circle No. 7 on inquiry card). 





OFFICE PAPERS DUPLICATOR 
Mohawk Tablet Co. 
1703-19 East End Ave. 
Chicago Heights, Ill. 


Rex-O-Graph, Inc. 
7840 W. Hicks St. 
Milwaukee 14, Wis. 








A new and complete lin The mpany recently announced a new 
deluxe bond to be distrit ne wh 3n be used 
exclusively by stat banks { spon work in the installa 
offered by the come TiOr } Jeparimenrt, in preparing new 
every office use. According 3 int and a ints closed ts 
the firm, its new Exec reports ¢ executive mmittees and 
which includes bond. mimec direct lividen notices and for othe: 
graph bond, duplicator bond aed ton needed in quentity.. The 
legal pads, ruled office pad machine has an end feed which allows 
and adding) machir the operator to use both hands in feed 
combines the | ing paper and an adjustable elevated 
quality with eye-appealing d receiving tray. Foot pedals ntrol the 
play and the protectior pening the master clamp and drun 
fine boxing. (For more infor- peration. (For more information write 
mation write manufacturer, or manufacturer, or circle No. 3! on in- 
circle No. 14 on inquiry card). quiry card). 


Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 
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for NEW ROYAL PORTABLE COLOR LINE 
from dealers all over the country 


Here are just a few of the many enthusiastic 
comments typewriter dealers have made to date: 


FROM ILLINOIS! “We are looking forward to set- 
ting portable typewriter sales and profit records 
during the remainder of 1955 by selling the color- 
ful Royal Portable.” 

FROM NEBRASKA! “Just to show you how popular 
those colored portable typewriters are going to 
be, unsolicited by me, over the telephone came 
an order for two horizon blue Royal Quiet DeLuxe 
portable typewriters.” 


FROM ARIZONA! “We have just seen the new 
Royal Portable color line as it is now being pro- 
duced. The machines are beautiful. And there is 
more than beauty which intrigues us. There is the 
improvement in material and design which will 
mean repeat business.”’ 


AGAIN ILLINOIS! “Once more you have demon- 
strated your leadership in the industry by present- 
ing us with the new Royal color line on Quiet 
DeLuxe portables. We are going to enjoy an excel- 
lent increase in our portable business.” 


Get ready for the greatest portable year in history 


RG YAL po rtable Royal Typewriter Company, Division of Royal McBee Corporation 
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Wouldn’t you rather sell 
Sheaffer’s Snorkel Pen? 


When you display and demonstrate a Sheaffer Snorkel Pen, you can be sure 
you're not doing the sales work for a discount house that does nothing but 
pick up the profit. 








Sheaffer's investigating services are working hard. They're continually 
tracking down and drying up any price-cutting operator. They're protecting 
you and your customer. 















Sheaffer dealers will not suffer the embarrassment of hearing customers 
say, “I can get it for less.” You offer Sheaffer products at the lowest price 
} consistent with quality, service and value. 





Sheaffer is one company that really cares. A company that jealously guards 
its retailer and consumer relationships as it zealously guards the quality of | 
its products. | 


Fills the 
modern way— 
no dunking or 


dismantling 
When serving a customer, show him the pen he can get only at your price. 


SHEAFFERSS 


WHITE DOT /CO\ OF DISTINCTION 


W. A. Sheaffer Pen Company, Fort Madison, lowa - In Canada: Goderich, Ontario-In Australia: Melbourne - In Great Britain: London 
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SEE YOU AT 
the Burroughs booth No. C-13 
at the N.S.O.E.A. Convention! 


Meet the man from Burroughs! 


This man is a trained Dealer Representative . . . 
it’s his business to help make your business grow! 


The new, expanded Burroughs Dealer Program is designed to 
help you sell more and make more. 


Your Burroughs Dealer Representative is at your service, eager to 
help you in every way possible. He’s a man with plenty of know- 
how. He will be calling on you regularly. He’ll advise you on any 
special sales problems you may bring up. He’ll pass along the 


latest in dealer helps and product information. He’ll assist you 
with your sales training program, demonstrations and countless 
other important phases of sales promotion. 

Your Burroughs Dealer Representative drives a “mobile head- 
quarters” . . . fully equipped with machines, display and pro- 
motional material to give you personal help with your sales 
program. Plan to make the most of his assistance. 


Wherever you see this new trade-mark, 
you'll find an outstanding dealer, handling 
the best in adding machines and cash 
registers. For full information on the new 
Burroughs Dealer Program, write to Bur- 
roughs Corporation, Detroit 32, Michigan. 


Burroughs is a registered trade-mark 
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Wherever There's Business 


There's Burroughs 
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MODEL 1515— Upholstered in MODEL 1591—Upholstered in 
DuPont Fabrilite or viny! resin DuPont Fabrilite or vinyl] resin 


$54 retail* $4 1 retail* 


DO/MORE 


CHAIRS 





MODEL 1516—Upholstered in 
DuPont Fabrilite or vinyl resin 


$62 retail* 


MODEL 380 — Upholstered in 
DuPont Fabrilite or vinyl resin 


$3 5 retail* 
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MODEL 1581— Upholstered in 
DuPont Fabrilite or vinyl resin 


$3 T retail* 


“One-for-all” clerical 


...as little as 


Here are chairs of famous Do/More quality that give 
you a real competitive advantage. And, they’re new! 
The three desk chair models are especially designed 
without adjustment except for height. The two side 
chairs are newly designed, too. Back legs extend far 
enough to prevent chair backs from marring walls. 
Cannot scuff or rub. These chairs are your answer to 


big competitive bids, as well as small office business. 


| end free cadaleg \ 


5 
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Your choice of U.S. Rubber Elastic 
Naugahyde, Hampton fabric, Gros Point 
fabric, or Top Grain Leather at slightly 
higher prices. Wide selection of enamel 
finishes. Four other desk chair models 
also available. 


chair by DO/MORE® 


$35 retail! 


Elimination of tricky do-it-yourself adjustments per- 
mits the desk models to have much sturdier con- 
struction, for longer trouble-free service. “One-for-all” 
design permits their immediate use by various em- 
ployees ...in complete comfort. Dealers for the Per- 
sonnel line by Do/More are now being appointed. If 
competition is keen in your area, phone, wire or send 


coupon for full particulars .. . at once! 


DOMORE CHAIR COMPANY, INC. 
Dept. 1012, Elkhart, Indiana 


Please rush complete information about your new “Per- 
sonnel” chairs and free catalog. 


NAME on 





STORE — 





ADDRESS 








CITY, ZONE, STATE 


65 








MARBLE TABLE 
Frank Scerbo & Sons, Inc. 
536 Pearl St. 

New York 7, N.Y. 


A new line of marble-topped 


use will be shown by the company in October. The table 
all imported from Florence, Italy, are ex designed 
for the firm, they report, and feature tops of inlaid marble 
glass mosaic, solid marble and onyx in a variety of pat 
terns and colors. The bases ar tructed of anodized 
aluminum in choice of gold or black finish. A line 
marble-topped office desks will be available n. (For 


more information write manufacturer, or circle No. !7 on 
inquiry card). 





PENCILS 


Joseph Dixon Crucible Co., 
167 Wayne Ave., 
Jersey City 3, N. J. 


School trade is __ primaril 

sought for these prepriced 

Dixon Summit pencils with yel 

low finish, round edge and 

rubber tips. The No. 306-R — a 
Summit pencils are packed 12 tere 

yellow pencils in a printed cel 


lophane bag with grommet vot - 
saddle for hanging on a wire $e 
rack. The No. 306-D Summit ea 

pencils come in the same bag — 

without the saddle, 12 baa om oon 

to a colorful display. (For eens 


more information write manu- 
facturer or circle No. 10 on 
inquiry card). 





CARBONIZED PAY ENVELOPE A= A Wa 
J. L. May Co., Inc. »  BRINTED OR PLAIN 
111 W. 19th St. 

New York 11, N.Y. 

The company has added 

cial Security pay envelope 

ucts. The envelope and srt red receipt 


tached are both plain, designed { moprintir 
firm's individual copy. Printing of ¢ ark 
sheet leaves a duplicate impre 


ing on the envelope. (For more information write 
manufacturer, or circle No. 44 on inquiry card). 


STAPLER 


Wilson Jones Co. 


NEW PRODUCTS continued 





209 So. Jefferson St. 


Chicago 6, Ill. 





xed ir 

12 to t 
more information write manu- 
facturer, or circle No. 23 on 
inquiry card). 


display 


arton. (For 


Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 


OPEN SHELF FILING 
Visi-Shelf File, Inc. 

105 Reade St. 

New York, N.Y. 


Offered a 4 space aver 


the Vv SI elt T na ysterr 
either oper r with drop 
ian Cine weit 4 seid § 

the equivalent t tw 

door filing abinet and 

upy one halt the floor space 
The units are availab na 
range trom seven fo ten open- 
ing . Tk ec system r uades a 
Fa ile Gu de Py which 
serves a Jivider-quide an > 
dex and a record locater. Ac 
cording t e firm, a f int 
need only pull the Guide-Pull 
t cate fr record which 


pushed rward for easy sé 
ection. (For more information 
write manufacturer, or circle 
No. 30 on inquiry card). 


Ma ! Pie" ee eee 4 
% 4 4, 


’ 
ek AOm ane Gm nk ORS 





a 
a 
.: 
CIRCLE TEMPLATE 
Alvin & Co. 
853 Palisado Ave. 
Windsor, Conn. 
A e ter araw 
ng was ntly an 
noun the mpany. Made 
f a acry viny the 
Ci M nta 44 pre 
jyroupead progre 
ve with n nt trom 
64+ halve an incl 
A make 4 wance ri 
c anc an e fou 
cut radii 
A ah ol fins The 
template mes in a card 


(For more information write man- 
ufacturer, or circle No. 33 on 
inquiry card). 
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Adjust 


Scientific 
tigue an 
rubber cy 
and seat 
ing ball-b 
in DuPon 
crack or | 
gray and 













1 samemnquerianionsrepeme 





“Steno” chair, No. 2815 


$9995 


This table for $120 





% Drop Leaf table, No. 759 
$1095 


COLE'S Setnectiy ff. 
THIS 10.95 


DROP LEAF TABLE 











é Ot 


with every “Steno” chair ordered! 


Adjustable Posture Chair 


oC entifically-des aned 
tigue and improve 


rubber cushion seat 


ng ball-bear na caste 
1 DuPont's famou: 
crack or peel, In your 
gray and wine 


to eliminate office fa- 
efficiency. Buoyant foam 
16%" x 13%”. Both chair 
and seat have adjustable controls. Smooth roll- 
rs. Beautifully upholstered 
Fabrilite. Will not stain, 
choice of brown, green, 


No. 2815 $29.95 


Sturdy, Steel Drop-Leaf Table 


or gray baked enamel finish 


FOR { rEST 


wu \. PA haw & 


Use it as a salesman’s desk where space is scarce. Ideal 
for the student in the family. Makes homework more attrac- 
tive. Use it as a typewriter table. Also handy in the kitchen. 
Drawer for supplies and shelf for books. Rolls smoothly on 
four casters. Roomier than most tables, opens up to 39” x 
17’. Typewriter desk height. Because of the heavy gauge 
steel and strong piano hinges it will last a lifetime. Green 


No. 759 $10.95 


CATALOG 


















400 


You'll use it 

a dozen different 
ways for 

home or office 





for the KITCHEN 


COLE street EQUIPMENT CO., INC. 


NEW YORK 285 MADISON AVENUE « CANADA 











Top quality “RECORD-CARD” files 
at rock bottom prices... 































Vv 


and other records. Full suspension letter size drawers glide smoothly on ball bearin De 


These units are convenient for those desiring a combination file for both index car 


rollers. Made of heavy gauge steel. Olive green or Cole gray baked enamel finig Hic 


dot 
< DESK HEIGHT tior 
Contains one letter size drawer, two drawers for 3x5 or & full 


cards (7200 cap.) also for cancelled checks, plus a sliding she : 
1434” wide, desk high, 24” deep Oli 


No. 321 +43” 


Available with plunger type lock that automatically locks all drawe 
No. 321PL $524 


Con 

safe 

26% 

Wit! 

all 

DE: 

COUNTER HEIGHT > Con 

Contains three letter size drawers plus two Contains two letter size drawers plus two este 

drawers for 3x5 or 4x6 cards (8000 capac- drawers for 3x5 or 4x6 cards (8000 capac- 24 

ity). 1434” wide, 52'4" high, 2658" deep. ity). 14%’ wide, 40’ high, 265%” deep. R 

62% $5.4" “ 

No. 323 bs No. 322 ay 
With plunger type lock that automatically locks With plunger type lock that automatically locks 
all drawers No. 323PL $72.50 all drawers No. 322PL $63.95 





















RECORD-CARD File 


9 double drawers will house 3x5 
or 4x6 cards (36,000 capacity) 
14 wide, 52'4” high, 26% 
deep. Green or gray 


No. 1234 $77.25 























< CHECK-DRAFT File 


9 drawers will house records up 
to 1012” wide x 414” high. Cabi 
net size: 1294” wide, 52'4” high, 
2658” deep. Green or gray 


No. 1209 $73.95 








COUNTER-HEIGHT 

Same as above but with 6 double 
drawers for 3 x 5 or 4x 6 cards 
24,000 cap 14 w., 40” h 

















26 d No. 1244 $69.50 With plunger type lock that auto- 

matically locks all drawers. 
Above files with plunger-type lock No. 1209PL $83.95 
that automatically locks all 











$10.00 add’! 
METAL TABBED 
GUIDES 
Celluloid windows, 
Ato Z removable inserts 
INDEX GUIDES V4 tab or 2 tab. 
10V2" x 44%". 
Price per set 
Size Pressboard Celluloid Tip No. per set 
3x5 index guides $ .40 $1.20 225 AtoZ 25 division $ 3.85 
4x6 index guides 55 1.60 240 AtoZ 40 division 6.50 
5x8 index guides 1.15 | 2.40 280 AtoZ 80 division 11.50 
6x9 index guides 1.50 | 2.95 410BL Blank Tabbed Guides per 100— 12.50 





COLE street EquipMENT CO., INC. 


NEW YORK 285 MADISON AVENUE « CANADA 605 eon 


afeguatd yo. 


., VALUABLES and VITAL PAPERS......- 


Designed to safeguard your important papers and other valuables. 
Hidden from view and away from prying eyes is a secret vault, 
doubly protected by a 4” dial lock (only you know the combina- 

on). More re than the ordinary lock and key. Equipped with 
full suspen ball bearing letter size drawers. Heavy gauge steel. 


Olive green or Cole gray baked enamel finish. 


COUNTER HEIGHT 


size drawers plus 
wide, 40” high, 


$§9°0 
No. 2003D 

With additional yer type lock that locks 
all drawers No. 2003DL $68.50 


DESK HEIGHT 


Contains one letter size drawer plus 
safety vault. Desk high, 1434” wide, 
24” deep 


No. 2002D *49°° 


With additional k for bottom drawer, A 
—— $54.25 Contains three full size letter file drawers plus the 
safety vault. 14%" wide, 52%" high, 26%” deep. 


$645° 
No. 2004D Shpg. wt. 124 Ibs. 


With additional plunger type lock that locks all drawers. 
No. 2004DL $74.50 


(oles “DESK-SIDE”’ CABINET 


Features a safety compartment with lock and key for 
storing important documents, books, confidential rec- 
ords, etc. Lower half contains a letter size ‘‘Air-Flo”’ 
file drawer equipped with a double suspension cradle 
for smooth, quiet operation. Will accommodate hang- 
ing or regular folders. Heavy steel, green or gray. 
Desk high, 14%” wide, 285s” deep. 

A to Z FILE GUIDES 

Regulation letter and legal size, will fit letter *42” 

; i i No. 5002 


ize drawers in above cabinets and all other 
letter or legal size drawers. Shipping weight 8 
Price per set 


letter legal 
No size size Also available in 


1012PB Pressboard $1.95 $2.75 Grained Walnut, Mahogany or Knotty Pine finish 
1012C Celluloid Tipped 2.75 3.25 at $9.00 additional. 
1012MT With Metal Tabs 3.95 4.95 


OUR LATEST CATALOG 


COLE steet equipment CO., INC. 


NEW YORK 285 MADISON AVENUE *« CANADA 
















wrong way right way transfer to pronto 


Records thrown on shelves are Records in Prontos can be located Save money, transfer into low cost Prontos 
hard to find, collect dust and in a jiffy...stay neat and orderly and use your expensive cabinets over again. 
toke up 50% more room. Doubles your filing space. 





SANITARY BASES 
for all size files $360 


There is a size made for every office record. These Pronto files 
are sturdily built of 275-lb. test fibre board, reinforced with 


FOLLOW steel on the shell and the four corners of the drawers as well. 


BLOCKS 
90¢ ADDITIONAL 
Made for any size file 


They cost no more than ordinary files! Can be interlocked into 





solid units and stacked to the ceiling. Beautiful in appearance, 
finished in olive green to match your regular office files. Will 


LETTER size 937° last a lifetime. 


CHECK size 925° pd i 0 ro T o 


Prices slightly hix STORAGE FILES 


Colorado, Wes 


anc outside of 


PRONTO FILE CORPORATION 285 Madison Ave., N. Y. 17, N. Y. 


CANADA NTERNAT i ST., TORONT 


LEGAL size 9455 
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EED CoPIES? 


EASIEST TO OPERATE 





OF THEM ALL! 





Here is the simplest, most economical way to make copies of anything you use in your busi- 
ness, club, institution or group: Sales Letters, Bulletins, Postcards, Menus, School Tests, 
Maps, Music Scores, Graphs, Reports, Statements, or anyone of hundreds of other forms. 





You simply write, type, trace or 
draw on the DITTO Masterset 
(no special tools needed). 





The Low Cost DITTO D-10 makes copies of anything you can type, write, trace or draw, in 
one to five colors at once, at a speed of up to 120 bright clear copies per minute. Takes 
any standard size or weight paper or card stock. Makes 10 copies for less than a penny! 


R Write for illustrated folder of models 
to fit your exact need as wel/las samples 
of actua/l § color copies madeona Ditto 


Slip Masterset onto the drum of 
your DITTO Liquid Duplicator. 


@eeeeeoeaceaeaeaeeeee eee eeeeeeeeeeeee eee 


DITTO, INC. 678 South Oakley Bivd. © Chicago, Illinois 


IN CANADA: DITTO of Canada LTD., Toronto, Ont 
IN GREAT BRITAIN: DITTO (Britain) LTD., London, England 





entlemen: At no cost or obligation to me, please send 
Folder of Models and Samples of Copies Ditto makes Arrange a Free Demonstration Turn handle and out comes up 
Complete information on new Ditto Chemograph process '] Free Office Trial to 300 or more bright clear 
copies. 
Name 





Company or Group 


ASK ABOUT ) 

Address 
DITTO'S newest advance 
in duplicating, developed to 
meet special copy needs. 


City County State 


e*t®eeeeeeeeeeeeeaeeeeeeeee@ 
eeeeeoeaeaeoeaeoeoeeeeeeee eee 
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OFFICE MACHINE CART 

Ken Campbell Office 

Equipment Co. ‘ 
605 Conant St. 
Maumee, Ohio 


art nas bee 


arry 


electric 


register 
nd otner ir 
hines. Made 

art collapsible 
trunk and 
platform ji 


ros : 


, emen Ke 


NEW PRODUCTS continued 





rc : $44.95 
information 


(For mo 


re 


write manufactur- 


er 


or circle 


No. 34 on inquiry 


OFFICE FURNITURE 





card). 





NOTE CASE 


Nu-Craft Products Co., 
321-327 Clarkson Ave., 
Brooklyn 26, N.Y. 


This bankers’ double draws 
note case No. 6| 
duced to meet a need f 

extra compartment, states tt 
manufacturer. Each draw 
equipped with a disc, tumbl: 
lock and two keys. Lock 
each drawer are keyed diff 
ently. Each drawer has a r 
tive slide follow block 
crome handles. Finish is bake 
metallic gray. (For more in- 
formation write manufacturer, 
or circle No. | on inquiry 
card). 


wa 








DRAFTING MACHINE 


Walpole Co. 
419 Boylston Sf. 
Boston 16, Mass. 


A new Swedish-made Wa 
drafting machine is offe 


clusive import by 
instrument is construct 
steel tubing and mact 
plastic parts. An aut 
lock is set at ever 
plete with all-purpose 


tectural scales, it reta + $37 (For 
more information write manufacturer, or 
circle No. 32 on inquiry card) 


Use INQUIRY CARD (Inside 
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Monarch Furniture Co., Inc. 
High Point, N.C. 


5 furniture de N ' kler A 
3 te f the c mpany teatu B tatlex Ny Saran r 
Dasic nairs Tas anda T na ar 

wasnabdie and virt Tainpr T porr néeir 


é stana n Tapered , nea ~ 
ule (For more information write manufacturer 


No. 25 on inquiry card). 


ana r e 
or circle 


TAPE DISPENSER 
Lipton Mfg. Co., Inc. 
52 W. Houston St. 
New York 12, N.Y. 





R, ean? y nt Jucea 
Sea ; 
b avy duty POSITION PROJECTOR 
5 . M. P. Goodkin Co. 
889 Broad St. 
Newark 2, N.J. 
+ ] * mera i ¥ r M de 

- red by the mpany is 

/ t de 
istak f 2!/ f t } ation oO 
V4 a rt L (For L, wil 


more information write manu- 


facturer, or circle No. 40 on Tt k 
inquiry card). et et biect matter 
in be enlarged reduced 
¢ r 
j Un 
hippina 
21 | 4 e FC R 
Jewark $269.50. (For more 
information write manufac- 


turer, or circle No. 42 on in- 
quiry card). 





Back Cover) or Write Direct to Manufacturers 
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THE NEW CRISP CONTEMPORARY LOOK IN DESK ACCESSORIES 
designs by PAUL McCOBB 


TA TN] «TO BE SHOWN FOR THE FIRST TIME AT THE N.S.O.£.A. CONVENTION 
(5 ( r ON OCTOBER 1, 1955 IN ROOM 529 


GIFT| CRAFT LEATHER COMPANY (ii. Si'8ucu'Ss 


ue _ 

















eee LONG-LIVED 


NATIONAL LOCK 


CASTERS 


NEW HOODED.-TYPE CASTER 
For Wood and Metal Applications 


Protect your reputation for quality by using only NATIONAL 
LOCK Casters. Beautifully designed and ruggedly con- 
structed, they enhance the appeal of your chairs. Both grip- 
neck and top-bearing sockets. Choice of rubber and phenolic 
wheels. Complete line includes casters, sockets, leg equal- 


izers and furniture glides. Samples furnished on request. 





IF YOU ARE AN ORIGINAL EQUIPMENT MANUFACTURER OR 
JOBBER, WRITE US. IF YOU ARE A DEALER, SEE YOUR JOBBER 







DOUBLE-RACE BALL BEARINGS 


Provide free swiveling action. Assure you 


years of dependable, troublefree service. 


QUALITY HARDWARE... ALL FROM 1 SOURCE 


FP Weked, 7.u ie Role! Gieley 17-4. Bd 


Sele, = geF - OE week: 
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ATTRACTIVE 

























Arthur Hollenbeck, 
Office Equipment Company 
of Chicago 


THE UPHOLSTERY 


OA—10/55 





““OUTSTANDING BEAUTY combines with outstanding durability 
in genuine leather upholstery. These are the qualities I need 


when I am planning to please an exacting customer,’’ says 


*American Leather Manufacturing Co. 
Newark, N. J. 

*The Ashtabula Hide & Leather Co. 
Ashtabula, Ohio 

*Blanchard Bros. & Lane 
Newark, N. J. 

*Eagle-Ottawa Leather Company 
Grand Haven, Mich 

*Garden State Tanning, Inc. 
Pine Grove, Pa. 
Good Bros. Leather Co. 
Newark, N. J. 

*The Lackawanna Leather Co. 
Hackettstown, N. J. 

*Radel Leather Manufacturing Co. 
Newark, N. J. 
Raser Tanning Co. 
Ashtabula, Ohio 


*Suppliers of finished leather 


LEATHER GROUP, INC. 


Ql punine. Leather wears ue well ab it Aon. 


Arthur Hollenbeck . .. Your most exacting customers will thank 
you for recommending fashionable, serviceable genuine leather 
upholstery. And, because you make an average of five times 
the net profit on leather upholstered furniture, your accountants 
will thank you, too...The Upholstery Leather Group has prepared 
a booklet and a movie giving interesting facts about genuine 
leather. Check the coupon for details, and send it in today! 






THE UPHOLSTERY LEATHER GROUP, INC. 
Dept. OA-2, 141 East 44th Street, New York 17, N. Y 


Please send me more details about the upholstery leather movie. 





Please send me a copy of “All about genuine leather...” 


1 am under no obligation, of course. 


Name 





Firm name 





Address 





City Zone State 





14] East 44th Street, New York 17, N. Y. 
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TYPEWRITER PLATFORM 


All-Steel Equipment Inc. 

Aurora, iil. 

Company has added two fixed 

writer platforms to match A 
Platforms, in 30 or 36 } 
added working space. Back side of plat 
form has side panel shield wit! n 
outlet. (For more information 
manufacturer, or circle No, 49 on in- 
quiry card). 


write 





BRIEF CASE 
Angler's Products Co. 
45-22 162nd St. 
Flushing 58, N.Y. 





NEW 





TWO-PIECE SECTIONAL 
Modernize, Inc. 
666 Lake Shore Drive 


PRODUCTS continued 


ADDING MACHINE 
Alma Office Machines Corp. 
440 Fourth Ave. 

New York 16, N.Y. 


A telephone tyle aut 
mat tiplicat the teature 
v Jolson-Everest “Super 

3 elect aaaing macnine 

i pr T ae ima 
p 2nd one ma bar adds, 
subtract sub-Tota snd clears. 
A | guarantee tered 


srts. (For more informa- 
circle 


| c 
tion write distributor, or 
No. 36 on inquiry card). 


Chicago 11, Ill. 

M Jern styling ttered in the tw piece ect na 
Modernize Scandinavian group wit teatures oft-t 
design. The vera engtn ot eaci ect r is 48 inche 


+ 


and they stand net 
Der cusn 


or circle No. 12 on inquiry card). 


MASTER SHEETS 
Ditto, Inc. 

2243 W. Harrison St. 
Chicago 12, Ill. 








nes high. Seats a Tu ength toan 
(For more information write manufacturer, 








Faille-textured vinylite brief A nev system of ad 
cases in two sizes, II x dressing using direct-process 
inches and 12 x 16!/5 inche spirit Gur ators and per- 
are now being manufactured rated J label sheet 
by the company. Both feature as been deve ped by the 
heat-sealed seams and a npar eration the sys 
° . l | ' 
plastic zippers on the closurs tem uses master sheets ruled 
The large size, which to 33 to correspond DESK LAMP 
equipped with a legal si: th 33 labs tandard Mayfair Co 
folder, retails at about $!.50 Pe saben <r " 
_ about $1.5¢ erforated gummed — lab 315 N. Desplaines St. 
and the small size, equipped heets, 1 ygested for 
: : : Chicago 6, Ill. 
with a letterhead size folde hurche uk r direct ma 
as a normal retai rice peratior where plate ac \dded t ayfair 
h 1 retell p plate ed Add May 
$1.20. Four colors are ava jressing syst@m are not prac é tl Jet-50-S 
able. (For more information al. (For more information k Ww a special 
write manufacturer, or circle write manufacturer, or circle Ww wh 
No. 38 on inquiry card). No, 35 on inquiry card.) é ad et on a 
) n so that 
tf cant ved up and 
PAPER CLIP - ) gow 45%, angle 
Futura, Inc. = - rs f | The 1 a sturdy on 
2323 W. Maryland oo . Tif ece tem 
Evansville, Ind. |r [ares ie a ft |i] dern de approved 
jaa |e a x a | 
i ; The giant paper clip, rn =o . ts by Underw r Labora 
has bee ey --— oe tories. Weicht jis 7 
¥ un fee ime) [un ee mw ff unds ght =n 
: z ) aq Ww 3 pase anda TYPE ADORESSES On = he 1 . > 
4 } de OITTO MASTER = nes c 34% x 5! 2 
pindle. te | asec sock TO AEPRO- n ibe AS watt 
T . i» | f DUCE COPIES c fly tht is used 
ated a re F . baked " 
. c hed v —~was j wesehe a nut, gray, green, and 
Lbile ent £ =e Fe n. (For more infor- 
packsaed in a a a = mation write manufac- 
j Jisplay box for an | wa turer, or circle No. 20 
, Bhat wale SEPARATE LABELS AND PASTE ON ENVELOPES OR FOLOERS on inquiry card). 
$|. (For more information 
write manufacturer, or 
circle No. 43 on inquiry 
card). 


Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 
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THE /A\LGLS LINE 


IS ADVERTISED 
TO BUILD MORE 
BUSINESS FOR YOU 
i 


A CE STAPLING EQUIPMENT is adver- 
tised forcefully to your best customers 
and prospects. Impressive advertisements 
appear throughout the year in magazines 
reaching Insurance firms, Banks, Laun- 
dries, Cleaners and Dyers, Florists, plus 
20,000 office management executives. 
America’s biggest buyers of ACE Stapling 
Machines, Staples and Staple Removers 
are numbered among the readers of 
these Trade Journals. 


ACE advertising will work harder for YOU, 
in boosting YOUR sales, when you use 
our free displays and literature. And be 
sure you have a good assortment of ACE 
Equipment, always! 





SOLD THROUGH DEALERS EXCLUSIVELY 












A \ 


Sa / 2 WV, ¥ D. {P. 
ACE FASTENER CORPORATION + 3415 NORTH ASHLAND AVENUE + CHICAGO 


) ACE PILOT ACE STANDARD ACE SCOUT ACELINER 


a 
wok on 







IN CANADA: ACE FASTENER (CANADA) LTD., 6705 UPPER LACHINE ROAD, MONTREAL 28 * 770 DU PONT STREET, TORONTO 4 
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why s FLAGSHIP 


first in every finish... 


The patented FLAGSHIP Line of metallic back 
carbon papers has earned its Number One Rating 
by superior performance. When you offer 
FLAGSHIP your customers get longer wear, 
cleaner copies without feed-roll streaks, and the 
non-slip and ease of handling features that only 
FLAGSHIP provides—all at no extra cost! Ask the 
dealer who has a FLAGSHIP franchise and he’ll 
tell you that with patented FLAGSHIP you'll sell 
more carbon easier than you ever have. And re- 


and first in quality for every dupiica 


fing need? 





peat orders go to you because your franchise is 
protected. 

But FLAGSHIP is only a part of a broad line 
of fine Allied products—for every duplicating need 
from orange diazo carbons, a complete line of 
spirit products, to fluid-eradicable ribbons. 

The franchise may be open now in your vicinity. 

Write today for more information on how to 
make your carbon and ribbon sales an important 
profit producing source for you. 


ALL CARBON AND RIBBON MANUFACTURING CORPORATION 


Western Office and Warehouse: 3404 So. Main, Los Angeles 7, Calif. 


General Offices and Factory: 165 Duane Street, New York 13, N. Y. 
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° + . ' 
It's ADDO-X’s precision 
manufacture that reduces 
operational noise to a whisper. 
With new fast action,” 
fingers literally dance across 
the keys. The STEP-O-MATIC 
lever offers calculator 
performance at adding 
machine cost when 
multiplying. 


Write today for literature f. 


ADDO MACHINE COMPANY, INC. 


145 WEST 57TH STREET, NEW YORK 19, N. Y., CIRCLE 5-6940 


WEST COAST BRANCH 
WESTERN ADDO MACHINE CORP., 2921 BEVERLY BLVD. 
LOS ANGELES, CALIFORNIA, TEL: DUNKIRK 5-2247 


“At 175 r.p.m. 


TAlso on our NEW two register machine. 


For further details mail this advertisement with your letterhead. 
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CUSTOM CHAIRS 

B. L. Marble Chair Co. 

Bedford, Ohio 

These Pace Setter custom > desig 
Gordon Hrach, introduced by B Marble 
the need for a moderate tly tailored 


line chair with the feeling of edish M 
design. The manufacturer ht ¢ 
apparent feeling of lightne 

time providing the basic 

the user of a sturdy and durat 

Setter custom chairs are available in the 16 
arm, arm-swivel, 
graphic posture styles. They 
complete fabric cover and 
fabric, combination of fabric and 


executive ¢ ture nd 


or Naugahyde. (Write manufacturer for more in- 


formation or use inquiry card No. !1). 


PEN-PENCIL SET 


Esterbrook Pen Co. 
80 Delaware Ave. 
Camden 1, N.J. 


The company has announced 
a new pen and pencil set d 
tinguished by a mirror-f 
ished, engine-turned stair 
cap with matching trim 
barrel and cap ends, The ne 
"K" set comes in a variet 
decorator deep-tone 


pen 
matching push-pen te 
up to 12 sticks of 
after the 
pushing the 
packaged in a simulated whit 
kidskin padded jewelry b 
enhance its value as a 
item. (For more information 
write manufacturer, or circle 
No. 15 on inquiry card). 


lead 
other, simply 


cap. The set 








} 
$ 


and offers the user a selectior P 
of more than 30 interchang =e, 


AUTOMATIC FOLDER 
Martin-Yale Inc. 

334 N. Bell Ave. 

Chicago, Ill. 


$69.95 
formation write manufacturer, 
No. 29 on inquiry card). 


NEW PRODUCTS continued 





A two tone c tyling called 
TWO TONE FINISH ee ee ee 
Underwood Corp. } trand 4 Ur Ger 
One Park Ave. r oF a nt 
New York 16, N.Y. act 
) é 3 a g 
A rding 
par na 
c but key 
te ba 
w 
k pera 
Stand Lalve 
raw inifs ang @uxiliary Tops 
re >| va apie f T an To ° 
(For more information write 


manufacturer, or circle No. 5 
on inquiry card) 


STACKING BIN 


Bay Products, Inc., 
3001 N. 16th St., 
Philadelphia 32, Pa. 





> } bir 

j 3) ndling 

\ Tea 

UdE ers 

DAack t spoT 

\ } t T ackin >| 

'Y ) ur ~~ xe with 

Style 80 TACKING DOX t ame 

eng ; width. (For more in- 

formation write manufacturer, or 
circle No. 8 on inquiry card). 


TYPING TABLE 


Ajusto Equipment Co. 
2144 Madison Ave. 
Toledo, Ohio 





s, a ntiy put 
< r = gu w typing 
o_o } g by 16 
—— electr 

Ww >| 3 p 
I = T teature 
| EF : A t design and 
ws a J l prevent lea 
| A € A ( eature é 
| | 13 x 17 inch steel book 
I] rubbe mounted to 

| the frame wit it the use 
Various table heights 


} t ze re éavaiiaoie 
{For more information write 
manufacturer, or circles No. 
26 on inquiry card), 


“a MAGNETIC TAPES 


‘ ORRadio Industries, Inc. 
120 Marvyn Road 
‘ Opelika, Ala. 
, - TI Fifty different type f manne} tane 
' ' oaalches 
| ; - 
nounceme aie ee ag ae 
IRISH Instru ntation Tar N 311, and 
baked W be j J both f mputer and 
ec p= telemeterinag applicatior n acetate end 
and perated My ar tiln ’ 200 + 4800 # + en 3th 
(For more in- and in '/4 t nch widths. (For more in- 
or circle formation write manufacturer, or circle 


No. 51 on inquiry card). 


Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 


80 
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selling ideas 


from the 





drawing board 


—— 
pret a 
- 








Because you 
wantedit...A 
new 6-drawer mi- 


crofilm cabinet 
Holds 600 reels of 16mm film 
or 408 reels of 35mm (8636R). 
Top is at convenient level to 
hold microfilm reader. The 
9-drawer model is still avail- 
able (8936R). We have a help- 
ful folder you can use for 
mailing. Ask for No. 3995. 






























4 new items 
with ideas that 
help you sell them 
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«) Even more 


handsome with 


crystal glass doors 
Heavy, unframed crystal glass 
sliding doors give this Exec- 
utive Bookcase (4987D) added 
good looks—and sales ap- 
peal. Available without doors 
(4987ND). 


With the new selling ideas incorporated in these 
tems, you have an easier sales job, your cus- 
tomers have a better product. These items were 


YAWMAN nD FRBE MFG.C. 


R75 YEARS ¢ A TIME-HONORED NAME, A QUALITY LINE, A VALUABLE FRANCHISE 








designed to meet the needs of today’s market. 
Each one gives you some easy-to-talk-about 
sales advantages. Use them for your own profit. 


Visit us at the NSOEA show in 


Chicago, Booth 92 Suite 605-607 


1015 JAY STREET * ROCHESTER 3, N. Y. 





now... 
erase errors 
magnetically 


as you DICTATE 


with the new 
Comptometer® magnetic 
dictation machine 


RE-USABLE BELTS 


Here is the greatest improvement NEVER WEAR OUT 


Comptometer’s Erase-O- 
Matic belts, made from 
miracle Mylar™, can be re- 
used thousands of times—a 
tremendous economy fea- 
ture. They are renewed 
magnetically, in just three 
seconds, without removing 
from machine. 


in dictation’s 68 year history! Dic- 
tate as easy as talking. Make an 
error—re-word a phrase? It’s no 
problem. Simply backspace and re- 
dictate the new or correct thought. 


It is recorded as the old erases it- 
HI-FI VOICE 


self, magnetically. You’ll hand REPRODUCTION 


Comptometer’s magnetic 
dictation means high fidel- 
ity —true, authentic repro- 
duction of your voice, 
making it easier to under- 
stand for faster, more per- 
fect transcription. 

U PONT TRADEMARK 


FOR ITS POLYESTER FILM 


your secretary perfect dictation 
she will transcribe faster and better. 
Only magnetic dictation gives you 


this new freedom and simplicity. 


YOU ARE INVITED TO TRY THIS YEARS-AHEAD COMPTOMETER 
IN A FREE OFFICE TRIAL OR DEMONSTRATION 











TODAY 


The amazing 
Comptometer 


DICTATION'S GREATEST TRIUMPH! 
Erase-O-Matic 


belt. Never wears 


1887 1939 1948 out, can be used 


indefinitely, er- 








The first dictation The first record First flexible 

machine with type dictation plastic belt. A rors can be erased 
fragile wax cylin- Disadvantage definite advance, magnetically. 
ders that had to costly, breakable but still costly, * 

be re-surfaced. only one use one use . 


























Combination 
Dictation-Transcription 
Comptometer Dictation Division Machine 
Felt & Tarrant Mfg. Co. 


MAIL 1700 Marshfield St., Chicago 22, Illinois 
C 0 U P 0 N Gentlemen: Without any cost or obligation 


TODAY please arrange: 


[] FREE DEMONSTRATION 
[_] FREE 10 DAY TRIAL 


The new Comptometer 
Dictation-Transcription Machine, 
the world famous Comptometer 
Adding-Calculating Machine, and 

the new Comptograph 10-key 
Calculating-Adding Machine 
are products of Felt & Tarrant 








LJ Send complete information Mfg. Co., Chicago 22, Il. 
NAME TITLE 
COMPANY 
ADDRESS- 
CITY COUNTY STATE 
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BRIEF TRIAL—$900 sale! These 3 Revo-Files virtually sold themselves to Los Angeles Teachers Credit Union, 


resutt: A*900. Sale Made by Revo-File Itself ! 


It's easy pickings when you can deliver your equipment 
to a prospect for trial . . . then sit back and take $900 
worth of orders. But that’s what Los Angeles Revo-File 
dealer Carl Sahlin did recently. And it’s what hundreds 
of other Revo-File dealers are doing, too! 


Given a trial, or demonstration, the modern Mosler 
Revo-File almost invariably sells itself. 

Carl Sahlin knew that when he called on the Los Angeles 
Teachers Credit Union and found their card-filing opera- 


tion badly snarled—even though two new revolving files 
of another make were being used. Carl delivered a Model 
C46 Hi-Boy Mosler Revo-File for trial, transferring cards 


to it immediately from the other equipment. Within a 
short time, the prospect not only bought the trial 
Revo-File, but two more like it. This equipment in- 
creased the speed of the prospect’s filing operation 15%. 
Loss of cards from the wheel was eliminated, clerical 
fatigue reduced, morale improved. 

his case history of a Revo-File sale is just one of the many 


hundreds, which indicate that on the average, 4 out of 














NAME 
FIRM NAME. 
another fine product of : 
: ADDRESS. . 
¢ a : 
Mosler Safe “7 | aw... 
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every 10 Revo-Files sell themselves. Why not find out if this 
valuable franchise is open in your territory? It’s worth 
getting. For every office with 3,000 or more active cards 
is a prospect. And every sale means a big profit with no 
service headaches. Find out more. Mail coupon! 


NOW! Free demonstrator Revo-Files available! If you 
have a hot prospect, ask for one... show it... see how 
fast it lands an order for you! 





Revo-File has all these major sales advantages: 


e Uses prospect's present records. No costly changeover. 

e Cards not attached to wheel... one, or a hundred may 
be removed. 

e Increases production. Reduces overhead. 

e Reduces clerical fatigue. Improves morale. 

e Regular models operate at convenient desk height; 
Hi-Boy model at convenient standing height. 

e Occupies less floor space. 

e Mobile. Can be rolled anywhere needed. 











The Mosler Safe Company, Hamilton, Ohio 


I'd like to know if there’s a Revo-File franchise open in my community. 
Please send me full particulars and a Revo-File catalog. 


poecccrecnccececedsoseseess -ZONE... . STATE 





Look again... 
it’s a DAZOR 
and it retails 


at $14.75; 















% $14.75 Is the Eastern Retail 
Price, applying east of Denver 
and El Paso. The Western Re- 
tail Price is $15.75, applying 
to Denver, El Paso and points 
west. Prices do not include 
tubes. For Industrial User Prices 
ond Dealer Costs, consult your 
Dazor Distributor. 


Model No. 1000 


Takes Two T8 15-Watt Tubes 


Dazor-Patented Combination Switch and 
Starter Assures Positive Action 


Twin Flexible Arms Allow Light to be Positioned 
Easily, 8 to 14 Inches Above Desk Surface 


Choice of Two Finishes— 
Statuary-Bronze or Gray Baked 
Enamel Over Bonderizing 


Rigid 20%” Reflector is .035 Drawn Steel 


Base is Zinc Die Casting 
with Bottom Plate Covered with Heavy Felt 


On and Off Buttons in Base 


9’ Heavy Thermoplastic Cord 


Underwriters Approved 





Patented and 
Patents Applied For 
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.. LA Smart new 
DAZOR Flexible-Arm 


ee i i i i i i —— 


Fluorescent Desk Lamp 








Styled and Priced to Sell Fast 


for the Executive Office General Office 
Governmental Office 
Reception Room Library 
Hotel Room Student Room Den 


It's not surprising if you take a second look to make certain this 
is a Dazor-built desk lamp. The striking design is a Dazor 
original, as pronounced as that of the Floating-Arm models. 
Popular features include personalized lighting, accomplished 
with twin Flexible Arms, and a surprisingly low price. Here's 
a value that keeps the bargain hunter from getting away... 
opens doors to offices that need multiple installations... helps 
you meet competition head on. 


Model No. 1000 is the answer to numerous trade requests for 
a big, colorful two-tube lamp bringing Dazor quality within 
reach of almost everybody. To participate in a real selling 
opportunity, check now with your Dazor Distributor. If you 
want the name, write to Dazor Manufacturing Corp., 4481-87 













Duncan Ave., St. Louis 10, Mo. In Canada address Amalgamated 
Electric Corporation Ltd., Toronto 6. 


ANOTHER QUALITY FIXTURE 
BY THE MAKERS OF 


PazoR FLOATING LAMp, 


oF: = ol Sa Ba 


PLr@eores Cent 
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BUY AND SELL THE BEST TO KEEP YOUR BUSINESS GROWING 


OLUMBIA 


Steel Office Equipment 


A FILING CABINET FOR EVERY NEED e« DESKS AND TABLES FOR EVERY BUSINESS PURPOSE 


5 DRAWER HEIGHT FILES TABULATING CARD FILES SPECIAL PURPOSE 
DESK TOPS 





DESK HEIGHT FILES CROSS FILES 





ONE DRAWER AND APEX GRADE B FILES 
SHORT LINE FILES 

this 

1zor 

lels. 

hed 


re’s 


=I ps 
P LEDGER, MICROFILM & COUNTER HEIGHT FILES HALF AN BASES FOR 

FINGERPRINT FILES “= BLUEPRINT FILES WIDE SECTION UPRIGHT FILES 

for : = THT 

hin : 

ing = = = 

you - ; ; 

1-87 F™ SUBSTITUTE DRAWERS , - 

ated 








COLUMBIA STEEL EQUIPMENT COMPANY 


4500 NORTH THIRD STREET + PHILADELPHIA 40, PENNSY 


Plant No. 1—Third, Orianna, Annsbury & Wingohocking Streets Plont No. 2—American, Bodine & Wingohock 


THE HIGHEST GRADE EQUIPMENT AVAILABLE PROFITABLE TO SELL 
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DESK STABILIZER 


Pres-To-Line Corp. of 
America 

2339 Cotner Ave. 

Los Angeles 64, Calif. 


A newly-designed desk stab 

izer offered by the company 
has a locking device which 
holds the typewriter platforn 
irm while giving rigid sup 
port. Made of steel, the sta 
bilizer is collapsible to 17 
inches for desk drawer storage 
and can be extended to 3! 
inches. It has an instant finge: 
tip release, and rubber tips 
on both ends to prevent any 
give or slide while in use. Re 
tail price is $4.95. (For more 
information write manufac- 
turer, or circle No. 4 on in- 
quiry card). 


DRAFTING LEAD HOLDER 
Koh-I-Noor Pencil Co., Inc. 
Bloomsbury, N.J. 


The compar 

drafting lead 

indicator mecha 

user to indicate 

the particular 

placed in the | 

17 different degre: é 
holder has a é 
5616 holder and 
light in weight 

a mild finger 

are packed in a 's ale'' ease 
display box. (For more information write 
manufacturer, or circle No. 13 on in- 
quiry card). 


TAPE DISPENSER 
Labelon Tape Co., Inc. 
450 Atlantic Ave. 
Rochester 9, N.Y. 


Company offers a new molds 
plastic tape dispenser 
Labelon tape in the one 
width. Dispenser holds 
inches. Price remains the 

as tape with previous card 
board dispenser. (For more 
information write manufactur- 
er, or circle No. 45 on inquiry 
card). 


Use INQUIRY CARD (Inside 


NEW PRODUCTS continued 


RING BINDER 


Stein Bros. Mfg. Co. 
1401 W. Jackson Bivd. 
Chicago 7, Iil. 


apacity zipper 
featuring one 
jivided pocket, 
pocket and an 
ket has been 
Stebco Prod 

f 14 x 12 

na Three I'/ inch 
ys. Case expands to 
2 inches. (For more informa- 
tion write manufacturer, or 
circle No. 6 on inquiry card). 


TELEPHONE TABLE 


Haskell, inc. 
303 E. Carson St. 
Pittsburgh, Pa. 


without a 
e table has 
, 24x 1B 

storage 
ree! with 

in burnt 

eatoam 

r Has- 

and leas 
design, and 

adjustable 

: re oleum and 

rhe tabdie 3 ninum bound. 

{For more information write 
manufacturer, or circle No. 27 
on inquiry card). 


ra 
“7 


DESK SORTING FILE 


Angle Steel, Inc. 
Plainwell, Mich. 


Helr 


na 


ve green or gray baked 
ename (For more information 
write manufacturer, or circle in- 
quiry card No. 21). DUPLICATOR 
Duplicators, Inc. 
200 E. 72nd St. 
New York 21, N.Y. 
The printed irtace ne ut Tace up 
ana aT the tronrt T TT new Alison 10! 
duplicator recently released by the com- 
pany. The 5 py teature provides 
for stacking it the back of the 
machine for a ratic teed. Automatic 
Ge pad sssure reaqister contre and 
the machine 7 rint any number of 
colors tron ne to five at one turn of 
the handle. List price $145. (For 
more information write manufacturer, 
or circle No. 39 on inquiry card). 


Back Cover) or Write Direct to Manufacturers 
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ipment line 
test office equipm 
america’s grea 


a — e 
ecloreasTes prestigaams 
a Te less than you 
co 


SEE elbnashs, 
a SUTSTANDING EXHIBiy 
R Com 376 


> West Bali Room 


he, CHIE, p 


ws 








J y 


Seelnases 2 





on Oe) ) SERIES 


AMERICA’S GREATEST STYLED 


ey 1 ec) ee) = 


GRADE “A” 








Cat. No. 7552 


COLOR HARM :@ 
ONIES: © STANDARD GREEN, @ stanvand GREY, (> FROST TAN @ 2051 GREEN 


art steel cCo., inc.,170 w. 233 st. new york 63, n.y 
e - 7 









os a Ar AA, A 


52 





















CAT. NO. 
D-6 


| 6-station Direc- 
tolre for every 


¥ J a : business service 
“ss OE, ‘ : and function. 
re 7 coh 
e | 


TEST INVENTION IN 


A 
= E EQUIPMENT 


FUNCTIONAL OFFIC 


CAT. NO. 
JD-4L 





JD-6VL 
Exclusive 6-binder vis- 
ible control system for 
faster referrals. 










Desk-Sider for fingertip 
record reference and 
control Speed casters. 













CAT. NO. 
JD-5L 


Combination service 
binder sections. 


CAT. NO. 
FP-4 CAT, NO. 
"4-POSTER" M-6 
lo Dy "MODERNE" 
ee) oe 
~ . 






For the contemporary, 
modern prestige office. 


: eg 
Standard fast action 
directory station, 





COLOR HARMONIES: @ stanvano oRten, @stanvaro GREY, e FROST TAN. @rnost GREEN. 





art steel co., inc., 170 w. 233 st. new york 63,Nn.y. 








(td 


AMERICA’S GREATEST 


SAFETY-FIRSTERS 





AAS 





The Secur-All 


Grade “A" filing eauip- 
ment that conceals as it 
protects. Wonderful ap- 
plication. 


CAT. NO. 9, RR car. no. 
SAF-4 ~  SAF-2 


Safety is Everybody’s Business 











CAT. NO. 
CB-2 





CB-1 





For the busy office. For the active office. 


CB-4 






CB-8 


For the very active For the executive office. 


office. 







besa 
ha 
COLOR HARMONIES: &} stanvaro GREEN, @ staNDARD GREY,“ > FROST tan @ FROST GREEN. 








al 


ce. 





The right lure really lands ‘em ! 


It isn’t just a matter of luck that 
you make a “clean strike” every 
time with Miami Systems... it’s 
their six irresistible lures that net 


you the istomer. 
: CUSTOMER SATISFACTION 
Commi é convenient, accu- 
M Li Systems meets customers’ 
uiren nd needs per rfectly. 
° dot sone DELIVERY 
Imn u ledg yment and pro- 
ng guarantees prompt 
° COMPETITIVE PRICING 
Eff n, through modern 
uct u thods, plus demand, 
M ms in the most appeal- 


° DEPENDABALITY 
Miami cust rs enjoy a full measure 


if cont ent service, 


* COMPLETE LINE OF FORMS 
AND REGISTERS 


Sna] {.} ms, continuous forms, 
ed sets. autographi« 


= NRREASED PROFITS 


Once Systems is sold—it stays 
customers, too 


repeat business, 


BONDED DEALER PROTECTION 


Our bu ss partners loyal 
office sup) ind equipment deal- 
ers and representatives — are 
given an unqualified guarantee 
that the not, under any cir- 
cumsta1 have to compete with 
their < source of supply 

Miami Systems Corporation. 


Write for New Low Prices = 
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MIAMI SYSTEMS CORPORATION 
UG4\GA ernetns Ba tT ¢ = oe owe 
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CLOTHES PROTECTOR 
Budiew Products Co. 
3535 W. Courtland 
Chicago 35, Ill. 
































WASTEBASKET 


National Vulcanized Fibre 
Co. 

1055 Beech St. 
Wilmington 99, Del. 


The Vul-Cot Junior wastek 
ket is the latest addit 
the company’s 


be introduced at the NSOEA 
exhibit. Available t 
round and square ft 

the receptacle stand 


inches deep and has a 
diameter at the t 
to 8 inches at the b 
company guarantee 
wastebasket for at 
years and px 

ight weight and 
fiber construction 
damage to turniture 
ng. Cc 
and olive green, but 

acquer finishe sr 

plied to harmonize w 

rior decorations. (For more in- 
formation write manufacturer 
or circle No. 16 on inquiry 


card). 


ors are mar 


or 





7 aerated a 
prod by Tn pa 
| Trice 
are Tra c A 
atea ft keec 
Zip-on ap-on c 
retail from 60 cents to $ 
pen-neck aprons are ad 


ustable tit and reta at $1.50 
(For more information write manufac- 
turer, 


card). 


circle No. 37 on inquiry 


FOLDING MACHINE 


Lansdale Products Corp. 
Faltex Division 

Box 568 

Lansdale, Pa. 


he Faltex folding and letter pening 
macnine mbinatior 5 now ivailadie 


™ @ new aut 


sm tor rapid fT IING T Mass Mea 

up to 10,000 per hour). This new 
mat teed prional and can De aft 
Tacnea fT Fa Tex machines now r use. 
A ariad ° | r 86 Ww 
running Tor pe eavy 
paper, A self a uspen 
Faltex told r e permits passage 
various thickne t paper wit 

ustment, saving ¢ n work 


vers. (For more information write man- 
ufacturer, or circle No. 2 on inquiry 


card), 
orric 





DRAWING PENCIL 


General Pencil Co., 
67 Fleet St., 
Jersey City, N.J. 


x Ww a 
1 Ww } >| c J 
Ww U 
oTrain fT a | ad 
n it g Diack 3 °| 
Da ula art + " 
new aiu na © 
rh nT na “ 7 Th 
unds out Genera ne of black 
charcoal drawing pencils in HB, 2B, 4B 


and 6B dearees. (For more information 
write manufacturer or circle No. 9 on 
inquiry card). 


NEW PRODUCTS continued 





WALL FIXTURE 


A. D. Butler, Inc. 
Lexington, Ky. 


Something new in wall fixtures, a ‘tree 
standing init wf stailed 
witnout } ) T r i 
fered by A. D. B The un 

can be ed nh snorte 
period tT Time tnar taken with Cc 

ventiona helving +} mpany re- 
Dp r? > nstr j Ted > Tee with 
baked-on enamel finist tinished 


plywood and Masonite. Leveling screws 


assure ev keel and a special balance 
des Nn IV maximur rigidity. The 
shelving made up of individual units 
available three widths. (For more in- 


formation write manufacturer, or circle 
No. 3 on inquiry card). 


RIBBON, CARBON 
TESTER 
F. Simonye Eng. Lab., 


Mt. Airy & Harbourton Rd., 
Lambertville, N.J. 


o€ 
ster 
>| r 
w ai 
+ 
x u 
na  F Y 4 
suion ude 
AC Sold 
¢ + \ be 
j ur week 
33 IEC T oaiance 


(For more information 
write manufacturer, or circle 
No. 19 on inquiry card). 





Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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ANGUS RD FILES 


ser the pace for More Sales... Bigger Potts 
ik 


Wore Sales with Business-Engineered’ features 


When it comes to “sales-makers” you can’t beat Invincible’s advanced 
design and construction feature for files. Take the free-floating drawer 
suspension, for example . .. and the ball-bearing guide rollers, finger-touch 
compressors, newly designed hardware and the handle with the built-in 
drawer latch. These are features you can really sell .. . features that cut 
filing clerk fatigue and step up office efficiency. Yes, it’s easy to see why 
Invincible dealers from coast to coast ring the profit bell more often with 
these ““Business-Engineered”’ files. 


Siager Profle from “only-through-dealer” sales 


Under this sales policy, we sell only to you—there are no 
company-owned branches or retail outlets to take custom- 
ers away from you. What’s more, Invincible files are pre- 
sold in a dramatic nation-wide advertising program... 
with all inquiries directed to you. 

So — display, stock and sell Invincible files. See how 
this “business-engineered” line means more sales, more 
profits for you. Write today for details. 


INVINCIBLE 


Office equipment for better business living And for top-drawer secrets, add 
INVINCIBLE METAL FURNITURE COMPANY ® Manitowoc, Wisconsin an Invincible file with the original 


In Canada: A. R. DAVEY COMPANY LIMITED, Factory Representative Concealed Safe Unit. ~ 
175 Bedford Road, Toronto 5, Canada 
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MAKE IT 
A POINT | 


TO VISIT 
a 








AND SEE 


the WORLD’S 
MOST VERSATILE 
HANGING FOLDER 


. 
Monroe, Michigan Y 
Sn RE 
OA-10/55 01 
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: xp a*- nt 
WARGE ext MITED, 4 
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a CALL NO 
™ cONPLEN 

ws yours 
’ we. wt! 





applicant can fill this job for you! 


Who is this super-salesman? The ‘Yellow Pages’ of 
your telephone directory. 


Your advertising in the ‘Yellow Pages’ tells folks 


















> >a ee 
“ | Find Your all over town where you are located, what products 
Nearest Dealer ; 
_ In The and services you sell, what your telephone number is. 
‘Yellow Pages’ ; ; 
You make it easy for prospects to pick up the 
SS telephone and call...or to come in. Newcomers in 
Advertisers of branded products ore town...or old residents...9 out of 10 use the 
using this emblem to tell prospects 
Dotiuetean ‘Yellow Pages’ when they’re ready to buy. 


Suggestion: Make sure you‘re represented in the ‘Yellow Pages’ under every heading that will mean more business. 
Your Classified Telephone Directory representative will gladly help you. Call him at your local telephone business office. 
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EXECUTIVE DESK 


All-Steel Equipment, Inc. 
Aurora, Ill. 


Spacious-topped desk recently introduced by the mpar 
allows busy executive to have nterence n his own 
office. Top available in Textolite or linoleum with dent 


free Styledge moulding. (For more information write manu- 
facturer, or circle No. 48 on inquiry card). 


MOBILE ORDER DESK 
Hamerslag Equipment Co. 
45 Elmira 

San Francisco, Calif. 





Yew =) irr rade ; 

y 29 j 

con Tor paper work 

aT qu mobile action 

stand 4, hiah ar 
< atur rr pe writing s 
ace ra ¢ MDA 


HEADING WRITER paneer yi o 


,dded rorage (For more in- 
S$. & M. Distributing Co. formation write manufacturer, 
3875 Garland St. 


or circle No. 50 on inquir 
Wheat Ridge, Colo. card). quiry 
A new "Accounting F 
Titler"’ said to eliminate 
petitive typing or writing 
headings on work sheet 
journals and ledgers has beer 
released by the company 
Headings are typed or writ 
ten on a translucent ‘Title 
Master" which permits 
lines of typing across a 1/4 
inch area. When rolled acr 
the heading area it register 
the writing in order. Com 
plete "Titler Kit retails for 
$24.50 and includes 100 "Title 
Masters’, a ‘Titler Frame’, a 
"Zip-O-Riter, and addressing 
card. Without the "Zip-O 
Riter" the kit retails for only 
$5. (For more information 
write manufacturer, or circle 
No. 24 on inquiry card). 


PACKAGING KIT 

Tape, Inc. 

1706 S. Broadway 

Greenbay, Wis. 

A home-mailing kit and a pack 

have recently been prepared 
company for use in the home 

or by small offices. The ma 
contains a 50-foot fr f 

paper, gummed sealing taps 

List price is 98 cents. The packagin 
kit contains 100-foot ro pape 
of gummed tape, labels and 
tam" dispenser, It retails at $3.9 
available are extra rolls of pape 
the dispenser and tape, a nter 
display cartons. (For more information 
write manufacturer, or circle No. 4! 
on inquiry card). 











iatioe NEW PRODUCTS continued 


OFFICE CHAIR 
Wells Chair Corp. 
Michigan City, Ind. 
The new Aristocrat Comp 
troller’’ N 324-L, illustrated 
teature atex foam rubbe 
Dack eat and arm rests. The 
mode! here ha the extra wide 





two-inch arm rests and is up 
ed in leather. It is a 
available in deep buff, elastic 
Naugahyde, gros point and 
Newport th. Metal finishe 
nclude desert sage, mist 
jreen, appealing green, and 4 
brilliant gray. (For more in- g : 
formation write manufacturer, ra) 
or circle No. 53 on inquiry 
card). 


BOX OPENER 


Flash Box Opener Co. 
52 W. Houston St. 
New York, N.Y. 


ewis trigger action satety 

kn tered e answer Tc 
a neeo tor a sharp cutting tool 
wr r can De arriea in the 
pocket r handled safely when 
use. The cutting blade is 


guard which 
of the finger 


ased in a safety 
raised by pre 
trigger or by pressing the 
knife against the material to be 
it. (For more information write 
manufacturer, or circle No. 28 on 
inquiry card.) 


TYPEWRITER PAD 

Perfect Rubber Seat Cushion Co. 
6435 Edmund S?. 

Philadelphia 35, Pa. 


The mpany has added a new Hold-lite skid typewriter 
pad to its line of ‘Perfect" pad st cushions and sponge rubber 
products, Made of heavy sponge the pad aid to hold 
the machine firmly and reduce vibration. The new pad, size 12 x 


13 inches, will retail at $1. (For more information write manufac- 


turer, or circle No. 52 on inquiry card). 


ROOM DEODORANT 
American Stencil Mfg. Co. 
2714 Walnut St. 

Denver, Colo. 


~ mpany i now marketing €@ new sir Treshening 

m deodorant called Sure-Rite Jet Stream Air 
Freshener, designed t weet Jjors from rooms 
snd offices. Th tourth product firm manu- 
factures in aer bomb package. (For more 


information write manufacturer, or circle No. 
47 on inquiry card). 


RULE 

Emerson R. Harris Co. 
259 W. Johnson St. 
Philadelphia 44, Pa. 


German made Rollux Dual-Rule de 
gnea for h rizonta ana vert 5 ruiing 
peedy operat r r Trument r n pre 
ision whee T make nes ang nas ho 
r verticle lines which are exactly paralle 

that sharp per can be inserted and 
ines drawn rs are red and arey, and 

t measures 12 by 2 nches wide. 


(For more information write manufacturer, 
or circle No. 46 on inquiry card). 


Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 
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r Columb 3 A dd 
Are Big Winne 
The Blue Grass 
Country” 


says 


JACK LIGHT 
Tri-State Business 
Machines Co., Inc. 
Louisville, Ky. 


A 


Perr 


i 


ee 


iD (ry aie il -1 al o) oles Mel a-Meoh@ ele)elt) lel ater: 
Derby Champions with world-famous firms 
in our three-state area. Right. from the 
Sela Man eo) lis elicmmelelola-tstialeMmalelailisl-meal oe 
ololah Ms oleelel a -mal-tel mal telamiuleler 1) And 
they keep ‘em coming: that way—up to 
three times longer than ordinary ribbons! 


“These ribbons require much less chang- 
ing, keep address plates cleaner—longer 
—and give sparkling results in the bar 
gain. It's no wonder were usually in 


the winner's circle with the gals whe 


COLUMBIA RIBBON AND CARBON MFG. CO., INC. 
2510 Herb Hill Road, Glen Cove, N.Y. 


Send the booklet 
“Carbon and Ribbon Reference Manval."’ 


RIBBONS - CARBON: 
DUP Te Waive ciipp 
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world’s finest 







Insert wooden pencil at the natural 





writing angle . . . the Electro-Pointer 





instantly gives you a perfect point, 
automatically. Sharpens any size pencil, 
does not chew up pencil, but sharpens just 
enough. Proven through 14 years of 


satisfactory service. Display it, it sells itself! 


STILE-CRAFT 
WRITE TODAY FOR Au ie 
COMPLETE INFORMATION . 


1825 MACKLIND AVE. e 
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“Correlation” by STEEL AGE— 
A Brilliant New Concept in Modern Office Planning! 


From the very moment it was introduced, Correlation 
by STEEL AGE has been acclaimed as a truly sig- 
nificant advancement in better office planning. And 
no wonder! For it is the only desk line in America 
today that combines a// of these exciting features: 

1. Revolutionary, whisper-quiet nylon and Buna-N 
rubber rollers on all box drawers. 

2. Smartly designed, unbreakable fiberglass pon- 
toons. 

3. Interchangeable components that allow each unit 
to grow with changing space and function re- 
quirements. 

i. A completely correlated design, making possible 
the creation of dozens of multi-unit work areas. 

5. Over 50 individual! styles and many top materials 
and attractive finishes to choose from. (Eight 
typical styles shown above.) 

And yet these new Correlation units—made to 
traditional STEEL AGE standards of highest quality 





—actually cost less than most conventional steel 
desk units! 

A complete promotional program helps Steel Age 
Dealers cash in on Correlation. See this fine line at 
the N.S.O.E.A. Show, Rooms 520-521. 


Send For Color Brochure 


The complete Correlation line is 
illustrated and described in new 


full color folder. Write today for 
your free copy. 


SieelAge 


The Quality Choice of Modern Offices 
















CORRY-JAMESTOWN MFG. 


>. Branch Offices: 


CORP., CORRY, PA. 
Atlanta * Boston + Chicago * Dallas + Detroit + New York * Oakland + Philadelphia * Seattle 
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PELOUZE MFG. CO., 1218 
Chicago Ave., Evanston, Ill. 


ards display now available 
d six ‘'Prin 

mode cales tor ounter 
mpulse sales. Card stands only 


nches wide rT) play ic tree + 


slers. (Inquiry Card No. 121). 


VIRGINIA FIBRE CORP., Petersburg, Va. 
—To help merchand Boltaflex Nyl 
Saran, company offering free furniture 
streamer and tour-page turniture hang-tag 
to manufacturers using fabric. Tags 
care of fabric and point up advantage 


(Inquiry Card No. 106). 


J. L. MAY CO., INC., 111 W. 19th St., 
New York II, N.¥.—Mac dealers are 
being distributed an attractive istrated 
envelope insert on the Maco st ne 
tabs and labels with the dealers’ imprint 
The inserts can be enclosed wi 
spondence and fit a 634-inch envelope. 
(Inquiry Card No. 101). 


CK 


OFFICE EQUIPMENT MFG. CO., INC., 
2208 Summer St., Dallas, Tex.—Permafil: 


storage boxe sre. «6teatured in a new 
brochur yccompanied by new i t 
No 755 ind hedule + dealer discount 
Construction £ 4h, toradge file boxes ji 
explaine gd ry) akin nure 5 se 


a the: Mentha 
aid. (Inquiry Card No. 104). 


NU-CRAFT PRODUCTS CO., 321-327 
Clarkson Ave., Brooklyn 26, N.Y.—New 


items recently added to the pany 
extensive line of metal bank rf 
equipment are described and istrated 
a new brochure. Item nclude C 
boxes, note cases, vault steps, | boxe 
filing stools, check files, stror k 


and coin storage cabinets. (Inquiry Card 


No, 102). 


MAYER MFG. CORP., 3132 W. 5Sist 
St., Chicago 32, IIl—To promote gift 


sales, firm ers brass and chrome in 
itials for Mayco Rollmaster memo pad. 
Coupon with each pad allows customer 
to send direct ¢t manufacturer for in- 
itialing at nor ina r ice cnarge. New 


catalog now ava able. (Inquiry Card 
No. 24). 





DEPENDABLE MANUFACTURING CO., 

Bellvue, Neb.—New catalog issued re 

with perforated pages printed on one side 
permit new page be inserted 

keeping line up to date. ‘How t drder 

and Ship" column added. (Inquiry Car 

No. 107). 


ant 


Mens BLACKBOURN SYSTEMS, INC.., 


\t *, 230 S. Cedar Lake Rd., Minne- 
a F es apolis, Minn.—Company has 
fy 4 os new pa kaging neme tor it 

wat budget book line. Book 
sre packed in Scotch design cut- 
ut counter display boxes for 


mpulse ales. tresses 
tr 


Stretch Your Dollar ( Inquiry 
Card No. 125) 





MODERNIZE, INC., 666 Lake Shore 
Drive, Chicago !1, Ill—A catalog supple 


ent was issued A 4UU T | on upr tered 
eating turniture tor home fices and in 
titutions. Illustratior snd dimensions add 


the completene 


(Inquiry Card No. 103). 


JOHN D. BRUSH CO., INC., 
545 West Ave., Rochester II, 
N.Y.—New 14-piece window and 
wa display kit available to Sen 
try dealers. Sigr and banner 

n red and black on three 


paper. (Inquiry Card 





No. 126) 





Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 
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They voted 


= LYON’ 














It’s Lyon by a landslide in a recent prefer- 
ence survey among executives in companies 
throughout the country. They gave Lyon 
five times more first choice mentions than 
the second highest manufacturer ...and 
twice as many as the next twelve combined! 

A nationally known research company com- 
piled those figures by asking key men in 5,000 
companies this question: 

“If your company were in the market for 
steel equipment such as steel shelving, lock- 
ers, work benches, shop boxes, etc., what 
manufacturers would you consider?’’ 

Your nearest Lyon Dealer offers the world’s 
most diversified and most preferred line of 
quality steel equipment. (A few items are 
shown below.) Equally important, he can 
show you how to get the most out of steel 


, equipment in terms of time, space and money. 


LYON METAL PRODUCTS, INC. 
General Offices: 1028 Monroe Ave., Aurora, Ill. 
Factories in Aurora, Ill. and York, Pa. 























A PARTIAL LIST OF LYON STANDARD PRODUCTS 
. Shelving Cu) Giles) tale @tel otiat i e 7 ati o (Mew ' ail ie} ° e ° 

® Lockers ® Cabinet Benche: e Bor R 

® Stools ° SiielaeleLs | Fel elialti 3 Box 
® Bin Units Drawing | 
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FISH WHERE THE BIG ONES ARE 


If you want to do big business, go where the big business ideas 
are! That’s New York—the world’s capital of business; national 


headquarters for most big companies. 
That is why the one truly national business show is held in 


New York—for New York is where most national planning and 
buying is done. 


NATIONAL BUSINESS SHOW 


OCTOBER 24th THRU 28th, 1955 


RUDOLPH LANG, Managing Director 
33 West 42nd Street * New York 36, New York * PEnnsylvania 6-6760 
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, Ses, Mr. Stationer... 


Rubber Bands are... Big Business 


a. When You 
CE MERCHANDISE Them 


the GD )) Opn <Kyig Way 
HERE'S HOW ARCO HELPS mat ves SELL: 


7 A QUALITY PRODUCT PRICED RIGHT with Features 
you can talk about. The Open Ring style gives your 
salesman a lot to sell. 














2 NATIONAL ADVERTISING. A continuing intensive 
» campaign in the magazines office managers and 
They dust buyers read such as: “The Office,” “Office Manage- 
Can't Tangle!” ment,” and others. 


> DIRECT MAILINGS TO YOUR CUSTOMERS. Litera- 
ture carrying your imprint and actual samples to every- 
one on Your customer and prospect list. 


4 DISTINCTIVE PACKAGING AND DISPLAYS. 
ARCO’S “New Look” box creates traffic buying. 


Yes Sir, the ARCO Dealer’s Aid Program will 
increase your store traffic — help sell your other 
merchandise — and open new doors for your 
outside sales force. 


MAIL THE COUPON Right Now! 


<< |g START CASHING IN WITH ARCO'S DEALERS’ 
3 a AID PLAN 








TO: ALLIANCE RUBBER COMPANY, Hot Springs, Arkansas - 


1 am interested in Your Dealer's Aid Program. Please send Full Details Right Away! 





Firm 


State 








Address City 








Date Send to Attention of: 
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tion. (Inquiry Card No. 127) ae 90 illustrations of the more thar 
/5 taping machines and dispensers ld JENS RISOM DESIGN, INC., 
Manue! also has complete listing of a 49 E. 53rd St., New York 22, N.Y. 
types of ‘'Scotch" brand tape that car —Book bound catalog on con : 
De used with units. (Inquiry Card No. 105). Temporary fturniture ne now 4 
vailable for $3.00. A phot 
jrapt ustration and charts 
printed n enameled T k com ' 
ementing rs. (Inquiry Card 
No. 122). 
STAR STEEL EQUIPMENT CO., INC., 117-20 Fourteenth Road, ' 
College Point 56, N.Y.—Company offers free six new four page 
envelope stuffers, each printed in two colors on heavy stock and STEMPEL MFG. CO., 2830 Robert St., 
featuring top sellers on the cover Free mats and direct mail litera Dallas 16, Tex.—t Ss new ata } teaturing 


ture also is available. (Inquiry card No. 109) ee oe te eet ee | 
ustrated. the catalog show Ae i j 


—— SALES STIMULATORS continued 
? ; ae i" we i 
EATON PAPER CORP., 75 S. a 
Church St., Pittsfield, Mass.— : 
New box for Escrito line company B 
says will increase self service 
les. B is i with black an 
at hiedie. sh to ike MINNESOTA MINING & MANUFAC. 
lines ray to center. Both box TURING CO. Dept. P5-228, St. Paul, Minn. 
ends are printed for identifica —New |6-page manuel! available on request 
and models of office acce rie (Inquiry 
Le 


Card No. 108) 


CARDINELL CORP., 15 Label St., Mont- 
clair, N.J.—Company's 1956 catalog now 
available. Free illustrated 56-page book 


features all drawing materials and stationery MILWAUKEE CHAIR CO., 3022 W. Center St., Milwaukee 45, 
carried by firm and includes technical ir Wis.—New price list, No. 98, now available for catalog No. 63. 
formation on vellum lines. (Inquiry Card Firm ha watch folder of extra weight Naugahyde upholstery 
No. 110) showing || finishes for use of salesmen. (Inquiry Card No. 123) 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 





TRY "EM OUT FIRST . . . Down in Tyler, 
Tex., county officials couldn't wait to get 
their shipment of B. L. Marble chairs in 
their office, so they tried them out right 
on the courthouse steps. Ned Price, coun- 
ty judge, takes the seat of honor. With 
him, left to right, are county commis- 
sioners W. D. Bickley, Earl Andrews and 
Joe W. Weaver. C. J. Ellis, far right, 
president of Hixson & Ellis, Inc., is the B. 
L. Marble dealer in Tyler. 
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2714 WALNUT STREET * DENVER. 
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Fund Raising Attains 
New Look in United 
Community Campaign 


GIVE 


the 


nG 
negli 


UNITED COMMUNITY CAMPAIGNS 














A new look has entered fund rais- 
ing for voluntary welfare services 
and the idea is leaping from com- 
munity to community . . . a move 
toward united campaigning for all 
appeals. 

Since World War II, tag days and 
canister collections, benefits and 
special solicitations for “worthy 
causes” have become a source of 
increasing annoyance to everyone. 
They play havoc with family budg- 
ets. They sap the energy and con- 
sume the time of those citizens in 
every community who are always 
the ones called upon to serve. 

Community Chests had previously 
combined appeals into single once- 
a-year drives for funds. Planning 
and budgeting assured fair distribu- 
tion. 

Problems arose, however, in the 
years following the war. State and 
national programs for research and 
special activities needed more money 
to operate their services. As each 
began to hold separate drives in 
local communities people were over- 
whelmed with requests for more and 
more money and volunteer help in 
conducting their campaigns. 

Now, in 1955, more and 
communities are taking action to con- 
duct “United Fund” campaigns. Car- 
rying the new look even further a 
new symbol identifies united com- 


more 
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munity campaigning on the national 
scene. A stylized letter “U” now com- 
bines the well known Community 
Chest Red Feather with the word 
that describes the predominate char- 
acteristic of these new campaigns, 
the word “united.” 


Alexander Burger 
Name is Given to 


School in Bronx 


The Board of Education of the 
City of New York on August 10 
announced that Junior High School 
39, to be built at Brook Ave. near 
E. 141st St. in the Bronx, will be 
known as the Alexander Burger JHS. 

Thus, honor is paid to the founder 
of the Art Steel Company in 1920, 
a man whose life was one of ex- 
position of the spirit of American- 
ism. As an immigrant boy he ar- 
rived in New York in 1880 (having 
been born in 1872 in Russia) and 
through devotion to work built up 
the industrial plant which is a monu- 
ment to his dedication and devotion 
to American ideals. 

In the employment practices of 
the Art Steel Company, all races, 
creeds and color have been employed. 
Policies of the Steelmasters firm have 
gone a long way towards helping 
to solve the problem of integration 
of Puerto Ricans into the city’s econ- 
omy. 


W.T. Smith Retires 


After 52 Years 

W. T. Smith 
of Atlanta, Ga.. 
retired from the 
office supp y 
business on July 
1, after 52 years 
of continuous 
service. Mr. 
Smith, who is 
W. T. SMITH an 89-year-old 
young man 
started with Smith Premier Agency 
in 1903 and a few years later started 
in business for himself. According 
to his friends, all of his 52 busi- 
ness years were spent in Atlanta, 
and as far as they can learn he only 
took one vacation of one week in 
all this time, accruing a good many 
weeks of leisure in the years to come. 
Mr. Smith is an honorary member 
of the Southern Office Machine Deal- 
ers Association, having recently re- 

ceived a life membership. 


ERE 


BIGGEST MARLIN CAUGHT .. . Paul 
Fiske, right, Dallas Office Supply Co., 
Dallas, Tex., owned the biggest Black 
Marlin caught in the Hawaiian Islands 
for the year when he landed this 548 
Ib. monster off Koko Head, Hawaii. 
Mr. Fiske and a friend show size of 
other fish caught on the same trip. 


Cameron Raises Cash 


for Flood Relief 


Immediately after the disastrous 
floods struck in New England, Cal 
Cameron, who travels for Oxford 
Filing Supply Company in that terri- 
tory, wrote letters to his dealers ask- 
ing what shape they were in and 
offered the facilities of his factory to 
make quick replacement of stock if 
necessary. 

But even after offering his firm’s 
facilities, he still wanted to help in- 
dividual dealers who were hard hit, 
such as John Alexis of Torrington, 
Conn., the town that lost its Main 
Street to the rushing waters. 

So Mr. Cameron enlisted the aid of 
his own town, Marlow, N.H., which 
had felt the horror of disaster in a 
forest fire a few years ago, and they 
staged a monster benefit for the Red 
Cross Disaster Fund in a larger near- 
by community. 

The spontaneous action received 
much publicity in the area and re- 
sulted in sell-out performances which 
brought the local relief fund quota 
way above its mark, offering a help- 
ing hand to the citizens of the des- 
troyed communities. 
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Yes, it’s true what they say about DIXON, 
It’s the best friend a stationer has. 

‘Cause the profits that it rakes in 

Keep adding to its fame. 

No other line of pencils 

Has so much wide acclaim. 





And it’s true this year’s TICONDEROGA 
Is the finest we’ve ever designed. 

North or South, East or West, 

What’s the line that’s known the best? 

It’s the a-mazin’ DIXON line. 


nous DIXON 


The finest family in all pencil-dom 








All over the country, everyone’s singing the praises of 


TICONDEROGA and company 


Dixon TICONDEROGA is the number one all-purpose pencil 
on just about every stationer’s hit parade —and, for generations, 


Dixon THINEX—Slim and 
strong, this pencil really 
hits the right note when 
it comes to bookkeeping, 
mapmaking, checking, 
and any job where a fine 
color pencil is demanded. 
In a wide array of colors 


a favorite of everyone in plant and office alike. 


Dixon ANADEL—A water- 
color pencil that will 
produce color spectacu- 
lars! Just the touch of a 
wet brush to any of its 
spectacular colors pro- 
duces a smooth-textured 
‘professional look’”’ in 


“Dixon BEST’ —This is an 
example of how really 
versatile a color pencil 
can be. Its brilliant vari- 
ety of colors makes the 
kind of bold, broad 
strokes especially suited 
to artists, engineers, and 


i | 


==. 








t that never smudge. It all sorts of art work. architects. 
z . sharpens easily—Thinex eres 
~ stands up. oe ge 
~~ ~ 
me 7 ~~ 
— 4 , “X\ 
hon / Let’s plan to meet at \ 
ig - BOOTH 89 \ 
P “~“ N.S.0.E.A. Convention | 


\ 
\ and sing in a year / 


\ of hit sales! i 


Dixon ENDURO 


Dedicated to producing nothing but sharps — 
there’s never a flat point when Enduro’s around. 
That’s because it takes any size pencil and 
sharpens it quickly, evenly, easily. In a choice 
of burgundy, green, or amber decorator colors. 






PLUS the most complete line of school, art, drafting and 
mechanical pencils, erasers, penholders and crayons. 





Of course, every pencil of TICONDEROGA and company is 
made of the very best woods, imported clays, graphites and 
waxes. And Dixon’s exclusive LEADFAST® construction 
insures perfect points every time. 


oom QNADE: 
fee aN » 


\ ad 











The sweetest music this side of heaven... 





(24 Sater Bee Me 180 


TICONDEROGA 

Self-Seller 

This profit-packed display 

unit holds a full gross of Ticonderogas, 
sells them cafeteria style, both singly 
and by the dozen. Loose pencils 

are already sharpened. You insert your 
own price. Takes up little room, 

but really moves the stock. 


| You’re bound to build repeat 

) pencil sales . . . good cus- 

tomer relations .. . with the 

quality line of TICONDEROGA and company. Years 
of public demand assure their popularity...striking 
sales aids like these keep the DIXON name on 
everyone’s lips, and the pencils in everyone's hands. 


New ANADEL Display Piece 
Here’s a brand-new counter 
card (or window card) an- 
nouncing Anadel as the blend- 
able, dependable, color pencil. 
It features the 24-color box — 
“for business or art” and is a 
fine attention getter 








Pencil Sales Division, THE JOSEPH DIXON CRUCIBLE COMPANY, Jersey City 3, N. J. 
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BATES DISPLAYS 
that are built to last 


Bates stapler display 

Here’s a chance to show everybody 

who comes into your store that there’s a 
Bates Stapler for every purpose. 


This display is a real sales-builder. Cavalier 


list finder 
display 
A lovely bride 


HEADOUARTERS For 
NUMBERING MACHINES 

” RITES 
~ WORLD'S STANDARD FOR EXCFLLENCE 


fit 
‘1! HOS? BE RAE RING 


aves tiene 
igbor 


Takeo 


aves 
agves YOU 


always attracts 
attention and here 
she is at work 
selling the 
Cavalier for you. 
The Cavalier, with 
its handsome 
metal finishes and 
tooled panel of 
real leather, is the 
finest index 

ever made. 


Bates numbering machine display 
Maybe you take Numbering Machines too 
much for granted. Many a man who sees this 
display will realize his need for a Bates 


Numbering Machine and there’s 
another good sale. 


Bates 
stamp pad display 


Now you can put the 
world’s finest stamp 
pad right out on the 
counter where it 
will attract lots of 
attention. There’s 
no use in selling 
second or third 
best when you've 
got this display 
available. 


list finder 
display 

From now through the 
Holiday Season this 
display is particularly 
timely. It shows 

the wide range of 
Bates List Finders 
which make perfect 
gifts for everybody 
who sits at a 

desk or has 

a telephone 

at home. 


the BATES manufacturing co. 


Orange, New Jersey 
New York Office: 30 Vesey Street, New York 7 


Write our New York Office today — we will tell you how to get any or all of these displays. 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially { 
invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 


Jackson Blvd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, September 1 


The National Newsagent, Bookseller, Stationer have in- 
formed me that the Fair scheduled for 1956 at the Horticul- 
tural Halls in London will be twice the size of the 1955 Fair. 

The date of the Fair is February 6th to 10th for five days 
inclusive. 

The reason for the doubling of the space is because of the 
great success which attended the one last year. The old and 
new Horticultural Halls have been booked, and in the new 
Hall alone there will be over 90 stands, comprising pen and 
pencil manufacturers, publishers, makers of leather goods, 
office equipment and stationery sundries. An attractive layout, 
insuring maximum display space for every exhibitor, has been 
designed. 

The old Hall, a well-lighted and spacious building, is being 
reserved for greeting card and postcard publishers, household 
stationery manufacturers and shopfitters. 

Once agaiii the popular “shell” scheme is being adopted. 
Apart from other advantages, it ensures that every exhibitor 
has a fair showing. Basic colour scheme will be pink and 
grey. Stand prices include erection of the structure, floor cov- 
erings, painting of fascia board, etc. A most attractive stand 
can be reserved for only £45. (Lighting is extra at competi- 
tive prices.) 
* ££ FH & & 

Turning now to some of the retailers, it is perhaps ap- 
propriate that we should look at some in Manchester, “Cot- 
tonopolis” as it is sometimes called, because it is the ad- 
ministrative center very largely for the cotton textile industry. 
In Manchester and the adjoining city of Salford, close on a 
million people live and work. Both cities run one into the 
other. The visitor would not know that he had left one city 
and entered the other. In the surrounding areas of Man- 
chester and Southeast Lancashire, the density of population 
is great, being in the region of seven millions. 

A comparative newcomer to the industry in so far as 
being “on his own” is concerned, is George Crichton, o/ 
Crichtons (Stationers) Limited, for it is only a few short years 
ago that he launched out at his shop near the Town Hall. 
But Mr. Crichton had spent a lifetime in the industry and 
knew it from A to Z. 

It was, therefore, of particular interest to hear him say that 
he believed in weekly change in window displays. He has 
the “see through” type of window. It is possible to see the 
interior of the shop from the sidewalk. Mr. Crichton said 
that he finds his window a “great aid” in sales, and therefore, 
regular changes are advisable. With the open type of window 
such as he has at his modern-looking shop, it is not so dif- 
ficult as a shop with the old-type of backboard window. 

One week there is a display of office furniture, another week 
brief cases, then greeting cards, then stationers’ equipment, 
and so on. 

Interior displays, too, are a great help in selling, believes 
Mr. Crichton. “Indeed,” he told me, “with adequate display, 
goods largely sell themselves. I find that people are saying, 
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Pictured above, top, is a 


ELECTRONICS IN ENGLAND 
recording unit window set up by Sydney England Ltd. in Man- 
chester, and the center picture shows an interior view of the | 
store featuring many electric machines. Picture at bottom is 
a shot taken during a course in the operation and maintenance | 
of Friden machines given at the College of Technology in | 
Manchester to employes of Sumner Jackson, Ltd. Mr. Jackson | 
is seated far left. 


OA-10/55 | 





OA- 








cell more Sturgis == 


will sel! more. 


Demonstration Kit. Now, at last, your 
prospects can see all of the quality that is 
engineered into Sturgis Chairs. Here in this 
convenient attractive kit are samples of the 
features which are hidden in the finished 
product. Such as: cross sections of the fiber 
glass base, a nylon thrust washer, a ball 
burnished spindle bearing, Sturlong finish 
test plates and a dozen more. Easy to carry, 
impressive to use, tested for sales results. 
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Display Unit. This is a traffic stopper along an aisle 
in your furniture department or in your front window. 
Since both sides are identical, it can be ideally placed at 
right angles to an aisle with a fiber glass based chair on 
each side. The four panels are translucent plastic and 
are illuminated with flasher lights. Each panel illustrates 
and describes one advantage of the fiber glass base. A 
handsome eye-catcher that will give a modern touch to 
any furniture display—and a conversation-starter that 
will lead to more sales. 


Ask your Sturgis Representative how you can 
obtain these new selling tools that will help you 
sell more furniture. 


POSTURE CHAIRS 


Manvfactured in Sturgis, Michigan and Charleston, South Carolina 
THE STURGIS POSTURE CHAIR COMPANY «+ STURGIS, MICHIGAN 
General Sales Offices « 154 East Erie Street + Chicago 11, Illinois 


111 














ye 














The American-Made Alison combines every 
all-quality feature of design, construction, 


operating ease and cleanliness. 
NOTE THESE EXCLUSIVE FEATURES: 

@ DIAL SETTING PRESSURE 
REGULATION — 
light to dark 

e AUTOMATIC PAPER FEED 
for post cards to 844" x 15” forms. 

@ REGISTRATION ADJUSTMENT 
full 3 inches 

e AUTOMATIC FLUID CONTROL 
with set-in wick. No pumping or prim 
ing. 

e VISIBLE FLUID RESERVOIR 

e CAST ALUMINUM SIDES, 
assuring permanent alignment and light 
weight. 

e MOLDED ALUMINUM DRUM, 


surface turned to .001” accuracy, as- 


suring even pressure for uniformly fine 


impressions. 
e INSET BALL & NEEDLE BEAR- 
INGS, 


assuring smoothest operation 


e SIMPLE, ALL-THROUGH PRECI- 
SION-QUALITY CONSTRUCTION 
& STRENGTH; 
freedom from troublesome gadgets and 
gears. 


Handsome office gray finish with chrome 


trim. Provided with 4 rubber wheels 
Occupies minimum space. 








| the ALISON mocei 101 


The POPULAR-PRICED, QUALITY MADE SPIRIT DUPLICATOR 
WITH EVERY OPERATING ADVANTAGE 


DELIVERS SHEETS AT FRONT, 
FACE-UP! 
100 COPIES PER MINUTE 
500 BRILLIANT COPIES 
FROM ONE MASTER SHEET 


From One to 5 colors at 
One Turn of the Handle 











This is the automatic feed ma- ONLY 
chine your trade has been waiting $ 00 
for — priced for you to sell at a 145 
profit you've long been hoping (Plus Federal 
for! ree ae 


Quality manufactured and guaranteed fool-proof by 
manufacturers who will stand the strictest investigation. 


American-made. Ready availability of parts and supplies. 


Write now for detailed particulars and demonstration. 


See us at the NSOEA Convention in Chicago. 
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Comfort Master DeLuxe Chair No. 350 
with aluminum in ebony anodized 









presents the colorful Comfort Master DeLuxe 


bringing you the utmost in luxury.. 


Not only built but built-in 
efficiency, too make this America’s 
No. 1 executive chair. The handsome 


in luxury... 


appearance and restful ease of the GF 
Comfort Master DeLuxe . . . which is 
readily adjustable to any size individ- 


ual are matters of higher morale, as 


well as greater comfort for your key 
execulive 

suilt of stur welded aluminum, the 
frame of the Comfort Master DeLuxe 
comes in var attractive anodized 
colors, as as sparkling natural 
aluminum. And for the chair’s uphol- 


stery, you may select your own prefer- 
ence from smart colors in rich Bedford 
cloth to blend with other office furniture 
and surroundings. 


As a cold dollars-and-cents investment, 
the GF Comfort Master DeLuxe out- 
lasts ordinary chairs by a matter of 
many years . . . pays for its original 
cost many times over. 


Test a Comfort Master DeLuxe for 10 
days in your own office . without 
obligation, of course. Visit your GF 
dealer to see this and other modern 


styles of adjustable aluminum office 


GF metal business furniture is @ good investment 
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. finest of seven adjustable chairs 


chairs. For his name consult your 
classified telephone directory, Or write 
The General Fireproofing Company, 
Dept. X-47, Youngstown 1, Ohio. 


©GF Co. 1955 
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GENERAL 
FIREPROOFING 
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MODE-MAKER DESKS + GOODFORM 
ALUMINUM CHAIRS « SUPER-FILER 
MECHANIZED FILING EQUIPMENT + 
GF ADJUSTABLE STEEL SHELVING 
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‘I'll have one of those,’ without asking to handle the product 
They have seen it in display.” 

Another sales’ point: with all monthly accounts, a catalog 
is sent free to customers. The subject matter is changed 
each month. One month the subject is receipt books, an 
other, office furniture, and so on. In other words, the op 
portunity of contact with the customer when sending out a 
monthly account is not missed, and the catalog, because 
of its frequency of change of subject matter, acts in part 
as a window display does. 

“It is all a question of bringing things to the notice of 
people,” said Mr. Crichton. “I work on the theory that the 
man who pays the account is the man who is interested in 
office administration and equipment.” 
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W. Gordon Kidd, of Sydney England Limited, of 2, 4, and 
6, Princess Street, Manchester. 2. told me of the changing 
pattern of retail trade in Britain today. 

“Generally speaking, the office machinery retailer is just 
beginning to feel the impact of electronics in the office,” he 
said. 

In pre-war years the retailer was regarded as a man who 
sold typewriters and accessories, or perhaps he sold station- 
ery only. Today, however, the customer is coming to regard 
the retailer as the man he should approach for any problem 
relative to electronics in industry! 

“This new business has gone to the organizations that 
have seen the trend and developed their business to incor- 
porate skilled electronic engineers and trained their sales 
force to appreciate the wide new field and the opening of 
doors that previously had been closed to them,” Mr. Kidd 
emphasized. 

“The main difficulty is in interesting the class of brain re- 
quired in office machinery, both sales and service. The com 
petition in industry for the trained electronic engineer is 
fantastic and the average office machinery retailer will find 
that unless he can attract his share of the trained mind both 
for sales and service his future with the further development 
of electronic office machinery in the recording and calculator 
field is jeopardised. 

Why is it, I asked, that this change-over seems to be taking 
place so rapidly in Britain at any rate? 

“I suggest,” Mr. Kidd replied, “that this revolution — for 
that is what it is — in the use of electronic dictating ma- 
chines in even the smallest office, has been fostered mainly 
by the dearth of efficient stenographers and the employer 
today is satisfied with a copy typist plus an efficient dictating 
machine. This is generally portable, even able to be installed 
in a car and this in itself has freed the employer from being 
tied to set times for dictation, equally it has freed the stenog- 
rapher and she now transcribes when it suits her without being 
tied to her employer’s availability 

“Thus a new freedom is born, with both employer and 
stenographer enjoying independence of operation, yet retain 
ing direct control through the medium of electronics in the 
office.” 

Consequently, Mr. Kidd has found it worth while to have 
special window displays demonstrating the advance in re 
cording technique, and at least one of his windows is usually 
devoted to an angle of the recording unit 

The picture shows a special display given over to the 
small portable recording machine. It is clear that to keep 
abreast of the times the retailer today has to watch the trend 
of business administration very closely, ready to take advan 
tage of any change, for it is often the man who is quick to 
seize the opportunity who gains the reputation for being the 
acknowledged expert in a new field 
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At the shop of Thomas Brakell Ltd., stationers, of 20, 
Corporation Street, Manchester. 4. I saw a new angle on 
window display which is simple, neat, and effective. I was 
struck by a black background in one of their two windows 
and strolled across to see what it was. In the U. K., black 
backgrounds for window displays are not all that common, 
and therefore such a one pulls the eye. 

I found that mounted on this big black card, which covered 
the back of the window, were photographic prints, about 8% 
x 6% inches. These showed the growth of the company from 
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1825 to present day, and gave pictures of the factory at work, 
Simple, you say? Agreed. But I was told that the number of 
people who had stopped to look was tremendous. After all, } 
there is always something which appeals in a picture, and 
when the eye has a series of such pictures on which it can play, | 
the passerby stops to look. 

In the base of the window were traditional stationers’ 
equipment, and also on the flanking window. The company, 
incidently, is a Liverpool firm. 

%& £ & & F 

Recently we made reference to that go-ahead firm of re- 
tailers, Sumner Jackson, Ltd., distributors of the Friden Cal- | 


culator. : 
Sumner Jackson was not slow to take advantage of the op- . 
portunity of a Friden expert who came to Manchester. ' 
At the College of Technology, a room was booked, and the 


staff of Sumner Jackson Ltd., were able to receive a thor- 
ough grounding in the working of the machine, learned to 
operate it themselves, and given advice on how to handle } 
technical queries which might be asked by users. 

It is interesting to note that Mr. Jackson is another dis- 
tributor who is progressive enough to sense the changing 
trend of the times. Originally his company was called Jack- 
son’s Typewriters, Ltd., but Mr. Jackson felt that some people 
might think of him only as an expert typewriter stockist — 
hence the change of name to keep abreast of the age in which 
we live. 





AUSTRALIAN NEWS 


W. BEECHAM, Correspondent 
Box E256, G.P.O., Perth, W.A, 





Bu UG ut Australia i 3 been 
the quiet de y andling 
f , eport a dror Hov Jecline in 
busine a7 Tr Time oT the year tT unusua a sar ncerr 
Ss exD d at the general tightne t cast 
But c ére pleased T note that Australia verseas Trade 
visible mmodities showed a tavourable bala: n the month 
thea first time in > ir ry ner exk > > ta ing £6} 
and exceeding imports by %1,600,C Sut the overa 
picture tor the last financial year Jed June 30 755, was not 
a mport totalling a value t %843,500,00( sgainst exports 
alued £775,500,000, an unta sble balar t %68 million 
estern Australian imports of stationery tron verseas in the 
x months to December 31, 1954, were valued at £23,271 out o 
Ta me T the remainder trom the Eastern St t Australia 
%232,566. In the six months t ecember 3 753, such im 
ts were valued at £29,847 out of a tota t £369,774 
Professor H. W. Arndt, of the Ur ty C ye, ask 
row nq Ww mport restrictior necessary rie tears tnat 
y ow | yr nevitable featur: f the Australian economy 
ntil more tundamental corrective measures are taken. He urge 
that 4 ¢f y of import replacement be adopted through the de 
pment of secondary industrie 1s the best ition to the 
blem of import restrictior Thine Juctcias shell 
be protected which stand the best chance f mpeting with 
nport he says. ‘What we must avoid," he point ut, ‘is not 
uch, but protect tor relatively inefficient in- 
Just Ar rease in tariff s better method of doing away | 
with import restrictions than exchanae depreciat 
With many American oftice appliances standing alone against 
verseas mper;rition, few Australia nporrers woulda av ar niqne 
Juties were they only able to get the appliance to the untry 
The rn Diem today, is t tT certa 
Ipplia at any st a “ Ta ang 6 
petua hortaae } on 
3 America ar d 
SG, | t and C Ltd t “ b- | 
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Bending Cvet hethwavds lo aah money! 


er 
IT’S SO EASY — SO PROFITABLE TO SELL 


PEERLESS IMPERIAL 


LEEN KLEEN 


PENCIL CARBON 









E very smart merchant has one STOPPER 
up his sleeve. Astute carbon dealers use 
KLEEN KLEEN Pencil Carbon as a sure-fire 
sales-clincher for tough customers. 


Just show your prospects the superior features of 
KLEEN KLEEN, its treated back, its fine even 
coating of ink. Demonstrate that it writes clean, is 
clean to handle. Point out that KLEEN KLEEN 

is built to take punishment, that it lasts longer— 
therefore is more economical. 


There’s a big market for KLEEN KLEEN for payroll 
forms, inventory records, etc. You can get 

your share of this business and open up new 
accounts for kindred items. We'll be glad to send 
samples and a price schedule. In a couple 

of weeks you'll find that you don’t have to bend 
yourself in two to make money. Write today. 


Now available in green as well as blue. 


PEERLESS-IMPERIAL CO., INC. 


General Office and Factory: 32 Peerless Place, Newark 5, New Jersey 
New York Office: 13, 108 Franklin St. 
Detroit 18, 37 Linden Street, River Rouge, Michigan 


F 6 9 
ad C/eeat Ame tu ee Ribbons, carbons, spirit and gelatin duplicating 
/ 


carbons, master units, carbon ribbons, carbon rolls for every business need. 


| 
- 
| 
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YOU AND YOUR 
SALESMEN WILL 
HAVE MORE 
“GOOD DAYS’ TOO 


when you sell the 
complete Harter Line 


Consumer ads like the one reproduc- 
ed on the right are pre-selling your 
best prospects on the quality and 
comfort they’ll find in Harter chairs. 


Now, as through the years, con- 
sumer advertising on a broad scale is 
a continuous program with Harter; 
not just an “in again, out again” 
proposition. It makes selling easier 
for the Harter dealer and his sales- 
men. Along with the integrity of the 
product, this consistent advertising 
is one of the important reasons why 
dealers have found that a Harter 


franchise is a profitable piece of 


property through lean years as well 
as boom times. 


Harter makes the complete line of 


chairs, backs it with sales promotion 
and catalogs it superbly. That’s why, 
with Harter, you re prepared for 
every chair sales opportunity. 

If there's no Harter dealer in your area. drop 


us a line and let's talk it over. 


The Harter dealership is 
protected; not “‘footballed”’ 
all over the street. You 
won’t find Harter chairs in 
mail order or discount 
house catalogs. 


ASK ANY DEALER WHO 
HAS A HARTER FRANCHISE 
See us at 
N.S.0.E.A. SHOW 


ROOM 605-A 
in Chicago 












Gives You Moré 
t the Office 


HARTER 67-T 
EXECUTIVE 
POSTURE CHAIR 





\ 


This chair helps you work, comfortably. New, compact design 
lets you move about freely without bumping your desk. Puts 
you close to your work without straining or sitting on edge. 
And the Harter 67-T gives you the same kind of comfort 
you'll find in large chairs—seat and back tilt together in 
perfect synchronization. You can lean back and relax without 
your feet leaving the floor. 

You'll find, too, 5 adjustments that are essential for the chair 
to fit you personally. This chair encourages good posture 

to help you resist fatigue. 

Seat and back provide the cool comfort of foam rubber and, 
yet, the compact overall dimensions give you a chair that makes 
working a pleasure. A free trial of the Harter 67-T in your 
own office will prove it. 


Write for informative booklet, “Posture Seating Makes 


Sense.” We'll send name of your nearest Harter dealer. 


} HARTER CORPORATION 
te 1025 Prairie, Sturgis, Michigan 


In Canada: Harter Metal Furniture Ltd., Guelph, Ontario 


Fl AURITE RR “cuares 


STURGIS, MICHIGAN 
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Yes, Amfile "One Source" plan makes it easy for you to buy all your merchandise 





from one good source at special savings, big savings — money in the bank! 
The "One Source" plan saves you time, keeps your inventory down . . . (not 
up) ... and saves you much in transportation costs and handling. But the big 


saving, the big “money-in-the-bank" comes by using the 












Visit us — Booth 


138 — at the | NEW REVOLUTIONARY AMFILE 
ee COMBINED ORDER DISCOUNT 


tion October I- 
5. Conrad Hilton 
Hotel, Chicago. 










Merely by grouping your Amfile orders in 10, 20, or 30 full-carton lots, you 
earn an extra discount of 5%, 7-'/2% or 10%, and the order may combine all 
items in the Amfile line. Think what this extra discount means to your net profit 
picture. And you get prompt service. All standard items are in abundant supply 
at all times, ready for immediate shipment from huge factory stock. Be smart, 


be thrifty. Buy from Amfile and earn that extra discount. Order today. 


FOLDERS 


Of Superb quality, Amfile file folders have 


been designed and the line assembled with 















File folders, Folder 
abels, Brief cov- 
ers, Sheet protec- 
tors, Filing systems 
and supplies, Box 
files, Card trays, 
Personal files, 
Portfolios, Albums. 


the retailer's needs in mind. There are 187 
folder items in the complete Amfile line 

. each for a specific filing need ... and 
all of them carried in the huge quarter- 
million dollar factory inventory. Consult 


your Amfile catalog for sizes, types and 














prices. 


AMBERG FILE and INDEX COMPANY 
KANKAKEE, ILLINOIS 
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Royal McBee 
Combine Offices 
in Mexico City 


by MABEL F. KNIGHT 


JUST ABOUT A YEAR ago a not- 
able union took place in New York, 
the consolidation of two firms, Royal 
and McBee. 

This union extended to Mexico in 
December of the same year, and th2 
McBee Company of Mexico as a single 
unit disappeared. So it was that th> 
Royal McBee Company of Mexico was 
born and in a comparatively short 
time has spread its wings from one part 
of Mexico City to the other parts of 
the Republic and Latin America. 

Their show-rooms are on the Paseo d2 
la Reforma, No. 222, while general 
offices and store-rooms are at Bahia d2 
San Hipolito 47, quite a distance from 
that grand boulevard Paseo de la Re- 
forma. 

It is in a section of newly built offices 
and the entrance to this office is in the 
center. 


Share Office 


On one side is the storeroom for Mc- 
Bee, on the other that of Royal, while 
the central office serves both firms. It 
is an amiable arrangement as the officers 
will tell you. 

Alicia Rendon, the able secretary to 
the president of this firm, was enthusias- 
tic about her work for both departments. 
She said that there were 80 employees 
at Hipolito 47. They have a dining-room 
for their employees and serve meals at 
two pesos a person, which is about 24 
cents in American money, and at least 
40 or more take advantage of the meal 
served. Francisco Mina, another offi- 
cial, said the food was very good at 
that price and that unless a person lived 
comparatively nearby, it was very con 
venient. 

The building at Hipolito 47 was as 
neat as could be, as well as extensive, 
and a place employees like to come and 
work. In fact they have no trouble get- 
ting help, even though it seems so far 
off the beaten track. 


Elegant — Showroom 


Whereas No. 47 Hipolito is solid ap- 
pearing and designed for work, the 
showroom on the Paseo de la Reforma 
is palatial to say the least. The architect 
for this sumptuousness was their next 
door neighbor CLARDECOR, and they 
made the interior so enticing that few 
customers get away without leaving an 
order. 

But first, the outside. There, in big 
gilt letters, is the name of the firm, 
Royal McBee, and right by the entrance 
is a gold crown with the word Royal 
beneath it, and below that is the name 
McBee symbolized by a bumble-bee. On 





DESIGNED FoR WorK . . . The modern business offices of the Royal 
McBee Co. in Mexico City could well draw envy from office workers 
in the United States. The two views above show employees hard at 
work in their new quarters, located in a business district in the City. 
Needless to say, help is easily located under these conditions. 


entering, the many mirrors give an opti- 
cal illusion of six typewriters where there 
is only one. 

Royal has the downstairs floor while 





ELEGANCE .. . Modern show- 
room of the Royal McBee Co. in 
Mexico City reflects the trend to 
elegance along the City’s famed 
Pasceo de la Reforma. 


McBee is upstairs, for there are only 
two stories to this building and they are 
so well arranged that it gives the effect 
of a dwelling instead of a business of- 
fice. Everything here was made in Mexi- 
co, including the heavy crimson carpet, 


the upholstered chairs, and comfort- | 


able bench. 


Visitors 
Take Pictures 


On the outside of the building are the 
words SALA DE EXHIBITION, OFI- 
CINAS GENERALES Y TALLERES 
BAHIA SAN HIPOLITO 47. 

Senorita Dolores Mansanera is the 
clerk in charge of all this elegance and 
delights in showing visitors and custom- 
ers around. She said that photographers 
have come from the United States to 
photograph this unusual arrangement of 
utilitarian articles as typewriters. 

Although they have been established 
here on the Paseo but a comparatively 
short time, word has spread already 
throughout Mexico City of this unusual 
office. 
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Dealers will 
discover 


Tiligeteltrelate) 
of L 
(AY 


with this 
new degree 


of MIRADO 


ADVERTISED IN 


LIFE 


ISSUE: October 24, 1955 
READERS: 26,450,000 


Again, MIRADO leads the field ‘M k RA D O 
—with a fast-writing, fast-selling No. 


1% lead—and tells the world about 


it with this big color ad in LIFE No 1% “Servisoft” 


magazine! Order now, and write 
up new sales on this new degree. 


Softer, blacker than No. 2. . . longer-lasting than No, | 
— i — . «+ perfect for quick notes and pleasant writing. Try a 
dozen and see! Exclusive with MIRADO — world’s 


PENCIL COM PANY largest-selling pencil. Look for the Red Band trademark. 


703 E. 13th St.. New York 9. N. Y. 
OA-—10/55 








Make him “QUICK ON THE DRAW” 
this Christmas with 


ovd PENDAFLEX’ 


REG, US. GH var, oFF. 








Personal Filing Gifts 


Yes, when he needs filed papers in a hurry, 
Pendaflex makes him “quick on the draw’’! 





No better business gift for the business man 
than a Pendaflex personal file, 
for use at his desk, at home, or on the road. 


To get your share of this big gift market, 
remind your trade in your window and counter 
displays, and when you make outside calls, 
that your store is the natural stop to buy 
Oxford Pendaflex filing gifts — 

protected profits, respected name. 


CARRYFILE-Traveling executive doesn’t 
shuffle for the papers—he is “quick on the 
draw” with Carryfile. 





DESK DRAWER FILE—Executive on the DESK TOP FILE — Executive anywhere 
phone keeps no one waiting—he’s “quick keeps papers under lock and key, always 
on the draw” with requested data. ready for the “quick on the draw” treat- 


ment that only hanging folders can give. 





R Garden City, N. Y. 
OXFORD FILING SUPPLY CO., INC. oy... 6 Mo. 
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NEWS MAN SALES MAN 





AUTHOR MAN 


THEY ALL NEED 
t B & P MINIATURE ACCOUNT BOOKS 


er 


need today. 





GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 
BOSTON 10: 80 SUMMER ST. * St. Louts 2: 115 So. 8TH St. * CHICAGO 7: 310 W. PoLK Sr. 
New Yorx City SALESROOM: 349 BROADWAY, New York 13 
CHICAGO SALESROOM: 1519 MERCHANDISE MART PLAZA, CHICAGO 54 
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MAN and WIFE 


Combined sales of B & P Miniature 
Account Books make little business Big 
Business for stationers who stock and 
display the full line. The little-business 
men symbolized above are only a few 
of those who need these account books. 
Check your stocks and order what you 








Only Art Metal brings you 


COORDINATED 
RESOURCES 
FOR OFFICE 

MODERNIZING 


PLANNING - EQUIPMENT - SYSTEMS 


Instead of attacking the problem of office modernization 
piece-meal, many companies have discovered they elim- 





inate waste motion, save time, and accomplish their ob- 
jective in the most complete degree by calling in their 
Art Metal representative. With fully coordinated resources, 
Art Metal is able to place each worker in proper relation 
to efficient work-flow, comfortably seated at a functionally 
organized desk... provide time-saving visible record sys- 
tems and mechanized filing...and reduce the floor-space 





@ CORRECT-POSTURE SEATING throughout the 
office. Nothing encourages sustained and accurate office work 
like the fatigue-free comfort of an Art Metal Aluminum Posture 
Chair. There’s an Art Metal office chair for everybody from the 
president down, scientifically designed and built for correct body 
support, soft, cool, all-day comfort. Art Metal's ‘Tilt-Action” 
seat and “Live-Action” back permit real in-place relaxation. Ask 
for the Art Metal Chair Catalog. 


cost per work-station. Executives find their own work, 
too, goes faster when their private offices are completely 
Art Metal-equipped. So before making changes or figur- 
ing On any new equipment, make ita point to talk things 
over with your local Art Metal dealer or branch office. 











@ VISIBLE FACTS tor operating control. Postindex 
visible systems make keeping of accurate, up-to-date records 
faster and simpler, at the same time providing in clearly charted 
form the facts needed for operating decisions. For Personnel, 
Sales, Stock, Purchase, Production, Cost, or Credit records. Four 
types of equipment make it possible to meet specific requirements 
in the most effective manner and at the lowest cost. Ask fot 


@ World's tastest FILING EQUIPMENT. The revolu- 
tionary Art Metal Speed-File costs substantially /ess per filing inch 
than ‘conventional files of comparable grade, yet provides 33% 
faster filing, adds 15% to usable capacity. Ends annoying, time- 
wasting delay in obtaining material from files. There is a size and 
style of Art Metal file for every need and every type of office 
record—letter and cap, card record, and counter-height. Ask for 
the Speed-File Catalog. 


Postindex Catal rg. 





- 





This Art Metal two-page color spread, SPP 
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® ,OB-FITTED DESKS for every work-station. Art 


Metal New Century desks are “Built for Action, Styled for Leader- 
ship.” 7 tional design and organization for individual job 
requiré tep up office work output and reduce costs wher- 
ever tl nstalled. Art Metal desks meet every office need 

tl luced in all sizes in a line that offers the widest 
selecti utive and general office desks ever developed. Ask 





e Credenzas to complete the EXECUTIVE 
OFFICE. Placed within easy reach of the executive desks, Art 


Metal Credenza units perform an important step-saving func- 
lual needs are met by combining letter files, cupboards 
and open front or glass shelf units in any desired grouping. Styled, 

shed to match Art Metal's quality desk lines with 
1 tops in widths up to 92”, creating a custom-made 


isk for literature on Special Executive Office Furniture. 


U cpparnnce 


appears in national magazines in October. 
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@ “EL-UNIT” space-saving modular offices. 
This new Art Metal development applying the modular principle 
to office equipment often provides superior working facilities for 
3 persons where 2 worked before. The complete line of desk 
units and work tops fits the requirements of any job, offers un- 
limited possibility in layout. In open office areas or with steel and 
glass partitions for privacy...easy to re-arrange or move. Ask for 


El-Unit Catalog. 


for the New Century Desk Catalog. 


EXPERIENCED HELP 
in Office Planning 


The plan determines the results when you modernize 
your office. Art Metal’s Office Improvement Planning 
Service is based on the widest experience in working with 
businesses ranging from the largest corporations down 
to the one-man office. 

This service is comprehensive—covers revision of present 
layouts or organization of new ones—efficient use of 
working time and working space——-from desk drawer 
organization and visible record control to consultation 
on decorator treatment of both executive and general 
offices. It is available without charge. 


™® Just look in the telephone book “Yellow Pages” 


under Art Metal, or write Art Metal Construction Company, 
Jamestown, N. Y., for “Office Standards and Planning.” 
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Record Attendance Listed 
at Wholesalers Conference 


By dint of strong personal promotion by Cort B. Horr, As 
sociated Stationers Supply Company, Chicago, attendance at 
the midwest regional conference of the Wholesale Stationers 
Association was swelled to a record high of 77. Under the 
chairmanship of Mr. Horr the meeting was held in the Drake 
Hotel, Chicago, on Tuesday, August 23. Co-Chairman C. W. 
Lofgren, Sanford Ink Company, was unavoidably absent, but 
Assistant Chairman James Bradley, Higgins Ink Company, was 
on hand to take care of registration details. 

Luncheon was followed by a fruitful afternoon of addresses 
and discussions, all primarily concerned with the association’s 
seven point program of education designed to establish the 
wholesaler as an economic factor in the distribution scheme 
in the stationery industry. The concluding event of the con- 
ference was a cocktail party 


Plaque Presented 

Chairman Horr opened the program by presenting to H. C. 
Whittemore, secretary-treasurer of the Wholesale Stationers 
Association, a plaque that established Mr. Whittemore as a 
colonel in the Confederate Air Corps. Despite this honor Mr. 
Whittemore functioned ably as a resource man on association 
activities and the seven point program. 

Harold W. Jacobsen, Associated Stationers Supply Company, 
president of the Wholesale Stationers Association, made a 
strong case for the wholesaler as a sound factor in the dis- 
tribution pattern. He referred to other industries where nearly 
all merchandise is channeled through wholesalers. In the sta 
tionery field wholesaling is done on a very small scale. Mr. 
Jacobsen contends that wholesaling is an economic procedure 
and that it is the job of the Wholesaler Stationers Association 
and its members to prove to manufacturers and retailers that 
it is cheaper to sell and buy through wholesalers. Implementing 
the idea is the association’s seven point program. 

Mr. Whittemore was called on to outline the features of the 
program, which are essentially as follows: 1. Expansion of 
the association’s magazine, “Modern Retailing” to carry the 
organization’s banner more effectively. 2. Industry-wide dis 
tribution of eight illustrated pamphlets telling the “Whole- 
salers’ Story.” 3. Study of distribution costs, turnover and in 
ventory control, and commodity marketing analyses. 4. Devel- 
opment of seasonal promotion plans to tie-in with national 
promotions. 5. Committee study to determine more effective 
ways for wholesalers and retailers to make use of manufac- 
turers’ display and advertising material. 6. A series of re- 
gional and local marketing and sales promotion clinics. 
The 1956 convention to feature an open booth marketing 
clinic, a replacement of the usual trade show. 


To Cost $35,000 

It is estimated that the cost of operating the seven point 
program will be about $35,000. Milton S. Pickle, Will Winnes 
Company, Cincinnati, chairman of the ways and means com- 
mittee, stated that manufacturers and wholesalers are being 
solicited for contributions in four categories — 1. Gold certifi- 
cate, $1000. 2. Silver certificate, $500. 3. Bronze certificate, 
$260. 4. Sustaining membership, a minimum of $150. 

After a brief recess, a panel composed of members of the 
seven point program committee presented various aspects of 
the program. The speakers were as follows: R. R. Moser, 
Carpenter Paper Company; J. W. Brooks, Scripto, Inc.; C. S. 
Olsen, Rippl-Tie Products Company; Paul Fisher, Fisher Pen 
Compartiy. 
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Fred Griffiths, Noesting Pin Ticket Company, vice-president 
of the field division of the association, made a plea for sales- 
men of wholesalers to join the field division. Robert Engel, 
Davidson Publishing Company, new publishers of “Modern 
Retailing,” spoke briefly. Many other responded to the invi- 
tation to participate in the discussion about the new program, 
Adjournment for cocktails was shortly after five o’clock. 


Scale Manufacturers Elect 
Adams as Vice President 

At their annual meeting in the Rac- 
quet Club in Chicago, the members of 
the National Association of Scale Manu- 
facturers, Inc., elected Bruce Adams as 
vice president of the association. 

During the past year, Mr. Adams, who 
is president of Pelouze Manufacturing 
Company, has been a director of the 
organization which includes 31 manv- 
facturers who produce about 85% 
of all scales made in the United States. 
He has been president of his company 





rN 


BRUCE ADAMS 


for the past 11 years. 





Mayline Employees Enjoy Picnic 

Lake breezes and cloudless sky lent ideal weather to the 
annual Mayline Company picnic on July 23, in Sheboygan, 
Wis. 

Mayline employees and their families brought the total 
group to 200 persons who enjoyed Sheboygan bratwurst, pota- 
to salad, beans and other refreshments. 

Harold H. Mais was general chairman of the affair, assisted 
by Henry Ruehr, Victor Kritske, I. R. Bosshardt, George 
Hanson, Sophie Meyer, Paul Schroeder, Erwin Nack, Ben} 
Berg, Al Maas, Joe Jackette, and Carlton Steffen. 

Committeemen Leo Ebben, Roman Hoerig and William A, } 
Wendland provided the program for adults with William Belke) 
handling children’s games. Food was prepared by Martha and] 
Herman Leonard, assisted by Marianne Jacquette and Mary 
Sackett. 





Stationers Golf Association Winding Up Year 

Tournaments September 20 at Bonnie Briar Country Club 
an October 11 at Hackensack Golf Club will wind up the 1955 
season for the Stationers Golf Association of New York. 

H. Garfield and J. B. Kemp Jr., continue to have a close 
race for Class A honors and M. Kreps has been out in front 
in Class B. 

H. Levy in Class A and E. T. MacIntyre in Class B turned 
in 67 net scores at the Leewood Golf Club tournament. 





J. L. May Company Holds Picnic 


The J. L. May Company, Inc., New York City, was host 
to employees and families at an outing held on Saturday, 
August 27. 


In addition to a delicious barbecue, an office-factory soft 
ball game, sack racing, dodge ball, three-legged racing, potato 
racing and various other games were on the program. The 
winners received varied prizes. 
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OCTOBER 1TO 5 « COPY-RITE DISPLAYS THE 
MOST SIGNIFICANT ADVANCEMENT IN LIQUID 
DUPLICATORS IN THE PAST DECADE 





WOLBER opuptuicator & SUPPLY Co. 


1203 CORTLAND ST. + CHICAGO 14, ILL. 
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Aristocrat “‘President’”’ No. 230 
SYNCHRO TILTING SEAT AND BACK. 
Illustrated in Gros Point & Top Grain 


$137.50 List, in zone 1 





mele) pilooul: 


andard in office chair beauty, comfort and durability 





Aristocrat “Director” No. 228 
Illustrated in Gros Point & Top Grain 


$114.00 List, in zone 1 
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in Elastic Nougahyde 
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... and don’t forget, WELLS 
NO ic still pays the freight on 
shipments of 100 pounds or more! 
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Globe-Wernicke Sale Approved; 
Former Name to be Retained 


Stockholders at a special meeting held 
on August 15 at the company’s execu- 
tive offices authorized the sale of The 
Globe-Wernicke Co. to The City Auto 
Stamping Company of Toledo, Ohio. 

The sale which includes the property 
and assets, goodwill, and company name 
was to be consummated on August 31, 
and represents an investment of $6,000,- 
000.00 for the Toledo firm. Globe-Wer- 
nicke’s real estate, located in Norwood, 
was not included in the purchase but is 
being leased by The City Auto Stamp- 
ing Company with the privilege of purchase. 

Globe-Wernicke, founded in 1882, manufactures a com- 
plete line of steel office equipment, desks, filing cabinets, 
library shelving and stationery and filing supplies. 

The operational organization of approximately 1,100 em- 
ployees will be continued in Norwood where the business 
will function as a newly-incorporated subsidiary of the parent 
company under the same name, The Globe-Wernicke Co. 

R. Herman Hammer, Globe-Wernicke president, announced 
that there will be no change in management. He also indi- 
cated that the long-established sales and distributing policy 
will be continued and that Globe-Wernicke products will, as 
in the past, be sold through a dealer organization numbering 
over 5,000. 

A well-established and outstandingly successful manufac- 
turer in the sheet metal field, The City Auto Stamping Com- 
pany, with its vast knowledge and know-how in sheet metal 
operations, should greatly benefit Globe-Wernicke. Mr. Ham- 
mer stated that there are plans for extensive product develop- 
ment and research which will further strengthen Globe- 
Wernicke’s position in the office equipment and supply in- 
dustry. 

At the special meeting the stockholders also approved the 
plan presented by the board of directors to form a new 
corporation to be known as the Carthage Corporation, a 
realty holding company. 

Stockholders of The Globe-Wernicke Co. are to receive 
their pro rata share in cash from the proceeds of the sale 
as well as their pro rata share of stock in the newly formed 
Carthage Corporation. 





R. R. HAMMER 





Carter’s Ink Names Hubley 
President; Wonders Retires 


The Carter’s Ink Company has named 
Nathan C. Hubley, Jr., as its new presi- 
dent following the retirement of Samuel 
D. Wonders. 

Mr. Hubley joined Carter’s following 
his graduation from Northeastern Col- 
lege in 1937, as a clerk in the account- 
ing department. By 1952, he had been 
successively appointed assistant treasurer, 
corporation clerk, vice-president and 
general manager of the firm. He became 
a member of the board in 1954. 





NATHAN HUBLEY 
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Named as Mr. Hubley’s successor as corporation clerk was 
Warren W. Fox. Mr. Fox has been with the firm since 1938, 

Mr. Wonders, who has headed the company since 1949 
joined Carter’s in 1929, and he was made general manager in 
1935. He became vice-president in 1944, and following the 
death of Richard B. Carter in 1949, was elevated to president, 

At one time he served as financial secretary to Harvey §, 
Firestone, Sr., of Firestone Rubber Company, and has also 
been connected with Gilbert & Baker Company of Springfield, 
Mass., and the Hood Rubber Company, Watertown, Mass. 





Waterman Recovers 


from Flood Damage 


The Waterman Pen Company, one of the Connecticut 
manufacturing concerns that was hard hit by the recent flood 
was back in production before Sept. 1, in its Seymour plant 

Robert D. Howse, president, said that cooperation between 
employees and company executives averted what could have 
been a much more serious setback in manufacturing as well 
as a lengthy unemployment period. 

As soon as flood waters threatened the plant at Seymour, 
the whole organization began an around-the-clock job of 
protecting raw materials from water and transferring inven 
tory and machinery to safer locations. 

When the flood subsided sufficiently, the group worked just 
as hard at clearing mud and debris so that production could 
be resumed. 

Mr. Howse paid high tribute to the CIO Rubber Workers 
union and its president, Ray Hitchcock, for their contribution 
that made the feat possible, adding that the men were alsd 
giving their full share to the rehabilitation and flood relief 
in their own communities. 

“We were able to replace our lost production out of it 
ventory”, Mr. Howse said, “and shipments to dealers and 
distributors were not delayed.” 





Young Man Wins $3,000 Swingline 
Stapler Scholarship with Essay 

Stephan Robert Cavior of Brookline, 
Mass., has been chosen first prize winner 
for the Speed Products Company essay 
on “Why I Want to Go to College.” 

Judges in this contest were Dorothy 
Gordon of the N. Y. Times Youth 
Forum, Marjorie Deane of Look Mage 
zine, Ed Sullivan, and Charles Silver of 
the N. Y. Board of Education. 

Last Summer Mr. Cavior, who is 17 
years old, made a 20,000 mile voyage 
to Africa as an essay prize winner in @ 

a ee contest sponsored by the Propellers Club 
on the subject of “The American Merchant Marine . . . Life 
line of Industry.” He says of his trip: “By meeting leading 
community leaders and ordinary citizens, I learned a living 
lesson in brotherhood—that people are basically the same it 
hopes and feelings.” 

As editor of his high school paper, the Sagamore, young 
Mr. Cavior won national honors for the paper at Columbi 
University this spring, and a $100 award from the Bostot 
Globe. Last year he also received the Captain Wilfred H 
Ringer Jr. Memorial award for character and citizenship and 
for the best essay on the minority’s responsibility in maintail 
ing good community relations. 
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Chairs that 
Sparkle with 


NEWNESS... 


and a touch 


of brass! 
Sikes designers have shrewdly anticipated trends in de- 
veloping these contributions to better office styling and 
seating comfort. 


Only the finest Solid Walnut and Sikes mastery of modern 
finishes,* combined with luxurious top-grain leather, could 
result in chairs of such character and assurance of rugged, 
long-lasting quality . . . basis of Sikes leadership since 1859. 





¢ 1943 
7 S.F. —I7lA"to20/2" O.W.—24%4" Brass scuff plates on swivel chair and brass ferruls on leg 
just H.B. — 19/4" S.D. — 19" chair add a note of distinction. 
yuld W.A.—21%4" : 
*In addition to our Standard Walnut Finish No. |, there 
re are now available, two exciting NEW FINISHES at No 
extra charge . . . Sikestone Walnut Finish No. 2 and Sikes 
Frosted Walnut Finish No. 3 .. . to meet the needs of 


Contemporary Styles. 


See the New Sikes Chairs 
N.S.O.E.A. Exhibit, 
Rooms 610A and 611A, Conrad Hilton Hotel 





All 
SIKES CHAIRS 


have 


STYLE-appeal 
S$IT-appeal 
SALES-appeal 





1944 





ant } S.F— 18/4" O. W. — 244" 
ai j Pig ae S.D. —19" THE SIKES COMPANY, INC. 
— 20 Churchill Street Buffalo 7, N. Y. 
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CHAIES -«e 


No. 19 Series 





Chicago Sales Roam 


The BUCKSTAFF Co. 


% Wm. H. Wark. 
Phone W.H. 4-6958 
666 Lake Shore Drive 
Chicago |], Illinois 




















CONFERENCE 
TABLES AND 





No. 18 Series 








No. 608 Arm Chair 





No. 605 Arm Chair 








THE ABOVE TABLES ARE AVAILABLE IN THE FOLLOWING SIZES: 
42"x96" 48”x120" 48” x144" 48”x168” 48”x192”" 


Write for complete information covering our line of Con- 
ference Tables, Chairs, and other Office Furniture. Buck- 
staff Furniture is designed to meet the demands of the 
modern office yet has that sturdy construction so vital to 
lasting wear. 


THE BUCKSTAFF COMPANY - OSHKOSH, WISCONSIN 
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Correspondence, 
Paid Invoices 






*Fire can’t burn any of the 
records in this office 


... ALL ARE PROTECTED BY UNDERWRITERS’ LABELS 


OU are looking here at no ordinary 

office scene. The difference is a new 
means of record keeping, now revolu- 
tionizing office methods—fire protec- 
tion for all records right where they are 
being used. 

This modern ‘‘time-engineered’”’ 
Shaw-Walker equipment not only gives 
right-on-the-job fire protection during 
working hours when most fires (55%) 


occur, it pays for itself by saving time’ 


and space. All of the savings from this 
efficiency go directly into profits. 








HAW-WALKE 


Save steps, hours-and maybe your business” 


Customer 
Card List 


” Paid Accounts, 
Voucher Checks 


ie 
Current Work, ny 
Reports, Contracts 





Fe mag 

















Shaw-Walker makes 46 different 
types of this time-saving, fireproof 
equipment — Desks, Fire-Files, Post- 
ing Trays. In them your records will 
be completely safe, always ready for 
instant use, even after a fire. You can’t 
afford to gamble—57% of the busi- 
nesses who lose records in fires never 
fully recover. 

Shaw-Walker has been helping 
American business save time and step 
up office output since 1899. There are 
4,000 Shaw-Walker products—chairs, 
desks, filing cabinets, Fire-Files, loose- 
leaf and payroll equipment — every- 























EACH DRAWER A SAFE! In this mod- 
ern, good looking Shaw-Walker fire- 
proof equipment, fire walls stand 
between your irreplaceable records 
and possible destruction. Fire-File, 
with corner cut away shows: Thick, 
steel-walled steel-reinforced fire insu- 
lation on all six sides of each drawer. 
Vault-like interlocking drawer front. 


thing for the office except machines— 
each “‘time-engineered” for the needs 
of every job and worker. 

So if you are modernizing or setting 
up a new office, make sure you use 
Shaw-Walker throughout. It will help 
you stretch time—the most critical 
factor in business today. It may save 
your business! 


THE BOOKLET, “TIME AND OFFICE WORK” is packed 
with ideas for stretching office time. A wealth of 
information on ‘‘time-engineered”’ office systems 
and equipment. 36 pages! Many color illustra- 
tions! Write today, on business letterhead to: 
Shaw-Walker, Muskegon 7, Michigan. 


Largest Exclusive Makers of Office Furniture and Filing Equipment in the World 
Executive Offices at Muskegon, Michigan Branches and Exclusive Dealers in All Principal Cities 


THIS ADVERTISEMENT APPEARING IN BUSINESS WEEK, NEWSWEEK, TIME AND U. S. NEWS 








Higgins Ink Company 
Marks 75th Anniversary 


@ IT WAS 75 YEARS ago that Charles 
M. Higgins first marketed his waterproof 
Higgins American India Ink which would 
eventually prove to be the end of drafts- 
men manufacturing their own drawing 
ink by grinding india ink sticks. 

From a humble beginning in New 
York to the present time, the company 
has always made progress, and this year, 
it was revealed, sale of Higgins products, 
both domestic and foreign, are the high- TRACY HIGGINS 
est in the history of the firm. 

It is expected, company sources said, that 1955 will be a 
record year, topping both 1954 and 1953, two previous record 
sales years. 

The story of its success is closely coupled with the story 
of the founder, Charles Higgins. Born in County Leitrim, Ire- 
land, in 1854, he came to the United States at the age of six. 
When his older brother was killed serving with the Union army, 
and his father died shortly after, he was left on his own re- 
sources. 





An Early Inventor 


Always of an inventive mind, he secured his first patent at 
the age of 21, on a screw pegging machine for soling shoes. 
He next worked for a periodical called Scientific News, meeting 
many of the famous inventors of the century. 

Eventually he became a draftsman and opened his own 
office in New York City. While he was securing patents for 
his clients, he was also working on his own ink. Finally, in 
1880, he concluded an agreement with George S. Woolman 
naming the latter as selling agent for the drawing inks in New 
York City. 

Sales were slow at first, but by 1885, he had entered into 
a co-partnership with his brother-in-law John Gianella, Sr., to 
manufacture ink under the firm name of Charles M. Higgins 
& Company. This partnership was not dissolved until 1914 
when Mr. Gianella died. 

In 1888 the firm built its own factory with John E. Gavin 
in charge as general manager. Mr. Gavin inaugurated selling 
to the trade through service wholesalers and remained with the 
company until his retirement in 1923. At the time of his re- 
tirement, he was vice president of the Stationers & Publishers 
Board of Trade. 

Between 1890 and 1900, Mr. Higgins was granted 21 patents 
including several for processing adhesive pastes. These were 
soon copied and modified in many parts of the world, so fol- 
lowing 1900, no process or formula was again patented, and 
the Higgins Drawing Ink line has never been patented. 


Joined His Father 


Tracy Higgins, present president of the firm, joined his 
father in business in 1921 following his graduation from Dart- 
mouth. Following Mr. Gavin’s retirement, Tracy became gen- 
eral manager and sought the services of Harry Tehan as the 
Higgins sales representative. Mr. Tehan served the firm until 
his death in 1954. He had been a vice president of the National 
Stationery & Office Equipment Association and at the time of 
his death was an honorary member as well as a trustee of the 
Stationers and Publishers Board of Trade. 

During these years also, Charles Higgins’ nephew John 
Gianella, Jr., a graduate chemical engineer from MIT, took 
over the production and research administration. Today he is 
executive vice president of the concern. 

During this time, also, E. J. Bradley became resident repre- 
sentative for the company in Chicago. Today “Jim” or “Brad” 
as he is known in the trade, is central district manager and 
assistant vice-president. 

Charles Higgins died at the age of 75 in 1929, after a full 
life of civic as well as business interests. At this time the firm 
was incorporated as Charles M. Higgins Co., Inc., and in 1941, 
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the business name was changed to Higgins Ink Co., Inc. 

Other officers include Mrs. Charles M. Higgins, member of 
the board, and her two daughters, Mrs. A. H. Everson and 
Mrs. F. C. Hamm. 

A. H. Everson is first vice president and plant engineer, Bert 
Cholet is second vice president in charge of sales promotion 
and advertising; John J. Kubinski, treasurer; Joseph Chess and 
W. J. Gault, assistant treasurers, and Charles M. Higgins II, 
assistant secretary. Young “Mike” Higgins, son of the president 
and grandson of the founder, was elevated to his position by 
the board as part of its anniversary celebration. Robert L. Loeb 
is general counsel and secretary. 





Wolcott Completes Western Trip 

George H. Wolcott, vice-president of Wilson Jones Com- 
pany, returned the first of September from a 12,000 mile 
automobile trip, during which he called upon more than 250 
dealers in the Rocky Mountains and West Coast states and in 
British Columbia. 

He went from Chicago to Vancouver, south to San Diego, 


DOWN RIO WAY... . Picture 
taken in 1914 in Rio de Ja- 
neiro, Brazil, shows George H. 
Wolcott, left, and J. B, Irving, 
right, of the Irving-Pittman Co., 
during a three-month business 
tour of South America. 





and managed to call upon stationers in nearly all the principal 
cities in the western states. 

For many years Mr. Wolcott was West Coast representative 
for the Irving-Pitt Company and later for Wilson Jones before 
coming into the home office. He spent the summer renewing 
old friendships and making new ones. 

Mr. Wolcott’s 12,000-mile trip by automobile reminded 
him of an even longer jaunt taken 40 years ago when he ac- 
companied J. B. Irving on a three-month business tour of 
South America, visiting Brazil, Uraguay, Paraguay, and 
Argentina. Just another trip for a busy representative. 


R. C. Allen Acquires Guardsman-Valentine 

R. C. Allen Business Machines, Inc., Grand Rapids, Mich., 
recently announced acquisition of Guardsman-Valentine, Inc., 
as a new division of the company. 

The Guardsman and Military lines of safes and files will 
be marketed by R. C. Allen Business Machines, Inc. under the 
names “R. C. Allen-Guardsman” and “R. C. Allen-Military”, 
through former Guardsman-Valentine dealers, and through 
existing R. C. Allen dealers to whom the new products are 
being made available. 

The company reports no change in prices or policies. The 
new safe and file division will be integrated into the R. C. 
Allen organization as a fifth product division. Orders for R. 
C. Allen-Guardsman and R. C. Allen-Military safes and file 
units may be placed through the company’s general offices in 
Grand Rapids. 

John W. Robertson, with 33 years in the industry, formerly 
president of Guardsman-Valentine, Inc. moves to R. C. 
Allen Business Machines, Inc. as sales manager of the new 
division, and will make his home in Grand Rapids. 





Amann Typewriter Co. Moves 

The Amann Typewriter Company, New Orleans, La., has 
opened for business in new and larger quarters at 902 Poydras 
St. The firm features a full line of business machines.—EEG 
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Part of 
your 
product... 





WOODCLINCHED 





M © N S © L is “part of the product” in every Ameri- 


can industry...the preferred pencil of America-on-the-job! Mongol 
records the test pilot’s reactions. Mongol verifies the bank teller’s 


balances. Mongol helps write the big steelman’s speech. 


Mongol was the first well-known brand of yellow pencil. It’s Amer- 
ica’s standard of quality—and today’s Mongol is the smoothest- 
writing, blackest-writing, longest-wearing pencil you can buy. It’s 
one of more than 3,000 products made by Eberhard Faber, the 
name people rely on for fine writing materials. Look for that name 


—Eberhard Faber—on EVERY pencil you buy! 


Trademarks Reg. U S. Pat. Off. 


EBERWARD FABER 


puts its quality in writing 


NEW YORK «+ TORONTO 


3,432,717 BUSINESS PEOPLE WILL READ this advertisement in “U. S. 


News”, “Business Week”, other leading office-management publications. 








San Francisco Fire Failed 


to Stop Schwabacher-Frey 





Schwabacher-Frey — 1905 


@ EVEN TOTAL DESTRUCTION during the San Fran 
cisco fire of 1906 didn’t bring an untimely end to the then 
infant business of Schwabacher-Frey Co. stationers. 

The fire left nothing but a few vital records of the com- 
pany’s first year of operation, but it couldn’t deter the spirit 
of the founders, James and Albert Schwabacher and Arthur 
Frey. This year the company celebrates its 50th anniversary 

Following the big fire in San Francisco, the men opened 
up for business in the Schwabacher family home, and moved 
several times during the next few years, seeking a permanent 
store. 

A year after the fire, the company entered into printing 
as a feeder for the stationery business, adding lithography 
three years later. 

All phases of the firm grew, with a plant opened in San 
Francisco in 1920 and another plant opened in Los Angeles 
in 1924. Today the company has a large retail store selling 
Stationery and office equipment, two modern printing plants, 








Main Store — 1955 


two warehouses and other facilities. 

The retail store at 735 Market St. has earned reputation in 
San Francisco. Besides stationery, office supplies, furniture 
and equipment, it offers radio-phonograph-television items, 
records, artist’s materials, cameras, luggage, gifts and ap- 
pliances. 

Its prominence was highlighted in the play “The Time of 
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San Francisco Printing Plant 


Your Life” by William Saroyan, when one character said, 
“Go up to Schwabacher-Frey and get me the biggest Rand- 
McNally map of Europe they’ve got.” 

At the same time, the company serves businesses with 
special merchandising departments that cover every need of 
the office. The firm also services schools, government and 
private institutions and even agencies of the Federal Gov- 
ernment. It is a jobber for stationery, art and toy retailers 
throughout the area, and of course it is a major California 
printing concern. 

In this, its 50th year, James Schwabacher is still the active 
head of the company. Albert is the president of Schwabacher 
& Co., an investment banking house established after World 
War I, and until his death in 1941, Arthur Frey remained with 
the company and pioneered the establishment of the business 
in the Hawaiian Islands. 


Store Cited for Recruiting Aid 

The Al Cook Desk & Office Supply Co. 204 N. W. Second 
St., Oklahoma City, Okla., recently received a citation for 
meritorious and valuable services rendered the U.S. Army Re- 
cruiting Services. 

Typical of the firm’s aid to the Recruiting Service was a 
recent window display which featured 10 frames of army 
insignia — an almost complete collection of insignia worn by 
the various ranks in Oklahoma’s 45th Division. The display 
also included various items of arms and accoutrements used 
by servicemen. 

Dominating the display was a U.S. Army Recruiting Service 
poster featuring a lighted replica of the Liberty Bell. 

The frames of insignia as well as the other articles in the 
display were from the private collection of H. B. Lee, vice 
president and secretary-treasurer of the firm. 

Among the articles on display were a duffle bag, canteen, 
ammunition belt, rifle, bayonet, sword, and two helmets; one 
was the helmet worn by Lee when he served in World War Il 
in an engineers’ Corps, attached to the 8th Air Force. The 
other was a “captured” German helmet, memento of his over- 
seas service.—EVH 


New Financing Plan for SoundScriber 

A new monthly installment financing plan providing for 
low downpayments and terms running as long as two years 
for the purchase of dictation and transcription equipment was 
announced by Joseph H. Hoyt, president of SoundScriber 
Corporation. 

The program was developed with the C.I.T. Corporation, 
national industrial financing firm. Previously, financing ® 
SoundScriber products was handled on a local basis by the 
company’s sales branches throughout the country. 
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CHICAGO LOCKS 


illustrated are some of our many types. 


MANUFACTURERS: Write for engineering co-operation on your lock needs. 
Ask for our complete catalog. 


CHICAGO LOCK CO. 


2016 N. Racine Avenue « Chicago 14, Illinois 
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FORTUNE ADS TOUCH OFF CHAIN REACTION; 
ONE MAN FLIES IN TO BUY 7 OFFICES! 





Standard Introduces Revolutionary New Exec. 


Furniture Line at Chicago Show as Dramatic 
New Full Color Ad Appears in National Mags 

















BOMBSHELL IN OCTOBER: Timed to 
h the NSOEA preview, Stand- 


coincide wit 


ard’s dramatic new Omega Executive Fur- 
niture group will be shown to consumers 
across the nation for the first time in full 
page ads in October issues of Fortune and 
Office Management. Follow-up ads are al- 
ready scheduled for November and De- 
cember. 

Order your tie-in promotion material now 


colorful mailing pieces and displays plus 
local newspaper mats are ready to go. Con- 
tact your sales representative or write direct 
to Standard 


LATEST RETURNS... 


Sales-minded dealers will gather in Room 
$13 of Chicago’s Conrad Hilton during the 
NSOEA Show, Oct. 1-5, to preview one of 
the most far-reaching developments to ap- 
pear on the executive furniture scene in 
years. The occasion will be the unveiling of 
Standard’s new “Omega” line, a William 
H. Sullivan design. 

Billed as “‘entirely different,” the new line 
is different from anything now on the mar- 
ket in styling and in adaptability to meeting 
varying tastes and needs of prospects. The 
Omega Group includes coordinated desks 
and furniture accessories for everyone from 
top executive to secretaries, with prices 
scaled accordingly. Don't miss the preview 
in Room 513! 





HERE’S HOW TO BECOME 
A STANDARD DEALER 


If you’re not now a Standard dealer 
and want to share in the new business 
being generated by Standard’s national 
advertising, take action as soon as pos- 
sible. A few Selected Dealer territories 
are still available. It will be well worth 
your while to investigate by writing 
direct to: Mr. Glenn Elwood, National 
Sales Manager, Standard Furniture 
Co., Herkimer, N.Y. In addition to the 
advantages of national advertising and 
selected territories, Standard makes 
available to eligible dealers a complete 
merchandising program. 











Culver Office Equipment Co. Mailing Chalks up 


2 More Complete Office Sales in 1 Day! 


Last month, Charles P. McKernan, presi- 
dent of ¢ r Office Equipment Co., Inc., 
Schenectady, N.Y., reported that his first 
tie-in ma : featuring Standard’s full color 
“Offices for Living” ad in Fortune sold three 
complete offices in one week. He also point- 
ed out that his mailing developed more in- 
quiries ne week than a one-third larger 
mailing on another major line pulled over 
a 2-mont! period. 
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Now, McKernan has set another record due 
to the Fortune ads and his mailing. In one 
day, he sold two complete Continental of- 
fices to two different buyers — one a school 
principal who brought the President of the 
Board of Education and his copy of Fortune 
to the showroom, saying: “I want this office 
as is."” Moral — to get prompt results and 
maximum returns per mailing, make your 
next mailing a Standard-Fortune tie-in. 


Another Fortune Reader 
Buys Sight Unseen; Gets 
6 hr. Desks, Inc. Delivery 


Booming is the word. June and July 
sales action on Standard Furniture 
outstripped May records as the im- 
pact of another full color, full page 
“Offices for Living” ad hit the far- 
flung, ready-to-buy Fortune Maga- 
zine audience, reports Glenn Elwood, 
Standard sales manager. 


Field reports and sales figures tell the 
story: Standard ads are sparking a 
fast-moving chain reaction reflected 
in consumer inquiries direct to the 
factory and to dealers sending out 
tie-in mailings. Advertising, Elwood 
says, is piling up inquiries not only 
by mail and ‘phone — but also in 
person! 


One example of the responsiveness of 
Fortune readers is the case of a Mid- 
western advertising agency executive. 
Responsible for setting up a new 
branch office, he spotted the factory’s 
home address in Fortune and hopped 
a plane to Herkimer. He selected fur- 
niture and accessories for seven com- 
plete Offices for Living. Actual pur- 
chase and final arrangements are be- 
ing made through Kalamazoo Office 
Equipment Co., a Standard dealer. 


Desks, Inc. Feels Impact 


Another case in point occurred when Mrs. 
John Orr Young, wife of the famous ad and 
public relations man, saw the Continental 
Furniture ad in Fortune. She was impressed. 
She needled her husband about re-furnish- 
ing his office. Result (never underestimate 
the power of a woman)—Mr. Young had a 
new Standard Continental Desk in his office 
within six hours after calling Standard deal- 
er, Desks, Inc. — purchased sight unseen... 
except for the printed page. 
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SHIFT TO SELF-SELECTION . . . A swing to 
self-selection was heralded during the 
60th anniversary observance of L. E. 
Muran Co., Boston. Two views of the 
remodeled store show, top, the front 
section with island and counter displays, 
and bottom, the store interior featuring 
wide aisles and shelf and island displays. 
Model office center is at rear. 


Muran Co. Converts 
To Self-Selection 


L. E. Muran Company, in observance 
of its 60th anniversary, completely re 
modeled the interior of the store to offe! 
self-selection to its customers. 

The firm, established in Boston, Mass., 
by Louis E. Muran in 1895, had its be 
ginning when Mr. Muran peddled blot 
ters, rubber bands and pens from office 
to office. 

In 1907, the present head of the firm, 
Edwin L. Gourley, joined the business 
then in an office at 220 Devonshire St 
The office supply business soon outgrew 
its quarters and moved to an entire floor 
on Franklin St, then in 1920, Mr 
Muran bought the printing firm of E. A. 
Hammond, absorbing most of the em 
ployees. 

The company expanded to two floors 
with a balcony at the rear of the store, 
and a few years later it was moved next 
door to its present location at 288-290 
Devonshire, expanding to three floors. 





In 1931, upon the death of Mr. 
Muran, the business was purchased from 
the estate, and Mr. Gourley was elected 
president and treasurer. He was joined 
by a new management which included 
Edgar L. DeForest, Robert Eldridge, and 
Miss Gertrude E, Nelson. 

The printing company was enlarged, 
new presses were purchased, and a furni- 
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ture display was opened following the 
change. 

In 1950, the two buildings on Dey- 
onshire St. were bought and the com- 
pany took over 12 floors for its opera- 
tion. Today, 50 persons are employed, 
32 of whom have been with the organ- 
ization more than five years and seven 
of whom have 25 years records. 


OPEN BRANCH STORE .. . Self selection 
is the buy-word in the recently opened 
branch store of W. H. Kistler Stationery 
Co., Denver, Colo. The new branch is lo- 
cated in the Denver Club Building. Stand- 
ing in the foreground, left to right, are 
William fF. Spaulding, vice president; 
Boswell A. Blackmer, manager of the 
branch store, and W. H. Kistler, presi- 
dent. 
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How many sales did you lose lasf# year 
because you “DIDN’T HAVE IT in stock?" 


The ultimate in one-upmanship would be to have everything in stock. 
The penultimate is to stock COMPONENTS according to the Arnot inventory play 


PARTITION -ettes | 





MODULAR 
FURNITURE 





OFFICE-ettes" 








CONVENTIONAL 
DESKS and TABLES 





CONFERENCE and 
OVERHANG DESKS 





EXECUTIVE 
OFFICE FURNITURE 








CREDENZAS 





eS SS 


AETNA STEEL PRODUCTS CORPORATION 











ts of th 
gg some tert Street Address 


System. City Zone State 


cer wee MD mes ab apabdbdhesw chenesme mean 





as facts and figures — Rakiatdtemeiieinen Chubsiie i 

ee eee eee 730 FIFTH AVENUE, NEW YORK 19, N. Y. 
plan? Call your Arnot representative 

or fill out and mail the coupon. Gentlemen: | 

I'd like to know more about the Arnot Inventory Plan involving 

We will also send you a colorful PARTITION-ettes and Arnot furniture components. 

brochure showing | 

installations and Name Title | 

an indexing of the Firm Name | 











*Pat. Pending Trade Mot 
ttlicensed under DuPont 


AETNA STEEL PRODUCTS CORPORATION 
ARNOT- JAMESTOWN DIVISION 
Executive Offices : 730 Fifth Avenue, New York 19, N. ¥. 
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BORROUGHS 
OPEN SHELF FILING UNITS 


Sliding shelves..open front.. single or double faced 


Ts 





Are you taking advantage of the big OPEN SHELF FILING 
market? From coast to coast, more and more companies are 
discovering its many advantages. Borroughs units are avail- 
able in 72” and 84” heights—12” and 24” depths—outside 
width 36°’. Sliding shelves are adjustable without bolting. 
Sliding dividers snap into place at any desired point on 
shelves, and slide with perfect ease. Yes, Borroughs Open 
Shelf Filing Units have definite sales appeal. If you are not 
already a Borroughs dealer, write sales department today 
for catalog and price list. 
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Bookcases and Storage Units Sliding Door Storage Cabinets _— Library Shelving Wrap Racks Open Shelf Files Steel Shelving | 
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BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3002 NORTH BURDICK alll KALAMAZOO, MICHIGAN 
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train your eyes 
on this beautiful 


Royal ad... 





it’s the start of a new 


Oya NATIONWIDE CAMPAIGN 


to direct new business to your door! 


Ads just like this... describing executive chairs, stools, desks, 
secretarial chairs, cabinets, storage shelving and more new items, 
will.appear in . . . Management Methods, Office Management, Modern 
Hospitals, Institutions, Modern Beauty Shop, College & University 
Business, and many more publications reaching your prospects. 
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You'll get reprints, easel displays, folders, leaflets, brochures, stun- 
ning new catalogs... all designed to stimulate new business... 


all created to help you sell! 


In powerful, big-circulation consumer magazines like NEWSWEEK . . . 
influential business publications like Business WEEK... full page, 
full four-color reproductions of these ads will be seen by owners, 


office managers, purchasing agents . . . your customers! 


Yes... this is only the start. Watch for Royal’s National Color 
Advertisement in Business WEEK September 24 and again on 


October 22... Newsweek October 3 and again on November 14 
.and as more and more magazines are added to the schedule, 


you will be informed of the dates in advance. Watch the trade. 


professional and industry publications, too... we'll be in them 
again and again with the Royal quality story TO HELP YOU SELL! 
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Getting there is half the fun 


Going places? Then let the world know about it. The office that’s equipped with 
Royal executive and secretarial furniture is telling the world that it’s 

on its way. 
with the very finest equipment possible. Everybody, from client to customer 

to clerk, notices this attention to detail. Do your executive offices 

reflect your own progressive thinking? If not, look into Royal furniture . . . 

a wise investment in personnel and public relations. 

Royat Mera, ManuracturinG Company e 175 North Michigan Avenue « Chicago 1, Illinois 


Offices and plants from coast to coast 
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.. that it’s far enough toward its goal to provide employees and executives 


for additional helpful ideas, turn this page . . 





professional furnitu re 





No. 1210 Executive Chair 


The seat of good judgment...designed for a 
man of impeccable good taste. Large seat and 
back are firmly molded with 6” of foam 
rubber—upholstered in rich Royal-Point 
fabric. Seat is flexible...raises, lowers and 
swivels at any height. Back is also adjustable. 
Plastelle enamel finished frame is ruggedly 
constructed. Internal mechanism crafted with 
watch-like precision. 


Look to 





No. 1250N Executive Chair 


Here’s a chair that heralds the position of 
every V.I.P. Built for man-size comfort, the 
wide, richly padded seat and adjustable free- 
floating back is tailored to perfection. Coil 
spring seat raises from 17” to 23”. All 
welded square tube frame is as strong as 
steel...features convenient island type base. 
Neatly upholstered armrests. 








Royal Metal Furniture Company, Dept. 510 
175 No. Michigan Ave., Chicago 1, Illinois 


Please rush me the new illustrated folder on your 


distinctive line of executive chairs 


rs 


State 
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No. 1230N Executive Chair 


With dignity and masculine simplicity, Royal 
has crafted this streamlined executive chair. 
24 unit hourglass coil spring seat is lavishly 
padded and mounted on all-welded steel 
frame. Tilt and swivel mechanism is adjust- 
able for personalized contour comfort. Sturdy 
island base complete with rubber kick-plates. 
Upholstered arm rests are poised on Plastelle 
finished frame. 


professional furniture 





1276N Posture Chair 


Royal’s deluxe posture chair was designed to 
promote top efficiency through healthful con- 
tour comfort. Shaped backrest is mounted on 
sturdy steel upright for back support and is 
adjustable 4 ways. 244” thick foam rubber 
seat can be raised from 17 to 23 inches... 
swivels at all heights. All welded steel base 
finished in Plastelle enamel. 





os 


ROYAL METAL MANUFACTURING COMPANY : 175 No. Michigan Ave., Chicago 1, Ill. 
Factories: Los Angeles « Michigan City, Ind. « Plainfield, Conn. « Warren, Pa. « Walden, N.Y. 
Southfields, N.Y. « Galt, Ontario 
Showrooms: Chicago « Los Angeles « San Francisco « New York City 


Authorized dealers everywhere 


No. 1265N Secretarial Chair 

Smart styling with comfort where it counts.., 
in foam rubber seat and 4-way adjustable 
backrest. Generous seat capacity gives full, 
firm support to stout or petite worker. Back. 
rest is mounted to compression action that 
follows every body movement. Steel frame 
finished in attractive Plastelle enamel. Sturdy 
base features molded rubber scuff guards 
and ball bearing casters. 


designed to facilitate modern business 
in form... function... and economy. 


900N Arm Chair 

A matching companion piece to No. 1230, 
this model was designed to complement a 
distinctive decor. All welded steel frame ac 
centuates the neat upholstery of Super Tufte 
..-a guaranteed vinyl plastic fabric. Seat, 
featuring coil spring, is fully padded along 
with backrest. Complete with upholstered arm 
rests. Overall dimensions: 21” x 2344”. 


No. 913-N Side Chair 

A matching side chair of fine quality. All 
metal, all welded square tubular steel frame, 
with leg braces for extra strength. Up 
holstered, replaceable flex-spring seat. Note 
flared legs, which protect back from marring 
wall. Seat, 1644” x 16”; back, 14” x 10°; 
overall, 1614” x 1934”. Plastelle enamel finish 





METAL FURNITURE SINCE ‘97 








O} 
ar 
th 


its... 
table 
full, 
Sack 
that 
rame 





' 


' 


| 


' 


urdy | 


lards 


ness 
my, 


. 





















Olalional A De luxe adding machine 


She saves 
half 
the time... 


Boss saves 
all 
the cost. 





Live keyboard* with keytouch adjustable to each operator! 





Saves up to 50% hand motion — and 


effort! N. before have so many time- 
and-effort-saving features been placed on 
an adding achine. 

Every } perates the motor—so you 
an now t the motor bar. No more 
back-and hand motion from keys 
to mot 

Keys nstantly adjustable to each 
operator s ich! No wonder operators 
are so husiastic about it. They do 
their w faster with up to 50% less 


effort. New operating advantages, quiet- 
ness, beauty! 

“Live” Keyboard with Adjustable Key- 
touch plus 8 other time-saving features 
combined only on the National Adding 
Machine: 
Subtractions in red . . . Automatic Credit 


Automatic Clear Signal . . 


Balance in red... Automatic space-up of 
tape when total prints . . . Large Answer 
Dials . . . Easy-touch Key Action . 

Full-Visible Keyboard with Automatic 


Ciphers . . . Rugged-Duty Construction. 


THE NATIONAL CASH REGISTER COMPANY, pavron 9, onto 


977 OFFICES IN 94 COUNTRIES 
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Contact Dayton Office, 
Adding Machine Division, 
now, for information about the 
complete adding machine line 


dealerships still available. 


*TRADE MARK REG. U.S. PAT. OFF. 


Walonal 


ADDING MACHINES » CASH REGISTERS 
ACCOUNTING MACHINES — 


145 








INTERNATIONAL FLAVOR .. . Import as 
well as domestic business and office ma- 
chines lend an international flavor to 
the new display room of the W. T. May 
Co., Jackson, Miss. The firm is distributor 
for many foreign-made machines. 


Mississippi Dealer 
Features World-Wide 
Machine Selection 


A tour through the new quarters of the W. T. May Com- 
pany in Jackson, Miss., has all the aspects of an international 
business machine exposition. 

Opened for business in July, the new store at 117-119 E. 
Pascagoula St., has one of the largest and most complete 
business machine displays in Mississippi. 

Mr. May, with 20 years of experience in the business, 
opened his first store in Brookshaven, Miss., 16 years ago. 
In 1952, he opened the first W. T. May Company store in 
Jackson and decided at that time to bring the finest American 
and foreign machines to the business firms in his area. 

His success was immediate, and soon his store was too small 
to display the variety of machines he offers. The bright, mod- 
ern new quarters now occupied present a complete array of 
world-wide products. Such names as Olivetti, Gestetner, 
Odhner, Facit and Olympia are now common to the business 
people of Jackson. 

Beside offering better display area for customers, the new 
store affords more space for efficient service and repair work, 
an important phase of the firm’s operation. 

Back of the extensive array of equipment offered is a fully 
qualified service force, thoroughly trained in factory methods 
by company representatives who keep in close personal touch 
with the store’s operation. 

Mr. May, who attributes his steady growth to quality prod- 
ucts, complete service facilities and prompt attention to cus- 
tomer’s needs, personally works with his staff to insure satis- 
factory service to all who visit the store. 

The firm also has sub-dealerships for many of the famous 
foreign makes of machines in various other Mississippi com- 
munities to facilitate quicker local service. 





Frifield Takes WOFI Post 


Don R. Frifield, former promotion di- 
rector for the National Association of 
Radio and Television Broadcasters, has 
been named assistant secretary of the 
Wood Office Furniture Institute. 

He fills a vacancy created by the re- 
cent elevation of Robert A. Spelman to 
the position of executive secretary. His 
duties will include supervision of 
WOFI’s 1955 schedule of sales clinics, FA 
the Institute’s Certified Office Planning D0. R. FRIFIELD 
Service program, and handle trade relations. 

Mr. Frifield was graduated from Ohio State University at 
the age of 17, and held a commission in World War II in the 
Navy at 18. Beside the NARTB, he has been connected with 
Jewish War Veterans, B’nai B'rith, Pabst Sales Co. and Fair- 
child Publications. 





Returns to Maverick-Clarke 


Carl Stevens has returned to Maverick-Clarke in San An- 
tonio, Tex., in the capacity of city salesman.—JHR 
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Book Store Gives Students Service 
The Southwestern College Book Store recently opened in 
temporary quarters in the student union building on the cam- 
pus of Southwestern State College, Weatherford, Okla. Louis 
O. Folks, manager, is assisted by student part-time workers. 
The store eventually will be located in the new $500,000 
Southwestern student center, now under construction on the 





HELPING HAND .. . Louis O. Folks, manager of the 
newly-established College Book Store, at Southwestern 
State College in Weatherford, Okla., explains services 
to Janet Duckett, a student. 


campus. Profits from the college-operated book store will go 
to help retire the bonded indebtedness on the new build- 
ing, college officials announced. 

Planned solely as a service institution to students, the store 
will handle new and used books and supplies of all kind, and 
any book or supply not regularly kept in stock will be ordered 
on request, Mr. Folks said. 

Among special services already available to students are: 
cashing checks, wrapping for mailing, gift wrapping, repair 
service, special orders and typewriter rental service —EVH 








Miami Systems Increases Prices 

Due to mounting costs of labor and material, Miami Sys- 
tems Corporation has announced price increases effective 
August 1. These increases range from 5 to 8%. 
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C-FOAM 


SUPERIOR QUALITY SMARTEST STYLING INDIVIDUALLY PACKAGED 














C-FOAM 


C-FOAM and C-FOAM MOLTEX are 
the largest selling cushions in the 
world today. And for one good reason — 
they’re the best. 


2” x 14” x 15” retails at $5.95 

2” x 16" x 18” retails at $6.95 

2” x 17" x 19” retails at $7.95 (Bank of England Model) 
14” round stool cushion $5.95 


C-FOAM MOLTEX 


C-FOAM MOLTEX is remoulded foam latex 
rubber. It carries the same guarantee. Here’s 
cool comfort, smart styling and lasting 
resiliency — at a budget price. 
1’ x 14” x 15” retails at $3.95 

x 14x 15” retails at $4.95 

x 16” x 18” retails at $4.95 

x 16” x 18” retails at $5.95 


17 


x 17” x 19” retails at $6.95 Aiso 14” round for drafting stools $3.95 


3341 West El Segundo Bivd. « Hawthorne, California 


Shipped direct to you from our closest branch: MEMPHIS * CHICAGO + SAN FRANCISCO * SEATTLE * DALLAS 
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stationers, machine and 
- dealers use” 


ee Coa 


As you might expect, OA's Buyers Index issue is the outstanding buying guide in the 


industry, because it is geared to the expressed needs of dealers and advertisers. 


To make sure of providing the most useful service possible, Office Appliances 


contacts users from time to time seeking better ways to serve dealer needs. 


So, when stationers, machine dealers and furniture dealers across the country 


say that OA’s Buyers Index issue is in almost constant use—that it is an invaluable 


source of buying information—it is an endorsement that is meaningful and re- 


spected. 


Here, for example, is what a respresentative number of dealers told us in our 


most recent questionnaire: 


89% 


month (only one said ‘‘never’’). 


use the Buyers Index issue at least once each 


44 6% use the Buyers Index issue at least once every 


week. 


Small wonder that during 1954, after 
the Buyers Index first introduced buy- 
ers’ inquiry cards, more than 14,000 
dealer inquiries were received con- 
cerning products and manufacturers. 
Such response registers the steady 
dealer traffic in the annual Buyers 
Index issue—traffic that pays off for 
advertisers and dealers, alike. Here's 
How: 

When deal- 
ers turn to the Buyers Index they are 


it locates customers: 


seeking specific buying information. 


They are ready-to-buy customers 
looking for a buying source. 

lt locates wanted merchandise: 
The complete listings direct ready- 
to-buy customers to available iines. 
They locate the right merchandise at 
the right time for making sales. 

it directs buyers to your company: 
The complete listing of manvufactur- 
ers provides full between-calls cov- 
erage and service to customers, when 
they are ready to buy. 


it makes new sales contacts: The 


full supply of dealer inquiry cards 
in each Buyers Index directs inquiries 
to the efficient OA Service Bureau 
where they are quickly processed 
and forwarded to proper suppliers. 
They enable OA to direct new cus- 
tomers to appropriate sources. 

This effective 4-in-1 sales service 
provides a plus value to manufac- 
turers who supplement their listing 
material with additional sales infor- 
mation by advertising in the Buyers 


Index Issue. 
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There's this about 


The Buyers Index Issue. . . 


For Advertisers: The dramatic leadership 


of the Buyers Index issue in number of 
pages of advertising and the number of ad- 
vertiser solid evidence of its importance 
in producing sales the year ‘round among 
office supply and equipment dealers. 


For Dealers: The advertising in the Buyers 


Index issue provides an additional source 
of helpful information on merchandise and 
merchandising that makes the Buyers Index 
the most comprehensive, most-used buyers 
guide available. 


MORE ADVERTISERS 


Buyers Index Advertisers 
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MORE ADVERTISING 
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PLAN NOW te get full sales advantage of 
the most complete, most-used, buyers guide 
n the Industry. Be sure you are adequately 
represented in both Office Appliances ond 
the annual Buyers Index issve in February. 
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Three important reasons why: 


CATALOG-TYPE INSERTS 
IN THE BUYERS INDEX ARE 
A PROFITABLE INVESTMENT 


When they are making buying decisions, 
dealers want and use all the buying infor- 
mation available. More than half of the 
dealers who replied to the OA question- 
naire said they either had no system for 
keeping sales material, or relied upon 
manufacturers to keep sales information 
up to date. 

The result: 94.2% of those who ex- 
pressed an opinion said they found cata- 
log-type advertising in the Buyers Index 
a valuable help in buying. 

The constant use to which dealers put 
the Buyers Index as a source of buying in- 
formation (the more information you pro- 
vide, the easier for dealers to buy) as- 
sures you of year-long coverage of the 
right customers, with the right sales in- 
formation at the right time for making 
sales when you use catalog-type inserts in 
the Buyers Index issue. 


Ask your Office Appliance representa- 
tive for full information and for helpful 


suggestions. 


If what you sell goes into an of- 
fice, your advertising belongs 
in Office Appliances’ Buyers In- 
dex Issue. 





600 WEST JACKSON BLVD. 
CHICAGO 6, ILLINOIS 


NEW YORK: 100 E. 42nd ST. 
LOS ANGELES: 2633 MILITARY AVE. 
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NEW PLANT STARTED A new, one 
quarter million dollar building will house 
the Weber Addressing Machine Co. in ee & 
Mount Prospect, Ill., in the near future. { 


Weber Addressing 
Builds New Factory 


Weber Addressing Machine Company has broken ground 
for its second new plant in Mount Prospect, Ill. 

The one quarter million dollar building will contain 21,000 
square feet of floor space, with a two-story office section in 
front and a one-story shop in the rear. It will be located on 
1% acres of ground on the southeast side of Mount Prospect. 

This is the second plant to be built for the firm since Joseph 
Weber moved his business from Chicago to Mount Prospect 
in 1947. An addition of 3,700 square was made to the 
first building in 1951 to keep up with expanding manufactur- 
ing. 

The new plant will be four times the size of the present 
quarters, and is expected to be big enough for the business 
for five years. 


feet 


Bill Driscoll Retires 
After 54 Years with Carter’s 

ea Because Bill Driscoll looked so young 
and few realized that he had 
completed 54 years service as a 
man for The Carter’s Ink Company on 
the eve of his retirement recently. 

He was honored by a luncheon given 
by his many close friends in the main 
office in Cambridge, Mass., and pre- 
sented with a Polaroid camera. 

He had previously been honored with 
a testimonial dinner in 1951 when he 
celebrated 50 years of service with the 


vigorous, 
sales- 





BILL DRISCOLL 


company. 

It was pointed out that despite his many years of working 
ceaselessly as a salesman, Bill found plenty of time to aug 
ment his list of friends, expending his energy to help them 
as well as many young Carter’s salesmen and others beginning 
in the stationery lines. 

At one time, the entire sales force of a large statione 
joined in giving him a testimonial dinner complete with a 
gift of matched pipes to show their appreciation of his efforts. 

He is an ardent believer in associations, and worked with 
the Boston Stationers Association as well as being one of the 
forming leaders in the Connecticut Valley Stationers Associa 
tion and the New England Travelers club. 


Birmingham Firm Sold 

Stockholders of Roberts & Son, Birmingham, Ala., printing 
and stationery firm, have sold controlling interest to Fred E. 
Arn of Birmingham and William C. McDonald Jr. of Savan- 
nah, Ga. 

Mr. Arn was elected president of the 83-year-old firm and 
Mr. McDonald was named vice-president and treasurer. C. | 
Travis will continue as secretary and comptroller. 

Mr. Arn was formerly sales manager of the Birmingham 
Paper Co. Mr. McDonald, who served with Gen. Claire Chen- 
nault in China from 1936 until the end of World War II, was 
formerly connected with Pan American airlines, as a master 
pilot. 
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Underwood-Samas Punch Cards 
Used for Business Show Tickets 
Tickets for the 1955 National Business Show will again be 
printed on Samas Underwood punch cards, Rudolph Lang, 
managing director of the 51-year-old show, has announced. 
Tickets for the 1955 Show, which will be held October 24- 
28 in the 69th and 71st Regiment Armories, New York City, 
will mark an innovation in ticket design, Mr. Lang stated. 
[he 1955 tickets are in the form of a combination ticket 
and badge. “This, we think, solves a problem,” Mr. Lang said, 
“that plagues the management of shows with a broad hori- 
zontal audience such as ours. Exhibitors have asked us in the 





| 


WELL IDENTIFIED L. C. Stowell (right), newly-elected 
Underwood Corp. chairman of the board, examines the com- 
bination ticket-badge which will be used for the 1955 National 
Business Show. Mr. Stowell looks at the complete ticket held 
by Harold R. Russell, manager, Samas Division, Underwood 
Corp. Looking on is Rudolph Lang, managing director of the 
51-year-old show. 


os 


past to furnish some means of identifying visitors by name 
and company. However, the solutions used by shows of small- 
er and narrower audience, are not practical for us. 

“Our new ticket-badges are easy to use. The ends of the 
punch card are admission tickets to the 69th and 71st Regi- 
ment Armories. One ticket carries the name of the exhibitor 
in the armory in which its display appears. The other ticket 
is for admission to the other armory. 

“The center of the ticket is die-cut so that the back of the 
ticket-badge can be inserted in a breast pocket with name and 
company of the visitor filled in and clearly visible on the face. 
In addition, a slit will be made in the badge part of the ticket 
so that it can also be worn over a button or with cloth pulled 
through to hold the badge in place. 

Another innovation for the coming National Business Show 
will be the identification of those manufacturers who sell 
through dealers. Mr. Lang stated that in this way manufac- 
turers could increase consumer demand by spotlighting those 
products available through local dealers. In addition, the mat 
aging director said, manufacturers can reach the hundreds 
of dealers who annually attend the Show. This will assist the 
manufacturers, Mr. Lang declared 
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Custom- Made Yo Your Requirements 





STORMS SERVICE BUREAU 


The Storms Service Bureau is ready 
to help you with special applications 
of carbon aper, inked ribbons and 
caoron rolls. You are invited to con- 
sult with Storms any time you get 
such requests from your customers. 
No obligation, of course. 











RIBBON | 
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T here's a STORMS Private Brand Plan to fit 
the needs of every dealer .. . large or small. 
Do as other satisfied dealers have done for 
over 50 years . . . call upon STORMS for the 
finest Carbon Paper, Carbon Rolls and Inked 
Ribbons. Use the coupon below for complete 
information and samples. 


H. M. STORMS COMPANY 


Ready for you 
NOW — the new 
1955 Storms Cat- 
of quick reference 
to hundreds of 
items. Write for 


yourcopy TODAY! 
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H. M,. STORMS COMPANY OA-10 
Storms Building, Brooklyn 38, N. Y. 

Gentlemen: We are interested in the Storms Private Brand 
Program. 


Please send us complete information and samples. 


We would like a copy of your new 1955 Catalog. 


Campy TG bss oes wee bes poeccsete thal couee ane 
I yy ee ee ee errr ee ee 


POPP eC EPICS Preece CCPC CC CE COCO Cee TCC 


STORMS BUILDING, BROOKLYN 38, N. Y. 
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Appointments... 


Rite-Line Names Sales Chief 


Thomas V. Mahon has been appointed 
domestic sales manager in charge of 
Rite-Line Corp. dealer operations in con- 
tinental United States. Before joining 
Rite-Line, Mr. Mahon was district sales 
manager for Warren Featherbone Co., 
Inc., Three Oaks, Mich. 





New Burroughs Post 


Burroughs Corp. has named William R. 
Turner to the newly created post of 
manager of military field service for the 
company’s defense contracts organiza- 
tion. Mr. Turner is a veteran Navy pilot 
and former instructor for the Royal 
Netherlands Indies air force. For the past 
seven years he has been in the aircraft 
industry in engineering. 





Small Joins Jasper Desk 


The Jasper Desk Co., Jasper, Ind., recently announced the ap- 
pointment of W. M. Small as representative for the firm in 
Missouri, Kansas, lowa, Nebraska, North and South Dakota, 
Minnesota and Southern Iilinois. 


Takes Southern Post 


W. J. Biddle (pictured), former sales 
administration manager in the home of- 
fice of Ditto, Inc., has been appointed 
Southern District sales manager for the 
firm, supervising company branch offices 
and distributors in North and South 
Carolina, Georgia, Alabama, Florida, and 
parts of Kentucky, Tennessee and Mis- 
sissippi. He will have headquarters in 
Atlanta, Ga. Mr. Biddie’s duties in the 
home office were taken over by T. A. 
Selogie. 





Heads Stebco Sales 


Ralph W. Graham has been appointed as 
general sales manager for Stein Bros. 
Mfg. Co. He has been in the industry 
for more than 20 years as store man- 
ager for Stockwell & Binney, San Ber- 
nardino, Calif., sales manager _ for 
Schwabacher-Frey Co., Los Angeles, and 
for many years general sales manager 
for Columbia Ribbon & Carbon Mfg. Co., 
Inc. He was manager of the store and 
stationery division of A. Pomerantz & 
Co., Philadelphia. For the past year and 
one-half he has represented Stebco 
Products in the Southeast. 





Carr Joins Felt & Tarrant 


Leslie Carr has been appointed western 
division sales manager, Compfometer 
Dictation division, of Felt & Tarrant. He 
has spent 30 years in the office equip- 
ment field, mostly with Marchant Calcu- 
lating Machine Co., where he was na- 
tional sales manager. Mr. Carr makes his 
home in Oakland, Calif. 





Two Join Sight Light Staff 

Robert M. Crippen and James Curran have recently joined the 
Sight Light M.G. Wheeler Company as sales representatives. 
Mr. Crippen, former sales manager of the Taylor Chair Com- 
pany, will represent Sight Light in Tennessee, Alabama, North 
Carolina, South Carolina, Georgia and Florida. He will continue 
to represent Taylor in this territory. Mr. Curran will cover 
Pennsylvania, Maryland, Delaware, Virginia, the District of 
Columbia and the southern part of New Jersey. He formerly 
represented the Eagle Pencil Company in the Philadelphia area. 
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James S. Reed of Clary Corporation visited OFFICE AP- 
PLIANCES on August 11. Expecting to find temperature in 
Chicago in the 90’s upon his arrival, he was pleasantly sur- 
prised to find it in the lower 80's. Mr. Reed has much to do 
with matters of personnel at company headquarters in San 
Gabriel but occasionally lends a hand to the sales department. 
His stay in Chicago was a brief one. 


Ralph B. Segerstrom of S. & M. Distributing Company, 
Denver, favored OFFICE APPLIANCES with a visit on 
August 24. He spent two days in the Chicago area on business, 
with time out one evening to see the White Sox and the Orioles 
split a double header. He expressed satisfaction at the prog- 
ress made in selling his combination hand addresser and 
duplicator known as Zip-O-Riter, which has been on the 
market only two years. 


lowa Office Supply Head 
Subject of Newspaper Feature 

William Koch, president of Koch Brothers, Des Moines, 
Iowa, office supply and printing firm, was recently featured in 
the Sunday business section of the Des Moines Register. 

Mr. Koch, who has been president of the company for 55 
years and president of the National Life Insurance Company 
for 25 years, was described as a “conservative yet aggressive 
businessman.” 

The article pointed out that Koch Brothers never holds a 
sale or feature price markdowns, yet it spends $15,000 a year 
on advertising. It’s 20 salesmen, all specialists in their lines, 
stress standardization, and this has brought about acceptance 
by businesses of single lines of equipment with repeat sales. 

The firm has not missed a dividend in three decades, the 
article points out, and sales last year amounted to 12 million 
dollars, as compared to $180,000 in 1925. 

The company has four main divisions, office furniture, office 
machines, stationery and office supply, and printing and book 
binding. Latest trends in window display are utilized in seven 
large windows. 

Mr. Koch is very active in Masonic work. Known as the 
“dean of Iowa Masons,” he has been Sovereign Grand Inspec- 
tor General for Iowa since 1937 and is an active member of 
the Supreme Council in Washington, D.C. He is a 33rd degree 
Mason and is now in charge of Scottish Rite Masonry in 
Iowa. His four sons are all 32nd degree Masons. 

Mr. Koch is a director of the Town Mutual Fire Insurance 
Company and the Allied Mutual Casualty Company. He is a 
trustee of Drake University, a charter member of the Des 
Moines club and a member of the University, a charter mem- 
ber of the Des Moines club and a member of the University 
Christian church.—A.L. 


Sales Pamphlets Available 

Two new pamphlets, “Guides to Strengthening the Sales 
Effort” and “Broadening the Sales Department’s Role” have 
recently been released by the American Management Associa- 
tion. 

The publications, No. 94 and No. 95 in the AMA Market- 
ing series, are aimed at the sales management of firms. The 
first mentioned covers outside agencies that may be useful to 
a sales chief, sales staff problems, and a case history review 
of new product promotions. 

The latter booklet is composed of comments by large com- 
pany presidents on sales management's increasing responsibility 
to the company and its progress. 
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ASE CONVERTIBLE 
OFFICE DESKS 


Better Built for Better Business 





ir \ re“Nry , 4 IN 
~ i . | & 
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Distinctive in appearance .. . efficient . . . convertible . . . ASE Steel 
Desks possess a host of advantages which create real customer satis- 
faction .. . build greater profits for you. Remember, too, that these 
satisfied customers stay sold on All-Steel and you . . . they offer a recep- 
tive market for profitable repeat business. Line includes flat top, type- 
writer, billing machine, fixed bed, calculating machine and interview 
desks in a wide range of types and sizes. 

It will pay you well to display ASE Steel Office Furniture 

prominently on your floor. Foremost in quality . . . give 


it the floor space it deserves . . . ASE office furniture 


practically sells itself. 














rae 


your floor 


me 


rora, Illinois 





Write for complete information. Franchise may be open in your community. 
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INCREASE YOUR SALES VOLUME WITH | 


HASKELL’S POPULAR 24” BUDGET STEEL 


MODULAR DESIG 
LITT LI TIT © ‘S582 


[eae | | 





| | | | | 
/ : ! 


More Pypular Than, Leer / 


24". SPACE-SAVING 
DESKS ¢ TABLES ¢ CABINETS 














Haskell’s 24” Modular Design goes everywhere and 
especially where there’s a space problem to meet. For LOMEI baa: ahele 4) \ich 
Haskell offers the widest range of sizes and the widest 

choice of matched pieces—desks, tables and cabinets. NO ASSEMBLING: 
All handsome, modern designs and best of all—they’re 
budget-priced! 


Because each Haskell piece stands on 
its own feet, you can do so much more 
with Haskell Modular Designs. Arrange 
There are hundreds of new offices to be fitted and rearrange them eat a8 of oan. 


and with the high cost of office space, the need 
for economy as well as beauty and efficiency 
. . . points to Haskell! 


There’s a great profit potential for you in Haskell 
Modular Budget Steel that’s worth investigating — 


WRITE TODAY FOR 
MODULAR DESIGN BROCHURE 














303 E. CARSON ST. ¢ PITTSBURGH, PA. 




















BUDGET LINE 


YOUR PIONEER STEEL BUL 
| ct 
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ler introduces the 
TR-30 money safo! 


© It’s the first to qualify for the new “F”’ insurance 


classification . . . and the greater-than-ever premium 
¢ Here's the first torch-resistant money safe ever of- discounts allowed on both Money and Securities Broad 
fered at a moderate price as part of a standard line of Form and Mercantile Safe Burglary policies. 


prote e equipment. a 
™ © it’s a “first’’ that typifies the way Mosler keeps the 


¢ It’s the first armored steel money safe to pass the leadership of the industry . . . consistently gives Mosler 
independent Underwriters’ Laboratories, Inc. severe dealers the opportunity to be first with the newest and 
tests for 30-minute torch-resistance. finest . . . first to get the benefit of it in easier sales 


and profits ! 


A | 


Mail coupon for full details about the amazing new Mosier TR-30 Money Safe, today ! 


IF IT’S MOSLER ... IT’S SAFE CeO eee OEE HEHEHE HEHE EET EHH HEHE EEE EEEE SHEET EEEES 
GZ 4 The Mosler Safe Company, Dept. OA-10 
* Mosler Safe @ 2 = 
Since 1848 Please rush complete information to me about the new Mosler TR-30, 


first Torch-Resistant Money Safe at moderate prices in America 





eseeeeeeneeee 


W reest builders of safes and bank vaults Mosler NAME 
». Gold Storage Vaults at Fort Knox and the famous 
hat withstood the Atomic Bomb at Hiroshima . FIRM 
: ADDRESS... . 
° CITY . . ZONE STATE. . 
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Production Workers Become 


Salesmen for a Day 


WHAT IS A FACTORY worker’s view of a salesman? A 
glib-talking smoothie who prances into a customer’s office witH 
a product, and waltzes out with a check? ‘ 

If three production workers of the Monroe Calculating Ma- 
chine Company, selected at random, had any such notions 
before, they changed their ideas quickly after spending a day 
with their sales counterparts on calls on a regular day’s 
schedule. 

The factory men walked the blistering pavements in 90-plus 
temperatures. They toted Monroe calculators, most portable in 
the business for moving from desk to desk but becoming 
increasingly heavier when carried a couple of blocks. They 
noted the salesman’s disciplined geniality in the face of 
customer resistance, and his patient persistence in determining 
and filling customers’ needs. But as for swapping jobs with 
their sales opposites, they allowed at the end of the day that 
they’d stick to their machines 


Part of Program 


The salesmen-for-a-day tours were part of the Monroe 
Company’s industrial relations program, which aims to give 
its employees an insight into all phases of the business. The 
production men chosen were a screw machine operator, Harry 
Gallfy, and a milling machine operator, Frank Rofinsky, both 
of the company’s Orange, N.J., plant, and a calculator as- 
sembler, John Hannan, of the Morris Plains, N.J., plant. 

Salesmen in the company’s Newark and Paterson branch 
sales offices took them in tow. The reports brought back by 
the plant men were made to all production employees in the 
company’s four plants through the monthly employee maga- 
zine, Keynote. 

“The salesman has to expend a lot more effort than we do 
to get returns,” was the observation of Assembler Hannan, add- 
ing that “our pay check remains the same if we put forth the 
same effort each week.” The salesman makes his calls daily, 
but the probability of getting an order may be months in the 
future, he noted. Nevertheless he treats his prospects in a 
friendly yet restrained manner, building up good will and 
confidence in himself and his machines. 

“Hardest job a salesman has is trying to convince customers 
our machines are best,” said the assembler, who wanted none 
of the nervous tension experienced by the salesman who must 
take the spotlight and dominate every interview if he hopes to 
make a Sale. 

Screw Machine Operator Harry Gallfy, too, felt that selling 
is a baffling business, stating that he heard prospects offer 
“101 reasons why they shouldn’t buy.” “It's a highly 
competitive business we’re in,” he said, having spotted com- 
petitors’ machines in several of the offices visited. 


Details Experience 


Mr. Gallfy gave his co-workers a play-by-play account of 
the successive steps before a man gets the order—and his re 
muneration. The salesman, who had previously sent out direct 
mail promotion to a list of engineering firms, called on five 
prospects, saw only four. Of the four, one was interested but 
not ready to buy until the fall. So the salesman will go back 
a few months from now, Mr. Gallfy reported, and place a 
machine for trial. Then he’ll show the engineer how to do 
his own figure work on the Monroe, and probably make two 
or three callbacks before he finally, he hopes, makes the sale. 
“It’s a long wait between doing the job and getting paid for 
it,” says Mr. Gallfy. 

“The salesman can’t walk away from his job when the bell 
rings at 4:30 either,” said Milling Machine Operator Rofinsky. 
All three men noted that the salesmen had a knowledge of 
every prospect’s figuring systems and talked in the user’s 
terms, whether they were in the office of an engineering firm, 
a manufacturing company, or a savings and loan association. 
This knowledge, they were told, comes with training and con 
tinual study, and the salesman often spends his evening hours 
working out a figure application for a customer, or writing 
up a proposal for a Monroe installation. “The salesman sure 
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A NEW ROLE. . . John Hannan, calculator assembler of Morris 
Plains, N.J., plant of the Monroe Calculating Machine Co., ac- 
cepts invitation of salesman H. L, Stanbach of Newark, N.J., 
sales office, to go with him to see how the other half works. 





has to know his stuff,” the plant men agreed. 

“And he has to be able to take it,” added Mr. Rofinsky, 
who became downright disheartened when the salesman was 
refused an interview with a curt “Mr. B is too busy to see 
you today,” or a machine on trial had to be taken out be- 
cause “we have all the equipment we need.” 

Taken to the service departments, which are part of every 
Monroe branch sales office operation, the production men 
were impressed with the importance of quality in their own 
work. Reporting back to his co-workers at Orange, Mr. 
Rofinsky declared that “it’s up to each and every one of us at 
Monroe to see that we turn out first-quality parts and ma- 
chines .. . and you can quote me on that.” 

Greater understanding from the one-day tandem sales tours 
wasn’t all on the production side. The salesmen felt that they 
too gained much, in learning the plant men’s reactions as they 
saw the end use of the products they make. And from the 
standpoint of company solidarity, it is a good idea to have 
this exchange of viewpoints, the salesmen agreed. 

The mechanics’-eye view of the other fellow’s job revealed 
to the plant men the rigors and uncertainties and irregularities 
faced by the salesman. “Every man does the job he’s qualified 
for, and the Monroe salesman has to be good to keep us in 
business,” was the consensus of the three production experts. 


Fitzgerald Heads Master-Craft 


Russell C. Fitzgerald has been elected 
president of the Master-Craft Corpora- 
tion, Kalamazoo, Mich., by the firm’s 
board of directors. 

Mr. Fitzgerald has been with Shaw- 
Walker for all of his business life, start- 
ing with the firm in 1927, and he has 
been with Master-Craft since 1944 when 
he was assigned as assistant to the pres- 
ident. He was promoted to assistant gen- 
eral manager in 1945 and general man- 
ager in 1949. 

Following his graduation from the University of Michigan, 
he joined Shaw-Walker and spent one year in the factory 
and six months in the home office before he was transferred 
to Toledo, Ohio, as a salesman. He was named Toledo branch 
manager in 1938. 

Mr. Fitzgerald is a charter member of the Toledo chapter 
of the National Association of Office Managers, the Illinois 
Athletic Club in Chicago, and the Park club in Kalamazoo. 





R. C. FITZGERALD 
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No. 1900-WGR Bel Air 
= WALL GARMENT RACK 





| No. 75-S Modurn 
| SAND URN 


No. 56-S Regal 
} SAND URN 


specially designed for 
e OFFICES e HOTELS 
e INDUSTRIALS e TAVERNS 
e BARBER & BEAUTY SHOPS 
e RESTAURANTS e SCHOOLS 
e PUBLIC BUILDINGS 
e FUNERAL HOMES 
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No. 18-GR Silent Butler 
GARMENT RACK 








Honor Guard 
STANDARDS 











No. 25 
Duchess 
TORCHIER 
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. > | For big profits, display the entire 1955 line of 
smart, new VALCO accessories. Each piece is the 
“er result of years of research and development, and 
No. 408 : : 4 No, 265-T 
Siatecman is made of the highest quality aluminum .. . Coomepeliten 
COSTUMER will not rust! The unbeatable VALCO combina- cocktail SMOKER 
No. 17-C a, tion of gleaming beauty, modern styling and 
Monarch , s economical upkeep means extra sales for you No. 60-S ; 
COSTUMER — to an almost unlimited market. semaine maaan —— > — 
No. 1500 vt > : No. 260 ‘ey 
Nobility WRITE FOR PRICE LISTS & COMPLETE DETAILS New Yorker — 
COSTUMER SMOKING STAND 


V/\[L[eft] company-1311 ANN AVE.+ST. LOUIS 4, MO. 
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Fire-resistive vault doors for 
new construction and oti 
replacement markets. - 





Map and Plan Drawers for 
engineers, art studios, printers, etc. 










Steel Transfer Files priced 
right for contract and 
over-the-counter selling. 
(NEW LINE) 


Steel Money Chests for everyone who 
exchanges merchandise for cash 


ne {hat SETS THE PACE 


Typical pace-setting advantages of the YORK line 
are these new products and merchandising ideas: 
(1) Insulated Files. In addition to 1, 2, 3 and 4-drawer 
letter and legal models, this new line features 5-drawer 
cross files . . . 5-drawer check files . . . 6-drawer 8x5 
files .. . and 8-drawer tab card files. (2) Steel Transfer 
Files. A completely new line priced to capture the cardboard market 
... features simplified new arrangements for locking files together 
without use of tools. (3) Exciting new colors for safes... 
complementing the trend to decorator-planned offices. 































Fire-resistive Safes of 
all types and sizes 
with Underwriters’ 1, 
2, and 4-hour labels. 
(NEW EXCITING COL- 
ORS AVAILABLE) 





All ingredients for successful merchandising are incorporated 
in the YORK line (sold exclusively through dealers) . . . 

a proud name widely known for quality and performance 
... prompt deliveries ... factory representatives ready 

to help increase volume and turnover. Be sure you 

have up-to-date sales data . . . especially on 

our new lines! Use the convenient coupon today. 


YORK SAFE & LOCK 
2000 Mulberry Rd., S. E., Canton 2, Ohio 






\ 






\ 
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Insulated Files 

in many models 
provide 1}-hour 
Underwriters’ 
labeled fire 
protection for 
records at point- 
of-use. (8-drawer 
tab card file 


shown). 
(NEW LINE) 







The Most 
amous Name 
in Protectior 


Daeslers! Get Aboard / 


@eeeeeeeeveeeseeeeeeeeeeeeneeeeeeeeeeee 


York Safe & Lock 
2000 Mulberry Rd., S.E. 
Canton 2, Ohio 


Please send complete selling data on: 















(] New Insulated Files _] New colors for safes 

() New Transfer Files [] Complete Line 

Firm 

Individual Title 

Street S 
City Zone State 








NATIONALLY ADVERTISED 


@eeeeoeeseeeeeeenerteeeee#e#eeeneeneeeeeeeeee@ 
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ry 
JUNIOR DeLuxe EXECUTIVE POSTURE CHAIR 


CHECK THESE FEATURES 


@ Natural satin brushed aluminum finish on the frame. 

/ @ Genuine foam rubber cushioning throughout. 

®@ Gracefully styled. 

@ Upholstering is available in a wide variety of materials and 


colors. 
Beauty @ Materials can be furnished in any desired combination. 


© A beautiful product by expert craftsmen. 











= | Comfort er 
Tek eat for ( Odell GE 8k. «iad dna iedines es ace hbk: ohne 30” te 36” 
Semd Ob GREE 6 cccc cc cetsteb bcs co ercsecceceseduee 18” to 21” 
Economy wtti-ditliee......coseschetesss i, sci 1 
Daptha OF SEP occcccccccccccccsevescccvccceseseeseeeese 18” 
D bili Cate GF Ge cece cccccsccccecéonseepesecsacneceesnee 12” 
urd i ity WEED GE GRE ccc cc wcccectvsacesccvcccccccccctcceueseuas 15° 
\ Rarate DEUGGRE. GEES coc ccc cdecadcscvecevccseeecened 20%," 
Dlamatar GF GOED ccc cscs cscs scesedsccccocesdgessspeosen 26” 
SOut WHER 000 vc ccvcecndedunedenctsskénvveensannael 56 Ibs. 
Sihmaien, WOR 2 ciccretecdornvocccccssccccscesebusel 62 Ibs. 





See our display ... room 521-A NSOEA CONVENTION, CHICAGO 


America’s Standard of Business Seating 


DISTRIBUTORS 
yA METROPOLITAN N. ¥, & EXPORT DI 
AETNA SAFE CO., 46 W. 209th St., N. TY. 
EASTERN PA. D 


ALUMINUM SEATING eporalicn SAFE & EQUIPMENT WHOLESALERS, 360 6. Fifth St. Philadelphia 6, Pa. 


17 S. CHERRY STREET * AKRON 8,OHIO WEST COAST DISTRIBUTOR 
WHOLESALE OFFICE EQUIPMENT CO., 81 Minna St., San Francisco, Calif. 


WAREHOUSES: Los Angeles, San Francisco, Seattle 
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Justrite Given New Look Under 
Supervision of Joseph Rebholz 

New faces, new equipment, new products, and new ideas 
give a new look to Northern States Envelope Company of St. 
Paul, Minn., and its affiliate, the Justrite Envelope Manufac- 
turing Company of Atlanta, Ga 

Under the general supervision of Joseph G. Rebholz, the 
Northern States and Justrite staffs are incorporating new per 
sonnel and additional equipment in the launching of the large 
expansion program. 

Partly destroyed by fire in July the Justrite’s Atlanta plant, 
under the direction of Ray Sammons, is being remodeled and 
expanded to handle larger production capacity 

Personnel training, an intregal part of the program, is be 
ing administered by George E. Rebholz, production analyst 
and director of personnel. Appointed to the Northern States 
sales promotion and advertising departments has been Carl D 
Rossini, who has been separated recently from the Air Force. 
In this capacity Mr. Rossini will supervise direct mail advertis 
ing, assemblage of publications, and other sales promotion 
operations. 

New innovations resulting from Justrite’s modern trends are 
being introduced to the companies’ methods. To give a stream 
lined look to its envelope boxes, Justrite is introducing a com- 
plete line of new labels this month. Produced in 12 different 
styles these labels will immediately identify the contents of 
the boxes as to name of envelopes, size, paper, weight of 
paper, and quantity. All labels will carry the Justice Trade- 
mark. 

Currently, Justrite’s No. 456 retail price catalog is being 
published and made ready for distribution. The No. 56 deal- 
ers price list, published early this year, has received such 
favorable acceptance that the initial supply had to be re- 
plenished to meet increasing requests from dealers. 

Currency gift and bank-by-mail sample kits as well as loose 
samples of all enevlopes in the justrite lines are available from 
Northern States Envelope Company, 300 E. Fourth St., Saint 
Paul 1, Minn., and the Justrite Envelope Manufacturing Com- 
pany, 523 Stewart Ave. S. W., Atlanta, Ga. 


Taubman Plans Expansion 

The Taubman Laundry Marking Pen Co. has recently ac 
quired additional space in Long Island City, N. Y., to facili- 
tate increased production. 

Samuel Taubman, president, said the 1955 national adver- 
tising budget has also been increased to reach a greater seg- 
ment of consumers. 

National radio and television plans have made as well as 
a campaign in over 300 daily newspapers and consumer 
magazines, he added. The line of pens and ink will be on dis 
play at the NSOEA convention in Chicago 
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HAVING WONDERFUL TIME. . . J. Beverly (Jack) Miller, part- 
ner and general sales manager of the Graymar Co., Baltimore, 
Md., along with Mrs. Miller and sons J, B., 11, and Douglas, 9, 
acquires a vacation suntan beside the pool at the Sheraton- 
Town House in Los Angeles, Mr. Miller, a Clary dealer, was 
guest of the Clary Corp. during a visit to the company's San 
Gabriel, Calif., headquarters. 
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MISS SEAL-O-MATIC . Miss Judy O'Day 
bears the title Miss Seal-O-Matic 55, for the 
Lipton Co.'s new Seal-O-Matic dispenser for 
reinforced as well as regular gummed tape. 
Judy brought the machine to Chicago for the 
National Paper Trade Show in September to 
demonstrate its ability to handle heavy-duty 
reinforced gummed tape. Her 4Gftire? You 
guessed it——26-inch strips of  three-inch 
gummed taped, reinforced, of course! 






















Philip Hano Makes Promotions 

According to an announcement made by Norman L. Hanna, 
general sales manager, two changes and promotions have been 
made in the sales department of the Philip Hano Company, 
Inc. 

E. David Hinkley, known to hundreds of Hano dealers and 
salesmen as “Dave”, has been made midwestern sales man- 
ager and will make his headquarters at the new Hano branch 
plant in Mt. Olive, Ill., where he and Mrs. Hinkley and their 
three sons have become residents. 

Mr. Hinkley joined the Hano organization in 1946, prior 
to which time he was manager of Western Union for the 
Holyoke area. 

In discussing the promotion, Mr. Hinkley said that while an 
employee of Western Union, he used to come to the Hano 
company and receive complaints that telegrams were not af- 
swered within a matter of minutes when they concerned de 
liveries and prices. After needling him about the matter of 
faster service, Mr. Hinkley was hired by Hano to head up the 
delivery inquiry department. 

Harold J. Moynahan, Jr., who has been in the Hano dealef 
department since 1953 has been named sales promotion maf 
ager. His headquarters will remain in Holyoke and his dutie 
will include the supplying of advertising material and promo 
tional pieces to Hano dealers as well as the seven Hano dired 
sales offices located in New England and New York City. 

In addition, he will design and write quite a few of the 
Hano promotion pieces as well as handle the various trade 
conventions in which the Hano organization exhibits. 
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Johnston Heads Office Equipment Department 

R. K. (Bob) Johnston of Des Moines, Iowa, has been named 
manager of the office equipment department of the Des 
Moines Stationery Company, Des Moines, Iowa. The depart 
ment is adding new lines in both wood and steel, according 
to Frank Zeller, president. 

Mr. Johnston has been in the office furniture business fof 
18 years. He formerly was a partner in the Riley Office Fur 
ture Company, Sioux City, lowa.—Al 
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DEALER-DESIGNED 


PACs SHIT = PS 


ARE SETTING A HOT SALES PACE 


These new Face Setter chairs are truly dealer-designed. They interpret the specifications sifted 
out of extensive interviews with you, our dealers, architects and interior designers. We want 
to thank all of you for your valuable help. 


Pace Setter chairs answer today’s demand for a hand-crafted, tasteful, contemporary chair that’s 
moderately priced. Several dealer sales, made from photographs of original models, have already 
proved immediate popularity. 


Though “clean and light” in appearance, Pace Setters are ruggedly framed to withstand years 
of hard use. There are more than 100 stimulating tweed, cord and leather colors for your cus- 
tomer to choose from. While moderately priced, there has been no compromise of the rigid 
Marble standards for seating comfort, finish and construction. 


For descriptive literature and prices write The B. L. Marble Chair Company, Bedford, Ohio. 


See The Pace Setters at Chicago. 
Dur booth number is SI7A. 
























NOW... THE FAMOUS STRENGTH 
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VINYL UPHOLSTERY MATERIALS 


























It's the toughest, longest wearing vinyl material ever produced 
for business and commercial furniture — famous Tolex with the 
exclusive NYGEN fabric backing. 
It's beautiful too! Produced in an exciting selection of patterns 
and HOUSE & GARDEN colors for every decorating motif. 
Truly a superlative upholstery . . . send for samples today. 
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GENERAL Division of The General Tire & Rubber Co. 
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12 BASIC 
MODELS OF 
NEW COSCO 
BUSINESS 
FURNITURE 





Hamilton Shows New Line of Cosco Chairs 

The Hamilton Manufacturing Corporation in Room 352 
at the Conrad Hilton Hotel is holding a premiere showing 
during the NSOEA convention. On exhibit are Cosco office 
chairs which the manufacturer says present “today’s new 
fashion in business furniture.” 

Leaf spring suspension is one of the new features advanced 
for these 12 basic Cosco models. 

Announcing the new line, Hamilton Manufacturing Cor- 
poration is using extensive advertising in the trade press and 
such magazines as Fortune, Newsweek, Business Week and 
U. S. News & World Report. 





New Stationery Store Opened in 
Minneapolis Area Shopping Center 

Self-service is a feature of the new Hennepin-Lake Stationers 
store in Knollwood Plaza, St. Louis Park, Minn. 

The multi-million dollar St. Louis Park shopping center, on 
Highway 7 between Texas Ave., and Minnehaha Creek, opened 
August 24. Donald Shanedling, president of Henry Shanedling 
Sons Corp., Minneapolis, is the developer of the center. 

[he office supply firm’s new store is its third in the Minne- 
apolis area. It will be joined by Powers Dry Goods Company, 
National Tea Company, Walgreen Drug Company, and 36 
other stores in serving the residents of the St. Louis Park and 
the surrounding area. 

Lee Larson, store manager, says the store is 80% self serv- 
ice. It offers a complete line of school and office supplies; a 
large assortment of napkins and party goods; typewriter and 
adding machine rental and repair service; and 60 feet of open 
card racks, displaying all types of personal greeting cards. 

Mr. Larson said, “The installation of special fixtures to pro- 
vide quick self-service will enable the customer to select what 
he wants without unnecessary delay.” 





Financial Notes 
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Clary Corporation — perations of Clary Corporation in the first half of 1955 
esuited ’ ibstantially higher than in the corresponding period ‘ast 
year, Huot president, said in a report to stockholders. Net income from | 
perat i to $179,681.97 for the period as compared to net loss of 
$40,638.72 the first half of last year and net income of $125,817.43 for 
the entire f y f 1954. Earnings per share after special items and preferred 
tock d ed 19 cents for the first six months of 1955 compared to a 

s of é hare for the same period last year. Sales for the initial six 
monthe of rent year totaled $5,010,443. 82, representing gains for most 

the con y's products. This figure is slightly under sales for the like 1954 
period $5.1 4 which included revenue from the since discontinued 
manufacture tion components for the armed forces 
OA-—10/55 


Don't Sell Safes 
-Sell 
PROTECTION! 


It’s a sure-fire formula for sound salesmanship in the 
safe field—a dependable way to get the interest and 





attention of top-level executives. 

Protection of valuable records is a subject of vital 
importance—growing more important, year by year, 
as more and more records are required to be kept. 

So, don’t talk safes to your customers, talk protec- 
tion. Survey your customers’ needs with the help of our 
Fire Hazard Survey Chart; show them the weaknesses 
in their present protective equipment. 


GET THESE TWO BOOKS-FREE 





They embody informa- 
tion that will qualify 
you and your salesmen 
as experts in protection 
—competent to measure 
hazards and to give 
sound advice on indi- 
cated protective equip- 
ment. 





Exclusive H.H.M. franchises now open in 
(ean a number of important centers. Write for 
, full details. 


Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 


LVER STORAGE VA 
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WE HOPE YOU WILL COME 
TO SEE US IN 

BOOTH 201 

NSOEA CONVENTION 
CHICAGO 


335 CANAL STREET 
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[ : 
bl» THE HANGING FOLDER WITH 


Pat. Pending ADJUSTABLE METAL TAB 





y 





Guide-O-folders will reduce your customers’ filing and 
finding costs up to 30%. That means a Guide-O-folder 
installation could pay for itself in a few months. And 
the best part of the whole deal is that — 1. no addi- 
tional housing is required — 2. no change in system or 
method is required. Guide-O-folders with their adjust- 
able metal tabs fit right into every filing and finding 
situation. And file clerks are enthusiastic because with 
Guide-O-folders filing and finding is simple, fast and 
positive. 


If you are not now selling Guide-O-folders, you owe it 
to yourself to investigate the profit possibilities. Now is 
a good time to get full information. Write or wire to- 
day. 


GUIDE SYSTEM & SUPPLY CO. 


NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAI 














No other filing and finding Line at 
any price gives more value. ... 


Stacked by the hundreds or as single units, TRANSFILE 
) Files are the low cost way to keep semi-active and in- 

active records at finger tips. Each TRANSFILE is a com- 
| plete filing unit in itself. Because all of the weight of 
the drawer and its contents is supported on steel, 
[RANSFILES can be stacked as high and wide as de- 
sired. With the patented Interlock they make staunch, 
rigid batteries. The bottom drawers work as easily as 
the top ones. Shipped flat. Fold together easily and 
juickly. No screws, nuts or bolts. GUSSCO 


THE COMPLETE LINE 
OF FILING SUPPLIES 



















Trademark 


Transfile 


STEEL FRONT FIBRE BOARD FILES 












ten 


LETTERS 

















3 STYLES 
13 SIZES 
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R.C.Allen 


adds new lines 


to multiply 
dealer profits 


the famous 


GUARDSMAN 


and 


MILITARY 
LINES OF SAFES AND 
INSULATED FILES 
ARE NOW 
EXCLUSIVELY YOURS 
FROM 


R.C.Allen Business Machines, Inc. 


New services= 


New profit opportunities 


OFFERED TO YOU ONLY 
by R.C. ALLEN 


The Number One Partner of the 
independent Office 


Machine Dealer. 


Find out all about it .. . visit 
us at the NSOEA Convention 
Room 520-A 
Conrad Hilton Hotel 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N.W., Grand Rapids, Michigan 


1G AND BOOKKEEPING MACHINES @ CASH REGISTERS 
TYPEWRITERS ® SAFES AND INSULATED FILES 





Chain Stores Reveal Secrets 
at North Carolina Institute 


@ WHEN A CHAIN store manager tells his independent 
competitors—including stationery and office equipment deal- 
ers—how best to compete with him, that’s news. “You can 
beat us on personal service,” was the admission, pure and 
simple, as it came from O. Fenton Wells, manager of the 
Sears, Roebuck & Co. retail store in Durham, N.C. 

“No large chain store, no matter how efficiently run, can 





, Pies 2 ae 
HIGHLIGHT of the Business Management Institute held 
recently at the University of North Carolina was this panel on 
“Successful Selling.” Left to right are O, Fenton Wells, Sears, 
Roebuck & Co.; Dr. Robert Seymour of the University’ of Illinois, 
Institute leader; George Lemons, advertising manager of the 
Greensboro (N.C.) News; and Henry A. Foscue, president of 
the Globe Parlor Furniture Co. of High Point, N.C. 


compete with you when it comes to knowing your customers 
personally, giving them all the extras in personal attention 
and repair work, and your own personal role in the civic life 
of your city.” 

Occasion for this candor was the recent Business Manage- 
ment Institute, held for the sixth year at the University of 
North Carolina, Chapel Hill, N.C., for owner-managers of 
smaller businesses. 

Each afternoon of the Institute three successful big business- 
men met with the “students,” coming from all over the state 
and at their own expense so that the smaller businessmen 
might interview them. Institute leader was Dr. Robert G. 
Seymour, director of the Bureau of Business Management, 
University of Illinois. 


Tells How to Compete 

Competing with big-time opposition was part of the moral 
that pointed to the Institute Panel on “Profit Planning.” Dr. 
Seymour sounded a warning that small business failures in 
the United States during the first quarter of 1955 totaled 
“around 3,000,” terming this “not excessively high, though 
higher now than immediately after the war, when it was 
pretty hard to fail.” 

The great need for planning, especially profit planning, in 
small and medium-size businesses bore a great deal of stress 
throughout the Institute. “Small businessmen are afraid of 
sitting down and forecasting business patterns,” was the as- 
sertion of Douglas Boyle, Winston-Salem hotel executive. 

“Anticipate your taxes” was the suggestion of Mr. Boyle by 
way of a start towards profit planning. “The first lien against 
a failing firm is always filed by Uncle Sam,” he recalled, lead- 
ing to his admonition that small businessmen forecast their 
total taxes and then buy tax certificates (interest-bearing). The 
idea, he pointed out, is for a dealer to treat taxes like any 
other item of overhead. The next step would be to make it 
part of a general annual forecast of business for profit plan- 
ning purposes. 


Can Forecast Volume 

How can a dealer in stationery and office equipment pre- 
determine his sales volume a year in advance? First, on past 
experience; second, on regular promotion activities such as 
annual anniversary sales and the like. Starting such a system 
of profit planning is somewhat of a chore, the panelists agreed, 
because beginners often lack complete enough data. But mak- 
ing a start is the big thing. Unless a dealer knows to a penny 
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R.C.Allen 


Electrite 





electric keyboard 
carbon ribbon 


only $279-° 


COMPLETE 


@ The uniform impression possible 


only with an electric keyboard. 


@ The trouble free operation 
of manual back-spacing, 


line-spacing, tabulafion and shift. . 


@ Electrified where 95% of 


typing actions are performed. 


@ Manual where 95% of electric 


typewriter service complaints occur. 


@ Fingertip impression control 
adjusts machine for different 


duplicating methods. 


@ The clean, sharp brilliance of 
Carbon Ribbon reproduction. 


B.C. Allen Business Machines, Inc. 


666 Front Avenue, N. W. . 


Grand Rapids, Mean i be 


ee 


for’ America’s Ir De 


a new machine 


to meet a growing demand 


better 
master copies 


for 





IF YOU HAVE CUSTOMERS WITH 
MIMEOGRAPH, MULTIGRAPH, OZALID 


or similar duplicating equipment — 

you know how many complaints they have 
about the quality of typewritten copy for 
reproduction. The new R. C. ALLEN Electrite, 
with exclusive Microflex Impression 

Control is engineered specifically to make 


perfect master copies. . consistently sharp, 


’ 
uniformly clear .. . better than any manual or 
electric typewriter made for correspondence 
work can produce. Your customers in every 
office will need one. Write today for full 


details on this remarkable new machine. 











There’s a style and size 
for every customer! 





Rowles 


Portable — Framed 


CHALKBOARDS 


and 


BULLETIN BOARDS 


For Office, Industry or Home Use 





You'll find Rowles a good source for Portable 
Framed Chalkboards and Bulletin Boards. 
There's a complete range of styles and sizes for 
you to choose from . one to please every 
customer. 


Write today for Catalog 270-F. 


E. W. A. ROWLES COMPANY 
ARLINGTON HEIGHTS, ILL. 
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his cost of doing business, his chances for survival are slim 
in this era of mounting competition. 

“Big Brother” businessmen at the Business Management 
Institute helped their smaller opposite numbers with advice 
on advertising policy. All agreed that there is no sure-fire way 
to test the effectiveness of newspaper ads. Then they went 
on from there. 


Good Ad Detailed 

A good newspaper ad—and there was universal agreement 
among BMI members that this was their best single medium— 
should include the following elements, each one effective for 
office equipment dealers: 

1. An attention-getting headline. 

2. An eye-compelling illustration. 

3. An attractive price. 

4. Vivid, imaginative copy. 
5. Dealer’s “This is who I am and where I’m located.” 

An experienced advertising executive advised the dealers 
that although there can be no formula to pre-test the effective- 
ness of a given ad, the ordinary office equipment dealer can 
protect himself by the following procedure: 

1. Time your ad right. Know your best seasons, locally, 
for selling office equipment, and don’t fritter away your ad- 
vertising dollars at non-strategic times. 

2. Present the most attractive ad you can devise. Don't 
forget the planning program of the National Retail Merchants 
Assn. and various trade groups, most of which services are 
free. 

3. Keep a record of results. Assume your ad can “pull” 
for three days and count your store traffic during that time. 
Also keep a record of your cash during that time. 

Mr. Wells, the Sears executive, explained that his organiza- 
tion keeps a ledger containing every store ad and the selling 
record of each ad. Those present agreed that advertising is a 
hard enough subject to tackle with the fullest data possible, let 
alone trying to approach it by guesswork. 


Dealers Must Draw Ad 


Dealers, it was inferred from shoptalk at the Institute, 
are going to have to begin developing their own ad copywrit- 
ers and ad layout personnel. Case after case developed where 
dealers in One-newspaper towns met with a stone wall of in- 
difference when they asked for help in drawing up ads. News- 
paper monopoly situations have spread so widely, it was 
brought out, that the alert dealer would do well to rely on 
his own devices for drawing up attractive ads. 

Experts who discussed “Money Management” as it relates 
to small businessmen agreed that an up-and-coming firm must 
count on expanding if it is to survive in this day of business 
big-ness. Expansion means borrowing money, either operating 
capital or equity capital. In either case, the dealer’s cause is 
aided the sooner he begins getting independent audits of his 
operations from a C.P.A. 

On the way to expanding, the average office equipment 
dealer would do well to insist on personally authorizing every 
credit transaction. Another safeguard is to set an upper limit 
for the “weak” account, at the same time insuring that every 
salesperson is credit-conscious. On the other hand, it is im- 
portant not to hobble one’s sales force with a credit depart- 
ment breathing down each salesman’s neck. Better keep each 
department separate. 

This led naturally to the panel on “Successful Selling” 
during which the big businessmen agreed in recommending to 
their smaller counterparts that they set up a regular pro- 
gram of sales training. But small businessmen have no fa- 
cilities to compare with those of the great chain organizations? 
Engage in sales training anyhow. 

Sales training should be never-ending, of course, and it 
should be the responsibility of the employes’ immediate su- 
perior. Panelists agreed that sales training pays off best where 
it is put on a regular schedule, say once a week, with follow- 
ups the rest of the week by immediate superiors. 


A 4-Point Program 


Businessmen present developed some advanced thinking 
on the handling of salesmen as human beings. Here is a four- 
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Promote 
Practieal Gifts 


this 






s 


Christma SF 
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The practical gift with the personal touch 


Practical Christmas gifts — especially among busi- 


nessmen — are becoming more and more popular 
every year. It takes only your suggestion — your 
demonstration of the Victor Treasure Chest as a 
practical gift with a personal touch, to convince 
many of your year-round customers that this is the 


unusual gift they’ve been looking for and one that 


profits... 


You'll be helping your customers and yourself, too, 
because the Treasure Chest is an unexpected source 
of high profit. You can display 3 different sizes, 
each with a key or combination lock. If you're 
already familiar with the Victor Treasure Chest, 
you know that it’s a fast selling item all year-round 


— and especially so at Christmas. 


will be appreciated for many years to come. They'll 
be impressed with the practical day and night func- 
tion of the Treasure Chest and be convinced when 
they see the SMNA Certification that the Treasure 
Chest will protect its valuables for at least one hour 
in heat reaching 1700° F. The Treasure Chest is 
the ideal practical gift for home or office. 


plans... 


Plan now to get your share of the Christmas busi- 
ness. You can promote the Treasure Chest easily 
and effectively with our many sales aids. We have 
free stuffers, window streamers, and counter give- 
away sheets for you. More than that, we have spe- 
cial one and two column newspaper mats especially 
for the Treasure Chest at Christmas. 


The time to act is now, before the Christmas rush starts. 
Write today to: 


VICTOR SAFE & EQUIPMENT 


Flemington. Fland 





315 FOURTH AVENUE - NEW YORK 10, N.Y. 
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The Model 30B in a grouping. This unit is 30H Sy 
3442W by 1134D. Seven other models. Catalog on 
request, 











> FILES IN POPULAR SIZES 


Suspension letter and legal 

MODEL 901 COSTUMER Se > — “reer 
Quality and excellence are models. Non-suspension in 
apparent in the H-O-N line 2 and 4 drawer models 
of costumers. Made in 20 Vertical Z-bars to give well 
models to fill the require- spaced support to drawer 
This office-in-the home fur- combination cabinet and ments of clubs, institutions loads. Heavy torque plates 
consists of three at- desk may be used singly or offices restaurants and in the base for added rigidi- 


units especially fin- in @ group. Well made in meeting places. Practical de- ty. Suspension models have 
triple-tied cradle on 10 roll 


THE HOME SUITE 


n beautiful decorator pleasing proportions for sign and fine workmanship 


The 2 drawer file, home use. in attractive aluminum er bearings. Excellent finish 
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and before long, they'll need more! 


THE H-O-N LINE LEADS TO MULTIPLE-SALES 


Most of your customers have books, catalogs and 
other literature that need bookcase facilities. 

For example: business and professional offices: 
schools and institutions. In many instances these good 
prospects need a multiple installation of 2 or more 
units, such as the office on the opposite page. 


You can add to your profit by satisfying these 
requirements with H-O-N Bookcases. We say this 
with assurance because a good many dealers have 
developed the “bookcase habit” among their 


customers. 


H-O-N bookcases have good acceptance because 
they’re sturdily made, handsomely finished, nicely 
designed and modestly priced. Yes, and guaranteed 
all along the line. Now in Beige, Mist Green, 

Grey or Green. Order your floor sample, and 

profit with this multiple-sale unit. 


THE H-O-N CO., MUSCATINE, IOWA 





lele) <er-S1 3) 


Popular with dealers every 
where _H-O-N Bookcases 
are made in two sizes 48 
and 30 inches high. The 
pleasing style and fine fin- A conveni J 
ish have created a-big de- ing proportions 
mand for these units by file line for 
business and professional supplies. Doub 
offices. Both sizes are avail- paracentric lox 
able either with or without able witho 
sliding glass doors 38 


MODEL 38F STORAGE 
CABINET 


t 
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UNIFILES 


Now—f« th 

these lat basic Unit 
models are available with 
H-O-N‘s distinctive UNI 
LOCK feature and als« 
inner security compartment 
with dial combinat 

Four version: t t 


models 











Satisfied Customers — 


REPEAT BUSINESS 


The satisfaction given by swivel office chairs and 
typewriter desks depends on the quality and efficiency 
of the operating fixtures. That is why it pays to insist 
on Seng-Equipt office furniture. Seng quality assures 
satisfied customers and future sales. 

Precision engineering and tested designs, are com- 
bined with the finest workmanship and materials to 
make Seng Fixtures last longer, function more smooth- 
ly and protect you against costly adjustments. Specify 
Seng Equipment on all office furniture. It is used by 
manufacturers who take pride in their products. 


For Office Chairs 


Seng action controls are easily adjustable to suit 
the user. Nylon bearings at vital pivot points supply 
smooth, silent tilting and turning and prevent wear. 


For Typewriter Desks 


Seng Fixtures bring the typewriter to typing posi- 
tion with effortless smoothness. They provide a stable 


platform for typing. 


The SUNG Comaany 


1490 NORTH DAYTON ST - CHICAGO -22- ILL. 


VORLD'S LARGEST SPECIALISTS 
FURNITURE HARDWARE 
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point program that the “Successful Selling” panel worked up 
for dealers. 

1. Pay your salesman’s travel expenses. Make it as cheap 
for him to travel as to sit home. 

2. Pay him a subsistence income. This will relieve commis- 
sion salesmen of worries and remove a block to effective 
selling. 

3. Pay him commissions on what he sells. This short-term 
incentive, of course, is the very essence of salesmanship. 

4. Provide long-term incentives, too. These, in the form of 
an annual bonus and retirement pay, round out a personal 
program that handles the salesman as a human being and lets 
him treat salesmanship as a life-time career. 


Commissions for sales must be retained, it was agreed, but 
unless the other benefits were also incorporated, the individual 
dealer would find a too-rapid turnover of salesmen. 

“Most small dealers would be surprised,” Panelist E. J. 
Evans said, “at how advantageously they can set up a pension 
plan, including a tax-free income for the proprietor.” Mr. 
Evans is the mayor of Durham, N.C. and president of United 
Department Stores, located in six North Carolina and Vir- 
ginia cities. “Any bank or insurance company can work out 
the details for you,” he told the assembled dealers, “and the 
Internal Revenue Department will be glad to sanction it.” 


Must Dramatize Errors 


Mayor Evans went on to tell the “students” that the ability 
to dramatize mistakes is the secret in trying to train people. 
A dealer can always show the wrong way to wrap a package, 
the wrong way to write up a sale and the like. In any case, 
by dramatizing the error the dealer succeeds in making a 
permanent impression on the learner. 

A final note was sounded by Mayor Evans in the panel 
on “Working with People.” He said: 

“The real frontier in the battle for sales is the last few 
inches that separates a customer from the salesperson. It is 
the final goal where the merchandise, the customer, and the 
money meet for the first time. It is these last few inches that 
represent the pay-off in working with the people who repre- 
sent you.”—JLM 


Bostitch Builds New Plant 

Ground was recently broken for a new factory and head- 
quarters for Bostitch, Inc. in East Greenwich, R.I., which 
architectural engineers say will be the largest one-story factory 
in New England. 

The new plant is scheduled for completion late in 1956. 
Emmet G. Gardner, Bostitch president, said it is being built 
to take care of the growth demand resulting from new busi- 
ness. The building has been planned so that it can be ex- 
panded in three directions to provide additional space in years 
to come. 

The factory building, 440 feet by 990 feet, with general 
offices, will be erected on a 90-acre plot close to Rhode Is- 
land Route 2, and 30 miles northeast of Bostitch’s principal 
plan and office operations, now in Westerly. All of Bostitch’s 
plant and office operations will be moved to East Greenwich 
when the new plant is completed. 


Smith Metal Arts Changes Hands 

The assets of Smith Metal Arts Co., Buffalo, N.Y., were 
recently sold to two Buffalo businessmen, William K. Donald- 
son and John F. Reid. 

The new owners said the company will continue to manu- 
facture a line of desk accessories as it has in the past, with 
the inclusion of several new items which will be displayed at 
the National Stationery & Office Equipment exhibit in Chi- 
cago. 

Mr. Donaldson was associated with Shields & Company, 
investment firm, as an account executive. Mr. Reid was form- 
erly a sales executive with Spencer Kellogg & Sons. 

Fred C. Smith, founder of the firm in 1919, has retired from 
active business and moved to his home in California. He 
continues with the company in an advisory capacity as chair- 
man of the board. 
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UND CATALOG PHOTOGRAPHICALLY ILLUSTRATES EVERY ONE OF OUR DESIGNS FOR YOUR CONVENIENT REFERENCE. 


SHOWN REAFFIRMING THAT THE ANSWER IS RISOM © ILLUSTRATED-T1.336 ONE OF 10 NEW PLASTIC TOP TABLES. 


JENS RISOM DESIGN, INC., 49 EAST 53RD STREET, NEW YORK 22 * CHICAGO * HOUSTON * ATLANTA + WRITE FOR NEW CATALOG $3 
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STEEL CABINETS, LOCKERS AND SHELVING FOR OFFICE, FACTORY, STORE OR HOME. -& 


for steel equipment that’s 
a STAR for sales!” 
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STAR STEEL has all the 
most modern facilities to 
assure products 


highest standards 








LOCKERS 


Equipped with double-prong ceil 
ing hook; one rear, two side 
hooks; two point locking device 
and padlock attachment on the 
handle. 

Also available—single and mul 
tiple tier lockers. 

Note! Our single and double tier 
lockers can also be furnished 
with pre-locking devices. 





Counter-Hi 
Bookcase 


Features: All welde 





of the 
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COMBINATION 
CABINET 


Designed for wardrobe and storage 
duty in offices, factories, homes 
One full shelf, three adjustable half 
shelves, coat rod 
Sizes: 36” x 18” x 

36” x 24” x 


72” 36” x 18” x 78” 
72” 36” x 24” x 78 


.- 


—_ - HALF GLASS 


bk @ CABINETS 


- m 
Half - steel, half - glass 
front is excellent for 
storage and 
Upper section 


- combining 
display. 
& with two adjustable 


shelves lower section 


i 
| =| with one, and_ three- 
i498 point locking device 
t 7 with Yale & Towne 
i Paracentric Lock—Di- 


mensions: 18” x 36” x 





STARLETS OF 19 











Custom Built at 
NO EXTRA COST! 
Change your bins 
as your needs 
change . . Basic 
Unit: 87” x 36” x 
12”. Shelves, slop- 
ing dividers, square 
dividers, bin fronts, 
drawers, all inter- 
changeable. 







FULL GLASS 
CABINETS 


” 


Full length 4” plate 
glass doors open at 4 
teuch, sliding on roller 
track. A beautiful dis- 
play and storage hx 


ture. Four adjustable 
shelves (additional! 
shelves available) 


Locks for glass doors 
can be supplied. Di 
mensions: 18” x 36” x 
72” and 12” x 36” x 





WRITE TODAY FOR ILLUSTRATED CATALOG 


SrarR Street 


EQUIPMENT COMPANY, INC. 
117-24 Fourteenth Road, College Point, L. I., N. Y. 
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Passed Away 





—_—_—~ 


Bert (Albert B.) Abrams, 

founders of The Modern Stationer and engaged in 
g business in the stationery industry for more than 
d August 16 at the age of 86. He had been ill for 


one of the 
the publishi 
40 years, dk 
some time 

On March 15, 1954, just 34 years from the day he and his 
associates brought out the first issue of The Modern Stationer, 
Mr. Abrams retired from active duties with the Adoma Pub- 
lishing Company, Inc., then publishers of the trade paper. 

His long career in the trade publication business had made 
him widely known. Prior to the establishment of the company 
for which he served as president for many years, Mr. Abrams 
had other stationery business connections in another publishing 
capacity and earlier was editor and publisher of local news- 
papers bot! Pennsylvania and New York. One of his early 
duties was the editing of a convention daily edition for the 
Geyer Publications. 

Widespread traveling in the interests of The Modern Sta- 
tioner and convention attendance had given him an intimate 
acquaintance with the scope and personalities of the stationery 
industry. 

Surviving are his widow, Maude, and a daughter, Mrs. Wil- 
liam Himlyn. He resided at 350 Ocean Ave., Brooklyn, N. Y. 


-~+-++ + 
Harold J. Hoffman, 


president of the Smead Manufacturing 
Company, Inc., died suddenly on August 
10 in Buffalo, N.Y. He was in attend- 
ance at an industry meeting at the time. 

Mr. Hoffman was born August 22 
1900, in Hastings, Minn. On September 
19, 1944, he married Ebba Caroline 
Benson of Cannon Falls, Minn. He is 
survived by Mrs. Hoffman and two 
children, Sharon Lee and John Peter, 
and also by Peter C. Hoffman, a brother. 

The decedent entered the Smead 
Manufacturing Company in 1916. He succeeded his father, 
elder 


a.” 





Peter Hoffman, as president of the firm upon the 
Hoffman’s demise in June, 1954. 
Graduating from Hastings, Minn., High School, Harold 


University of Minnesota. He 
foundations and groups, 
including several Travelers’ clubs. In addition, he was a 
member of the Fraternal Order of Eagles, the St. Paul 
Athletic Club, the Southview Country Club and many horse- 
men and cattle groups and associations. He was a member of 
the board of the Stock Yards National Bank and the Hastings 
National Bank 

Mr. Hoffman was president of the Salve Regina Memorial 
Hospital Advisory group. This project was very close to his 
heart during his last years and he was one of the prime 
movers in the establishment of the hospital in his home city. 

Besides being a civic leader in Hastings, Mr. Hoffman was 
known as a breeder of purebred cattle and thoroughbred 
Shetland ponies 

Interment was 


J. Hoffman also attended the 


was a member of various industry 


and horses. 
in Hastings on August 15. 


++oe+ + 


Charles Lewis Helwig, 


owner and operator of the commercial stationery business 
entitled Charles Helwig, Inc., in Portland, Ore., died recently 


at his home 124 S.E. 44th Ave., in that city. He was 70 


years old 
Born in Omaha, Nebr., in 1885, he had come to Portland 
4) years ago and entered into the stationery business. Mar- 


red on June 24, 1914, to Alma Hollingsworth of Portland, 
he went into the commercial stationery business on his own 
the following year and incorporated it in 1945, continuing 
to expand 

He was prominent in the stationery trade, its associations 
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Cyt Pal your haud fy 


—to feel how every finger (of either hand) falls into 
natural, easy working position ... how the over-size, 
plainly labeled control keys give direct “live” response 
... how Totals and Sub-totals are obtained instantly by 
depressing bars, with no space strokes required. This is 
the first adding machine to fit the human hand—the 
first new keyboard granted a patent in years! 


then watch what happens Lene) 


Actual items you enter on keyboard 
appear in this Check Window before 
they are printed or added. For the first 
time on an American 10-key machine you see what 
you're adding—so you can work quickly and accu- 
rately. Note, too, how Clear Signal prints automatically 
on tape with the first item following a total...also how 
True Credit Balance prints without extra motor op- 
erations or pre-setting! 


| 


From Friden—maker of the fully automatic Calculator, 
The Thinking Machine of American Business- -you expect 
a remarkable adding machine. We promise you will not be 
disappointed. Ask your nearby Friden Man to show you the 
Friden Natural Way Adding Machine .. . it’s completely 
new! Friden sales, instruction and service throughout 
U.S. and the world. FRIDEN CALCULATING MACHINE CO., 
inc., San Leandro, California, 


THE NATURAL WAY ADDING MACHINE 


PRODUCTS ° 
OF THE AUTOMATIC CALCULATOR 
al CT) THE COMPUTYPER 
THE ADD-PUNCH MACHINE 
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WEL? BRUSHED ALUMINUM 
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MODEL 901 













































Owners of hotels, restaurants, 
institutions, business and pro- 
fessional offices generally 
desire a high standard of 
quality in appointments that 
meet the public eye. You can 
offer them the finest with the 
H-O-N line of Brushed Alvu- 
minum Costumers. For H-O-N 
Costumers reflect high quality 
—in. fine appearance—in top 


grade materials — in sound 
construction. Available, in 
addition to models shown 


here, are wall and shelf types 
also. Write to us for catalog 
and prices. The H-O-N Co., 
Muscatine, lowa 
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MODEL 902 MODEL 912 MODEL 905 




















Include several Costumers on your 
next order for H-O-N files. They'll 
ride along at very little freight cost. 


OFFICE EQUIPMENT 


| sales representative for Indiana Desk 
Company, Indiana Chair Company and 
Jasper Table Company in Jasper, Ind., 


| the 
| years previous to taking the sales repre- 
| sentative position. 








and affiliations with the paper industry, besides being an 
active participant in the community, fraternal and club life 
of Portland. 

Surviving are his widow, Alma, his son, Robert, 
grand-children, all of Portland.—CMI 


and two 


-~_ ++ + + 


Otis W. Harper, 


60, star salesman for Western Bank & Office Supply Com- 
pany, Oklahoma City, Okla., died August 8 in St. Anthony 
Hospital. He had been hospitalized several times during the 
last four months with coronary thrombosis. Mr. Harper, 
Wesbanco’s second oldest employee in point of service, worked 
city sales. 

Born in Tipton, Ind., the decedent came to Oklahoma City 
with his family in 1900. On returning to Oklahoma City from 
service in Europe during World War 1, he was employed as 
a salesman at the Sturm Clothing Company. 

In 1923, he joined Western Bank & Supply Co., which 
later became Western Bank & Office Supply Company, and 
soon became the firm’s top salesman, a title consistently 
earned and held. 

Survivors include his widow, Mildred, 
Ruth Fales, of Enid, Okla —EVH 


and Mrs. 


a sister, 


+++ + + + 
Alvin Elliott, Sr., 


83, died recently following an illness in 
Jasper, Ind. He was one of the organ- 
izers of the Jasper Chair Company and 
later the Jasper Seating Company and 
served as a director of these plants as 
well as a director of the Jasper Desk 
Company. 

A retired lumberman, “Pop” Elliott, 
as he was known in Jasper, bought tracts 
of timber in his earlier years and oper- 
ated his own sawmill. He was known as 
one of DuBois County’s foremost conservationists as well as a 
hunter and fisherman. He was an active golfer, too, playing 
until he was 81 years old. 


Mr. Elliott is survived by his widow, Ruthena; four sons, 
Orville, Theodore and Casper of Jasper, and Victor of Hunt- 
ingburg, Ind.; three sisters, 20 grandchildren and seven great 


grandchildren. 
+ + ++ + & 


Maurice F. Sonderman, 


died early in August following a year’s 
illness. 

Mr. Sonderman had been manager of 
Indiana Desk Company for nine 


Born in Jasper in 1906, Mr. Sonder- 
man, known as “Sonny” to his friends, 
was connected with wood working industry there for over 20 
years. He was a director of the DuBois County State bank 





| and the Jasper Building and Loan association. 


| Homer Surprenant of Houston, 


He is 


Alberta; 
Tex., 


a daughter, Mrs. 
and a son, James, of 


survived by his widow, 


| Jasper. 


~+ + + + 
Dale B. Reed, Sr., 


independent typewriter and adding machine salesman of Gar- 
land, Tex., died in a Dallas, Tex., hospital on July 17 follow- 
ing a heart attack—JHR 


ida K. De Wolf, 
associated with the Hickey-Anderson Company when that com 
cern was located in Geneva, Ill., later at Cardinal Sales Com- 
pany, Chicago, and more recently Steel Office Furniture, Inc, 
Oak Park, Ill., died in August, while on vacation. 

Mrs. De Wolf was associated with Mr. Hickey throughout 
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Success: depends 


.and to reach the ultimate heights of your selling poten- 
tial, you should have the strongest line of office equipment 
available—Globe-Wernicke. You need these three power- 
ful competitive advantages that are yours with a G/W 
franchise: 

Ll By representing the most complete line of business 
equipment, systems, filing supplies and visible records, 
you have a single source for all your needs, and this advan- 
lage gives you increased efficiency in ordering, stocking, 
selling, and delivering. 

2 Your G/W franchise identifies you with a first-rank 
name, rich in reputation and good will. So, with today’s 
trend towards more brand-name selling and purchasing, 
you will profit more by representing the foremost manu- 
Globe-Wernicke. 

3. You will have more support in the form of sales aids 


fac turer 





than that offered by any other manufacturer: training 
films, office planning kits, direct mail folders, point-of- 
sale pieces, accurate price data, catalogs, and a host of 
high-powered sales literature. Such dependable backing 
helps you increase your sales volume. 

Take this opportunity to find out how much a Globe- 
Wernicke franchised dealership could mean to you. 
Write today for complete information on G/W dealer- 


ships. Your postcard may lead to an entirely revitalized 
business for you. 








The DOME twins... 


Short-cut Payroll Book 


Simplified Bookkeeping Record 


STATIONERS’ FAVORITE 
More Popular Than Ever 


ORDER NOW! 


Single Entry 
No Name 
No Figure 
No Word is 
Duplicated 
During 
Entire 
Year... 


You Write it ONLY ONCE! 


A brand new idea in Short-Cut- 
ting the keeping of Payroll rec- 
ords, the first major development 
in 20 years. 


NOW YOU HAVE 2 FAST SELLING DOME PROFIT MAKERS! 


SALES HISTORY IN THE MAKING 
Backed by heavy Consumer ad- 


vertising and promotion we are 
sure that the new Dome Short-Cut 
Payroll Book will accelerate your 
Dome Sales to a history making 


high. 







Lie) 
RETAIL FOR 


EBS 


DOME PUBLISHING CO., INC. 30-36 Smith St., Providence, R. I. 








Contact Your Wholesaler Now 
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her business career except for a brief employment with Austin- 
Western, in Aurora, Ill. 


~_+ + + + 


Aaron Gottlieb, 

wholesale stationer at 106 Lafayette St.. New York City, died 
early in August. He was a member of the Stationers 12:30 
Club as well as the Stationers Square Club. 


~ + + + + 


Tom MacCorkindale, 

died September 1 in Chicago at the age of 69. For 15 years 
he was with Prichard Stationery Company in Chicago as 
traffic manager. Mr. MacCorkindale, who was born in Scot- 
land, was very active in the industry’s golf programs in his 
younger days. He was associated with A. C. McClurg & Com- 
pany, Just & Son, Marshall Jackson, and Chicago Stationers, 





SExport Statistics 


of U.S. office machines, 
equipment and supplies 


Net ' Values 
Quantity (Dollars) 





Bookkeeping, Accounting Machines Non-descriptive Etc. 

New, except Punched card .... 451 698940 
Bookkeeping, Accounting Machines Descriptive, Text- 

Writing, New, except Punched Card 876 1416930 
Listing Adding Machines, New, except Punched card Type .. 2713 467009 
Non-Listing Calculating Machines, New, except Punched 

card and Pocket Type ........ 2018 764083 


Non-Listing wate and Printing Calculating Machines, 

ET” salad ahs we dined bata arene nor ace 478 147342 
Card Punching, Punched card and Auxiliary Machines, New 182 479642 
Accounting, Bookkeeping, Card Punch Etc. Machines, Used 

and Rebuilt 545 126000 
Accounting, Bookkeeping, “Calculating, Card Punch Etc 

Machine Parts, Nes. .......... ; 1647046 
Addressing ee ; 169 100301 
Addressing Machine Parts, Nes. .. 787% 
Duplicating Machines, except Lithograph Offset Type 395 76286 
Duplicating Machines, Lithograph Offset Type 47 79704 
Duplicating Machine Parts, Nes. .. d 74752 
Cash Registers, New 940 373186 
Cash Registers, Used and Rebuilt : 237 26629 
Cash Register Parts, Nes. ....... 450491 
Typewriters, Standard, New, except Electric 7989 862838 
Typewriters, Standard, Electric, Except Automatic, New 949 238599 
Typewriters, Portable, New . 2518 14169 
Typewriters, Used and Rebuilt, except Automatic 1606 73556 
Typewriters, Nes 226 123773 
Typewriter Parts, Nes. ......... ne wis 581871 
Staplers, For Office Use . 47717 77906 
Dictating Machines 444 89453 
Mail-Handling Machines and Parts, Nes 62665 
Check-Handling Machines and Parts, Nes 64979 
Office Appliances and Parts, Nes. 173100 
Mechanical Pencils, all Materials, Doz 18629 89797 
Mechanical Pencil Parts .......... 13269 
Pencils, Black Lead, except Mechanical, Gr 56207 143230 
Pencils, except Mechanical, Nes., Gr. 3927 21343 
Pencil Leads ; 71140 
Crayons 55662 
Pens, Ball Type, Doz uid ; 126066 295169 
Pens Fountain Type Doz 37918 573357 
Ball Pe ik Cartridges, Doz 93978 132497 
Feuatele ee and Ball Pen Parts, Nes 185849 
Fountain Pen Points Including Points for Dip Pen Desk 

Sets, Gr : 120974 79477 
Pen Points, Carbon Steel, Plain or Plated, Gr 2790 8829 
Desk Pen Sets 9199 20660 
Ink, Writing 127210 
Ink, Nes 323416 
Carbon Paper, Lb 195682 183798 
Ribbons and Ribbon Cloth for Office Machines, Inked 58292 
Office Supplies and Parts, Nes. 412023 

(Nes.—Not e!sewhere specified 
Figures for April, 1955; Released ily 
by the U. S. Department of Commer 
breakdown by countrie available from the Foreign 
sion of the Bureau of the Cens t tat 
epartment of Commerce, Wash 





Kremer Company Leases Additional Space 

The Kremer Company, distributors of Clarion Brand type 
writer papers, has leased the third floor at 380 Broadway, 
northeast corner of White St., New York City. 

The new quarters will give Kremer additional space fot 
office and warehouse facilities. This represents the fifth loca 
tion on lower Broadway for this firm over a period of 30 


years. 
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BUSINESS GIFTS 
fe}. 
BUSINESS MEN 


GENUINE TOP GRAIN 
COWHIDE DESK PADS 
AND ACCESSORIES 
















THE PERFECT GIFT TO MATCH THE DECOR OF ANY OFFICE —— AVAILABLE IN STOCK 
AND SPECIAL LEATHERS 


282 SERIES 


Ash Tray J Work Distributor (Side or End Open—é or 10 Pocket) 
B sold Screen 6,” Ash Tray K. letter Tray—tlegol Size 
: y Set—tLetter Opener and Shears lL. Memo Pad Holder (5” x 8” or 4” x 6”) 
D [ ble Pen Set (Sheaffer White Dot) M. Cigarette Lighter (Evans) 
sle Pen Set (Sheaffer White Dot) not shown N. Telephone Directory Cover (11” x FY") 
E Executive Letter Opener ©. Cigarette Box (Will hold King Size and Regulors) 
F sold Screen 4,” Ash Tray P. Calendar Pad and Filler (Plain or Gilt Edge) 
G ye Pencil Cup—3%," diameter, 44%" high Q. Home Waste Basket 9%" diam. 123%," high 
H espondence Folder (Letter and Legal Size) Executive Waste Basket size 12” diam. 15” high not shown 
k Pad Size 19” x 24”, 20” x 36”, 24” x 38” R. Doodle Pad Size 11” x 8Y,” 
> available folding and ali leather desk pads) S. Hand Blotter 


Look to the seal of quality in distinctive leather desk accessories! 


SEE US IN ROOM 504 AT NSOEA CHICAGO SHOW 


CHICAGO DESK PAD CO., inc. 
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@ Fresh off the drawing board... this breath-taking new 
business furniture by Cosco! Not just a variation on the 
old theme, but a bold new kind of furniture . . . designed 
to meet today’s demand for a warm, congenial atmosphere 
in business. New in style, new in construction, and featur- 
ing the latest advancement in furniture comfort, COSCco’s 


exclusive Leaf Spring Suspension! 

New Cosco Business Furniture will soon be lifting the 
eyebrows of your best customers, in the pages of Fortune, 
Newsweek, Business Week and U. S. News & World 
Report. Be ready to show it and sell it. Write today and 
we'll tell you how you can get in on the ground floor with 
a line that’s a lead pipe cinch to beat the ears off every- 
thing in sight, for style, comfort . . . and price! 


HAMILTON MANUFACTURING CORPORATION - Columbus, Indiana 
Makers of Office Chairs 

















Rently 





















































OXtusinw, Leah 


Pung AUADLUSLON 


PREMIERE SHOWING 





Coil spring or foam rubber! 
Both are. faultlessly tail- 
ored, hand-closed and re- 
versible. Foam rubber is 
in seat and back cushions. 








191-N 191-4 191-R 91-RI 








39 1-RI 


—— ley “tae 


Tubular steel legs—with Bright brass boots have in- COSCO offers a colorful 
Bonderized, baked on en- genious ball socket glides assortment of smart fabrics 
amel finish— ore extended that stay level when furni- in plastic and cloth. Dealers 
in rear to protect walls ture is tilted . . . cannot will be provided with free 
from scuffing and marring. mar carpets or floors. swatch book. 


ROOM 352 NSOEA EXHIBIT 
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over f[ . 
No r yha® . ? SEL, 


W easie 


FULL 2$ DEPTH 
\NO INCREASE IN PRICE! 


FDS OOF 


a oe 








FULL SUSPENSION 
METAL = 
FILES 














New “Touch-and-go” 
Lock Compressor 





See Our Complete 
Line 
1955 NSOEA SHOW 
BOOTH NO. 329 


’ 











Here’s a “plus” selling bonus for °55. All Welham 
full-suspension files are now made in full 28” depth! 
No increase in price—no short-cuts in quality ... you 
get the same superior design and construction, the 
same superlative workmanship associated with Welham 
products for over 40 years. These luxurious files fea- 
ture a new, one-finger lock compressor too. For GUAR- 
ANTEED CUSTOMER SATISFACTION ... order 
Welham full-suspension files. 


WRITE TODAY FOR 4 PG. BROCHURE & PRICE LIST 


aye METAL PRODUCTS CO., INC. 


East Second St., Michigan City, Indiana 


182 





NEWS NOTES FROM THE NORTHEAST 


REPORTED BY JOHN B. DWYER, 
261 FRANKLIN ST., BOSTON, MASS. 








Ted Caswell of F. S. Webster Company got extra exercise th 


He walked down the aisle ir une witt y Gaughter 
af yr f arry and n August Wig Ne me tr witl 
Jaughter Patricia. 
* ££ & & & 
| spent three days recently in Waterbury, Conn., and was 
kec at flood damage ana the conditior there. The 
Elton Hotel made a brave effort t¢ erve a respectable meal but 
ther restaurants were either ed r just serving fruit juice 
paper cups and sandwiches on a piece of paps No coffee 
rea 
The Mattatuck Stationery & Furniture Company wa ompletely 
ned. Th hoveled out 16 tor t soaking, mud-packed 
ntory. The furniture stock wa aked with foul-smelling gq 
»ver saw such devastation in my lite. 
Davis and e had no damage to the store but t three car 
505 T r desks. 
* &£ & & & 
Boston Stationers and N.E. Travelers Club scheduled a golf out 
nq at Marlbor Country Club, Marlbor Mas » September 7 
*¥ £ &€ & & 
Empire tate Travelers Club w have a new ter ready ir 
September. A special file folder edition w be published for a 
dealer wi ? ut the post card request whicn the iD will ma 





47H District Notes 


R. E. HILBURN, CORRESPONDENT 
P.O. BOX 2835, GREENSBORO, N. C, 








NOTICE 


The 1956 Regional Convention of District Four will be 
held at the Roney Plaza Hotel in Miami Beach April 5-6-7, 
it was announced by District Governor Ted Vaughan. 

This meeting was originally scheduled for the Golden 
Gate Hotel but Governor Vaughan said the management 
of the Golden Gate informed him its facilities would not 
be adequate for the convention. 

The Roney Plaza has for years been one of the more 
popular resort hotels at Miami Beach. With its facilities, 
stationers will be conveniently situated for all convention 
activities, business meetings, entertainment, meals and rec- 
reation, District Four officials said. 

Convention rates will prevail, Governor Vaughan said. 
Those who have not already made reservations can make 
them by writing directly to the Roney Plaza Hotel, Collins 
Ave. and 23rd St., Miami Beach, Fla.—Cecil Stowe, Publicity 











Chairman 
Wate water everywhere and wist T would } way trom my 
I ild easily have been the theme song of Hardison Printing 
mpar New Bern, N. C. during the “hurricane flurry" in then 
e parts. Mr. Hardison wound up with four and a half feet ¢ 
his place. 

ked in just as the ‘tide’ was ebbing and, brother, a sorrie 
KiNG sht would be hard t Ting unie t was the section u 
und Waterbury, Conn. Mr. Ha » suffered around thre 
thousand bucks worth of actual damage and untold f business 
Owen G. Dunn same town, had water up to within fifteen feet of 

nis back ad Lucky, huh? 
* *&£ & & # 
Now if that “flood” had hit Sumt ae * New Bern 
Algie Holland, proprietor of Holland Office Supply, would have 
took fein | new cabin cruiser and not worried a minute. It 
Du-¢ ratT ) 1 8 really sharp c JS1 fe} A ET c mir di re 
* & & & # 
Now me t another new firm to Greenst N.C Clyde 
Kindley, formerly with John Wolt Piedmont Office Supply 
pe } 4 y Otfice Supt ly ( 1S. Eln Septembe 
M ye will will pitch the f { ind Clyde 
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NUMBER 1BOND WATERMARKED 


Et \ 


A PRESTIGE LINE jg 


ra 


designed for modern A 


tj 
Lg 7 














merchandising Yh, <xiigN® 
(ees ore 


we 


Here, exclusively for stationers, is the 
first complete line of de luxe bond for 
every office use. EXECUTIVE offers you a 
whole new concept in merchandising. It 
combines the prestige of quality with the 
eye-appealing display and superior protection 1 xq ce fe lulelt Wi rh 
of fine boxing. Ideally suited for self service, iy) a 2 Ke 
EXECUTIVE opens up a rich new market for you— 
increasing your sales potential and making your 


a full line of prestige paper 
distinctively boxed 


selling operation simpler and more efficient. 


Write today for details. e Bond 





e Duplicator Bond 
@ Mimeograph Bond 


e Office Pads 





e@ Legal Pads 


@ Adding Machine Rolls 


MOHAWA | | 


MOHAWK TABLET CO. 
1703 EAST END 
CHICAGO HEIGHTS, ILLINOIS 


Gentlemen: Please send samples, information and prices on your new 
full line of EXECUTIVE Number 1 Bond. 





NAME 





FIRM 





STREET seaimeninepsniaaiiints 








) a eoaibed of) 
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[tH HIGGINS Diamond, Udi 


75 YEARS OF LEADERSHIP 
IN WHICH YOU 
PLAYED A BIG PART! 


The industry has come a long way since 
Charles M. Higgins formulated his 
American India Ink in liquid form for the 
convenience of artists and draftsmen. 

Up to that time they had to grind and 
mix their own each day from sticks of dry 
India Ink—a messy and tedious 
operation—or use inferior imported inks. 















The design of the world famous 
squat ink bottle has undergone 
several minor improvements, but 
needed no basic changes in 
75 years. The superb 
quality of the contents has 
. always fulfilled the 
Y most exacting requirements 
of all types of consumers. 














As a dealer, you have played 


WW 

Yip, 
Nj Y an important part in the 
WY success of Higgins Drawing Inks 


ie 5 (5 | ll . : l/ / and other related products in 
a Uf l; the Higgins line. It is only because 
AMERICAN INDIA INK BY of your friendly, willing cooperation in 


ry stocking, recommending and selling 
them, that our success has been possible. 






















All of us at Higgins are naturally 

proud of the fine traditions of quality and 
craftsmanship that have been carried 

on here for so many years. And at the 
same time, you can be sure that we are all 
humbly grateful to you for helping us to 
enjoy a sound, healthy growth as one 

of the industry's important sources of supply. 


. vet dae 
fy a yy te "3:00 Day ov 
7 ' / ighgt 

HAA 
Pag: 













So again, many thanks! 













HIGGINS AMERICAN 
* Drawing Inks © Writing Inks © Adhesives 
* Sealing Wax ® Art Books 


GREETINGS 
FROM BOOTH 55 























HIGGINS INK CO. Ine. saosin, new YORK 


i. ilies da 


~ 








a nl NR ee -_—- — ——al - ——— 
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Watch Your Sales INCREASE 


$ 


$ 


with these... BOOK TROUGHS 


and DICTIONARY STANDS 


‘‘A Place for Everything and Everything in its Place’’ 


DESK BOOK RACK 


A new Stationers design to keep the desk 


in order and books in place. 


Dimensions: Height 8"; Width 19”; Depth 
10”. 


Shipped Knocked Down. 


DE Pnces ee des svccveeuned Walnut Rack 
SAE do We 0.0's bie © o.6 09-8 White Oak Rack 


TROUGH-TELEPHONE TABLE 


An ideal book rack for a law office, 
affording a place for books which are 
needed close at hand. 

Dimensions: Height 30°; Width 24”; 
Trough 8” deep x 14” high. 


Shipped set up. 


No. 200............+..Welnut Table 
PPE ca deees ces .White Oak Table 


a 








DICTIONARY STAND 


A mighty handy Stationers unit to 
have around an office. An attractive 
piece of furniture to serve a functional 
need. 


Shipped Knocked Down. 
Me. B77 ..s+0% Walnut Dictionary Stand 
No. 378...White Oak Dictionary Stand 


BOOK TROUGH 


That's the reason there is such a growing need 
for STATIONERS outstanding line of book troughs 
and dictionary stands. Here is finger-tip acces- 
sibility for catalogs, reference files, telephone 
books, record albums, library books and diction- 
aries. Smartly designed and sturdily constructed. 
Made from genuine solid walnut or white oak. 
For Office, Library and Home. 


Designed for both telephone and book 


use. Convenient, 


handy and orderly. 


Dimensions: Height 30°; Width inside 
24"; Trough 8” deep x 14” high. 


Shipped set up. 


Pe ls on aac 
i Sv cestevde 


Write for full details 


aa aoe Walnut Trough 


....White Oak 


STATIONERS MANUFACTURING CO. INC. 


1414-20 W. TUCKER STREET, FORT WORTH, TEXAS 
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7 and } 
1H : 
t Mail add 
5 ure aT 2a Tw 
+ &# & H& & 
ast mont! Mr. Talman buying 
wa Kee 
n't n th k e 
“ tha Jed t pera bott 
et &£ & & & 
Frank Kinzey 1 nanager tr Kobert & S n, Birminghan 
“ The tr ng nterest tT The tifm ha pee 
Fred E. Arn and William C. McDonald. Mr. Ar: 
with Birmingham Paper Company for mar 
sid, vice-president ame trom Savannat 
dence was Birmingham. He 5 
peer . sted with General ¢ 
+ &£ &£ & & 
pply Company of Panama City, Fla 
ma Office Supply Company. | st 
ame noweve The Tore now has rf 
Ala., store Wonder wh wn t now??? 
& £ ££ €& 
» new firm, ¢ Seems that Ed Russell, 
smed George and J. L. Fletcher, former 
pment C nave teamed up ft perate 
Supply, 1214 W. Robinson Ave. Put 
Ina you meanutacturers Detter 


Aik na ve 
} f 4 ; } 
A } } | ea ] v 
[ mest | 
ve 5 
+ &£ &@ & 4 
Ri-| ' “— = 


be Miss Neva LaRue. 
%¥ ££ &£ & 
Atianta t wit: Mr. & Mrs. 


Sam King Hice Supply, Lincolnton, N. C.; Mr. & Mrs, Bill 
Cooper fice Supply, Johnson City, Tenn., and the of 
aT B k & Stat nery * Sanf rd N C A\s 


Mr. & Mrs. Carl Elliott (the Aiken boy): Mrs. Roberts, The Book 
hoy 5a., and Mr. & Mrs. Edgar Wood, Wood & 


& &# & & F 


Hoyt Barne Mrs, Jack (Betty) Adams, Catawba 
H Newton, N. C now associated with tt 
nd Hoyt and Herb Bowen, Sanford, N. C 
t together Lakeland, Fla., and } 
that memorable night. Maybe 
H rselve 
» Tar t 
+ &£ & H& & 
death of Mr. Momand, of Momand 
\/ nt Company, Miami. Fla.. on July ?\ 
+ & #& & & 
here till another item. in fact tw 
te. Chris Kyle, k Office Supply Compan 
tT Proud papa ot | first", a boy born 
Church & Stagg Company, Birming 
moving to much larqer quarters, acr 
sbout September 15. Gonna send me all 
th-wid pitchers 'n stuff 
* &£ & & & 
Alvin Bowens, that is, have new agrand-sor 
branch, announced the arrival of 
++ &£ & & 
rime ag but 
bum to send me the deta 
ement" Did he do it?? Not by a long 
time tell you that Stan Mollerstrom 
kind. Mayt mebody Reming 
OA-10/55 














SUMMIRA 



















TERRIFIC 
EXTRA SALES 
FROM 


FARMERS 
STUDENTS 
SALESMEN 
PHYSICIANS 
DENTISTS 
RESTAURANTS 
GROCERIES 
GAS STATIONS 
BUSINESSES 
CONDUCTED 
AT HOME 
HOUSEWIVES 


THE WORLD'S MOST 
EFFICIENT ADDING MACHINE 
UNDER $50 


* NO STYLUS NEEDED — * FULL Y GUARANTEED 
finger contoured key- against wear or factory 
board defect 
























* Simple and sturdy as a 
pencil sharpener — NO * DIRECT SUBTRACTION — 
SERVICE PROBLEM. Multiplication 

* POSITIVE CHECKING OF 
EACH INDIVIDUAL * All totals to 9,999,999 
ENTRY or $99,999.99 

* All Nylon Gears — re- 
quire no oil . . . ex- * Optional locking device 
tremely durable for avtomatic clearing 


Weighs just 41/2 Ibs. 4%," x 6." x 5” 


Over $100,000 worth of Summira adding machines have 
been sold at the retail level in the last fifteen months! 
This figure proves the tremendous acceptance “the ma- 
chine at the price’ has received from buyers every- 
where. No other adding machine can match Summira's 
trouble-free performance. 


No other adding machine can match Summira’s features 
at anywhere near the price, yet the Summira is one of 
the sturdiest, quality constructed machines on the market. 
Attractive, chip-proof green crackle finish is the same as 
found on machines costing twice as much. Soft padded 
base protects all surfaces. Summira’s appearance and 
compactness sells on sight. 


Write for complete information today. The Summira oadd- 
ing machine can be your most profitable volume business 


| including Fed. .. 754,550 


FREMACO INTERNATIONAL, INC., Dept. OA 10 


188 W. RANDOLPH STREET CHICAGO 1, ILLINOIS 
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sales-proven 















or 

the Same Amount 

of Records in HALF 
the Space! 


Typical Visi-Shelf instal- 
lation shows space- 
saving advantages! 





YES—with DOORS! 
— for greater record protection— 
also without doors for greater 
accessibility for more 

active records! 


Floor Pian of an Actual Filing Area Before 


installation of the Visi-Shelf Filing System 
147° 





TTY A 
TTT TT 








This area was occupied by 196 four drawer letter filing cabinets with 


a filing capacity of 784 drawers or 20,776 filing inches. 


Floor Plan after Installation of the Visi-Shelf Filing System 





Ljo LJo Ljo Oo 7 a 
[jo LJo CJo [po 





Oo Oe Op op [| 








More Than Holf the Filing Area Recovered for Other Use! —€ 35’2” Saal 





90 Visi-Shelf Filing Units, occupying less than half the original filing 
area, hold all of the records previously filed in the entire filing area! 
These units, with a filing capacity of 25,380 filing inches offer 4,604 
more filing inches —an increase of 25% in filing capacity. 


SEE THE VISI-SHELF FILING SYSTEM AT THE 
NSOEA CONVENTION — ROOM 620A 


or write for catalog and full details. 


VIS!|-SHER® Feee, ING 


105 Reade St., New York 13, N. Y. 





ham way can give me the necessary deta By t¢ Alabama 
realiy came back this monn, See what 4 TTie advertising can 
do, Allen? 
* + &€ & & 
Dave Ogden, Bates Mfg.'s man in these here parts, writes that 
his company reating a new territory in the Southeast con- 
sisting of Tennessee, Mississippi, Arkansas and Louisiana with 
headquarters at Memphis. The new man hadn't been appointed as 
this was written but Dave's new territory w nsist of South 
Carolina, Georgia, Alabama and Florida with sdquarters in 
Jacksonville. Address; 7816 Denham Road W., Lake Forest Hills. 
Couldn't get that Florida sand r shoe [ 3? 
% * 2 %* * 
Now comes me news that |, for one, was very rry to hear. 
After all that ‘build-up’ that has been going on for the past 
montn or s word comes now that the people at the Golden Gate 
Hotel at Miami Beach have informed the powers that be that they 
will not be able to handle the convention after all and the loca- 
tion has beer witched to the Roney Plaza at Miami Beach. The 
dates, April 5-6-7, remain the same. A n as the deta such as 


e they wil be br aacasT profusely 

* &€ &€ & & 
Paul Barnett of Barnett's, Inc., Miami, Fla., said he was happy to 
that Lou Lyons is back on the job again after a long 


rates, are availad 


announce 


iege of ness. It requi ired a lot of stamina t yet back on his 
feet again," Paul said, "but you just can't keep a good man like 
L U d wr 


*# £+ &€ #& & 


Had some pretty good help thi: rom John Floyd, Jack 

| Cooper, Joe Maura, Jimmy Wilson and Wyatt Seybt. Guess ole 
Inky"’ ran outa ink, or maybe it wa hat new mar n is buy- 
ing in Jax. Understand he need me help in clearing out the 
yators and snakes. Now that Jack Miller | hee pened a new ac- 

| count in Ocala I'm sure I'll hear fron next r I'd better. 

| Tommy Tompkins is still busy countir money Jon't look 
tor anytt n him f ral na time Bye now 


| Marchant Report Wins Merit Award 


| ON DREAM VACATION... 


The 1954 annual report of Marchant Calculators, Inc., has 
won for the Oakland, Calif., company its 11th consecutive 
Merit Award in a yearly competition conducted by Financial 
World, a leading investment and business magazine. 

The Merit Award was conferred on corporate reports cited 
for “distinguished achievement in annual reporting ” and 
modernity of format and typography. The Marchant annual 
report featured engineering research and development. 

Out of 24 office equipment and supplies manufacturing firms 
entering the competition over the past 13 years, Marchant 
Calculators, Inc., ranks second in number of consecutive 
awards. ——___—___-____—_ 





Mrs. Marie Agniel of Jefferson City, 
| Mo., winner of the Mosler Safe Company's nationwide ‘‘Dream 
| Vacation” contest for secretaries, strolls past a guardsman at 
Buckingham Palace, London, with her son, Dr. Harry Agniel. 
| Her prize included a two-week vacation flying tour in Europe 
| for two and $1,000 in cash. 
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11 
628RUA . : 
The Champion Adjustable Chair, 


628RUA, featuring working 


com fort through four-way 


adjustability 


ecient 


| COMPLETE LINE of Office Chairs 


Can Increase Your Profits 





And here’s how: The Gunlocke Champion Family enables you 
to help the executive plan his entire office. There’s a Champion 
for every office function—from the stenographic to the executive 
adjustable chair. And all are made to match in terms of style, 
design and rugged quality. 

It’s wise to sell a family of chairs like Champion. The executive 
will return again and again for matching pieces. Your profits 
swell as his office needs increase. 

Write today. Ask for more information about the famous 
Champion Family. 


A. oe WM GUNLOCKE CHAIR COMPANY 











wm gma 











THE 


FOR YOU 


SPEEDY SALES 
SURE PROFITS 





OFFSET PLATES 
NEGATIVES, STENCILS 





SAFE ° SWIFT ° SURE WAY 


FOR YOUR CUSTOMERS 


SAFE STORAGE 
SWIFT FILING & FINDING 





ATLAS JUMBO MODELS 


Two drawer cradle suspension 
cabinets manvfactured of extra 
heavy steel. 

A Jumbo (illustrated) 16” wide, 
52” high, 28” deep. Files stand- 
ard offset plates, negatives, sten- 
cils 

B Jumbo 181'/." wide, 52” high, 
28” deep. Files plates, negatives, 
stencils 111%" to 13” wide 

C Jumbo 2612" wide, 52” high, 
28” deep. Files plates, negatives, 
x-rays to 21” wide 


OTHER ATLAS MODELS 


Portable, Deluxe, Twin-Deluxe, 8 
Deluxe, C Deluxe Efficiency Mod- 
els. 


ATLAS HANGERS 


Only Atlas manufactures a complete line of patented hangers 
in 1144”, 14” and 22” widths. Choose the hangers best for your 
requirements. 


NEGA-PLATE HANGER 


(tHustrated) 

Equipped with two heavy en- 
velopes for offset plate and neg- 
ative. Filed items are protected 
from dust, scratching and effects 
light. Available in 11'/2” 
and 22”. 


of 





DSH Hangers—for standard stencils 


DGR Hangers—for foreign heading stencils 


PSC Hangers—for straight edge plates, negatives, stencils etc. 


SH Hangers—for serrated edge offset plates 


GIH Hangers—for group and specialty filing 


NEXT STOP CHICAGO 


See Atlas Vertical Filing Equipment 
NSOEA CONVENTION © Booths C-3 and C-4 








ATLAS 
VERTICAL a 


FOR STENCILS, OFFSET PLATES & NEGATIVES, X-RAY, ETC 


Atlas Stencil Files Corp., 16716 Westfield Ave. * Cleveland 10, O. 








StH Districr Notes 





PAT PATTERSON, CORRESPONDENT 
3710 GROSVENOR ROAD, CLEVELAND 1/8, OHIO 
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Paul S. (Runt) Foster, Standard Printing & Publishing Company, 
juntington, W. Va., president of West Virginia Off Equipment 


Dealers A at announces that the next meeting w be he d 

Huntington at the Georgian Terrace of the Frederick Hotel o 
Dctober 29. It start at 2:30 p.m., and w nsist of the busi 
ess meeting, triendship hour, and ba 

— “ & The Globe-Wernicke will be the quest speak 

nd J. Hanly Morgan, Morgar Huntington, W. Va., w 

jive ar t 3! talk in his own inimitable manner 

Election t ticers will be held; both for the 3 ation and 
an a ate vice-president to be selected from the traveler 


members. 


Ww. LS Cooper, Cooper Office Equipment Company, Johnson 


, n Ww be an honored quest. Mr. Coops eutenant- 
Jovernor tf NSOEA fron m his state Ina Ww atfrena n order to 
rmulate plar r a Tennessee state a ation. Dealer members 
urged ft Dring 4s many oft their al € per nne T This meet 
ng asec ble. All travelers who do busine n West Virginia are 
wited to be associate members, Dus are $3.00 per year; ap 
ation " heck enclosed) may be sent to the writer of this 
umn 


+ &# & & & 


The Fifth District is losing one of the nicest guys t me along 
me time. Harold Groth of Minnesota Mining & Manufacturing 
mpany. Mr. Groth, Cleveland district retail sales branch man- 


ager, has been promoted to southeastern regional manager in 
harae of Philadelphia, Cincinnati and Atlanta div ns. He will 


ate in Philadelphia, and will direct retail and justrial sales. 
t+ &£ &£ & & 
M. J. Boone, Standard Office Supply Company, Louisville, Ky., 
yovernor f the Fifth Reg ion, annou that the new lieutenant 
yovernor for Indiana Paul F, Decker's, | Lafayette 
nd. This change was made after Larry Schubert's resignation, fol 
wing his dec n to travel for All Steel Equipment Company. 
Paul has been in the industry tor 32 years. His first year was 
with Schwab Safe Company as salesman and his past 31! years 
have De wit Decker's, serving a sles manager for the La- 
fayette, Ind tore. His hobbies are selling offi furniture and 
playing golf. He was one of the original organizers of the Indiana 
State Stationers Association and served as president the first year 
he aasbibies 


* ££ &£ & & 

THE NEW AND THE OLD: Our newest stationer, Crites-Watson 

Hice Supply, W ter, Ohio Earl Crites and Clare 
Watson, held its grand opening on July with an attendance 

re than 2,000 people. This in a towr t 14,000 population! 

Busine Equipment Company, Zanesville, Ohio, w e wert ts 

on November 16. Ray Collins and Charlie Woods 
hold open house from November 14-19. Congratulations! 

* £ &€ & & 

Forest Odell is now doing the buying at Laird Office Equipment 

Company, Charleston, W. Va.; T. B. Hamilton, former buyer, is 


perateda C 
9 


10th anniversar 


w in outside sales. .... Gerald Mownes, who was the buyer for 
this firm before he moved to Tuscor several years ago, was 
re ently in town on his vacatior f a » new Pontia to, 
irive ba K 


%& &£ & & & 


The city of Canton, Ohio, is in quite a turn elebrating its 

squi-centennial. The males of th ty are co-operating by grow- 
nq facial undergrowth; Don Crile, Office Equipment Company 
king like a southern colonel, suh, but without benefit of mint 

ilep .. . Major Paul Frank, Tri-City Office Supply Company 
antor with the reserves on summe maneuvers at Fort Knox. 
* * & & F 

George C. (Joe) Meyer, Erikser Toled ust back fron 

wonderful vacation at Sand Lake, Irish Hills, Mich., and looks it 

. Walter E. Trites, Dieh! Office Equipment Company, Colum- 


s, Ohio, on vacation back East in Boston. Harold Hamp- 
ton, Indianapolis Office Supply Company, Indianapolis, back at 
work after several days in the hospita . Frances McCormick, 
Frances E. McCormick Company, St. Albans, W. Va., is hobbling 
sround these days as a result of a fractured toe, ‘Tis rumored that 
he kicked a ¢ sveler???? 


EVERYBODY'S DOING IT: Karl Bechtle 3nd Bob Morrison, Ha! 
Beck Equipment Company, Marior in th throe f re 
deling. and (travelers take note) a nditioning Bernie 
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Wolds Finest Duplicalo 0 


AT THE WORLD'S LOWEST PRICES 


Srl coducing 


SPEED-O-PRINT’S 
LIBERATOR MODEL 300 ELECTRIC 


SPEED-O-PRINT CORPORATION 


1801 W. LARCHMONT AVENUE + CHICAGO 13, ILLINOIS 








Be sure to visit 
BOOTH 108 


during the NSOEA Convention 
Oct. 1-5 © Conrad Hilton © Chicago 


































PRODUCTS 4 


¢ RESTAURANTS 
* BEAUTY PARLORS 

* SHOWROOMS 

e INSTITUTIONS, ETC. | 


Complete line of | 


e OFFICES 
¢ HOTELS 
e MOTELS 
e THEATRES 







COAT TREES 


* 
WARDROBE RACKS 
° H 
WALL RACKS 


| 
UMBRELLA STANDS | 
| 





COAT HANGERS | 


SAND URNS | 





SMOKERS | 


NEW! Eilaiaisiss 


FREE CATALOG 
#300 Coat Tree 


WRITE TODAY List Price 10.50 ea 


for new free catalog of 

complete line. Has large - 6 or more 
illustrations to show ali! = 

details, specifications, and 
prices. 


=” > 





#14 Sand Urn 
List Price 10.00 

















\ Wardrobe Rack 


GLARO MACHINE PRODUCTS CO., INC. 
LINDENHURST, L. I., N. Y. 
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1 Joe Cira, Seibenick 


Seibenick 


Russ Davis vy Noonar | : very proud 
snd air-conditioned de 2 « Ve te We SOBER 
K harleston, W va ne tr alread 


eaut 


James Monroe Hanly Morgan, Jr., 
Aes Ww Ve escent aol H 
Jd w V ersity a 
M ajor ne aa 
a M ar 
y farm or 
Vad, the tTarm may 
. Doris Dalton, | firm, te e 
ad al " erk, Jean Hensley Marilyn Mon- 
roe) wa } 4 pleasant scenery Tne Trave Harry 
Martin, sa sn for the firrn J that mae 
x ¥ * &€ ¥ 
Hugh Rowland, crack outside sa for W Noonan Con 
aes ams y now cettina @ bute ile F notte ane 
3 plaster cast, F t v Tt 
ror é&é iaqaq wa TTempt j aw 
tree at his home Nelson Deakin, likeable 
VY nee } VV va wenrt 


Laura Greig, buyer for this 
Chester McGhee will take 


to Herbert Buhler, Jr.. Baker & Haig mpany 
recent er yeme Maureen Hoffman of that 

ty. D-Day will be early in 1956 sme to Mr. & Mrs. Fred 
Ashworth, tationer Inc., Huntinat W. Va n the recent 
sddit t nd n, Don Pack Ashworth. A 


ebrate + ; rd anniversary Septe 
Jim Wallace, nanufacturers’ repre tative, | t formed fron 
Buckeye; recently moved to Ashland . . Ralph 
Rosenfield formerly with Colun Jat mt! O} 
l KA C4 
: Ma S ju 
p, 


¢ pany “ A 2 NM 
K 3 Genr, tra , 
ee & & F& 
to Armon P. Ashton, W Winnes Company 
nnat snd family » the ox + deat f mother. Mrs. 
Louise Ashton passeaq away aT mr pita nnat 


Howard B. Armstrong, Armst tat ry y, Cir 


x 4 
Walton Wuebbold, H. Wueblt 
nces ft yrand openir ‘ 
} 
‘ * # 
A warm w é extended t embers 
Fit tt trict Traveler Club: James WwW. ‘Bardwell A ated 


tat Comp ; Barney Barnett, | t Company 

nc.; H. Ww. Decker and ‘Edward G. Jensen, Mitta 

J. Patrick Fanning, Victor Safe & | 
rm rian Manutacturing ( 

John L. Grant, A; 

reka Spe slty P 3 Com; 


Ww 


pany William E. 

Clete M. Gordon, Acr 

r >| Felix A. Hauser 
{1 Norman E, Hovey, forme 
er a a ae 

Bill King, Reyburn M titan. 
vice-pre 3 t, P. a Wise, nt around 


George Redeker, Redekes By rporated st 
the Fifth Trav eeding 
6. Bruce MeCaleb, who ha at t of ou ur thank 
4 M V ) Db we 4 r + ++ a 

Ww af 


*¥ + & & F 
Mowers Gatewood, 


vv na 4 
er manaaina director f 4h, WV : Hie, j Institute 
ea a4 ra 2 at 
: n Bed Robert Ceol 
+h — P ars 


Eddie Hughes esman 1 insford Sta 
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Chairs by Huntington Chair Corporation, Huntington, West Virginia 











For modern offices 


~ 





Burnished Antique, one of 
even patterns in Elastic 
U.S. Naugahyde; in a wide 
range of beautiful colors. 


Bm 
Spee SPE IT ee he 
Roel 7 


} «)$? ) * 
Y(Ca Ch v/ ? 


auga hyde 


aaa The finest in viny! upholstery 


hs) hae 


p ih 
elle Soe 
ay tee A 






Quadrille 


Oriental 


Pylon 


Designed with Beauty and Service in mind 


This cool, luxurious fabric has the durability of vinyl, 
so it will keep new looking, smart for years. The rich 
colors and handsome patterns offer decorator 


inspiration for every interior. For furniture of lasting 


e breathes like a woven fabric 


¢ has the tough durability 
of vinyl 





e the luxury of soft fabric 


Coated Fabrics Department 


RUBBER 
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distinction, specify Breathable U. S. Naugahyde 
on new pieces—or see your local upholsterer. 


e cool and comfortable 

e fade-resistant, washable 

® permanent, bright colors 
e high tear strength 


*Patent Applied for 
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H416 Curve Bumper H410 R.F. End 
Selected From Our COUNTRY SIDE GROUP. Also in- 


cludes lounge chairs, standard and oversize sofas and 
hasic sectional pieces. 


~ DISTINCTION... 












Current Installations Include: 


Loyola University, Chicago; University of Seattle, 


Elegance of design, artfully complimented by Seattle ; Mississippi Southern College, Hattiesburg; Mon- 
rich, top-grain leather, durable Elastic Naugahyde, | tana State College, Bozeman. 
Munster and Donegal Vinyl or luxurious Write For New Catalog Illustrating and 
decorator fabrics, create a distinctive combination Describing The Caaiglow Modernize Line. 
of lasting luxury, quality and beauty. ‘Furniture By The Inch To Fit Furniture To 


The Space” 


Upholstered Furniture of Distinction 





For Offices, Hotels, Institutions edhegsae 


> + 
modernize inc ae 
666 Lake Shore Drive ; 
Chicago 11, Illinois (a 


Factories: Chicago, Grand Rapids 
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y ncinnati, wi uffered a heart attack late i: | 
August We are told that Russ Thompson, Transylvania 
f ; Lexinaton, Ky has been gravely injured in a 





haft. He n Good Samaritan hospita 
f jata vere ; availaDle as we went f 
a7 

* *+ + ¥ 

Bill Curtin ate Hice Supply Company, Columbus, Ohio, ha 
ad mer. After suffering three weeks with a virus ir 
ect to Cape Cod for a vacation; wound up instead 
and was laid up tor four more weeks. Now 


n good shape. Rough, ain't it? 
®# &@ @&@ 2 @ 


chair control 





Arthur R. Frey dent of the Fifth District Travelers Clut | 
wing as the Travelers committee 
be held in Cincinnati next year on Ap 
29-3 hairman: Cal Long, Cal Long and Associate 
James P. Barrett, Minnesota Mining and Manufacturing Compa 
William R. Kane Dxford Filing Supply Company; Edwin J. 
Northam Yhio Paper Company; Lloyd W. Landenberger, 
Richard B Company and George J. Handorf, The Globe 




















StH District Notes 


C. O. SCHLAVER, CORRESPONDENT 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL. 








New nylon bearings make Bassick’s modestly 
priced G-1000 tilting chair control safe, silent 
and maintenance-free. 


SEEN AT MAYNARD’S PARTY . . . Top—Mr. and Mrs. Maynard 


Westring, Mid-City Stationers, Inc., Rockford; Hugh Reeves, At one stroke the new bearings 
Jacquin & Company, Peoria, Ill., governor of NSOEA Dist. No. 
6. Bottom — Part of the group at dinner. (1) stop squeaks and chatter 


(2) put an end to the messy job of lubricat- 


Waite + rec T n the Westrina nvit . . 
alter Lennartson c t 3 ing this area 
Mt morning, August I!, all wes quiet at the (3) eliminate metal-to-metal friction bear- 
sutiful Forest H Country Club, Rockford, Ill. S : ; 
R atmosphere wes changed by the enthusiestic ings which often elongate and give a 
the 38 travelers, dealers, wives and special chair the “wobbles.” 
the annual Maynard Westring invitational golf ? ’ . 
tatistics the crowd included 17 members of Close the books on your office chair mainte- 
Club, eight deslers, I! ledies end t nance budget by making sure your chairs have 
wes weppend to wile an fer ese beck Bassick G-1000 Tilting Chair Controls—as well 
tarted out on the first hole. To their as “Diamond-Arrow” casters, of course. Bassick 
, ee ee a eee ae controls are being used by leading office chair 
veatont deacon.” A ans af tle aeee manufacturers. THE BASSICK COMPANY, Bridge- 
Te e hole : port 2, Conn. /n Canada: Belleville, Ont. 
Tom G ce K Kwe Barnes Company hauffeured Roy Eichen- 
laub Products Company, from Chicago so that Ray 
ild nances and attendant arrangements for golf 


his habit for many years. Chicago are 


deal ented by Ray Achtner, Office Stationery & L . a 
Equir y, Chicago; Ollie Stevens, Stevens, Maloney & ~~ Pa) t 
oar and Henry Brandt, Maywood Typewriter & | Ba. 
ff npany, Maywood, | A DIVISION OF 


A was Hugh Reeves, Jacquin & Company Peor 3 y a 
trict No. 6 of the National Stationery & Office | BP WAKING MORE WONDS OF CASTERS MAKING CASTERS DO MORE 
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GINGHER VALET MODEL V-12 


GINGHER 


THE COMPLETE NEW LINE OF 


| Valets & Wall Racks 


30 SECOND 
ASSEMBLY 





















NO 
NUTS, BOLTS, 
SCREWS 


Just insert the post into the 
base and slide the top sec- 
tion over the post and the 
Gingher Valet is ready for 
use. All welded, finest fur- 
niture steel construction. 
Finished in gray or green 
baked-on permanent enamel. 
Aluminum umbrella holders 
with easy-to-empty drip 
drawers. Valet units can be 
locked together instantly 
side by side and/or back to 
back or changed to any de- 
sired pattern. 








Model V-6 








For complete informa- 

tion about this new SEE US AT THE 
line of quality ward- NSOEA CONVENTION 
robe racks, write to- BOOTH 651A 

— * CHICAGO OCT. 1-5 







GINGHER MFG. 


314-328 Depot Street, Scranton 9, Pa. 








Since 1924 Precision Manufacturers of Machine and Electrical 
Product Instruments and Components 








juipment Association. As Maynard Westring and Ollie Stevens are 
both past governors of the sixth district, Hugh telt right at home, 
Breaking a ng tradition, the ladies graced the a er with their 
esence. Arte a delicious meal Host Westring, Mid-City Sta- 
nes Ir a ktord, expressed appre tion ft } for « ming 
participate in a very pleasant annual event, He nisced a Dit, 
calling that the first outing was heid 745 
Atter Jinne The group moved ae cna slonqside the 
wimming f T watch a water show. A final event | the Gay, 
wa 8 Vv TT The DeauTiftul new Westr 7} nome 
Kick-off Time . . . Yes, don't forget the Great Lakes Travelers 
uD pre nvention luncheon Friday f Septemt r 30, at the 
Boulevard R the Conrad Hilton Hotel. The fee $4.50, 
tickets at the door. Committee Harry Hoffman, eph Dixon 
icible ( pany hairman: Ken Henderson, The arter's Ink 
mpany hairman; Ray J. Eichenlaub, Service Steel Products 
mpany: Tom Gillice, Rockwell Barns Sompar Benny Allen, 
America Per Company; Walter Lennartson, FFICE AP- 
PLIANCES; and Ken Reister, Minnesota Mining & Manufacturing 
Company. 
It w De aT 12:30 snarp and iT ist 8 c mptiy at 2 p.m. 
*¥ %*+ + € & 
Looking Ahead. . . Walter Bryzek, hnson Chair Company, 
announces that the committee he heads up has secured the Grand 
Ballroom of the Morrison Hotel f the annual GLTC Christmas 
party on December 16. On the mmittee with Walter are Harry 
Hoffman, hairman; Tom Gillice, Ray J. Eichenlaub, Ken Hen- 


derson and Benny Allen. 


Classified Ads Get Results 
if Teamed Over Weekend 

When can I get the best results from the use of classified 
advertising? 

The best answer to that question, according to William 
Shewmaker, Denver, Colorado, office appliance retailer, is to 
“team up” want ads to cover Friday, Saturday and Sunday. 
In better than 15 years experience with using both display and 
classified advertising, Mr. Shewmaker has determined that the 
“one-two-three punch” of Friday, Saturday and Sunday will 
actually show around five times greater sales pull than ads run 
on Sunday alone. 

“There are a lot of reasons why this system has produced 
results,” he pointed out. “First of all, the classified section in 
the Sunday newspaper carries hundreds of ads, and the usual 
policy is to push those which are already set in type toward 
the top — where they naturally gain more attention. Thus, if 
the dealer has advertised on Friday and Saturday, his Sunday 
ad will benefit by the best possible placement, appearing well 
toward the top of the list in each column involved, where it is 
bound to command more attention. 

We have found this to be true, no matter what the item 
may be, and since used equipments, specials, and newly- 
introduced items are on just about a par with the offerings of 
other dealers, the top position in the column produces more 
dividends.” 

In planning his classified advertising, Mr. Shewmaker care- 
fully keeps in consideration both the “bargain hunter” who 
systemmatically scours the want ads each Sunday, and who 
will usually buy in no other way, and second, “the browser” 
who skims over the want ads for sheer interest. 

“Classified advertising has built up a type of customers who 
are entirely different from the average,” Shewmaker said. 
“These are the confirmed bargain hunters, who will pay little 
attention to store window displays, who will seldom visit the 
store, but who will, at the same time, become intensely in- 
terested when a classified ad gets their attention. Those are the 
people who buy most trade-ins, damaged goods and mark- 
downs, and thus, we write our classified ads to emphasize sav- 
ings, comparing new price with our selling price. We likewise 
attempt to use the top line in capital letters, where it will 
attract the attention of those who make only a cursory ift- 
spection of the classified ads, and whose attention may be 
attracted.” 

The cost of the Friday and Saturday insertions is relatively 
small, compared with the selling advantages of “top position” 
ads at any time, the Denver dealer indicated. “Our experience 
has been that these three-time series will invariably get results 
where a single Sunday ad does not,” he summed up.—RAL 
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N OUP adaptable to luxurious executive 
nd a wide variety of general office, space saving arrange- 
“ . ble in beautiful pencil striped walnut exteriors in | 
walnut and silver walnut finish. Inquiries are invited. THE JASPER DESK CO., JASPER, IND. | 








PEERLESS DEALERS 
point to this name plate 


ee an a 


WY?) PEERLESS (em 


to highlight quality 


It stands for top quality. Quality in every 
phase of construction. From the heavy 
gauge cold-rolled furniture steel . . . extra 
heavy channel uprights . . . wear-resistant 


welding .. . to the sturdy cross-pieces. 


In fact, from top to bottom drawer, you 


sell the finest in steel filing cabinets. 


The name plate PEERLESS tells this 
unusual quality story—and that’s half 


your “sales battle.” 


Under the Peerless Franchise, you too, can 
increase sales by pointing-to-the-name- 
plate. Why not investigate that franchise 
today. 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 
New York * Chicago + Dallas « Los Angeles 


Peerless Filing Cab- 
inets are made in 
2-3-4 and 5 heights, 
in a wide variety of 
finishes. The complete 
Peerless line includes 
metal desks, tables 
and accessories for 
every office need, 
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S> 8rH District Notes 


IZZY VODA, CORRESPONDENT 
2001 S. HANLEY RD., ST. LOUIS 17, MO. 


Midwest Travelers Outing Personalities .. . 





Bob Minor, Joe Landis, Ray Greenstreet, Vaugh willl , Carl 
Krueger, Dale McCall, Bob Wessley and Tom Morrow, all of Schooley 
Ptg. & Staty. Co., Kansas City, Mo. 


- Bill Shockley, Bill Shaeffer, Dick Barton, Bob Sutherland and Billi 


McKeighan, all of Sam'l.. Dodsworth Staty. Co., Kansas City, Mo., 
and Howard Hendricks, Allen Marking Products Co., Kansas City, Mo. 


- BIN Cromwell, president, Midwest Travelers Club; Tom Seward, 


Speed Products Co.; Heinie Sengbusch, mfrs. rep.; Ken Pendergast, 
Geo. E. Baird & Son; Dave Neuhaus, mfrs. rep. 


. Dave Dahlin, Fiddler's Inc., Kansas City, Kan.; Quentin Reed, Mid- 


west Office Suppliers, Topeka, Kan., Roy Weidwald; Tom Wright, 
Geo. E. Baird & Son, Kansas City, Mo.; Ray Edelstein, Joseph Dixon 
Crucible Co.; Armin Soph; Gene Gore, Security Staty., Kansas City, 
Mo.; Tom Seward, Speed Products Co.; Jack Cooke, Codo Mfg. 
Corp.; Heinie Sengbusch, mfrs. rep.; Mr. Roberts, Demaree Staty. 
Co., Kansas City, Mo. 


- Dave Nevhous, mfrs. rep.; Ray Kline, Security Staty. Co., Governor 


of District 8 NSOEA; Vaughon Williams, Schooley Staty. Co., past 
governor 

Bob English, Federal Staty. Co.; Owen Doss, Associated Stationers 
Supply Co.; Pav! Willson, Kansas City Staty., and Wayne Mitchell, 
Sanford ink Co 


. President of the Midwest Travelers Club, Bill Cromwell poses with 


his committee members—Clint Cooper, Esterbrook Pen Co., finance; 
Jack Low, Minnesota Mining & Mfg. Co., first v.p. and games chair- 
man; Don Lynn, Weber Costello., prizes; Bill Cromwell; Max Keat- 
ing, mfrs. rep., general chairman; Loyal! Carlon, Bates Mfg. Co., 
co-chairman prizes, and John Lathrop, F. $. Webster Co., golf chair- 
man (Continued next column) 
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CHAMPION CLASP 


Extra wide, heavily gum- 
med seams give greater 
protection to contents .. . 
available in 24 sizes, 
Parkraft or Cameo stock. 
String and button fasten- 
ers also available. 





BEST SELLERS’ 


from Quality Park that mean 
satisfied customers and 
profitable repeat business 
for YOU... 








2 COMPARTMENT 


Heavy durable stock with 
extra wide seams. 2-com- 
partment has cellophane 
windowed first class en- 
velope attached . . . avail- 
able in 4 sizes... 

















SOLD. THROUGH DEALERS ONLY 


Quality Pa, 


CZ 





% General Office and Factory, Quality Park, St. Paul 4, Minnesota 
% Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, ll. 
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Exclusive 


, CARBON 
OF GRIPPER” 


included with each box of 2 


cCcCoDO CARBON PAPER* 
ag a c) 63 tM et Se i} 


ines, 
















ti 


© roses wenn O98 © F PATENT Oorees 


pote By 
cTiengue anda hand de of gripper) 








IOGERSOCSCOOOOOOOUEOOOSOOUOUMUREQQURUURGUEBEOOOOROOOUOREDUSOLLE 








odo 


\ 
features: 
\ 
® PATENTED SLOTS 


(Holds all papers securely) 


® CENTER GUIDE ; 


@ DEPTH SCALE 7 
Y, 
i 





~s 
ie a 


——_ = 


It’s easy and profitable to sell Codo Carbon 
Papers. Here’s why: Codo’s exclusive Carbon 
“Gripper” is a proved work-saver and appear- 
ance-improver. In addition, the high quality 
of Codo’s Carbon Paper keeps customers sold 
and assures repeat business. 

*Except Typocraft Brand 


Cf, —"" MANUFACTURING CORP. 


Factory: Coraopolis, Pa. 
401 Wood St. 564 W. Monroe St. 


79 Madison Ave. 
@ pittsburgh 22, Pa. Chicago 6, Ill. 


New York 16, N. Y. 
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(8th District Notes, Continued) 








Under the excellent direction Max Keating, snutacturer’s 
epresentative, and Bill Cromwell, Eaton Paper mpany, the 
Midwest Trav f Club had its a J JOINT Tt 3. The weather 

af perated Dy providing pertect 

The day was added to by f Leonard Wilcox, 
Roberts Printing & Stationery C Hutchinsor president 

the NSOEA; Ray Kline, Security Stationery Company, Kansas 
M 8th District Governor; and past gove ; ieee Brain, 
Stat Omaha, Neb.; Vaughn Williams, Schooley Sta 
Ray Baldwin, Gallup Map and Stat vy, both of 

us tnanks fT T ntriout Dy manuta 
epresentative Tt ynouTt The JusTry. Space 
to name each tributor, but all present wish 
show the yratitude by thanking them via fi umn, It was 

ul that helped make fT party a 

Here s few of the winners. Bill Shockley, S Dodsworth 
Stationery, Kansas City, Mo., low Jack Conte, do Manu- 
facturing C the Ru Ragan (Ame sn Pad & ape award 
for t sevens on | ard; 1 Quentin Reed 
nd Roy Weidwald, Midwest Off ppliers, To an., horse- 
noe 

ine usua } 3 picture tT The jT } are 20senT Tr year be- 
Sause Dave Neuhaus, club's official tograpner and broke 

rib at me. He only appeared brief , din hour 

J was unabdie Tt ao nis usuaé! Gg | 

To epitomize the day, all had a a the 
Jealers and Travelers who were unabie ft attend. We a look 

ward T ext year and espe | T af aif nait nea ub 

*% %* + 
Mr, and Taft Welch of the tt-Rice mpany, Tulsa 
kla.. spent a week with Mr. and M Izzy Voda Anaeles 
e * *+ F 
Mr. and } Louis Shore of Duke, |: Ww ta, Kan., spent 
eral days with Mr. and Mrs. Voda taking in Tr highliahts of 
* *+ &+ & & 

S rry Tt hear that Dan Scott T tt-Rice C Tulsa Klé., has 

been . Hope you get wel n, Da Come and Mix in ‘56 
OrH District Notes 

ART CARROW, CORRESPONDENT 

44232 N. ROSENEATH DR., HOUSTON 21, TEX! 

ria y ) u eserva Regional mee ting in 

ay * Fort Worth a H Ar 26, 27 

28? Tr and traveler mpleted. 
* *+ * * F 
STORE TOPICS 

The Office sipply Compan sreenv M mpleted 
moving int the new building at 638 Washingtor r from 306 
Wa Formal opening wa Sept 

A at 307 Main S R A moved 

Arkansa re G pany w | h tore 

615 ¢t Markham and w niture 

A. E. Horst rmer ow Supply in 
Mid 1 Tey 'e) nt the G A Supp y a 

4 ~ K i e Tex ana w a n 

ality Ott Supply. 

Sam Pitner ating the Pitns fice Supply at Tupe M 
3 pened the New Albany Of ipply in New A n M 

a branch store . Mr. & Mrs. Jack Tannehill ngton 

have t the Neshoba n st in Philadelphia, Miss 

Ja b ff F ne 4 

Homer Gils Jr., has opened a and git 

3 t Jack n St. Harling Tex M pr Office 
= pany an & 2Ist A 2213. 9th 
Merid Miss. Mrs. Lois . ysl perate 

Clark Printing Company, torm it sa. ’ S.E 

Camd A 4 jed y Wa } N.E. 3 
an Cook xd his Office Ma & Super mpany from 

5 Ada A S.E., in Camden + S.W 

Lindse & Supply C 3. ha 

sned ut branch store in B y, La., a 4 S 

Jer the name of Bossier Printing & pply . . Business 
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GROUP BY 
Donperial 


you can sell this furniture with Pie 


The Boulevard Group gives you all the “talking” points in a desk line that make 
iteasier to close a sale . . . clean, modern styling . . . warm walnut wood with a beautiful 
lacquer finish . . . an unlimited number of construction features to demonstrate . . . 
and at a price that is truly competitive. 
Made by one of the oldest and most respected manufacturers of wood office furniture, 
this grouping completes a full line of office desks that cover a 
| tull range of styles and prices. 
A complete catalog showing all the pieces in the Boulevard Group is available . . 


Write for it today! 


-* 
lm perial desk company EVANSVILLE, IN 























DOZENS OF COMBINATIONS 


. whatever your customer needs in the way of multi-unit 
arrangements, you'll be able to work out a grouping of Boule- 


vard pieces to make him happy! 


Shown here are just two suggested arrangements — others 
can be made quite easily. It’s easier to sell when you can work 
out a plan to suit his individual wishes and Imperial’s 


Boulevard Group is planned to help you sell 


Another advantage of the Boulevard Group is the fact that 
it is made up of standard units . which can be used in 


modular groups or as individual pieces 


IMPERIAL HELPS YOU 


Cn LIN GADS 


To create traffic in your store . . . and to give you visual 
aids to selling, the pieces shown here are made available 


to all Imperial dealers. Write for details. 


CATALOG FOLDER 


Handsomely printed in two colors 
with illustrations of all pieces in 


the Boulevard group and complete 





dimensions. 


MEMBER WOOD OFFICE 











NEWSPAPER MATS 


Complete mats in most popular 
sizes. Also illustration mats show 
ing drawings of groups in room 


settings. 


FURNITURE INSTITUTE 


= 
Baungoezneiaall desk company evansvitie, INDIANA 








INCREASE THE EFFECTIVENESS OF YOUR SELLING EFFORTS BY THES 


SELF-MAILER 


An effective selling mailer whic 
features the full-color photograph 
shown on the preceding pag 
Planned for low-cost mailing * 


stimulate consumer interest. 
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q Ye No. 202 
SSTaNDARD 


<HEAYY DUTY 
SBEEIGE STAPLER 


N acres F: | in leading 
| CONSUMER. OFFICE 
HOMECRAFT- SHELTER 
a) : > 
§ g Magazines = 
. ~ 
: ‘bey To Create yy 


<The 3 








he — No. 1-50 
HEAVY: DUTY 
» AUTOMATIC 


SyGUN, TACKER 


One Junius Street, Dept. OA 
Brooklyn 12, New York 






. s 
: ef 4 Please send us the following FREE displays: 


No. 202 Standard Stapler 
No, 105 Standard Stapler 
No. T-50 Gun Tacker 


c aah te ar > C | ——_ No. T-32 Gun Tacker 
| if hij i 4] —— No. P-22 Stapling Plier 
: 





PLIER-TYPE 


HAND STAPLER 


See us at the 
NSOEA Show, Chicago 
Booth 52, October 1-5 


Latest Catalog 
Firm Name 





Address —~ 
City Zone State 





es 








OA-10/55 203 

















soca aa UES 











We had “Claustrophobia”’. . . 


Giving Royal Register dealers the rapid delivery 
they counted on was such a man-sized job that we had 
to expand in a big way. Now Royal Register dealers 


throughout the country (we have NO direct sales- 


men!) can count on Royal Register for the fastest 


delivery in the register form industry — two weeks 
for most orders. New and completely up-to-date 
plants in Nashua, New Hampshire and Bettendorf, 
Iowa will give Royal dealers the advantages of re- 
duced shipping charges and unsurpassed quality 
control for register forms designed for almost every 


make of autographic register. 

































ROTA REGistee eo, 


















NEW PLANT AT BETTENDORF, IOWA 


YOU CAN COUNT ON ROYAL REGISTER FOR RAPID DELIVERY 


ROYAL REGISTER CO. 


NASHU Ap cD OWOHAMP SHIRE 
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As if Waterman hadn't done enough to 
revolutionize the fountain pen industry... 
now Waterman has a brand-new idea 

in gift sets. 


It's the unique combination of a beautiful 
Waterman C/F,* the Cartridge-Filled 
fountain pen, with Waterman’s exclusive 
“Convertible”, a matching pencil that 
uses fluid-lead and can be converted 
almost instantly to a ball point pen. It is 
being made in colors to match the C/F in 
Onyx Black, Teal Blue and Burning Sand. 


Waterman's Convertible gives the 
smoothest pencil writing ever known. One 
cartridge will easily last for months. No 
broken points, no pencil sharpener. 

It's wonderful. And Waterman’s fluid-lead 
will erase with a whisk of an eraser. 

In fact, the Convertible carries its own 
built-in eraser. 


The Convertible alone retails at $5.00 and 
$7.507 and with Waterman's C/F Pen 

in attractive gift sets from $13.75. 

It's another “something new, something 
different, something wonderful” for 
Christmas, for more customers and 

for profits! 


Order now for immediate or future 
delivery. 














WATERMAN PEN COMPANY, INC. Seymour, Conn. 
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BARKLEY TAB 


in your files 





Never has there been a more pressing need for stepped 
up office efficiency. For this reason, Barkley Tab should 
be demonstrated to every office manager. Barkley Tab 
file guides and card guides bring greater ease . . . speed 
. efficiency to filing routine. The crystal clear plastic 
tap angled for greater visibility helps to make “filing and 
finding” effortless. If the value of a product is proven 
through performance, Barkley Tab deserves special men- 
tion. 
Send for illustrated literature. Ask for our circular on 
system filing. 





Established 1921 


[. L. HARRDLEY & CU. 


Murufacturers of Filing Supplies 


1220 W. Van Buren St. Chicago 7, Ill. 
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Equipment & Supply ee has opened at 612 College St., 
umbDu M with Hi. i. Tate as ¢ prietor. He was manager 
7. ; bus D spatcn at Columbu M T nany years 
H. ‘r. ‘Willorford, owns the Globes fice Supply at Denison 
Tex Ww sistant sales manag f R. C. Allen Typewriter 








ompany and ocated at W Istock M Ww rtord is 
running the business until it can be 

Der rat Printing Company T greenville, M nas moved 
from 2 Main St., to 306 Washingtor mpletely remodeling 
the new stion. Bart Pladger will be at the new store. The print 

3 plant remains at 201 Main with Evelyn Dettman arge 

Alexander B k Store in Par Tex nas beer nanged fT Caw 

wned by W. A. Cawthorn, Jr. 

A. R. Taylor & Company, at !8 S. Second M I Te 

been purchased by the employee t the firm and the name 


hanged to A. R. Taylor Co. Tom Nash, president 
Ralph Peel, vice-president and sa manager tomy Duckett, 
treasurer, and Ed Orr secretary. They w ntinus perate from 


%* %& & & & 
PERSONAL CHANGES 


Hulen fometag? who has managed the fice supply store for 

W.E } > Printer in Grenada, M nas taker ver coun- 

a the firm, with Walter Garner back at the buyer's desk. 

H. J. Levinstein is the new buyer f Isceola Times at 

Jack pS of Chattanooga, has taken over the furniture 

g at Arkansas Static onery & Fu ture C n Little Rock, Ark. 

. Calvin May sitting in the buys seat at Allsopp-Chapple 
Little R 

Gerry bcd has associated wit vadd ffice Supply Com 

rt, La., as store m er and buyer, leaving Fred 


Nachley tree tor sales work. . Pat Patton na esigned trom 

sale t th Globe-Wernicke and ined Bennett Printing in 
Dalla _ Bill Stayton, formerly with Industrial Office Supply 
n Dallas, ha ned Globe-Werr i Ben Garlinghouse in sales 


re 
Floyd Jet f National Printing & Supply at San Antonio has 
been Cc ed to his home with a heart attack tor several months 
nd w be unable to return to the Tice tor me time. His 


me 73 W. Hermine, San Ant ex 
The Bob Wells f Kerr Paper Company, Ama Tex., with 
headquarters at Lubbock, Tex., have adopted a boy and named him 
Ses Lee Wells. 
Milton Ford, president of Twin City Printing Company in Mon- 
La., died suddenly on August 6 Milton Ford om and Sam 


Futrell tinue to operate the bu 
J ting Company, Ir Shepiee t, has joined the 
NSOEA 'C. 0. (Bobby) Long sles manager Mabel Wil- 
liams ty desk at Arkar tation. Ture, mov 
f n Nesth tittle Roc 


Pat Whitesides, a Texas traveler wi plays golt a sideline, hit 
t ackpot and also a 36-point headline on the sport page of the 
Dalla Time mieraid, wnen he Oe sme ar ace-maéker Dy find ng 
t 110-yard hole. He used an 8-iron on getting his 

skina it n his ast b ; + rtly stter 10 P ck a 

S y golfers wt w Jia Ke 5] tT le noetit n us? 

with Pat as he can tell you how it feels. Congratula 
M, - 

* *+ & & # 

FISHERMAN’ S LUCK 

At a recent director's meeting of the Louisiana Printers & Sta 

ors A sTion whicn was held 4f Lake Charle La., 12 of the 


: hartered a deep sea fishing boat and went out the Gult 
tT Mex to try their hand at bringir the big ones 

aking the trip were Armand as and | Armand S; o 
Monroe fice Equipment Company in Monroe, La.: Mr. & Mrs. 


Paul Jordan, Jordan Stationer Alexandria; Mr. & Mrs. Barrow 
Castle, Castle Printing Company eveport, La., Francis Holloway, 
Franklin F and H. A. Kuhlmann, Kuhlmann Office Supply, Baton 
Rouge Bill Keating, manager Lou sna Paper mpany Baton 
Rouge; Connie Ruysenears, Off Machines & Supply, Lake 
Charles: Jimmie Scallon and Buford ‘Howell. 

They returned in the early eve » with wv e fish than fh 


take Da . with then 


* * & & F 
OPENS NEW STORE 
Mav May has just penea ° new bia tore at 117-1 9 


E. Pa U St., Jacksor M jiminating 4 year n Tne 
~ | 
business machines Tield. 
B Tartea ut as a flice machins slesman in McC b, M 
ana io yea ag pened the “ 4 n Brook 
=» Mf +tin na m c 
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34 FIRST WITH BIG PROFIT 


NOW! COLOR MATCHED! 
METALSTAND’S NEW DESKS 


comf i : 

omfort and sound structural and mechanical features. Come will come to you in three magnificent colors: 
see it now in its new coat of colors with top quality, excel- 

ent value features like stretcher-leveled steel top covered by Spray Green, Sahara Tan and Metallic Grey. 


mooth non-glare first grade linoleum waterfall top with a sales tool this color-matched furniture will 


rolled edges; smooth baked enamel reference shelf; nylon 


ded center drawer with automatic lock; deep vertical filing Now you can sell a package of 4 where you sold 


pace in a ball-bearing suspension file drawer and easy to 


ean island base styling. Complete line of desks available item at a time. Profits must go soaring up as well 
» Ocean Spray Green, Sahara Tan and Metallic Grey. Tops the smiles on the faces of your customers when y 
bring them the news. Of course, the full line is s 


available in Jaspe. 


available in our standard colors. 


NOW! COLOR MATCHED! 
METALSTAND’S Hi-Lo TYPEWRITER 
STAND — A touch of the toe and you 
raise or lower this stand in a jiffy. 
Truly feather-touch control. Two side 
leaves lift into locked position for 
smooth, absolutely level working. sur- 
face. Fine plywood top cuts down 
sound. Ocean Spray Green, Sahara 
Tan or Metallic Grey. 








NOW! COLOR MATC 
METALSTAND’S HARPER FILE — Here is = 


You'll find Metalstand’s new desk line unparalleled in styling, Now the most saleable office furniture on the 


“NOW! “COLOR MATCHED! 
METALSTAND’S STEEL STORAGE 
CABINET — New office beauty in an 



























the file that has everything . . . low expertly constructed unit heavy 
price, quality, and now, color coordi gouge steel. Electric-welded construc- 
nation. Truly an outstanding achieve- tion throughout. Four adjustable 
ment in engineering skill and design © shelves to give you flexible use of 
‘ and above all, top value. Heavy storage space. 3-way locking device 
duty model with ball-bearing suspen- with paracentric lock. Chrome handles. 
sion. Ocean Spray Green, Sahara Tan Ocean Spray Green, Schora Tan or 
or Metc Grey, with or without lock. Metallic Grey. 





Thumb latch optional. 


_._..__ = Vee wep 


THE METALSTAND LINE 
NSOEA CONVENTION 


BOOTH 336 7520 STATE ROAD, PHILADELPHIA 36 + DEvonshire 
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NEW IDEA IN ADJUSTABLE LAMPS! 


RF means ‘‘Reduced Fatigue'’ — and the cigarette test provides you with 
an effective demonstration of the reason why. Six shade-louvers dis- 
tribute soft, uniform light above and around the lamp — eliminating 
shadows and dark spots that cause eye fatigue and eyestrain! 





: : : REA 
The findings of two national lighting-research laboratories plus two daar tame, eae Gas y ond Hr 4 as 


years of concentrated study and research supplied the background to 37”. 
knowledge for the RF line. Add to this fact Faries’ seventy-five years of 
quality-lamp manufacturing experience, and you'll know why we can 





safely say THE RF LINE GIVES YOU MORE TO SELL THAN ANY OTHER ea 

LINE OF ADJUSTABLE LAMPS! - 

The complete RF line, approved by Underwriters’ Laboratories and in- vat 
cluding both fluorescent and incandescent lamps, also gives you the new 

“‘six-for-one"’ inventory feature for faster turnover, longer profits, Ki 

easier stock keeping! 

eq 

¥ 0 

FOR FULL DETAILS ON THE COMPLETE LINE, WRITE: ale ie Gee Meee co ee a 


any position! Completely counter- 
balanced by gravity. Both arm and 
shade rotate 360°. Pai 


tur 
LAMP DIVISION + ELWOOD, INDIANA 
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11tH District Notes 


E. G. WHITCOMB, CORRESPONDENT 
2303 N. 64th ST., SEATTLE 3, WASH. 


T tant rumor around the Pacific Northwest tha 
George ‘Sime ons, Eberhard Faber C and “Gil” Weis, Wé« 
Ma pany are planning a cruise to the Sout 
F f pearls. It seems that ‘Gil has become 

George ruiser that they feel they 


*+* &@ & & & 


Sam Priebe on Fred were f 

n Stationers golf and dinner party. It wa 

f and Country ub, with 52 stationer 
attending. The Priebes supplied the 

hole. A quartet of local fellows ent 
eremonie award "9 av zes_ and 

rs. John Hunt, Hunt’ C : See y 
ted net re; th "Whine 
Ame your correst ww net; Fred Carlson, 
[ turing, low gross Dick ~ ane Carl Draper Co. 
most | Hal Sullivan, Bob Smitt most eights; Bob Gibb, 
A af most putts, and Bob Anderson, Eagle Penci 


st Fir Crest in Tacoma wit 





12TH DISTRICT NOTES 


JAMES F. BRINKLEY, JR.,. CORRESPONDENT 
244 CALIFORNIA ST., SAN FRANCISCO, CALIF. 


hit meetina + the Stationers A 
wa heduled for Friday, Septemt 
a a 
23. af . and Countr: ds Richmond: Califor 
Al Furrer nar the day 
hain Erickson of Joseph Dixon Crucible 


Robert Cass of Weber Coste Company 
t wed Dy ar nteresting peaker. Mor 
were being donated by the Richmond 
nder the directior f Ted Bates, manager 
*& &£ & & & 
NOTES FROM AROUND THE TERRITORY 
Jack Glendon of Wobbers on his marriage 
me with the } department of H. S 
*&¢ £ & & & 
Dave Burgoyne to the territory. Dave 


+t M. Morris Compa the well known supplier 
and making his home in Burlingame. Dave 
Tle daughter 
to Al Schmidt H. S. Crocker Compar 
* *£ & & & 
ince the passing of George Dow at 
je W be remembered from his many year 
ee ant year - has 


* &£+ + 
j stes getting a we 
m Cowie and 1 Gerry Van Meckend f Schwabact 
away. Ken Anderson of that company 
eady. Ed Nightengale ; practically 


ration and sking a little time for rest 





Kimball Company Opens in Shreveport 

William A. Kimball, who has been in the office machine 
equipment business in Shreveport for more than 10 years, 
opened the Kimball Business Machine Company at 2013 Cen- 
tenary Blvd 

The firm renders complete service on sales, rentals and re- 
Pairs, and is authorized to sell machines of several manufac- 
turers FR¢ 


Cedar Rapids Gets New Store 

Glenn McClintic, Jr., has opened a business machines store 
in Cedar Rapids, Iowa. He handles calculating and adding 
machines, supplies and servicing.—AI 


OA-10/55 








Any time and every time... 
the YELLOW BOX LINE is best! 


Time-tried. . . quality- proved 
... Customer- preferred! 


Oakville’s complete Yellow Box Line 
of paper-fastening devices simplifies 
your buying, streamlines your inven- 
tory, cuts your handling costs, saves 
you money! From one source — with 
one order — on one invoice you get the 
merchandise your customers want. 
One-stop buying — the Yellow Box 
way — builds sales and profits! 


Concentrate on the Yellow Box Line 
— the line that’s best for you! 


OAKVILLE COMPANY DIVISION 


SCOVILL MANU AC COMPANY 











¢ SEEN & HEARD IN 
Just one of many... SOUTHERN CALIFORNIA 


by J. EDWARD TUFFT 
2012 Huntington Dr., S. Pasadena, Calif 





Alfred H. Foxcroft, head of the yranteed Typewriter Con 
437 S. Spring St., L Ange nd chairma f the ap 
hip training program sponsored by the ithern 
tice Machine Dealers A } W h w f n 
he August Je T OFFICE APPLIANCES annou es the ar 
ntment of Robert Sturges as instruct f training cla 


a 


Mr. S was formerly head instructor at the Oregor 
) nstitute tor The Training T Trice me | nsid 
ea we jualitied for his new p rion. Me now @ member 
G 1 office rce 


R. J. Burns, proprietor of Boulevard Stationer 5406 Wilshire 
Boulevard and 3828-30 Cardiff Ave ilver City, and Mrs. Burn 


pent their vacation in their summer home n Balboa snd, Their 


Larry, wi associated wit! tather in th business 


wite and tw ttle air at tt writing are a ationina at 
Balk 3 
The Cardiff Avenue store, wi f botn a4 wi esa snd retai 
rablisnment, wa pened five year 1g in August t are tor 
expanded outside trade. The growtt has been very gratify 
4 Jing to Mr. Burns. T 54 nened 
1904 


Ben Parker, proprietor of the A bra Typewriter Shor 

Garfield Ave Alhambra, and } wife recent eturned from 
) three-monttl Tour of Europe [ nq their trir tTney Traveled 
10,000 mile » German Volkswag vhich they rc sed ur 
arr ving n Gern y 

Earl Parker, wk is as ociated with | tather r 4 that busi 
© is bette han expected, and that Underw 1 portable sales 

stu Jent sre aX eptionally &. 


riter Shop was established 30 yea jo by Mr. Parker, Sr 


_ % 
F F Rad Maran. proniteter cf the Ni oe Ree samen 
514 N. Brand Ave., Glendale, announce the apr tment of tw 
new employees. One is Mrs. Margaret Williams, office secretary 





ea 


nd the othe John Baker, driv: 


Mr. Nern reports that business has | n very t k a imme 
rr t ' l ! 
here hasn fT been the usual summer ne say 
A progran f Civilian Defense eally being seriously and 
a —_———_/ : . 
seileitiaudy ieamenitiel te Gidels. gcetcdion ts te: Sn 
wk ery 1 a Ne of the zone warden He ha tw assistant 
| ! ' ° 7 . . 1 
a wi act as | k warden The city livided int ; zones, eact 
; ' ae 
with one z warden and two block warder 


Chance to Personally Check | sold os toned cat ane ow & 20 eebeeee eee hen 





| slomic alfeck, ofc 
2 e ° e | arout f endale business mé é n tt Civilian Defense 
the Entire Big-Profit Line jasdicthcs ache Wan tame te ccsotahen sustonde a 


COME TO SPACE 526-A | o'clock breakfasts. Mr. Nern feels thai other - uld ve 
AT THE NSOEA CONVENTION ... sdopt and study the G n Defense proaram. He also 


... see for yourself why Indiana Chairs of fine wood con- oF Pore % 
struction are consistently fine profit makers. If you're not eo vee 7 7.2. x * 

convention-bound, write now for full details on how you cash- he out aliTOr tice Machine ( 4 tion 
in on the extra-complete and extra-profitable Indiana Chair 


“ Cantamhar > f r mpti ar a 
line. 2er t u . 
, tormer eA meetinas ar R 1, dit 








m | Ancel: 
Ed Suderman, provrietor of Bu Mact 1 Equipment 
2 gee 


— ; ; f rado St., Pasadena, i ent 
ndiana Chain Co.» | eee iene cnet 
fu PER 


{ ? i ne en | auarters, August 25. Mr. and M wi Pittsbur 
4 MEMBEF 1D OFFICE FURNITURE IN | num 
_—_ 


+ 


Norbert Mayer, proprietor of the West C + Plat Company 
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in-and-out boards 





Horizontal Files 


Stationery holders 







Job Ticket Racks 





Vertical Files 














priced to sell! 
Every Lit-Ning product is 
-ha st-selli F 
EES Fe araeed priced to move fast... yet 
e accessories a vaila ble 
fi e source... Lit-Ning, 
the longest quality line. 


there’s always a long profit 
for the Lit-Ning dealer. 


Seeeeeeeeeeeeeeeeoeeeeee® @eeeeeoeoe eee eeeeeeeeeeeeeeeeeeeeeeeeeeeees 


i a + : WRITE FOR LIT-NING PROFIT STORY 
LijT-N i be ; _LIT-NING PRODUCTS COMPANY 
f 3907 DUQUESNE AVE. * CULVER CITY, CALIF. 
Please send me your new catalog and discount sheet. 


elacls lat Maem 
FIRM NAME we 





ADDRESS 
city__ — — STATE 
MY NAME 


LIT-NING PRODUCTS COMPANY + FACTORY FRESNO, CALIF. © SALES OFFICE 3907 DUQUESNE AVE., CULVER CITY, CALIF. 
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CLASSICAL MODERN 
eS a 














Fresh off the Drawing Board 
Ready for “First Looks” at Room 515 N.S.E.0.A. Convention 


Meet your prime prospect for Classical Modern: Not for Classical Modern. . .the clean, restrained lines, the 
gentle curves of legs and top. 


him the massive solidity of tradition. He's a ‘youngster 
Newly designed by Gordon Hrach, the Classical Modern 








ith n ideas and the drive to get ahead. He's on his ; 5 : 
zm adi ° hi ik Group is up for "first looks" at the N.S.E.O.A. Con- 
way up or has just arrived. You can tell by his walk and vention. See it yourself at Room 515. Or write today for 
by his talk that here's an executive with the “forward details of our complete line (traditional as well as 
look." You know he'll appreciate the ‘forward look" of modern). 
JASPER OFFILE FURNITURE COW 
. 
JASPER, INDIANA REPRESENTATIVES 
James H. Davison—14725 Aloha Avenue, Saratoga, Calif 
Marion V. Follin—220 Fairbank Road, Riverside, III 
George B. Wray—130 W. 42nd St., Rm. 819, New York City 
J. A. Wallace, Jr.—213 Samaritan, Ashland, Ohio 
L. H. McDaniel—1414 W. Tucker St., Fort Worth, Tex 
Fred P. Brouwer—741 Laure! Street, Longmeadow, Mass a 
K. R. Baker—4529 S. Fairview, Downers Grove, II! 
D. T. Ryce—P. 0. Box 277, Orange Park, Fia 


0. A. Gregory—2011 Glenarm Place, Room 207, Denver, Colo 
R. C. Maynard—7649 Tomahawk Rd., Overland Park, Kans 
Sam Hardwick—1947 New Haven Rd., Jacksonville, Fla 
Jack Barnes—130 W. 42nd St., Rm. 819, New York City 
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a ele ; é the ? w } ea 
‘ M A 3 3 mee? na Tt De r 
tobe iS_14 the Hacienda hot 
Bus ne > +e 
Sat 18y ’ Luncheon (speaker to be announced later 


Panel Discus 
rip to Marine Land for women and 


Tre 
Banquet 
Brunct 
n are part paring in the event: Nort! 
California, San Diea Bay Area, Arizona 
Fe whe embers of the Northern crour 
ay 
+ &@ & @& & 
Robert Adl« ; ales manager for Atlas Stationer 364 
A { Anaele ANNOUNCE the app ntment 
Milton Malinack i of the reproducing supplies department 
: j , Print line, Columbia ribbons and cart 


npany s wn Atlas brand carbon 
k was tormerly with the Addre jrapr 


sppointment of Herbert Joseph as head 


nt. Mr J epn na been nnectea wit?! 


Richard Moore was placed in charge of the Atlas Stat 


nt the tirst t the year, by August had 
fied quota for the entire year of 1955 
Mr M e wea f r everal year 3 
law, F. C. Charles, Cramer Posture 
stive 
( Atlas Stations , Louis Irwin, and Seymour 
Polansky. FR sdditiona!l 20,00 yuare feet of floor spa 


jing at 364 S. Anderson St., now givir 


&# &¢ @&@ @ © 


nded the August 22 dinner meeting 
ation of Southern California at the 
} 875 S. Western Ave according to R. A. 
Thomas ted secretary of the a iation, wt Took 
ee stion headaquerters are at 

" t., Los Angeles. Mrs, Thomas is also assi 

Mr 7 1 os menscer of the GleeiSindath o 
Spring St.. the first of the year after 

seting was partiy devoted ft rganiza 
work. Two speakers, Stanley Hall of the 


Gg and Ed R. Harrington, of the 
eir view a ae 


+} 


& &£ & @& F 


David Hendler priet f the Wilshire Office Equipment 
A Ave., | Anaele n August | 
Dorothy Kramer as executive secretary of the Southe 
M Dealers A ation. Mr. Hendler 
e fund 
the usua ummer ump in busine na 


The majority of dealer OMDA membs 
pating a busy ta he add: 


Norbert Mayer prietor t the West C ast Platen Cc mpany 

, and family pent their three week 
. 

t. They made the trip by plane, ana ther 


&# &@ @&@ @& @ 


Franklin H. Donnell has been named vice-president in charae 


according to an an 
Philip S. Fogg. 
director tT tne Pasadena computer 
1954. and as a director and finar 
Consolidated E 


1945. He wa appointed financial v 


naineer 


Mr. Donnell w help quide ElectroData 


planning and investment program, accord 
James R. Bradburn. The firm manufacture 
ta processing machines for business and 
Ad 
econd operating year ElectroData C 
Jostantial f } equipment 
M Bradburr ; ; ; kholder 
acturin ant Pasadena st 
. tarting + move. he stated 
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New Design from a Famous Old Name! 


MASO'S NEWLY DESIGNED 
STEEL ELEVATOR STANDS 
EXCITE SALES INTEREST! 








See catalog 
for complete 
line of Stands 


(AS! STAND IN THE LAND... 
aerate 


in Quality... in Features .. . in Beauty! 


% Put these Maso advantages on your sales force— 
the smartest design in stands for years to come! 
*%Choice of 3 tops: ALL STEEL in Gray, Green, 
Brown, Desert Sage, Mist Green . . . LAMIDALL 
in Handsome Grained Walnut, Golden Oak or 
Driftwood Gray Satin ... PRESDWOOD in Hard 
Temp. Grained Walnut or Driftwood Gray Satin. 

% Modern convenience of the new, improved 
“‘Heel-Toe Control’”’ Power Pedal for easy elevating 
to casters—or lowering to stationery rubber feet 
(one adjustable for uneven floors). 

* All stands available with or without cups and 
channels and clips. 

% Maso also makes a complete line of steel office 
chairs. 


WELCOME 


Nat'l Stationers Conventioners 
Oct. 1 thru Oct. 5 
Suite 502 — Conrad Hilton 


STEEL PRODUCTS, INC. 


53 W. Jackson Bivd., Chicago 4, Illinois 
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7,650 inquiries 
can’t be wrong... 


it sells itself! 


CARTER’S 


New 
To [Ul -1-¥ 4 =) 
Bottle 


- 


Taleir-! 


h , ¥y 


‘\ Tala 


&, 
iF 

























@ Completely opaque, uniformly black. 


@ Electro-Polarized — no settling, no 


shaking. 


@ Pin-point applicator saves time. 


In the first 60 days after Carter's advertisements 
on the new Squeeze Bottle India Ink appeared in 
seven magazines read by Architects, Draftsmen, 
Designers, Engineers, and Purchasing Agents — 
over 7,600 requests for free samples came in! 


Men like these haven't time to investigate any- 
thing they don’t really need — proof, we think, 


that they want a better Ink, a better Applicator. 

Never has'a new product in this field excited so 
much interest! Once these professional men have 
tried the sample we sent, they'll be in your store 
(or telling their Purchasing Department) to buy 
Carter’s new Squeeze Bottle India Ink. Are you 
ready for them? 


Fe Span. Frsk Coiltri- / 


NEW SQUEEZE BOTTLE INDIA INK 
. .« the bottle that gets to the point... can't spill or break! 


THE CARTER’S INK COMPANY 


Cambridge 42, Massachusetts 




























| 40,000 square ot building will double produ apa and 
provide f e expansion on the t 
+ ££ &€ €& & 

Leslie |. Hood, 66, president A Vroma c., Pasadena 
5 found nd past president the Southerr slitornia Book- 
ellers A died on Sunday, August 28 home at 
1419 We Ave., Pasadena 

Mr. Hood was born in Sioux City wa, November 9, 1888. He 
ame trom a family of booksellers J tione nd went to work 
n 190! as a handyman for a S stat mpany. He 

nained Mid-West unt d the Vroman company 

Pasadena. He established Vroma esale div n in 1920 
and ser ecretary-treasurer e time betore he was 
named president in 1950. 

Surv ude the widow, H dc, Jl. 
San Frar two daughters, Mrs. R 1 De V Pasaden 
ana Mr nrey Grylls t La Ja, C na tive 
weandchild 

* *£ &€ & & 

Funera ces for John Stuart Hamman, Jr., 43, were con 
ducted vaturday August 27, at the Utter-McKinley Reynolds 
and Eberle - ape Pasadena. He va >] 3 Business 
Systen Angeles. 

Mr. Har was born in N but f n Pasadena 

r man 4 He recently m j 20200 8B St., Canoga 
Park, a Los Ar yeles suburb. He d Wedne August 24 

Surviv nclude the widow, Irene daug} Martha: two 

r Rok nd John: and the hn St Hamman, Sr 

PACIFIC NORTHWEST 
ow 
by C. M. LITTELJOHN 
918 Twelfth Ave., N., Seattle 2, Wash. 
Tt B en Offi e Supr ow 
T Tne stati nery Ou wv W it a Tu 
upPplies OT every Tt U 

well a supply and gen r 
ee ee nplete installati f Ke 
W/ } ea,—cities north 

3 + + &€ F 

De Teraliiy noneyc mbed equipmen 

and oftice furniture, a new $5 } plann 
dow wr Seattle. Thi wou t nt Dougla 

tir 4th and Union St. N Ja been set f 

Ww nstruct 6 by Jame M re Ur 
* & & # 

The Ra Office Supr Rainier Ave 
Seattle, W has expanded tt Russell 
Sprague, has charge rT rhe ng macnine 
repair a4 with office supp rr hat addre 

Sixt xth birthday anniversary 5 Som 
pany r tationery hou kan W ast whict nce 
vended pp a TE ac ebrated Tr 
Au 

x ' & * ‘ 
E k Store Wa r T 
pre nt | at ; n + 
Jeled store build 2625 A that 
have A attract Ade } V IOW 
3S Wwe ) jeq interior ad 
Jit 
rr &£ & & & 

The rn DF ce M ) St Eve 
t, Wa built an interest of shave 

it Jeveloped shaver ment rv 

; ’ t electric shaver 1 wait 


Mcinerney Promoted by Marchant 


Marchant Calculators, Inc., has announced the promotion 


of James T. 
the Spokane, 


district 


office 


at 21 


McInerney to the position of district manager of 
Wash.., 


S. Howard. 


5-217 


Ralph E. Hooke continues as service manager. 


Edgar B. Jessup, president of 


Marchant 


Calculators, Inc. 


announced the recent promotion of A. K. Barker to the position 
of district sales manager of the Oakland district office. 


Mr. Barker 


was formerly a 


Sa les 


representative 


in Mar- 


chant’s Houston, Tex., office. Services for Oakland will con 


tinue under the direction of Walter Sommer, service managet. 
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an believe us when we say that 


this magnificent piece of equipment, pre- 

gned . . . . goes everywhere! 
Th pen-arm” policy is the direct result 
of such advanced features as a 25 second 


color change and the ability to reproduce 
continuous tone photographs—both Roneo 


exclusives. Plus such features as a totally 
enclosed drum, completely automatic ink- 
ng with Roneo’s famous Semi-Paste Ink. 


The Roneo 500 offers you the nearest thing 
to printing at mimeographing cost! Nothing 
like it at this price or any other price. For 
these ar ther Roneo features write for 
free copies of RONEOTRONIC Reproductions. 








ADDO MACHINE COMPANY, INC. 


145 West 57th St., New York 19, N. Y. 
Circle 5-6940 
EX! IVE U.S. DISTRIBUTORS; 
RONEO DUPLICATORS, ADDO-X MACHINES 
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with the 





PACKAGE PLAN 









SEE . . . The 9000 Series as a “packaged office” as 
advertised in a full color page in the October Ist 
issue of BUSINESS WEEK. 


WATCH... how Myrtle dealers get hard-hitting, 
local impact with a Merchandising Kit that includes 


four-color brochures, four-page, four-color mailing pieces, 


four-color post cards, counter cards, window streamers, For Complete Details 
newspaper mats and envelope stuffers. SPACE 
icon 7h Se 504-A, 505-A, 507-A 
OOK ... to Myrtle for continued, year ‘round support Conrad Hilton Hotel 
_with a proven plan that moves more merchandise — faster — October 1-5 


and more profitably than anything you have ever seen! 


. COMPANY 
MYRTLE DESK CAROLINA 


HIGH POINT, 





BETTER DESKS 
ARE MADE OF WOOD 


a 
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CANADIAN NEWS 


Our Industry Across the Border 
by Special Correspondence 








J. Eddie Daoust, Montreal zone ale nanager nce 1952 
been at manager ot the new Burroughs Corpora 
janization at Quebec City. It w erve 
the ea t VINCE was announced Dy 7 ee 
Rapmund yeneral manaaer Burroughs. While tl 
vice 7? ~uede City tselt and 2¢é 
uging The Three River req 
1918, through a sub-office in Quebex 
; } ’ ea branct Mr Daoust has been wit 
Bu ’ 729 A announced wa the app ntment 
Hector Saint-Aubin brancn service manager t the new Quet 
; nana Montreal. 
+ &= & & 
Westerr tar picked one 
yolf tournament at R ckaway Park 
talwarts tT the ndustry golfea as 
although sever 3! had to quit at the 9 
were active during the dinner 


were credited to C. C. Hopper, with a 

Andy Patrick and Dick Sense with 80's. Everett Smith 

W Jack Chipman, with 83. Heading the festivities were 
Tom Stiles, Roberts Holmes and Ted Costain, all of London, O 


attending tationer ncluded T 
betwe 
+ &=£ &€ & & 
Robert O. Roche been appointed sales manager of Ron 
Art Met nada) Ltd., Toronto, A. B. Johnson, genera 
nanaaé rn and educated in Vancouver, Mr. R 
Canada. He mes to Ronson with ea 
trade, Dur } the war he was with fr 
+ £+ &€ & & 
nada) Ltd. has beer ’ 
yOurbdar Toronto. The compar 
ana wa established n Canada 
74 trex Ltd Londor Er 3. The firr yrow?! 
er apid. By 1948 the new company had 
jistribution. New plant has 12,000 squar 
expected to take care of expansion re 
years, Apart from the firm's head 
eight branches in full operat 
948 they have doubled their internal staf 
Range of products in which the firm spe 
paper of all descriptions including spirit 
tar € typewriter ribbons 


&# Ft & & & 


direction of the Consolidated lh 
v Somerville Ltd. have been ar 
R. A. Irwin, president and general manager of the 
ging director of 


>] 
a r + he Cc nsolith divisi r and 
E. H. Gibson who was formerly gen 
McBee Company f Athens, Ohio, ha 
t sales monener oF tho Giiliine’ia Gheteeal 

1 A. Ronald Reid ’ tant general manager 
* *£ & & 


n to their Merrit 


roduction J improve file xibility wher 
ades. It pected to be completed 
$500 ,00¢ ent. Alliance is affiliated 
M Mor 
* &£ &€ & & 
day ’ ; +t every field, find bey 
yueeze, say P Ww. Robertson in ‘Pack 
t elease a ed by Du Pont C 
M eal. Says the writer: "On one hand 
allowed the wholesaler by the manufa 
ther, | wn wage and operationa 
n merchandising trends also add te 
problem Although not as yet a 
the United States, there a definite 
manutacturer transactions. The develop 
sles also by-passes 
+ &£ & & & 
me wholesalers are opening their 
tranchised r wr y owned, ft ensure 
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Cina sail 
.with | FLUSHLOK 


| OFFICE PARTITIONS 


the most complete and versatile selection 
of quality office dividers on the market! 


FLUSHLOK all-steel, free-standing dividers pro- 
vide 25% more space in any office. They set up 
quickly and easily with only a screwdriver. Their 
rugged, “built-to-last” construction, distinctive styl- 
ing offer full flexibility. Just check these features: 
completely flush; sound absorbing—double-walled 
panel construction deadens noise; 10 stock widths; 4 
stock heights; lifetime baked-on finish of Mist Green, 
Silver Grey or Tan. No wonder they sell so fast! 
‘FLUSHLOK | Exclusive Accessories 


ELECTRIC PANELS @ BASE PANELS @ DOORS AND GATES 


ON VIEW FOR THE FIRST TIME 
Two of the latest advancements in the office partition 
field will be shown for the first time — anywhere — at 
the FLUSHLOK Exhibit at the NSOEA Show, Conrad Hilton 
Hotel, Chicago, October 1st to Sth. 























If you do not plan to be at 
the Show, get in touch with 
us today about the tremen- 
dous sales possibilities 
FLUSHLOK Office Partitions 
offer you. A limited number 
of dealerships are still 
available. 





HEMISPHERE STEEL PRODUCTS CORP. 
263 Kent Avenue @ Brooklyn, New York 


FLUSHLOK 
Division 
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jistribution and at the same time eliminate coms 
ndependents. .... hese changes in time. 
of distributing goods must be taced. Wholesalers 


WHR-@- MATE: se fely cmagel ite 


e manutacturer J mu hange methods if 


IS THE WORLD'S \| sine wiser prac 


Mount Royal (Montrea manutacturers 
rio f t paper products. Contr va : ned through pur 
GREATEST tock from James C. Wilson retiring president. F. Howard 
bed the change as ‘chiefly one of family ownership.” 
aS t disclosed The company w nTinue T present 
* + + & a 
— eee Herbert H. Lank has been elected as a director of Consolidated 
raper + poration Ltd., Montreal. He pre ent t Du Pont of 
Vanada Ltd 3 €@ director r Tne ror Domir r Bank: @ 


a ~ 
. member t the executive coun + the na 2n Chamber of 
it Spins Commerce and of the advisory cou f the Sct t Commerce 
A PROVEN ‘ “ t McG niversity, Montreal. 
itgelt tat tote 
' H. E. Miller, chairman of the board, Columbia Paper Company 
Ltd Var 


BEST-SELLER , wholesale paper ealel mar utacturing sta- 
>ners, announced the tollowing change 1 executive staff, arising 
| t oT the mpan continued growt! ) 

BUSINESS GIFT beg bocnt gg mepee 

. | dent, P. W. Robertson; treasurer and comptroller, W. J. C. Smith: 


umbia: Presi- 
2 
: . ; ; cretary Cc. M. Torget. 
Every business executive will C 0, * * & & # 
go for this wonderful ' os | ’ P. H. Delacour has been elected executive vice-president of 
His, yy ei gee Ess | Cabot Carbor f Canada Ltd., Montrea anadian subs diary of 
in a ig way. ou se Ngee, % Sodfrey Cabot, Inc., Boston. He was formerly vice-president in 
plenty! a harae of sales. 
Simply press knob in- %* & & & FF 
stantly, butts and ashes are ; Leon Black, president, W. A. Sheaffer Pen ¢ f Canada, Ltd, 
whirled away into inner con Goderich, Ont., reports the firm as currently introducing in Canada 
tainer. Release knob ; | the first cartridge fountain pen in the rice range. The com 
whirling disc springs back, pany expects the pen to generate heavy demand f hool use. 
eliminating all smoke and x* &* & 
odors. Pender Stationery in Vancouver, B has beer i to Murray 
cuasesessoscece G. Hughson, owner of Murray's Ret j atter running 


e Pend re for 28 years is S. R. Snyder. 


| ae . * * & & # 
PERSONALIZED Murrey Printing and Gravure Ltd. have officially opened thel 
“ 5 million dollar plant in suburban Toror Situated on 4 


34-acre site, it occupies over 200,000 s eet ar redited 
MONOGRAMMED WHIRL-O-MATIC neof the most modern ofits ype in Canada, sy 


No. 5114. This handsome, Four hou after a holiday payr jrab the |. Gage & 

personalized, monogrammed, mpany Ltd. plant in downtowr nt e arrested two men 

genuine leather bound desk snd recovered the greater part 

model WHIRL-O-MATIC is * * & & FE 

an outstanding hit. Satin Thunder Bay, Ont. branch of National Office 

brass trim. Leather in iation are holding their second business mact snd equipment 

maroon, green or chestnut. Yet. 26, George McArthur, president, ha nounced, Sever 

Initials supplied in ‘Hand- gading ynadian suppliers are participating, along with local 

kerchief” assortment of 72 Jealer : 

and 108 pieces. * & F 
ners & Envelopes Ltd nnipeg, ar ubsidiaries 
f+ f $193,603 $3.47 er mmon share tor 
ended April 30. Tt m es with $189,787, of 

e previous fT yea rking capital increased 

to $2,494,902 in the latest year. Business during 
nued t ’ } proagre ‘ ept ir ertain dis 


sales, 5. 


n +h 


* * * F 
5107-Satin Brass : 
or Satin Chrome : os, new Trice y company in the irbar ronto tow 
1 NV 14\e J e C ric r f ]U 4 Ime T r 1'e ar .| Hardy. 


with black Available in 
5 finishes **# # #@ 


e & School 
Preston Ont. 


* * * & @ 
t 2 DU Y é verall increasé 
smbia business growth genera Sestetner (Canada} 
ved their B. C. new building in 
uver. The mpany ne tion was suitably 
neg recently witr pe house ere nie attended 
Send for information on complete line. mpany officials and local d srie 
Ask for Brochure No. 10 * * * &€F 


WHIRL-O-MATIC, INC. irate seprssstlltins for Catios' Peper Service Sona 


f the Challenger Manifold Corpore r td., Toronto. He; 


350 Fifth Avenue New York, N. Y. wet to the company some 30 years in the carbon paper aa 
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JU: T LOOK AT WHAT YOUR 


CUSTOMERS GET FOR.ONLY. 98: 






i  arce SIZE = 
5 STAPLER @ 
bis 5% LONG 


a ONE PIEC = 


ee STURDY “i ST AP LER 
ALL STEEL | YS 
Ga, ee TA C K E R 


f SWINGLINE =& 
QUICK LOADI G 
_ OPEN CHANNEL= 





 WANDSOME © Migs 
COLORS @ ’ 


| Maroon, Jode onda 
Pearl a 


Fuses Large 
‘ ee . , St6 a me 22 the ad too! 
ons ae ee Pee 


Sal iimetellolmclismet-lseM Aliamell-lilelgssmel Mell. 4-14 
fetoTab-jig'les ile] amt) i-m-it-le]l—immelimiom-lehs-lalt-lel— 


creates unusually attractive display. 








ZE REFILL STAPLES 


1000 FULL-S! 


SMARTLY PACKAGED AND 
CARDED FOR quick SALES! 


b Stapler uses full size 
100% round wire 


Swingline Cu 
Cub or No. 77 staples 
for extra strength, chisel-poin 
Available e 
Order by Style No SF-29 


ted for extra 


penetration. verywhere 12 boxes 


per package. 





ingle AMERICA'S LEA 
DING MANUF 
ACTURER OF STAPLERS FOR HOME, OF 
: FICE AND FA 
CTORY 


SPEED PRODUC 
ODUCTS CO NC 
, LONG ISLAND CITY 1, N.Y 
MADE AND PRINTED 8 
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Since a 1868 ; 


JOHNSON 
Business Chairs 
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Business Chains 


..a line you'll be proud to have! 


& 


Showing Johnson Sectionals 1521R, 1521C and 152IL 


This is the kind of an office every customer would like to have... . 
good-looking, dramatically modern and practical. 


And of course, you can help them achieve this by suggesting these 
JOHNSON SECTIONALS — new exciting designs with a dramatic 
styling that creates a warm friendly atmosphere 


JOHNSON SECTIONALS is another good reason to make JOHNSON 
BUSINESS CHAIRS .. . . a line that you'll be proud to have 


> story on these Sectionals as well a 
son Line. 


7109 MERCHANDISE MART 


JOHNSON CHAIR COMPANY 


CHICAGO 54, ILLINOIS 

















MODERN WOOD BLOCK 
STAMP PAD! ...... 


Wood Block is chemically 
treated to hold large amounts 
of ink and to feed just the 
right amount to the surface! 


Ink dries instantly on paper 
yet never dries in the pad! 


Pad surface is always flat and 
firm does not collect lint! 


Outlives 
Two 
Ordinary 
Stamp 
Pads 


Ink cannot gush up between 
the type causing a blurred 
impression! 

are always 
brilliant and 


Impressions 
strong, clear, 
waterproof! 
Ink penetrates pad quickly, 
will not stand on surface as 
with ordinary pad! 
Clear-Print Ink and Pad are 
never affected by moisture or 
humidity! 


gladly sent to interested Dealers! 


L. A. PHILLIPS, President 


eR 2 
i PROTYPE CLEAR-PRINT 
TYPEWRITER WOOD STAMP 

CARBON PAPER RIBBON PADS 


PROCESS / CO, 192 miit st.. ROCHESTER 14, NY. 
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juplicating field. In addition t 
w act as special representative 
Jivision in That Territ 


* 
% * Barton, president Clark rape Ltd W 
unced the election of F. C. Lunney to the b 
wing etirement as manager 1 T 


» with the compan 


47 year 


nad many experience in the 


nana 


ara t director 


branch after 


he Winnipeg 
Harold Cc. Wainwright wh has 


sid in Western 


Canada has been appointed Winnipeg branch manager, supervis 
ng operations of the company Manitoba and Western Ontario 
Eric D. Jones, sales manager, i m harge promotion 
nd custome ervicing f the Winr brar 
Three ses containing Bates t ders k 3 machine 
ana oft trade items were recently reportec Tor police 
as being stolen from a local waret e. Canad tationers are 
being kead report to police a tances h merchandise 
being offered the trade at ‘ susr y w price 
* €£ &€ €& & 
First meeting of the new sea the Stat Guild Club 
Toront was a tour f the new Mi plant Internationa 
Business Machines Incorporated burban Toronto, mid-Septem 
ber. Heading a mmittee in charge arran nts were Bob 
Hartley, Al Feheley and Terry Birrell. 
* + & €& & 
sased Canadian interest the Chicag vention-exhibi 
tior f the National Stationery & Equipment Association 
was evident as October came in yht. Some 75 t 100 Canadian 
the industry had reported plar attend the big trade show 
* &£ & & & 
Parker Pen Company Ltd., Toront rted tr would be tak 
ng ‘all steps necessary" to preserve its exclusive rights in Canada 
the trade mark "Liquid Lead." Since its introduction in Canada 
and the United States, severa ther manufacturers had used the 
word ation with the sale of their fluid graphite instru 
ments. Such firms would now be asked by Parker “politely but 
tirmiy fT Jesist, unless licensed by Parker to d t was stated 
* &+ &€ €& F 
M T Ta Te e ostcara in easterr af 1da sOoUGNT Dy U.S. T urist 
s One of a red ated Royal Canadian Mounted F € nstable 
7 cant + entrance t the nat n's capit House { Com 
mons building in Ottawa, Montreal stationers report, though few 
Mountie sre ever seen in the Montreal metropolis itself. | 
Ottawa, of urse, they are tant de being part 
the federal! district color scheme 


* & & & & 


Frank Shannon has been elected a director of Rolph Clark Stone 
Ltd., Toront He is president of Automatic Paper Box C ar 
R.C.S. subsidiary. The announcement was made by F. Gren, pres 


Jent. 


Canadian sales of the Parker Pen C howed an increase 
22%, for first four months of 1955, R. O. Pennington, president 
sported sid the new Parke Liquid Lead" pencil would soon 
be introduced to the Canadian market. The company's Canadian 
nanufacturing operations are tegrated into their new million 
>| llar 3 the suburban T T Don M area 
* + & & F 
Remington Rand, Ltd., Toront 3s leased a form } build 
y at Aurora, Ont. as a training for er s. The stru 
ture now undergoing a $30,000 renovation job and will be ready 
R 1tgon Rand student class early in September 


Business Education Films Made Available 

Business Education Films announces the availability of their 
1955-56 catalog, listing more than 190 titles of rental motion 
pictures for use in business education. 

The films are classified under the following headings: ac- 
counting, advertising, banking, bookkeeping, business, business 
arithmetic, business English, communication, consumer educa- 
tion, economics, finance, home economics, industrial manage- 
ment, insurance, law, office machines, office practices, pat 
liamentary law, personnel management, public relations, pub- 
lic speaking, retailing, salesmanship, secretarial practices, 
shorthand, typewriting, transportation, and vocational guid- 
ance. 

Free copies may be obtained by writing to Business Educa- 
tion Films, Film Center Building, 630 Ninth Ave., New York 
36, N. Y. 
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THE ‘*‘BEL AIR’’ GROUP 


meant for the most luxurious offices 


















Today’s office of distinction shows a marked 
trend toward clean-lined contemporary decor. The 


MILWAUKEE “BEL AIR” group, with its custom-designed 





appeal, is tailored admirably for the most luxurious 
modern office. The lines are simple but elegant, 
complemented by the most meticulous craftsmanship, 
and offering the most desirable standards of lifetime 
comfort. For the growing trend toward tasteful 
modern, you'll find it sound and profitable to display 


and recommend MILWAUKEE “BEL AIR.” #. 


wy, 


421 UL 
Matching 
Side Chair 





See US at the N.S.O.E.A. Convention 
Conrad Hilton Hotel, Chicago 
Rooms 534A-535A 





Stock and display the 
“Bel Air” Group. 

Full details on request. 
420 UL 


Matching 
Side Armchoir 





makers of fine chairs for over half a century 


MILWAUKEE CHAIR COMPANY @ Milwaukee 45, Wisconsin 
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unctional design 








thee : 
ign 3 gt hans rahi eg 
Y= Ae oe te Soe ae. non’ 4 a, Sea 


THE DOCUMENT LINE BY 





Leopold’s new Document line is distinguished by 
its smartness and functional utility. Sells to for- 
ward minded business people because it is... 


distinctive « efficient * versatile 


Write to us for complete information 


THE AEqe0ld COMPANY sinter: wt one ronioe tue (OW) 


BURLINGTON, IOWA 
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Patents “Don n'f Let The Light ~ 'N ny 


(Copies of patents can be obtained from the Commis- i Appearance Fool ‘You! 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


ee 





Granted August 2, !955 


2.714.369. P sharpeners en E. Wimmer, Chicag I! 

2,714,438. Typewriter Bottom Margin Gauge hn A. Gerts, Chicage 

2,714,487 Key Banks for Business Machines, Such as Cash Registers 
ermany, assignor to Anker-Werke A. G., Bielefe 

2,714,544. Ty M unting for Desks. Charlies M. Abrahamson, Aurora 

j IMustration 

2 714,545. Ty Desk. Charles M. Abrahar Aurora, Ill., assigr 


Granted August 9 1955 


























714 i € Stand Albert M da Lafayette La 
2'714.850 Ribbon Feed Devices. Harold Kistner, Endicott, N. Y 
hines Corp.. New York, N. Y 
2,714,851. Pr Device for Office Use. Har chnackel, Koln-Lindentha 
, ynment t Per ndustries, In New York 
2714 94 ~ ey Action for Power Operated Typewriters. Frederick W 
nd £ eyrr r, Norwalk, Conr gnors to Sperry 
2.714,98 E magnetically Operated Totalizer Control Mechanism for Ac 
—— a Model No. 683° 
- . / * . 
al Arm Revolving Chair 
; - y A i— - 
anase i 4 R 
ws |} Ff 
LN 
an 
pr LA 
YSA 
2,714,987 esas ° ee \ f ™~\ 
aeons . ™~ \\ 
to my 
oy QaR-3 ¥ —_ wa? ‘> 
ie —— Sa } 
tte . < A = tee 
14.990 27aont 3,714,993 — a eg Model No. 68! 
Arm Chair 
ong F _ Looks can fool you! Take the Gregson 680 Series, for 
—* instance. Sure, it looks light and airy . . . but man, these 
oid? chairs are rugged! 
mn om Spring and foam rubber seats offer lasting comfort to 
am the modern executive, and at a price that he will thank 
you for. Scuff plates and 2-inch ball bearing casters add 
long life to the beauty and ruggedness of the Arm Swivel 
cies Os ey ae a ee Chair. And handsome brass ferrules on the Companion 
) ! Vi ac b } i axbDy Ps cote yistip, ar one ritchare . - 9° 
etd 1 assignors. to The National Cash Register ( Arm Chair add that “extra something” that makes them 
yton, Oh it an sell fast. 
2,714,986. S pane, Se, Se Te Oe ey er Both chairs are available in Gros Point and Naugahyde, 
2,714,987. Re Mechanism for Calculating Machines. Nelson R. Frieberg or Gros Point and top grain leather combination as Ge 
tha bY The Né - a Bo h o ~ Co aa — —_ ~~ a wide range of colors . . . and at a price to suit even the 
2.714.988. Keyb i Controls for ing Machines. Damon 3rubaker gder . » : 
+3 or ) Cash Register C Dayton Ohio. Illustration at a agent. sian 
2,714,989. Calculating “Machine srant C. Ellerbeck, San Leandro, Calif., a: ere’s a new feeling in office furniture ... a new light ’n 
714 9% M chan be we sa = ead ‘ airy look. It’s available in the new Gregson Series No. 600. 
Z 4 990 rminatin e is Anthony B achadc an Pandr . . . 
~s 3 Section Gn. ine, Een Write for full information today. 
14.991. Siar ntre Mechanism for Duplex Registers. George W. Hopkin 
, Friden Calculating Machine Co., Inc. Illustration 
114,992. R Mechanism for Calculati ing Machine Grant C. Ellerbeck 
Seiden taidation Gaauen Ge ts Cane DEALER INQUIRIES INVITED 
Granted August 16, 1955 
2,715,36 Eiect Printing Apparatus eorge T. Brown, Jr., Dayton, OF 
Register C Dayton, OF Illustration 
2,715,388. W nq Instrument. Eugene P. Cofield, Jr., Atlanta, Ga., and Fran 
t } to Scripto, Ir 
2,715,496. T er Control Mechanism. Gustaf Hilarius Heligren, Enskede 
2,715 498 Means for Cash Registers. Kar! Heinrich Tenoort and Franz 


Ww sermany. assianors t The National Cash Reaister 





Grented August 23, 1955 


715,88 Mechanism for W I , Alfred T. Liquori, Bronx 
malem fos New em d 9 GREGSON MANUFACTURING COMPANY 


N 


2 715 ,90¢ e Leaf Ring Binder. Gene A hesi, Arlington, Va Manufacturers of Office and School Chairs 
2,715,999. 7 fer Mechanism for alculat n ‘Machines Thomas M. Butle 
, ; cose Bag - . Oiich, Mieteaien. LIBERTY, NORTH CAROLINA 
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Going self-selection? 
BE SURE YOU GET BULMAN’S 


5i "Di BrONGE, 


DESK: ‘SETS 










NEWEST 
EQUIPMENT FEATURES 


MOST VERSATILE — standard equipment utilizes 
peg board, straight or sloped shelves, insert 
cases with glass doors, many other 
accessories. 


MOST CAPACITY — displays more merchandise 
in less floor space. 


EASIEST ADJUSTABILITY — no bolts, brackets or 
screws required. (just pull out... push in.) 









lus “ON LOCATION” 
MERCHANDISING SERVICE 


An expert Bulman Store Engineer works 
with you in planning and merchandising 
your new store—designs a tailor-made plan 
to fit your local market conditions — no 
standardized plans. 


esults Proved. .. 


- « « IN 20,000 STORES 


Your Bulman engineer not only plans and 
equips your store but shows you how to 
use your equipment to get maximum re- 
sults. Over 20,000 successful Bulman- 
equipped stores prove that Bulman can 
produce large sales increases at less cost 
for you. 





Bulman is THE specialist in 
self-service. For consultation 
or new catalog, write 


5 50°) 
yr z4 ay 


wa COUIMAY) conouer ne 


Dept. OA85 
THE GREATEST NAME IN SELF-SERVICE 


GRAND RAPIDS, MICHIGAN 
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The Competitor’s Line— 
How to Handle It 


by ERNEST W. FAIR 
& “IF ONLY I COULD ignore competitors’ features and 


claims . . . but the customer won’t let me . some times | 
think they do it deliberately just to see if I'll say the wrong 
thing!” 


He was just an average office equipment salesman, no more 
or less brilliant than thousands of other such salesmen. He 
was echoing a complaint every one of them voice constantly, 

No matter what make or line we sell, that equipment is 
good .. . it has to be for its manufacturer to stay in business, 
It has many wonderful features and some of these are exclu- 
sive. But so is the equipment of competitive manufacturers... 
usually just as good and generally with one or more exclusive 
features of its own. 

All spend thousands of dollars advertising these features 
dollars directed toward convincing prospects that each has 
the very best line with the very best features. Customers know 
about these and compare when they shop. They do not hesitate 
to bring them up when looking over any one unit. 

And every salesman has learned by bitter experience that 
he can’t just shrug off these references or deride them. He 
must have an answer if he is to sell his own line and that 
answer has to be the right one or else the sale is lost then 
and there. 

Always a Question 

“When they start talking about a competitor’s line, how shall 
I handle it?” is one of the first questions asked by every new 
salesman of his sales manager and one a lot of veteran office 
equipment salesmen still have unanswered. 

We've asked several score salesmen and sales managers who 
handle the problem smoothly and with success every business 
day how they solve this ever present selling problem. — Below 
are the answers received most often. 

All take advantage of the old adage about a “soft answer” 
for that’s the only kind to give a customer. Belittling or run- 
ning down a competing line has long been known as sure 
poison in selling. Customers resent it . . . competitors retaliate 
in kind . . . we lose our own abilities as a salesman. Sales are 
made on the merit of the line we handle not on the 
demerits of the competitor’s line. 

Here are the “how to handle it” methods applied to the 
specific nature of each competitive feature. 


You Can Combat Price 

If It’s Price. Here we can follow a safe rule . . . when the 
price of a given item is below that of another similar unit, 
value has to be sacrificed somewhere. The tactic is not to con- 
demn the merits of the lower priced item but to talk compari- 
son on value, service, long life. 

One unit may be $50 cheaper in initial price but it will prove 
so costly in use per year as to change the picture. “Yes, that 
make is cheaper in first cost, Mr. Smith, but let me show you 
how no other adding machine costs you less in the long run,” 
is one way to handle this point. “As these figures show you, 
our typewriter actually costs you less to own than any other 
make.” A table of comparisons can be made which will use 
a long period of usefulness, less repair and maintenance costs, 
to prove our point. 

If It’s Appearance. We all know how customers are impressed 
by external appearance of today’s office machines. Perhaps 4 
competing line has made one more attractive than ours. Our 
problem is to divert the focus of attention of the prospect on 
performance characteristics of our line or the exclusive feature 
that it does possess. 

No office desk made today, for example, is unattractive 
so we need not apologise on this score. We can well admit 
“less fancy trim” and center attention on durability and satis 
faction particularly when the competitor has ignored these fea- 
tures to advertise physical appearance alone. 

If It's More Glamorous. We once heard a smart office 
equipment salesman put it this way to a customer: “If it’s 
glamor you want, sir, we can buy it much cheaper at the 
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Unconditionally quaranteed for: 
mechanical perfection by NORMA 
makers of quality Multikolor Pencils 


famous for over 25 years 


Norma Pen and 
3-Pencil Combination =604 INTRODUCTGRY OFFER 


Te $5.95 Extra ink refill NO CHARGE 
Ink refill 49¢ if CLICK 


CLICK 


' Hh eee 
Visit booth No. 118 ; CLICK _ IT’S A PEN! 
hie] F- We ee) ss 3) sle),| 
Conrad Hilton Hotel 
Chicago, Ill. 
Oct. Ist to 5th NORMA PENCIL CORP., Dept. AA 
Norma Bidg., 137 W. 14th St., New York 11, N.Y. 


i 
Please tell us how we can increase our volume through NORMA’S 4 


The regular line of . nationally-advertise te 
NORMA Multikolor Pencils (4 colors of lead Quantity-Gift Promotion Plan. : 


from $5.00 to $100.00 
All models available with pen upon request 


Writes- ir 














Name 


NORMA REPRESENTATIVES: Title 
West: The George H. Eberhard 
182 Second St rae Firm 
3200 W. W nB Ar 
South: M. Wodiska 


ee ae : 
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name NU-CRAFT 


e SAFETY VALUE . . . fully rolled over 
edges insures safety. 

e DURABILITY . . . completely embossed 
bottom for beauty and strength 

e EFFICIENCY . . . card holders on the 
front and back. 


e UTILITY VALUE . . . openings front and 


back for single or double desk 

¢ COLOR SELECTION ... hard baked finish 
in Grey, Walnut and Green to match 
office furniture. 

¢ GOOD VISIBILITY ... 
for quick seeing. 


center cut-outs °F 








FIRE 
a) RESISTANT 
oy SECURITY 
eIBOXES 






HEAVY DUTY STEEL WALLS 
THAT ARE LINED WITH 


Johns-Manville 


ASBESTOS 


Y¥," THICK 
Engineered for a magic combination of design, plus 
QUALITY and PRICE 
¢ Both Walls are made of STEEL PLATE 
© Equipped with the finest Disc-Tumbler lock 
available. 
© Two handles, one on each end, for easy carrying 
¢ Available in three colors — Gray, Green Hammer- 
tone and Coppertone Baked finish 
© Two chains on cover to hold cover from falling 
¢ Full width piano hinge. 
© Individually cartoned. 
AVAILABLE IN THREE SIZES 













“A better desk tray in every way.”’ 


¢ DESK PROTECTION . . 


e EASY ACCESS . 
¢ BETTER CONSTRUCTION ... 


“Always Something New”’ 


PATENTED 


Look for the 
PRODUCTS CO. for the stamp of 


quality. A welcome addition to the office. 


12 BIG REASONS FOR GUARANTEED SALES! 


¢ DEEP WALLED 22 inch depth 
allows maximum capacity. 
¢ STREAMLINED DESIGN . an asset 


for office smartness 

. rubber feet se- 
curely eyeletted to tray eliminates desk 
scratching. 

. wide openings for 
easy-to-get-to papers 

one solid 
piece of steel for greater durability. 
UNCTIONAL .. . sturdy aluminum posts 
for stacking into tiers. 


AVAILABLE IN LETTER AND LEGAL SIZES 


STEEL 
FILING STOOL 





This 13” Seat, all metal filing stool 
is made to last a lifetime. Arc- 
Welded with large properly shaped 
seat. Equipped with high quality 
casters 


ALUMINUM VAULT STEPS 





See Our Full Line of Metal Bank and Office Equipment at 





Boost 


Profital 


AMERICA'S FINEST STEEL DESK TRAYS 


“THE CHALLENGER’’ 
THE ONLY LOW PRICED DESK TRAY ON THE MARKET 
TODAY—WITH ALL THE FEATURES OF AN EXPENSIVE 


DESK TRAY 
IMPORTANT 
* 21/2” Depth Affords Maximum Capacity. 
© Distinctive 14” Radius Streamlined Corners 
* Two Openings for Use on Single or Double Desk. 


FACTS TO REMEMBER 


¢ Exclusive Dome Feature Prevents Scratching Desk or Table 
¢ Cut Out to Give Easy Access and Avoid Fumbling for Papers 


¢ Sturdy Post for Stacking into Tiers. 
* One Solid Piece of Steel for Greater Durability. 
« All Finishes Are Baked On : : Not Air Dried. 





DIMENSIONS 
No. 80 — 43” L x 20” W 





The modern design and sturdy construction 
of these Aluminum Vault Steps makes them 
a necessity in all bank vaults and libraries 
Light in weight, easy to handle, and posi- 
tive floor gripping, with heavy rubber crutch 
tips. No fear of any casters sliding. Holds 
over 500 Ibs. Gray Hammertone Baked finish 


DIMENSIONS 


No. 29 - 2 Step - 20” H. x 17” W. x 18” D 
No. 30 - 3 Step - 30” H. x 17” W. x 25” D 


¢ AVAILABLE IN LETTER AND LEGAL SIZES 


x 41” H. 
No. 81 — Same as above (with open back) 


HEAVY DUTY 
SILVER TRUCKS 


Constructed of extra 
heavy gauge steel, 
with handles at both 
ends. Top lip is 
completely hemmed 
over. Shelves are 
arc-welded in place, 
and flush with body 
of truck. This heavy 
duty truck holds over 


1800 Ibs. Equipped 
with 5” diameter 
heavy duty rubber- 
tire wheels. Two 
Stationary in front 
and two swivel in 
rear. Available’ in 


Gray or Green Baked 
finish 


(Shelf Clearance 92/2”) 


BOOTHS 339-340 NSOEA CONVENTION 


WRITE FOR OUR NEW 1956 ILLUSTRATED CATALOG 
FEATURING OVER 125 ITEMS OF BANK AND OFFICE EQUIPMENT 


NU-CRAFT PRODUCTS CO. INC. 


321-327 CLARKSON AVE. 


BROOKLYN 26, NEW YORK 
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movies; but if we want a machine that really gets the job 
done we have to look beneath the surface and see how it’s 
better built to last longer and always do the job right the way 
this one is constructed.” He made the sale. 

If It Has Real Exclusive Features. Where the genuineness 
and real value of such a feature is apparent the best procedure 
is to always acknowledge this, i.e. . .“Yes Sir, that’s really a 
nice feature they have. However, I would like to show you 
several outstanding features of our line. We’re proud that it 
has so many because we know our customers — want as 
many good features as they can find.” Usually if such a feature 
is new to the trade the rival line will advertise it so heavily 
other good points are not mentioned . . . an oversight we 
should be quick to capitalize on. 

Here's a Problem 


If It Costs Less to Use. Or is so advertised, we have a very 
ticklish point to handle. One veteran salesman does it by 
pointing out that such use cost figures are generally arrived at 
by studies of a carefully set up laboratory situation where 
everything operates perfectly all of the time. 

He explains the real cost story the customer will be interested 
in will be what happens in his office under average, and not 


ideal, conditions . . . that they certainly do not want to test 
and adjust it carefully in their office each time it is used. This 
coupled with an invitation to ask a friend the cost of operat- 
ing his unit in his own office day in and day out, will answer 


such competitive promotions. 

If It’s a “Sales Invention”. All we have to do is point out... 
“Why yes, Mr. Jones, our line has had that feature for years 
but we’ve never given it a fancy name . . . we feel it should 
be a regular working feature rather than something extra. Here, 
let me show you how the same thing works on this unit we 
have here maybe we shouldn’t take it for granted and 
should advertise it more.” 

If It's a Different Approach. Then, our problem is to strip 
away the fancy dressing of this different sales approach and 
bring it down to the basic factors under which we have been 
probably selling for a long time. Often these new approaches 
make a competitive line seem to possess radically new features 
that are new only in the “window dressing” they have been 
given. 

We can’t belittle this new approach without damaging our 
own position so our best bet is to show how our line offers 
the same thing and has for many months or years but offers 
it as a simple statement of fact without embellishment. 

If It's a Guarantee. Most office equipment guarantees are 
as alike as peas in the pod but some times a promotion cam- 
paign will emphasize an ordinary guarantee feature as some- 
thing special. All we need do is explain the guarantee of our 
own line and match ours and the competitors’ point for point. 

If It's Higher Trade-in. We sometimes have a really tough 
problem to handle. One dealer we know does so by pointing 


out the actual price the customer will pay for the unit AFTER 

the trade-in has been deducted and making value-for-dollar 

comparison on that basis rather than on full list price. 
Another counters this by making the customer a small price 


reduction and permitting them to sell the unit themselves. We 
remember one case where equipment units had been actually 
marked up to permit a bigger trade-in allowance so such a 


check-up may well be made when competitors’ trade-in al- 
lowances get out of line. 

If It’s Service. Here’s a way of stating it . . . “Why that’s 
very nice, isn’t it Mr. Jones, but do you know why the manu- 
facturer of our line says so little about service? You just won't 
need it we know we have a good trouble free unit and 
that it will stand up against any competitive make. Of course, 
should the unusual happen you can be sure we'll be right in 
there with just the service you have a right to expect of us 


all the time 

If It’s Speedier at Its job. Our problem is to talk up quality 
of the work our unit does and emphasize that speed and quality 
cannot always go together and that we're sure the customer 
iS More interested in quality performance than speed. 

“Besides,” one salesman adds, “the difference is just five 


minutes and what extra can one get done in five little minutes?” 
Another answer can be based on the average man’s fixed notion 
that anything operating at high speed wears out faster. We 
know it isn’t necessarily so but we couldn’t convince many 
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The hit of the show 
in March 
will be on display again 
in October 


COORDINATOR GROUP 


of fine office furniture 
plus 


the very successful 


ACHIEVEMENT GROUP 


ultimate in office furniture design 


California Design Award Winner 


The NSOEA show 
October | 
The Conrad Hilton Hotel 
Chicago, Illinois 


the FELDMAN / SELJE corp. 


Rooms 636-A, 637-A 


9/0 East Fourth Street, Los Angeles 13, California 
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Established 
South, Sou 


GNO 


PRINTED MANIFOLD SYSTEM 
Wor 


HOLYOKE, MASSACHUSETTS MT. 
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Litho Tabulating Forms — 
Whether you 
form or one of the twenty- 
nine Stock tab forms, you can 
Hano form will 


use a Custom 


be sure the 
write faster, work easier, and 
look better litho 
quality answers your tab form 


Hano 


problems. 


Better Snap-a-Part Forms — 
For handwrites and machine- 
writes, there is a Hano Snap- 
a-Part for every need. Made 
with the finest Hano one-time 
carbons, a Hano Snap-a-Part 
guarantees accurate registra- 
tion, fine printing and many 
features for a satisfactory time- 


saving installation. 


For Continuous Form Speed — 
"shuffling" forms and 

papers, utilize the 
speed of continuous forms plus 


Stop 


carbon 


the sureness of one-time car- 
bons with Hano Continuous 
Carbon 
They give unusual flexibility to 
multiple-copy 


Interleaved Forms. 
any billing or 
form typing operation. 


Registers and Forms for Every 
Need — Hano Register Forms 
are better working, better look- 
ing forms lithographed on 
eight standard colors of good 
. special pur- 
available. 


register bond .. 
pose papers 
Sizes, types, colored inks and 
features for 


also 


other special 


individual requirements. 






Dealers wanted in the 


thwest and Mid-West. 





PHILIP 





INC. 


S SINCE 1668 
ehouse and Branch Plant 


OLIVE, ILLINOIS 


folks otherwise if we tried. 

If the Line Is An Older One than that we are carrying we 
can talk about the newness of our make being to its ad- 
vantage because the manufacturer could start fresh and didn’t 
need to hold onto old features. We can point out the reason 
our line exists is because its manufacturer saw an opportunity 
in the field to produce something “modern and up-to-date.” 

We may add that this competitive line was young once itself 
just like the line we are selling and we can also stress how 
smart buyers make comparisons on present day values and 
performance and not on past history. 

If It’s Greater Size or Capacity. Our selling points should 
ask whether or not the customer really can use such greater 
size Or Capacity. We can point to our smaller unit having all of 
the capacity that will ever be needed in the customers’ own 
use of the unit and ask why it is good business to pay for 
something we can never use or will never need. 

If price is the same or too close to permit this point, we can 
focus attention on such big capacity being sheer waste of 
power and therefore not as economical to use as the one we 
have to offer. 

If It’s a Wider Selection of Models from which to choose 
we can point out that the manufacturer of our line felt he 
could produce better units by concentrating all plant efforts 
on a few models which would meet all customer needs. 

It’s also a good step to point out that even if one has a 
thousand variations from which to select, one will buy but a 
single unit for his own use. Ask what the customer desires. . . 
show how the model we have fulfills those needs . . . and we 
have a ready answer to this particular feature of a competitive 
line. 

These are the main problems we have in selling our line 
against others in the office equipment field . these are the 
solutions we can use without stepping into the unwise con- 
demnation of that competitive line in which the prospect has 
already found interest. 


Don't Forget Own Line 


Many times it happens that a salesman becomes so engrossed 
in the competitors features and advertising in an effort to 
combat it, that he completely forgets all of the good features 
in the line he has to sell. 

We certainly cannot ignore the main features of our com- 
petitors’ lines if we are to sell against them but we can 
always make sure that we do not give them so much im- 
portance in our selling customers will be inclined to place 
the same importance upon them and completely ignore the 
good points of the line we have to sell. 

It's an old and proven axiom that a sure way to lose a 
sale is to attempt to sell our line by belittling competitors’ 
lines. But we can often use competitive claims to our advantage 
when tact and diplomacy are the media we employ. 

No line of office equipment is all good or all bad . . . either 
ours or the other fellow’s. Admitting merit in a competitive 
line as a means to showing the same merit in our own can 
lead to many a sale we might lose by derogatory remarks about 


the other line. 


Maco Revamps Plant in New York City 

Constant growth has resulted in the J. L. May Company, 
Inc., adding more space in New York City for its manufactur- 
ing facilities. 

Many new specialty machines of late design have been in- 
stalled and the entire plant has been revamped for greater 
efficiency. 

The art department has been enlarged and is now in a 
position to offer dealers the sketches, layouts and art work 
for marking, system and promotional tags and labels. 

Dealers have been invited to visit the Maco plant and see 
the various operations involved in manufacturing both stock 
and made-to-order tags, labels, embossed seals, pressure-sensi- 
tive labels and manifold tags. 


New Firm opened in Fort Madison, lowa 


W. H. Thomas of Macomb, III., has opened an office supply 
and equipment firm in Fort Madison, lowa.—Al 
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Meet 3 top salesmen! 



















Topper Plastic-coated Carbon 





Paper lasts UP to 50%, longer 





* Coated With a plastic b 


ack to increase \ 
e\ ithstands extreme 


ear up to 50%! 
humidity ! 
® Resists curling, and does not slip! 


od Stays flat and smooth for easy, ra 
@ 


pid, clean handling! 
ades of inking 


omes in five gr 8, in three weights! 


New Underwood Desk Stabilizer 
Puts an end to desk wobble 


® Turns a wobbly typewriter platform j 
® Ends eye strair 
e Adjusts 
Automatic. 


e Smooth. 


nto a firm typing support! 
1 and Vibration errors! 
from 17 to 31 inches, fits in desk drawer! 
self-locking mechanism with in 


stant fingertip release! 
no-snag, all-metal Construction! 
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Serve Ribbon Dispenser 
* Best “si 
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~eP NICE VALET 


Only Office Valet Units provide an efficient, com- 
pletely flexible space-saving and sanitary system 
of storing employee “wraps.” They will double 
lockerroom capacity, and can be fitted into any 
available space near point of work. They keep 
wraps out in the open, spaced apart, aired, dry and 
“in press.” 

Office Valets accommodate 3 persons per sq. ft. 
of floor space. They are functional and modern in 
design, are beautiful in new baked enamel finishes 
and are built for lifetime service of strongly welded 
and reinforced heavy gauge furniture steel. 











No. 342 Valet Wall Rack mounts 
directly on any available wall 
space. 3, 4, and 5 ft. units inter- 
lock to make continuous racks of 
any length. 


2U-4. This attractive 4-ft. double- 
faced unit accommodates 24 
people. 


3U-4 Office Valet Rack. 4'3” 
long —capacity twelve coats 
and hats, overshoes and um- 
brellas. 3U Valets available in 
any length 3/3” and longer 
by the foot. 


S-6 Office Valet Cos- 
tumer. Six spaced 
hangers—six indi- 
vidual hat spaces—and 
umbrella rack. Ideal 
for private offices and 
reception rooms. 








al ——y 
=S= 


, 4 
COU 


bee 














a “ 














Add-on feature assures 





Hats rest on high em-] Shelf bracket has new] The forward edges of 
bossed ribs in spaces} wide box design and re-] shelves are smooth wide} not only maximum effi- 
individualized by even" ceives shelves from either ® closed face channels. For-* ciency today but for 
higher cross ribs. Shelves right or left sides. Shelves ward ends of bracket arms future expansion or altera- 
slotted to permit drying snap-lock rigidly into po- provide slightly over-lap- tion as well. Exactly 
and prevent dust accumu- sition to make racks of ping radius facing. Valet matching 3’,4’ and 5’ sec- 
lation. any length. equipment always has a_ tions assure perfect fit in 
custom made appearance. all situations. 
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, VOGEL-PETERSON CO. 1127 WEST 37th STREET 
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Nobody Cares What You Need! 


@ [TS TRUE! Nobody cares what the office supplies and 


equipment dealer needs to make him successful. However, 
everyone else has needs of his own: the dealer may be able 
to strike a bargain so he gets what he wants by helping the 
other fellow 

Something like this: 

1. The dealer needs good publicity in addition to his regu- 
lar advertising. Meanwhile, the local newspaper editor needs 
worth while news and feature material to fill his pages. If 
the offices supplies and equipment dealer shows initiative in 
starting the co-operative move, it can work out well for both. 

2. The dealer needs volume but not any more than the 
supplier must have distribution. You may sit around until 


you're invited to join the profit parade, if you are in no hurry 
to earn success. However, you can pep up matters by studying 
your trading area and its possibilities, improving your ability 
to cover it efficiently, and then offering your services to the 
suppliers who can furnish fast moving products and lines. 

3. The dealer in office supplies and equipment needs a 


substantial market to supplement his regular sales. And at ex 
actly the same moment there are hundreds of home-makers 
in his territory who require aid in equipping a corner of some 
room for taking care of budgets, household accounts, taxes 
and all the other business details that have become a part of 
modern living. By recognizing and filling this need, the dealer 
solves his own problem. 

4. There are times when the office supplies and equipment 


dealer needs not only his normal, steady profits but also some- 
thing for quick returns. It is then that he might forget his 
own trouble for a while, and concentrate on the office man- 
agers who constantly search for products to speed up pro- 
duction, cut operating costs, and raise morale among workers. 


Yes, particularly the last named. As he studies his stock to 
help office managers fill their never-ending requirements, the 
dealer discovers he has provided the ready cash to meet his 
own emergencies 

5. Because it is typically American to think in terms of 


progress, the dealer feels he should grow and expand. It’s a 
genuine need quite aside from any question of making more 
money. But where can he expect the additional volume to 
come from? One answer: From the many smaller and semi- 


neglected sources of trade, such as labor unions, churches, 
outlying offices, and fraternal organizations. 

True enough, they get along by shopping here and there to 
handle their minimum office supply needs. But they still lack 
the type of service that would sell them all the products 
which they could use to advantage — plus an introduction to 


the field of office machines and equipment. Looking after their 
best interests, the dealer might find the perfect solution to his 


own desire for progress. 

So the list might go on and on. Yet the principle would not 
vary. Always it is a matter of the dealer meeting his own 
need through service to someone else. It means earning suc- 
cess but in the office supplies and equipment field you have 
noticed how that kind of success seems to be the most lasting? 

GMD 





Transfers to Houston 


W. Lewis Jacobs, manager of the tabulating machines de- 
partment of the Remington Rand division of the Sperry Rand 
Corporation, in Richmond, Va., has been named to the same 
position in the company’s Houston, Tex., office. He joined 


Remington Rand in Detroit, Mich., in 1933, and went to 
Richmond in 1944. 

Mr. Jacobs has been succeeded in Richmond by Jack D. 
Hazzard, Virginia branch manager.—EEG 





IBM Names Branch Manager 


J. A. Duddy, Jr., has been named branch manager of the 


electric typewriter division of International Business Machine 
Corporation in Louisville, Ky. He was formerly manager 
of the electric-typewriter training division for the company in 
Poughkeepsie, N.Y., and before that he was a sales representa- 
tive for the firm in Memphis, Tenn.—EEG 
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There Is Nothing Else Like It! 
CONSOLIDATED'S NEW LINE 


of Reproduction “Back-Up” 


CARBON PAPER 


AND 


INKED RIBBONS 


ror PHOTO-COPY 
EQUIPMENT! 


Made By A New Secret Process! 


Is A Potent Door Opener And Big Profit Maker! 

It takes only minutes for you to show your prospects 
how these better “Back-up” Carbons and Opaque Rib- 
bons will produce clearer, cleaner, sharper and more 
uniform copies with their present equipment. As a door 
opener, to the largest accounts, and as a new business 


getter, this new line has no equal. 


Already Tested And Approved! 
Leading Manufacturers of white print proc- 
essing equipment have thoroughly tested 
Consolidated’s new line and give it their 
unqualified approval. (Names supplied on 


request.) 


Masters Filed Without Carbon Smudging 
The Original copies made with Consoli- 
dated’s new Carbon Paper may be safely 
filed with other material without danger 


of messy carbon offset. 


Reorders Are Substantial And increasing in Size! 





Get The Full Free Details Of This 


NEW PROFIT MAKING LINE! 


vist Room 966 A 


N.S.0.E.A. SHOW Conrad Hilton Hotel 














Or Write For FREE Samples, Literature And Price Lists of Our 
3 Complete Lines of Quality and Populer Priced Carbon Papers 
& Inked Ribbons. 


CONSOLIDATED RIBBON 
& CARBON CO. 


Manufacturers of a complete line of Carbon _ Carbonized 
Rolls and inked Ribbons for all Office and Office Machine Re- 
quirements, Established 1893. 


2902 W. Medill Ave. Chicago 47, til. 
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VISIT US-ROOM 633-A NSOEA SHOW 





MARKS UP TO 
3000 GARMENTS 


ODORLESS 
QUICK DRYING 


BLACK 
INDELIBLE INK 


RUN PROOF 
WON'T WASH OUT 
WON'T EVAPORATE 
writes and marks directly on: 
COTTON e NYLON 


e WOOL e SILK e 
LEATHER e RAYON 


used by professional laundries everywhere 


NATIONALLY ADVERTISED 
DEALERS’ AIDS AVAILABLE 


brilliant 4 color 
display 


INDISPENSABLE TO: 
card 

















%* HOUSEWIVES 

% SCHOOLS 

te NURSERY AND 
KINDERGARTEN 

% SUMMER CAMPS 

% CHILDREN'S 
CLOTHING 

ze COUNTRY CLUBS 

% HOSPITALS 

% INSTITUTIONS 

se LAUNDRIES 

te DRY CLEANERS 

% HOTELS 

% MOTELS 






wrres » 
#0 wanes 

e meer 
*- ore. te 





Carag 
"+ Mares. 





“SAMUEL TAUBMAN @& CO. 
1 WEST 34TH STREET, NEW YORK 1, N. Y. 
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How to Take an Easier 
Physical Inventory 


by PAUL LOCKWOOD 


@ MEDICAL MEN have not traced the cause of ulcers to 
inventory headaches, but some office equipment and stationery 
merchants feel that this end-of-the-year trouble time can 
cause almost anything. Inventory is a dreaded task—hours of 
counting paper, supplies, and equipment, more hours of listing 
it all, then, still more hours of extending, totaling and sum- 
marizing the final stock count. 

It would seem that with all of these headaches connected 
with a physical inventory a stationery retailer would be 
through. 

But, no! 

Then there is the worry of inventory shortages or oOver- 
ages, the worry of whether the inventory is accurate, and the 
worry of what is the best inventory valuation method. By 
this time an office appliance retailer is ready to quit. 

Yet, this dreaded year-end task of counting stock is a must. 
Figures of the physical inventory are required for income tax 
returns. They are helpful in determining the degree of efficient 
operation of the business, and they serve as a guide for future 
buying. 

But It's Necessary 

Yes, inventory is a headache......... a necessary head- 
ache! 

Many of these physical inventory headaches can be avoided 
when an office appliance and stationery retailer takes a little 
time to make a plan in advance. A few pre-inventory plans, 
carefully made, will make the actual stock count quicker, easier 
and more accurate. 

First, make a map of the sales floor, the windows, ledges, 
shelving, stockroom, and warehouse. This floor plan need not 
be a draftsman’s masterpiece, but it should include all counters, 
shelf sections, and special out-of-the-way spots in the store. 
Every place where merchandise may be displayed or stored 
should be included in the plan. 

Some stationery retailers find it helpful to number each sec- 
tion of the floor plan. This helps them assign employees, check 
out the inventory forms to the sections, and to spot check the 
progress of the physical inventory. In case of error, it is easy 
to determine where the error might have been made and to 
re-count only this section of the store. 

Organization Helps 

Second, organize the stock for easy, accurate counting. This 
step in planning for the physical inventory can reduce the hours 
of overtime necessary, and will insure a more accurate valua- 
tion of the equipment, supplies, and paper. For instance, when 
all adding machines are grouped together in one location, it is 
easier to concentrate on this counting and listing. Ditto marks 
can be used on the listing sheet for the description, and there 
is less chance for error with fewer items to count, list, extend, 
and total. 

Another advantage of this stock organization before inven- 
tory is that it provides an opportunity to check over the line 
for any missing sizes and types of supplies. Then, too, it is 
possible to be sure that all of the stock of the same type is 
priced at the same figure and that the selling price is correct 
under present market conditions. 

Third: select, assign and instruct employees on their inven- 
tory duties. In selecting the employees for the physical stock 
count there are many factors to be considered. For instance, 
shortages can be spotted quicker if the personnel are shifted 
to different sections for the inventory. Knowledge of the mer- 
chandise, ability to pay attention to details, and physical 
strength may be factors that will be considered in selecting and 
assigning the employees to different sections of the store. 

Spot the Employees 


With a rough map of the sales floor, stockroom, and dis- 
play areas, it is an easy matter to assign employees to the 
spot where they will work best. Counting and listing teams 
can be selected from the employees to be sure that the counter 
and the lister will work together in harmony. Then, too, the 
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For the Smoothest Stapling Performance in the World! 


THE Vietor STAPLER 























(Uses Standard Staples) 
Welcome 
to the NSOEA Convention 


BOOTH 83 


See the VICTOR Stapler..... 
and the complete line of VAIL Paper Fastening Devices 
Visit our booth ... see and test the finest 
stapling machine every produced. Now available 
in the following finishes: Chrome, Gold Plated 
Green, Ivory, Brown, Red and Grey 





VAIL MANUFACTURING COMPANY 


subsidiary—E. H. HOTCHKISS CO. 
900 EAST 95TH STREET CHICAGO 19, ILLINOIS 














OA-—10/55 235 








ANNOUNCING THE NEW 


Jiffy 






*® Patent Applied For 


CABINETS 
FOR OFFICE, HOME, SCHOOL 


DRAWERS HOLD 8% x 11 SHEETS letterheads, 
second sheets, carbon, etc. Drawers have 
“finger-lift” holes for easy acce’s. 












SUB-DIVIDED 

DRAWER BACK HALF 
of SUB-DIVIDED 
DRAWER HOLDS 


scissors, pencils, etc. 


et 


FRONT HALF is 10 bins 
for stamps, bands, tacks, etc. 
THE JIFFY SECRETARY LINE IS MADE IN: 
3, 4, 6 and 8 drawers high. All sizes have ONE ONLY 
Sub-Divided Drawer, rest of drawers are OPEN with “fin- 
ger-lift’” holes. Inside drawer dimensions 85” x 11%” 
1%”. CRYSTAL CLEAR STYRENE DRAWERS * EXPANDED 
METAL FRAME, TRIM AND DRAWER ¢ PULLS ARE MOD- 
ERN SATIN BLACK. TOP AND BOTTOM OF HARD-BOARD 
IN CHOICE OF COLORS: SOFT GRAY, CORK TAN, 
OR MOSAIC GREEN. 


* 


Made by the makers of 
THE ORIGINAL JIFFY 
UTILITY CABINETS. 








oor err oh -r— 


CAMPRO SALES CO. 
1310 - 4th Street S. W. 
| Canton, Ohio \ 


NAME - 


Send information on 
JIFFY SECRETARY LINE 
[] JIFFY UTILITY LINE 


Gentlemen: 
! 


! 
i 
} 


l 
| 
FIRM NAME 
| 
| 
| 


_j te 


Be ey ce ce es es ee ee 


office appliance and stationery retailer knows who is responsible 
for a quick and accurate count of each part of the store. 
Instructions for the physical inventory should include a time 
schedule of when the pre-inventory counting will take place, 
what will be required to sell any stock after this count, when 
the final count will start, and any other time factors needed, 
Most office equipment merchants explain how they want the 
merchandise counted and listed to provide all the information 
they want—size, type, brand, stock number, quantity, quality, 


| and price. 


| gerous areas, 
| (Since 


Many office equipment and stationery retailers have found 
that it is also advisable to establish some inventory rules. These 
rules cover conduct during the stock count, smoking in dan- 
penalties for not reporting for inventory work, 
many physical inventories come on New Year's Eve 
or the next morning, this rule may be necessary to bring out 


| everyone for the counting). 


Fourth, stop all store activities during the physical inven- 
tory. This suggestion will, of course, have to be tempered with 
local conditions. For instance, many office supply stores find 
that they do a thriving business while other firms are busy 
with the year-end inventory in selling supplies and forms. It 3 
may be best to hold the inventory at some other time of the 


year to maintain good will with customers at this time. 








Store Stock During Count 

One place where the final stock valuation may be thrown 
out of line is with the stock shipments that arrive after the 
stock count starts. When the physical inventory will take more 
than one day or evening, office appliance and stationery re- 
tailers have found that they eliminate many headaches by 
stopping all shipments during the count. 

This provides an opportunity to bring the book inventory 
up-to-date with all receiving records. Stock that has been 
delivered and not paid for should be inventoried and charged 
up on the books as an invoice payable. Time will be saved if 
all stock that has been received is checked, marked and placed 
in its proper place before the count starts. 

Fifth, use a standard inventory valuation. Some office 
equipment dealers take their physical inventory at cost or 
market whichever is lower. This makes it necessary to check 


on the actual cost price, compare this with the latest cost 
quotation, and enter the lowest figure on the listing sheet. 
Naturally, this is time consuming, but it does provide an ac- 


curate up-to-date figure for the inventory. 
Watch for Accuracy 

Other office appliance and stationery retailers have adopted 
the plan of using the retail selling price of the merchandise 
when taking the inventory. This makes counting and listing 
easier and quicker. However, it may result in an inaccurate 
cost of inventory reported on the profit and loss statement. With 
this plan, the inventory is taken at the retail price, totaled at 
retail, and reduced by subtracting the markup received from 
the total retail valuation. 

One danger that should be checked carefully in taking the 
physical inventory is where a combination method of valuation 
is used. For instance, some retailers list their office supplies 
and paper stock at retail and use the purchase cost or the 
market replacement on duplicators, typewriters, and other 
office equipment. This eliminates an under- or an over-valua- 
tion of the inventory based on average markup. 

When this combination method is used for pricing the mer- 
chandise on the inventory, it is best to mark each listing sheet 
with a “cost” or a “retail” heading to avoid confusion. Then 
when these listing sheets are summarized, the cost and the 
retail sheets can be kept separate and handled as the case 
demands. 

Keep Good Control 

Sixth, provide a control on listing sheets. Many times an 
office equipment dealer will have a heavy inventory shortage. 
If this happens, there is usually a recount to check on the 
accuracy of the first count. Then, in the recount the total will 
be just about what the book inventory reveals. 

This recount can be avoided by establishing some type of 
control on all listing sheets. Many office equipment and sta- 
tionery retailers set up a system of serial numbers for all list- 
ing sheets. These numbers are listed on the floor plan of the 
store for easy checking. Then, if one listing sheet is missing 
when the summary is being made, it is an easy matter to check 
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It's Saddle Walnut 


_..the dramatic new walnut finish 
in Morval Office Furniture 


It's smart . . . it’s rich-looking . . . it’s destined to be one of the most wanted finishes in office desks. 
The Duratop is in Russet Brown . . . the body is in Morval’s new Saddle Walnut tone! 


NEW CONSTRUCTION FEATURES, TOO... al! Morval Desks now have 5-ply panels 


and drawer fronts throughout! 


t 


| 


LL MORVAL UNITS NOW IN 9 COLOR COMBINATION 


Morval’s handsome duotone body and top finishes are color styled to 


i 


state 


1 


= Cee 


blend perfectly and to harmonize with steel or wood surroundings, 
The five color combinations are: (1) Morval’s new Saddle Walnut 
with Russet Brown Duratop; (2) Palomino, with Beige Duratop; 
(3) Birch Natural, with Beige Duratop; (4) Coral Oak, with Russet 


Brown Duratop; and (5) Pearl Walnut, with Russet Brown Duratop. 








M-707 Clerical Desk — 58” x 30”... 52” x 30” 














M-700 Table — 58” x 30” 








M-707 Clerical Desk — 42” x 30” 





M-788 Bookcase with M- 788T — 60” top, and oF 
M-788P Panel End in Modular “L"’ 





M-793 Secretarial Desk — 58” x 30” 
(Right hand Secretarial is M- 796 


* —H 





M-70 T.W. Converter Unit 


P. 





M-717 Dual-Top All Purpose — 58” x 30” 





Office Furniti 








Not illustrated is the M-707 Exec 
itive Conference — 76” x 39” on 7 
58” x 30” base. . . Five specially MORVAL CORPORATION, HERKIME 


jJesigned chairs also available in 


hoice of five striking colors m 
A. 
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Protectall Announces a Brand-New 


Line ot Low-Cost Money Sates! 


* Here’s cash protection priced to sell FAST .. . to every gas * Here's a real opportunity for quick, easy sales and a lot of 


statior restaurant. bar and small business establish- ‘em ...achance to get first crack at all the low-cost cash 
ment in town! protection business in your territory. Don’t miss it. Mail 
; , ; : the coupon for full details on Protectall’s new “built-to- 
* Here's quality protection, too. Protectall’s new low-priced oe 
sell-fast’’ money safes, today. 
mone es are built to approved standards of burglary- :; 
esis they bear the Safe Manufacturers National 
Association label .. . have the Underwriters’ Laboratories, 
Inc ved relocking device, too. 


: 1 ade Hurry! Mail Coupon, Today | 
* Here’s “‘insurance-saving” protection for your customers. 
Protectall’ 


s new line qualifies for the low “E”’ rating and 


applicable premium discounts on both Mercantile Safe Learn How lo Cash In | 
Burelary ar 


d Money and Securities Broad Form policies. 







ee | 


Protectall Safes, Department 926] 
Hamilton, Ohio 


Please rush complete details to me about the new low-cost line of Protectall Money Safes 


FIRM NAME 


Protectall Safes 


HAMILTON, OHIO 


DIVISION OF THE MOSLER SAFE COMPANY 


YOUR NAME POSITION 


ADDRESS. . 


CITY ZONE STATE. 
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Large, colorful advertisements in leading national magazines 
are introducing this new “‘K”’ Pen to buyers all over America. 


‘“*K”’ is distinguished by a mirror-finished, engine-turned 
stainless cap and matching trim on barrel and cap ends. 
The section is stylishly streamlined for easier hand grip. 


The new ‘‘K”’ comes into the Esterbrook line at the request 
Ty of consumers. They have asked for an Esterbrook Fountain Pen 
bose with traditional reliability plus extra luxury and deluxe styling— 


with full-range, personal point selection. 


The new “‘K” (in 6 popular deep-tone colors) retails for $5.00. 
Matching Push-Pencil at $3.75. Order now for immediate shipment. 


Thread the point 
of your choice 
+. into the barrel. 





THE WORLD'S MOST PERSONAL FOUNTAIN PEN 


The Esterbrook Pen Company, Camden 1, New Jersey * The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East; Toronto, Ontarie 
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the spot w the sheet was assigned 

Another type of control some office equipment dealers usz 
plicate listing of all merchandise. Carbon is 
used betw listing sheets and the count is recorded in 
duplicate. 7 when the office employees or the outside 
bookkeepe xtending and totaling the sheets, there is a 
double check. One employee has the original sheet and another! 


is 10 MaKe 


has the d 


If their for the page agree, it is assumed that the ex- 
tensions a S are correct. An error in multiplication o1 
addition « heet is discovered in a minimum of time be 
cause the y a few items to check. 


Spot Checks Help 


Spot checking of actual counts during the inventory is 
inother hel ontrol. For instance, counting one display of 
office sup] checking the quantity against the counting 
and listing will keep the employees on their toes to 
avoid any When an error is discovered it is usually 
best to hav nting and the listing team re-count the stock 

ossible for an office equipment dealer to make 
mistake 

Seventl w the results of the physical inventory. One 
spot for Ss in “outs” that were not noticed in normal 
operations. Another thing to check in this review is any ex 
cessive invent of certain items. Knowing these bulges in 
the stock mak t easy to take steps to bring them into line. 

Many ( ful office supply retailers make lists of odds 
and ends « ck that they feel should be liquidated. Then, 


they make periodic checks of these “cats and 
that liquidation is taking place. Another value 
and ends is that the valuation can be re 
reasonable figure, thus keeping the actual 
what is a reasonable figure for income tax 


during the 
dogs’ to 
of this list 
duced to 
pront i 
eporting 
suggestions for an easier inventory is no 
ffice equipment and stationery retailers will 
avoid ulcer B the dealers who use this plan agree that 
does elin lot of year-end inventory headaches. 


Followin 


guarantee 


Seng Buys West Coast Factory 


The Seng Corporation, long-established Chicago manufac 


turer of a wide variety of furniture mechanisms and hardware, 
has annou the purchase of the West Coast factory of 
the Western Washer & Stamping Company, 2111 E. Slst St., 
Los Ange ( Previously, Seng had acquired the Cali 
fornia plar Cavanaugh Caster Company. 

The Seng Corporation states it will expand these plants and 
will manuf them some products now made exclusive- 

in the ¢ 10 factory. Warehousing will be done at 2111 
E. S5ist St., 1 Angeles, to facilitate delivery service to West 
Coast cust Richard A. (Dick) Dawson, previously mid- 
western al iles representative for Seng, has been made 

anager of West Coast operation. 


House of Wren Promotes England 


Steve Engla general manager of House of Wren, Okla- 
homa City, Okla., was recently made a vice-president of 
the firm 

Mr. Eng ho came to House of Wren as general man- 
ger Marcl 1953, was formerly with Bauman Office 
Equipment Company, Wichita, Kan., where he was manager 


lepartment. Mr. England started with Bau- 


f the furt 
rk in 1946, following his discharge from the 


man as Stoci 


irmed serv 


Another advancement at House of Wren is that of David 
Russell, w 9 eight years was outside salesman, Mr. 


Russell nager of the furniture department.—EVH 


Business Opportunities 





New Quincy et Seeks Contacts—Ted Kemner, Jr., manager of Kemner 
t ncy, Il branching out into the office pr 
hear fr nanufacturers nterested 
y 1 
Want suppliers—. eph F Yate r secretary of Joseph Ff 
New Haver Conr Jesire t receive catalog a 
én facturer the office equipment 
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24-HOUR MONEY PROTECTION 


Is Easy to Sell 


BOLT TYPE CHEST 


BURGLAR-RESISTIVE CHESTS 


Thots BecouAe... 
Yi 


nr yr from burs f s attack 


burgiar-resist 
if appropriate 


1 of Dott 


f k burglar-resistive 
4 > in annual bu 
if nytt « 


} 


emiun V it quickly 
iG nK Ifgiar-resisi > Ss 2 ve tt 


r 
sreatest capa >» market at the least 


vs 
Vs 
v: 


re available sizes and styles 
And Meilink also offers you a full line of 


STEEL CLADDINGS AND 
DRIVERS’ CASH DEPOSITORIES 


EILINA STEEL SAFE COMPANY 
TOLEDO 6, OHIO 


A, B and C LABEL SAFES, HOME VAULTS, INSULATED FILES 
BUSINESS MACHINE AND TYPEWRITER STANDS 
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THE 


Nhu Aditi 


LINE* of SPIRIT PROCESS 
ADDRESSING MACHINES 


*the line of least resistance 





Since 1948 when we introduced the first spirit process me- 
chanical addressing system we have constantly developed 
and improved the line. Our objective has been to provide 
a simple method of fast, clean, clear mechanical addressing 
at a reasonable price. That our objective has been attained 
is evidenced by the demand for and sales of the Master 
Addresser line. Those who buy addressing machines buy 
quality plus economy . . . and they buy Master Addresser. 
A demonstration and a comparison of Master Addresser 
values breaks down any buyer's sales resistance. 








MODEL 40 


Prints from paper tapes easily pre- : 
pared on standard office typewriter. : 
500 names per roll. Reproduces list } 
up to 50 times. Tapes automatically } 
advance with each imprint. Variable : 
margin guide. Incl. supplies and Fed- : 
eral Excise tax $52.17. : 





MODEL 40-H 
Easy swing foot pedal provides 
faster imprints and smoother 
operation. Leaves both hands 
free for feeding envelopes. Lists 
prepared for Model 40 usable 
in Model 40-H. Sturdy stand 
has adjustable side leaves. 
Incl. supplies and Federal Excise 
Tax $110.47. 










PCCP POORER Ree RETR EEE Eee Ee eee 


MODEL 90 ‘ 
Separate paper address slips (pre- 
pared in any typewriter) in in- 
dividual holder-cards provide dual 
purpose addressing and record 
keeping system. Greater selectivity. 
Automatic card feeding. Easy sort- 
ing and filing in 3x5 card trays. 
Incl. supplies and Federal Excise 
Tax $94.87. 





— cnseensenntassnsusensasensossatensos 


MODEL 90-H 

Foot operated Model 90-H 
designed for larger lists and 
faster addressing. Heavy 
duty tubular steel table. 
Adjustable shelves. Pivoted 
tray to hold card files. 

Incl. supplies and Federal 
Excise Tax $174.90. 


TIT ITT 


DEALERS — Write for complete 
information! Better yet! SEE 
THEM AT THE NSOEA Convention 
BOOTHS C 15 - 16 


MASTER ADDRESSER CO. 


6500-D West Lake St., Minneapolis 16, Minnesota 
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Attracting Customers 
to Your Small Store 


(This article by John Perry, Consultant in Human Relations, 
Washington, D.C. for Small Business Administration) 


@ TODAY MUCH BUSINESS emphasis seems to be placed 
on procedures and formulas: market research, accounting sys- 
tems, inventory controls, advertising plans, and the like. 

If you have a million customers, it may often be desirable 
to work largely by formulas and averages. But in many small 
businesses the averages can be no more than a rough guide. 

You do better or worse than the statistical forecasts indicate. 
What shows up on the earnings statement is often very largely 
a matter of human relations, between you and the people you 
want as Customers. 

The very fact that big organizations have to stay with 
the averages gives a small business owner his opportunity. He 
can be unique, offering people something they won’t find else- 
where. 

Study the operation of any outstandingly successful store 
and you will usually discover: (1) It does something in a unique 
and better way—one which expresses the personality of the 
owner; (2) that the owner is doing something he enjoys, some- 
thing he wants to do, the way he wants to do it; and (3) that 
the owner has planned his business to attract, as customers, the 
kinds of people he understands and enjoys serving. 

Failures Are Common 

Why do so many smaller stores go out of business? 

Many answers have been given; too little capital, inadequate 
bookkeeping, poor inventory management. But if one takes a 
close look at some real stores, another question comes to mind: 

Why don’t more go out of business? 

Of some 50 retail and service businesses in one neighbor- 
hood, 20 have been in business for less than two years—te- 
placing 20 others that have failed. A delicatessen, for example, 
has changed hands three times. Another store has had four 
tenants in 18 months. Two of four restaurants are for sale 
now. 

Ask what the small independent shops offer to justify their 
continuing existence and many people will say: “Service.” 

What kind of service? Many a smaller retailer actually gives 
less service than a department store. Many smaller dress shops 
often have no special services. To be sure, some grocers do 
take telephone orders and accept charge accounts, but these 
frequently aren’t the inducements they used to be; even well- 
to-do people often prefer to shop by automobile and pay cash. 
rhere’s some truth in the “service” theme, but the mere facts 
that a shop is small and owned independently doesn’t prove it 
offers unusual service. 

Analyzing Success 

If one wants to understand the reasons for success in busi- 
ness, it would be better to study the successes rather than the 
failures. Not all smaller stores fail. In one community, 30 
shops have been in business for more than 2 years, 22 for 
more than 5 years. Perhaps their owners aren’t all wealthy, 
but some of them are doing very well. 

“No competition” might be the reason in two or three cases. 
There is, for example, only one dry cleaner in that particular 
neighborhood. But “no competition” is a dangerous formula 
for success. A competitor could move in any day. 

One notable example of success is a furniture store—a 
tropical furniture store in a city a thousand miles from the 
tropics! Although it is in a well-to-do neighborhood, it might 
seem that one couldn’t sell enough tropical furniture here to 
stay in business a week. 

Nevertheless, being located in a neighborhood doesn’t mean, 
necessarily, just neighborhood trade. This store is the only one 
of its kind in the whole metropolitan area; its customers are as 
widely scattered as those of the large department stores. True, 
it carries a limited stock—much less than a big downtown 
furniture store—but it carries the largest stock of its kind any- 
where around. Thus, it offers uniqueness. It has made for itself, 
a special place in merchandising. 

Uniqueness is a better word than service to explain retailing 
successes. It’s more inclusive, and some of the things it i 
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BRING MORE CUSTOMERS GREATER PROFITS YOUR WAY WITH... 
new BROWNE-MoORSE OFFICE FURNITURE 


Even with the very intense heat of a 
burning cigarette, there’s not the 
slightest mar, burn or discoloration on a 
Browne-Morse Plastite Top. What's more, 
this amazing new Plastite Top is chip- 


resistant, ink-proof and wear-proof. It’s 


practically indestructible! 


Produced exclusively by Browne-Morse, 
the revolutionary Plastite Top is inter- 
changeable on all flat-top desks and is 


fully insulated against sound and vibration. 


But that’s not all! Plastite Tops are color 
blended to suit the most ultra modern 
color designs now available on all 
Browne-Morse Furniture. 


Whether it’s a feather-touch Glider File, 
posture chair, modern lifetime-steel desks 
or amazing Plastite Tops, you'll find a long 
list of exclusive sales advantages with the 
new Browne-Morse Line . . . that express 
themselves in profits. 


New Browne-Morse Furniture on your sales 
floor will literally sell itself. See it! Test it! 
Sell it! 








Don’t fail to see our complete line in 
Room 561 at the NSOEA Show in Chicago 


/EBrowne 
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MUSKEGON, MICHIGAN 
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cludes are more important. Clearly, the independent merchant, 
in many lines of business, has to compete with powerful enter- 
financing, advertising, stock, location, and half 
a dozen other ways, can easily outdo him. 

But a specialized shop can, in many cases, build a valuable 
unique reputation, and gain the benefit of word-of-mouth ad 
vertising 


prises W hich 


Attracting or Repelling Customers? 
Many a small shopkeeper has a fine stock in his store, but 
few customers ever see it. He somehow manages to keep them 
outside 
In recent years many retailers have held the notion that the 
way to get customers is to get their attention, and the way to 
get attention is to “holler as loudly as possible.” In many 
shopping districts electric signs have become bigger and bigger, 
gaudier and gaudier, so that the individual signs, however 
large, are virtually undistinguishable. But there is a growing 
number of people who ignore most of the frantic demands for 
attention. Indeed, there is evidence that restraint, simplicity, 
good taste—a quieter approach—are attention-getting because 
they are so rare 
Consequently, trying to get attention by violent means may 
not be profitable for a merchant. He may drive potential cus- 
tomers away, and those who enter his shop may have their 





defenses up 

Every observant merchant has seen people pass his window, 
hesitate, look in, and walk away. Many “walkaways” are 
caused by psychological fallacies in the devices which shop- 
keepers frequently use in the apparent belief that they help 
business 

For example, they will leave price tags on items in the 
window, but will turn the tags face down to conceal the prices. 
Why? Perhaps some think that the prices would frighten people 
away, but that curiosity may bring them in, and that, then, the 
personal charm of the sales clerk will make them forget about 
prices. Is there evidence to support such a notion? On the 
contrary, people are keenly interested in prices. Retail news- 
paper advertising puts heavy emphasis on prices. Thus, if the 
price on lisplayed item is hidden, many customers may de- 
cide not to investigate further. 

People are frequently a little reluctant to enter unfamiliar 
places. What’s happening when a pedestrian stops to look in a 
shop window? Sometimes he’s looking at the display. But some- 
times, and especially if he sees something interesting in the 
display, he trying to take a look at the interior of the shop. 
Hundreds of thousands of sales may be lost because shop- 
keepers arrange their storefronts to cut off the view. 

You can’t sell what you don’t have. Display that creates a 
false impression of your stock in trade can't benefit you. If a 

nd explicit presentation of your wares won't 
stomers in, a misleading or confusing one usually 


clear, frank 
bring the 
won't help 
Broadly speaking, the best display is the one which tells 
most about what is being offered. But note: 
nean an overcrowded window display. Nor does 


customers 


this does not 


it mean a store front so plastered with signs that no one will 
read any of them 
Window display should suggest or dramatize the nature of 
the business inside, the range and price level of the merchan 
dise. It is often a mistake to display only the most expensive 
items which make up a small fraction of one’s stock and vol- 
ume, or o1 other hand, the cheapest items. 
Salesmanship 
Calling a customer by name does much to solidify a rela- 
tionship, make the customer feel at home. He will come back 
again, rather than enter a strange store where he isn’t known. 


The relationship can go beyond just linking up names and 
faces. If you know your customers’ tastes, too, you can make 
suggestions they will appreciate—and not only when they come 
in. Selected telephone calls are often much appreciated: “Mrs. 
Conrad, | received a shipment of new lamps from Con- 
necticut. You were looking at lamps the other day, and | 
might like to see these before they go on sale.” 





thought 


Telephone canvassing, making routine calls, isn’t for the 
small mer But the dealer who knows his customers and 
their tastes often call them, and have them welcome his 
calls. In fact, some merchants select items with particular 
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deluxe clerical posture chair 


There is “executive distinction” in every line of 

this chair, from its foam rubber back-rest and Latex 
“Breathing Comfo-Cushion” seat to its streamlined 
swivel base. It has no equal for posture comfort and its 
good looks excel anything ever created in metal. 

Here is a chair which “belongs” where only the 

very best is desired. It’s the chair that builds customer 
good-will for you. Write for complete details now... 
this perfection in posture can be the most 


» ‘ 2 Visit us in Room 
profitable chair you've ever offered. 536A NSOEA Con- 


vention Conrad Hil- 
ton, Chicago 


aX there is nothing finer in metal 


MILWAUKEE METAL FURNITURE COMPANY 
101 N. Campbell Ave., Chicago 12, Illinois 
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EASY! 


1,000 or more clear, sharp | 
impressions from one | 
stencil without re-inking! 








PRINTS LABELS . . POSTCARDS 
ALSO PRINTS POSTCARDS, MENUS, FORMS, BULLE- 
TINS. Just type, write, trace or draw on inexpensive 
stencil . . snap it on duplicator and print—like using a 
rubber stamp. New FORM-CUT® stencil has facsimile of 
your label or shipping form die-impressed into the stencil 
for printing directly on boxes, cartons, packages. At your 
Office or Shipping Room Supply Dealer. Write for litera- 
ture and Free Sample FORM-CUT Stencil and Print. 
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customers in mind, and seldom misjudge. 
Breaking Away from Routine 


There isn’t a single small store in the United States which 
has to be kept within a rigid, routine, standardized pattern. 
But uniqueness for its own sake isn’t enough. There are two 
key questions: what do people want, or what would they like? 
What kind of a business would you most enjoy running? For 
many of the best retailing ideas are expressions of the owner's 
personality. 

There is no pat formula for attracting customers to your 
retail store. Indeed, if one follows the accepted formulas, the 
only result can be a shop like thousands of others, undis- 
tinguished, unremembered, and potentially unsuccessful. Re- 
member that idea of doing something special! 

Many of the examples aised here to illustrate ways of attract- 
ing customers to smaller stores involve things: signs, store 
fronts, displays, stock, and so on. But they are not things by 
themselves; they are things in relation to people—you and your 
customers. Only within this relationship do the things become 
really important. Remember that businesses do not have ideas; 
people in them do. The general public does not produce profit 
for you; it is the individual customers you attract to your 
store who do so. 


Effective Advertising 
For Small Retailers 


By R. E. Williams, Norris and Elliott, Inc., Management Engi- 
neers, New York, N. Y. 

The retailer’s biggest problem, after he has chosen his site 
of operations, is to lure customers into his store. Choosing 
the location of a store is very important and might be de- 
scribed as taking the store to the buyer. The second half of the 
retailing job, however, bringing the buyer to the store, should 
not be neglected. The best way to accomplish this task is 
through effective advertising. 

Only a small percentage of the people passing a retail estab- 
lishment as street traffic are really prospective buyers. They 
may never enter the store unless impelled there by some means. 
The retailer must, therefore, find a way of issuing special in- 
vitations to prospects that might never enter his shop other- 
wise or who do not come his way regularly. Advertising is 
the best device anybody has found for reaching large numbers 
of potential customers in a short time, and at relatively low 
cost. 

Much retail advertising is ineffective because it is poorly con- 
ceived, poorly timed, and inadequate in coverage. The small 
retailer particularly tends to advertise only when some “timely” 
opportunity presents itself. He often fails to recognize in ad- 
vertising a powerful, sales-producing force that is worthy of as 
much careful planning, study, and control as any other aspect 
of the business. 

Gear Your Advertising 

The primary step in planning an effective advertising cam- 
paign is to decide what you want advertising to do for you. 
Let’s suppose, for example, that you are a retail druggist, 
that currently your sales volume is $100,000 a year, and that 
you want to double it during the next 5 years. Next year, then, 
your volume should be $120,000. After carefully considering 
all the factors that might determine the amount of money you 
can spend for advertising, suppose you were to decide that 
$1,500 would be about right. By dividing $1,500 by the 
planned sales volume of $120,000, you find that you are 
proposing an advertising appropriation equal to 1.25 percent 
of sales. 

Since most successful retail druggists spend between 2 and 
3 percent of sales for advertising, the proposed $1,500 ex- 
penditure would appear to be far short of the amount needed 
for the expected growth. It should be about twice that sum 
just to keep from falling behind competition, and perhaps even 
more to aid in any planned expansion. If you cannot afford to 
spend about $3,500 for advertising, then your hopes for doubl- 
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HER JOB’S A JOY...HER 
ADDING MACHINE’S A CLARY! 


To see how beautiful new office equipment pleases that girl 
f yours, just give her a new Clary—sheer joy! Watch her 
orale and work output go ’way up...as Clary’s powerized 
yntrols always keep ahead of her flying fingers. 

Easy multiplication—fast division without reciprocals—sub- 

traction and credit balances printed in red. Yours alone with 

our new 10-Key or Full Key. We’ve solved the adding ma- 
hine problems of over 150,000 firms. We can solve yours. 








For a revealing demonstration, just phone the Clary dealer or Factory Branch Office listed in your yellow pages. 


orporation, San Gabriel, California 
mputing Machines And Cash Re-'ctors For America And The World 
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ng yo years are probably too optimistic. 


The s he advertising budget should be determined by 
both long ind immediate sales objectives, and by com 
parison \ ke expenditures of their businesses. Although 
the propo income spent on advertising varies with the 
type of ret blishment, the average is roughly 3 percent 
But for stores the figures may be closer to 4 
percent 

For ot tailed statistics, you probably would do well 
to cons wn trade association; the U. S. Department of 
Comme Washington 25, D. C.; the Bureau of Advertising 
of the A Newspaper Publishers Association, 570 Lex- 
ngton Av New York 17, N. Y.; the American Association 
of Ad Agencies, 420 Lexington Ave., New York 17 


N. ¥ i us advertising and sales-management maga 
ines (as by Standard Rate and Data Service, Inc., 333 
No. Micl Avenue, Chicago 1, Illinois; and in Ayer’s Di- 
rectory of N papers and Periodicals, N. W. Ayer & Son, 
West W Square, Philadelphia 6, Pa.). 


Factors Affecting the Advertising Budget 
Many d t factors have a bearing on the amount you 


should sp can afford to spend for advertising. For this 


reason nanagement to estimate advertising budgets 
by a sti itage-of-sales routine. In setting the budget, 
the object ould not necessarily be to keep it small. In 
genera you spend, the more you will increase sales 


You should try to regulate your advertising so 

to acl naximum net profit 

is thriving, and you expect sales to increase 

you probably should consider spending a 

tising. Conversely, if you expect sales vol 

ume to declir you cannot afford to spend so much. The ad- 
hould then be reduced, but not in proportion 

lecline in sales. 

A clotl tore must have a higher turn-over than an an 


up to 


during ti ‘ ar, 


vertising 


to the « Xp 


tique sho erefore must spend more on advertising. 
Usually offering many customer services, such as 
shopping very services, or liberal credit and exchange 
privileges, req s less advertising. If a substantial proportion 
of your s \ me is from “repeat” business, you can afford 


to spend | ivertising. 

ments usually spend more than smaller ones, 
must draw customers from a bigger trading 

urea. This an invariable rule, however. A small retailet 

mail-order business, for example, may spend 
proportion of his income for advertising. 


é V 
f you | neighborhood store,” it is obviously foolish 
for you to rtise in a large metropolitan newspaper, but 
your < ; are drawn from a whole city or from a 
scattered n area, then broader coverage may be needed 
your ment is “off the beaten path,” you need to do 
more adv to get customers to come to you. New retail 
usua spend a lot more than older, better establish 
1 one \ ers must spend on advertising to introduce 
ew k cts or services. 
All the advertising media that might work for you 
should be red. Find out what they cost and what they 
can accomp [ry to plan the best coverage you can get 


have available. 


If adve ittracts people to your store, but does not 


esult ir ntly increased sales, then your products, your 
service, O thing else needs attention. Don’t spend money 
yn adv to increase traffic. Keep records of such ex- 


penditures ind profits. Analyze these periodically and 
ventua be able to predict the effects of your outlay 
Where to Advertise 

Retaile: ass are pretty resourceful in finding new 

1 diff tising and promotional devices. Among the 
media it ise are newspapers, radio, television, direct 
mail, mag billboards, car cards, house-to-house “throw 
aways,” sh telephone solicitations, sandwich men, and 
sound truck tour the town. 

Of tl nes that warrant the greatest consideration by 
the averag etailer are newspapers, radio, handbills, and 
lirect m loes not mean that the other media are not 
iseful or p t, but they are usually too expensive or too 
special i small establishment with a limited budget. 
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3 CONVENIENT 
SIZES! 


6 SLIDING DOOR 
MODELS! 


Electrically welded 


heavy gauge steel 
construction helps 
you sell the... 


PARKER 
SLIDING 

DOOR 
CABINET 





; 


features of construction... 


* No swinging Doors to block aisle space. 

* Adjustable shelves for Storage use or easily con- 
verted for Wardrobe use. 

* Shelves easily adjustable within cabinet. 

* Electrically welded construction throughout. 

* Shipped SET-UP ready for immediate use (no 
nuts, bolts to fuss with). 

* Heavy gauge furniture steel throughout. 

* Baked on Enamel finish in Grey, Green or Brown. 

* Doors operate on large roller bearings which 
have continuous smooth operation. 


STYLE DESCRIPTION SIZE 


72SL Steel Sliding Door, 
Storage or Wardrobe 
72SL-24 Steel Sliding Door, 
Storage or Wardrobe 
42SL Steel Sliding Door, 
Storage 

42SLG Glass Sliding Door, 
Bookcase 

3OSL Steel Sliding Door, 
Storage 

Glass Sliding Door, 
Bookcase 


: Available with lock on request 














72x36x18 
72x36x24 
42x36x18 
42x36x18 
30x36x18 
30x36x18 








A NEW It's a must for business concerns. 
STEEL Saves valuable space . . . only one 
SLIDING of its kind. Sell its many fine points 
DOOR —you'll profit! Sliding doors glide 
CABINET on ball bearings. Electrically welded. 
*** Four shelves adjustable every two 


Write inches. Available with lock optional 
for our to assure privacy. Available in 

latest baked enamel finish: Green, Gray, 
catalog. Grained Walnut and Mahogany. 






See our Exhibit, Booth No. 306 
NSOEA CONVENTION 





Parker Stee! Products, Inc. 
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Moreover, one of the essentials of successful advertising is 
repetition, and there is always a danger that the small adver- 
tiser will dissipate his budget and diffuse his selling message by 
using too many media instead of concentrating his efforts in 
one. 

Which medium you should choose for best results depends 
on so many factors that any general guides are virtually mean- 
ingless. The only really sensible and practical approach is 
to investigate the media that would appear to reach your 
potential market; then be very skeptical about sales claims. 
Ask for detailed figures on coverage. Check with other adver- 
tisers, if you can, to find out what results the media have 
achieved for them. Try to avoid long-term commitments or 
contracts until you have had some experience with a particular 
advertising technique. 

Schedule Advertising 

Unless your business is almost devoid of a seasonal charac- 
teristic—a fairly rare condition—your advertising should be 
scheduled in such a way that it will tend to level off the peaks 
and valleys in the sales curve. Obviously this advice must be 
taken merely as a useful generalization. If you sell Christmas- 
tree trimmings, advertising in January or July is probably 
futile. But it is true that the sales of most retail lines follow 
fairly consistent patterns, and they are somewhat seasonal. 

The intent of scheduled advertising is not to attempt a radi- 
cal revision of this sales pattern, but merely to smooth out the 
fluctuations a little. 

If you sell several related lines of merchandise, each line 
with a different seasonal characteristic, then you probably 
should subdivide your advertising budget, giving the appro- 
priate seasonal emphasis to each line. 

One further suggestion in planning your budget: Set aside a 
“reserve” fund for special advertising opportunities that cannot 
be anticipated at budget time. These might include special 
community events, cooperative advertising with manufacturers, 
or even unseasonal weather. Remember, though, that this re- 
serve fund will not contribute to sales unless you spend it. 
If a substantial part of it is still unspent at the end of the 
year, it may mean that you are not making the most of 
opportunities. 





Preparation of the Selling Message 

The writing and presentation of advertising copy is a highly 
controversial art that follows no known laws. What seems to 
work for one retailer may not work for you, and vice versa. 
To be a bit academic for a moment, there are four principal 
elements to any successful sales talk, whether it be in print, 
on radio, or in your store. They are: (1) the attention getter, 
(2) the outlined need, (3) the “visualization” (the wonderful 
things this product will do for you, the buyer), and (4) a bid 
for action. 

The attention getter may be a photograph, a sketch, in- 
genious typography, or a challenging statement. In outlining a 
need, the ad must tell why a particular item is a fine value, 
and why this is an opportune time for the buyer to purchase it. 
The “visualization” might emphasize, for example, that your 
product will make the buyer more attractive to men (or 
women), or that it will make winter winds or summer heat 
not only bearable but also pleasant. The bid for action stresses 
the reason for buying from you and for buying now. 

Many retailers with small advertising budgets make the 
mistake of thinking they must get some “sell” into every 
quarter of a square inch of newspaper space or every second of 
radio or television time. And this leads us logically to a brief 
list of “do’s” and “don’ts” in copy preparation, most of which 
will apply to your advertising, as they apply to virtually all 
advertising. 

Don’t try to cram all your advertising effort into a few 
big “blasts.” Frequency is usually more important than vol- 
ume. 

Don’t let your advertising scream and boast and pound at 
the prospect. The “soft sell,” oft repeated, gets better results. 

Don’t permit cliches, exaggerated stock expressions, and 
stereotypes. 

Don’t go in for large areas of black ink in printed ads. 

Don’t indulge in even a touch of half-truth. 

Don’t try to say too much. 

Do your best to make your advertising good to look at or 


OA-10/55 








OA 


Furniture courtesy of STOW & DAVIS FURNITURE COMPANY, Grand Rapids, Michigan 


> re: 


¥ Witte 


Comiort means Business 


US. oylon 


Efficient—the buoyant, luxurious support 
U. S. Koylon Foam Cushioning gives the executive’s posture chair. 
Smart—the smooth, smooth look your guest chairs retain because 
Koylon always returns to shape after each use. Distinctive—the neat 
perfection of chair contours done in this finest of foams. For years 
to come, enjoy all of Koylon Foam’s unique 
benefits because its streamlined beauty 
is molded to last. Insist on U. S. Koylon 
Foam for your next office chairs. Its 
relaxing ease lets everyone work better. 


—— United States Rubber 
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Coe fot yoursell, 


why WESCO’S best! 


Fashion fri DESK Econom-Aire DESK 


Best in the moderately priced 
class. Built to withstand abuse 
and give years of service. 


Best in the low priced field, yet 
styled for the most selective buyers 


yz.10)0) FILE Wesco’s engineering and styling are the result of close mar- 


Maximum filing ket analysis . . . what the buyer needs in accommodation 
space at foe, . . . what he demands in price and appearance. Tailored 
bor aa to actual requirements, the Wesco line meets with instant 


est construction P ‘ 
features approval wherever office equipment is needed. Compare any 


high styling. of the items shown here. You will see too why Wesco’s best. 
Suspension 
drawers — si- See WESCO'S complete office equipment line at the 


pe =_— NSOEA Show, Rm. 502A, Conrad Hilton Hotel, Oct. 1-5. 
eep. 


, / 353) (307 MANUFACTURING COMPANY 


MHESTERN MFG co 
AURORA, ILLINOIS 


New York Display and representative Arthur Gordon Co. Associated 
AURORA ILL 206 Lexington Ave., New York 16, N. Y 
California Warehouse & representative F. C. Charles 
2436 E. 8th St., Los Angeles, California 


“ 


, Florida Warehouse & representative Mac Weiner 
- 730—83rd St., Miami Beach, Florida 
1500 FILE : ADD-A-FILE 
Greatest use of si- : Filing space 
\) , * lent operation with .. i for locations 
5 Wesco’s “Oiled for oy where space 
——rts ay Life’’ P Ls is not availa 


nylon rollers. 
: Lowest possible cost s ble for stand 
oF. iy Built to highest ard file unit. Designed 
quality standards for expansion to meet future 
filing needs. Any number may be 


XX 
, stacked together 


DES | GUeeemeTTE@ TQ “SELL @8-TTER 
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[his does not necessarily mean fancy art work 
in printed media. A New York retail men’s store is famous 
for its newspaper advertisements that contain nothing but type. 
Do try to make your ads interesting and attention getting. 
Do remember that every ad is a selling message. It should 
contain the same persuasive elements you would use if you 
were talking to a good prospect in your own establishment. 
Good ads must influence the prospect; and “influence,” by 
the act of producing a result without apparent 


to listen to 


easy 


definition 
force 

It is probably more difficult for the small retailer to follow 
this advice than for other advertisers. Partly because of the 
small expenditure involved, and partly because of trade cus- 
toms, you have some difficulty in finding an advertising 
agency willing to prepare your ads for you. You may, there- 
fore, have to depend on the personnel of the advertising media, 
or upon a member of your own organization, for copy prepa- 
ration. 

Media people usually are cooperative and competent in the 
mechanical aspects of preparing advertisements. But the one 
thing they cannot do is think for you. And good thinking 
and planning form the basis for effective advertising. 


may 





How Good Records Aid 


Income Tax Reporting 


By Evelyn M. Schwarztrauber, Managerial Assistance Division, 
Small Business Administration 

Some businessmen have a natural aversion to recordkeeping, 
perhaps because they have no aptitude or enthusiasm for figures 
and bookkeeping systems. A few may shrink from accounts 
because they are afraid to face the grim realities of their finan- 
cial position. But failure to keep adequate records is definitely 
not recommended for those business proprietors who want to 
remain on good terms with the Internal Revenue Service of the 
Treasury Department. 

This Aid is intended to highlight the necessity for keeping 
good, clear records both for general management and income 
tax return purposes. Because of the great variety of businesses, 
and the recordkeeping methods peculiar to each enterprise, only 
general recommendations as to the accounts you should keep 
can be made. The Internal Revenue Service itself does not 
prescribe specific accounting records which should be 
maintained 


Why You Need Good Records 


There number of reasons why you need good records. 
You are required to keep them for determining your true in- 
come. They enable you to reduce your tax liability and to 


avoid penalties for incorrect income tax returns. From a man- 
agement viewpoint they help you to exercise better internal 
control 

For Determining Your True Income. As a businessman, you 
are required to maintain records that will enable you to report 
your true income. You should keep such permanent books of 
account or records, including inventories, as are sufficient to es- 
tablish the amount of your gross income, expenses, deductions, 
credits and the like. 

Because the burden of proof lies with you as a taxpayer in 
justifying your income tax return, the importance of keeping 
substantiating records is obvious. In your case the 1954 Internal 
Revenue Code may call for more precise accounting procedures 
than the 1939 Code 

For Reducing Your Tax Liability and Avoiding Penalties. 
Good records enable you to reduce your tax liability, a per- 
fectly laudable goal if arrived at by legal means. The courts 
have ruled that anyone may arrange his affairs in such a way 
that his taxes are kept as low as possible. If you do not keep 
adequate records you may not be able to defend your income 
tax return successfully upon audit or subsequent litigation. 

You should be familiar with IRS procedure in the case of a 
taxpayer who fails to keep records reflecting his true taxable 
income. If an Internal Revenue agent finds upon inspection 
that the records kept by a businessman are inadequate for the 
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with a COTME 


The Automatic SCOTTIE LETTER OPENER 
opens 200 to 300 letters per minute. The Scot- 
tie is designed for small and medium sized 
businesses opening 200 to 2,000 letters per day. 
Opening letters 30 times faster than by hand 
gets the whole office into high gear fast. lt 
takes a clean slice off all sizes of envelopes 
without clipping corners or damaging mail. 
Light and portable, the Scottie can be moved 
from desk to desk or easily stored. 


The market for Scottie Letter Openers is huge. 
It is needed by banks, stores, wholesale houses, 
insurance offices, mail order businesses, fac- 
tories and dozens of other medium sized firms. 
Scotties offer a 12 times greater market than 
for larger, more expensive machines. If you are 
experienced in specialty equipment sales, look 
into the Scottie for steady, future profits. 


Mfd. by ARNOLD MACKENZIE, Inc. 
3133 Overlook Drive 
Minneapolis 20, Minn. 


only $10 500 F.0.B. FACTORY 


plus excise tax. Stacker option- 
al at nominal price. (Prices sub- 
ject to change without notice.) 










ARNOLD MACKENZIE, INC. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 


| am experienced in sales of specialty office equipment. 
Send full information on Scottie Letter Opener. My 


Porvivery fer onc cc cece cccccccesceeseseeesseseses 











| preparation of a proper return of income, he informs him 
orally. Later the businessman receives a letter delivered in per- 
son by the agent, quoting requirements of the regulations. He 
is told in that letter to keep permanent books of account and 
the following original records: invoices, bills, vouchers, tapes, 
and receipts. He is also warned of the penalties for willful 
failure to keep records as required by tax laws and regulations. 

If a follow-up investigation the next year still reveals in- 
adequate records, the taxpayer may be taken to court and 
charged with willful negligence (a misdemeanor). If found 
guilty, he can be fined up to $10,000 or imprisoned up to 1 
year, or both, and charged the costs of prosecution. If he is 
convicted of fraud for attempting to evade or defeat the tax, 
he is guilty of a felony, and subject to a fine of up to $10,000 
Or imprisonment up to 5 years, or both, together with court 
costs. A civil penalty of 50 percent of the underpayment is 
added to the tax. 

The IRS, however, is not the last word in determining 
either the extent to which records must be kept or the tax 
liability of the taxpayer. The actions of the Service are subject 
to review by the courts. 

For Better Management. Items on the income tax form 
itself, when transposed directly onto a chart, can help you to 

MODEL 8002 determine your yearly progress or decline. Interesting ratios to 

A With one Deseceiliillaamaas construct and to ‘Serve as warning signals would be those 

f ici : showing the relationship between net sales and advertising, 
Also availoble—35 i)” hf. , . 

traveling, bad debts, salaries and wages, and rent expenses. A 

running chart of these ratios for the latest 5 years would ex- 

The NEW pose any particular costs which are out of line or which show 

undue variations from year to year. Some of these ratios may 

be compared with the averages for your industry to obtain an 


8000 SERIES idea of the financial health of your business. (See Dun and 


Bradstreet, Inc., publication, Financial Guides to Healthy 
O F & | C i’ M A . H | N t S TAN DS Business Management, by Roy A. Foulke, 1951, obtainable 
free from that company’s library, 99 Church Street, New York 

8, N.Y.) 





with features, never before available. ' 
Completely and absolutely VIBRATION- | Chedigeinis en Resenthenging 

There are various ways in which you may check your rec- 
FREE. Heavy duty stand... ords for purposes of income tax reporting. 


Basic Points. If you are a manager or owner without a full- 
time accountant or if you call in professional auditors, you 
may want to review a few basic accounting practices. These 
practices, the IRS finds, are not always, understood by small 
business Owners. 

lo keep effective books, certain elementary rules are recom- N 
mended. You should deposit all receipts in a special place. 
Establish a petty cash fund for small expenses—well docu- en 
mented to make sure that such expenditures are strictly for 


H ere are th eS BI G business purposes. m 


Whenever possible, all disbursements should be made by 


SELLIN G FEATU <ES check to vendor. Unless a check is drawn for personal expenses, - 


Super strength and vibration-free perform- 
ance achieved through rigidity never 
before known in office machine stands. 


it should not be written to “cash” or the “proprietor.” If this di 
Va The ABSOLUTE ANSWER. THE STAND that practice is followed, however, an adequate explanation should 
meets all requirements for today’s electric be placed in the file at the time the check is written. As a — 
typewriters and bookkeeping machines matter of sound practice, your bank statement should be recon- ™ 
iY Compact occupies minimum office space ciled with your records at least monthly. . . ‘ 
awd A well kept check book is a good basic record, but for ease th 
Y Capacity ...top adjusts easily, in accumulating data about your business, the use of journals 
; quickly for all machines and ledgers is essential. While many single entry books have 
iY Plus...special new EASE-OF-OPERATION been satisfactory, there is no substitute for a well kept double 
entry set of records. In single entry accounting a record is Te 
Y “King Size’ drop leaves made of income and expenses and a memorandum record ol 
depreciable property is maintained. From this information, it W 
And Mr. Dealer —it assembles in just is true, a proprietor can prepare his income tax return. But 
a few minutes. WRITE a double entry system, logically kept, not only provides data 
FOR on income and expenses but also information relative to assets 
Consistent national NEW and liabilities. It establishes cross checks to insure accuracy 
consumer advertising CATALOG of the records. The double entry system is more advantageous, 


therefore, for substantiating an income tax return. 


Classify Expenses 
co Essential to good records is a conscientious, intelligent 
tte nm classification of expenditures. Like items should be grouped 

under appropriate, accepted headings such as Purchases, Sup- 
fre plies, Machinery Repair and Maintenance, and the like. If the 


roesvral I Stand C 
tan O. expenditures are not properly classified, revenue agents may 
suspect that an attempt has been made to “bury” an improper 
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The Quality Name in 
Stencil Duplicating 


Authorized Dealers are proud of Tempo Quality 


which means satisfied customers and repeat sales. 


—_——= 


4 There is a Tempo Stencil, Ink and 
Duplicator ideally suited to every or- 
ganization, business, service, church or 

school. 


Modern stencil duplicating is a rapidly 


expanding market, and TEMPO offers the 














most complete line of modern stencil dupli- 
cating equipment and supplies. Five great 
duplicator models — a stencil for every use 
—an ink for every installation. Plus spe- 
cial services to help your customers get 


the most use from their equipment. 


Tempo quality guarantees satisfied customers 


Write for illustrated catalog and Tempo Dealer Plan. 


4ULA 


Since LQOA 
500 S. Monterey Pass Rd., Monterey Park (Los Angeles ¢ 


SAN FRANCISCO — PITTSBURGH — CLEVELAND — DALLAS 
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..- designed and priced 
for an important market 


you may be missing... 


ABOVE: Executive Swivel 
$64.00 Retail 


CENTER: Conference Chair 
. « - $48.50 Retail 


RIGHT: Guest Chair 
$38.00 Retail 


FULL DEALER DISCOUNT 














GROUP... by Mur-Mill 


Young men in business want modern styling . . . in their sport cars, 
clothing, homes . . . and in their office furnishings 


Now you can offer them the “‘slickest” office chairs they’ve ever seen... 
at half the cost of comparable stylings. 

Beautifully made from solid walnut in a rainbow of eight modern Nygen- 
Tolex covers, the Mur-Mill Young Executive Group opens a 

vast new market for you! 

See these exciting new designs at Murphy- 

Miller Booths 374 & 375, N.S.O.E.A. Show .. . or 
write today for full details 





“ , Inc. OWENSBORO, KENTUCKY 
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item it iccount. The consequences of such practices are 
discussed below under the heading “Watch Out for Unusual 
Expens 

Are Your Records Really Useful? If you are not sure about 
the us ess of your records—whether they are best for 
our part r enterprise, for instance—you may want to 
seek tecl advice. Accountants can suggest ways of en 
hancil ffectiveness of your records. Lawyers can help 
you ap provisions of the tax code to reduce your tax 
liabilit n making your return. Advice may also be obtained 
from cé of business administration and manufacturers of 


ting and other office equipment. 

Do You Understand Statutes of Limitations? A businessman 
adequate records at all times to meet an In 
Service audit on short notice. Note, however, 

tion as to how long records should be kept for 

or litigation or claims for refunds or credit can- 
not be answered by the IRS or the court for reasons explained 
experts advocate keeping your general ledgers, 


record d 


should 
ternal R 
+} 


that 


possib! 


below. S 


or at reproduction of them, forever. You can only be 
guided he time limits within which the Government may 
take actiol tax matters 

As a rule, the tax must be assessed (officially listed 
by IRS) within 3 years after the due date of the return or the 
date tl n is filed whichever is later. If this has not oc 


curred oceeding in court for the collection of any tax 


shall b after the expiration of that period. Except unde: 
the fe conditions, you can be assured that no civil suit 
will be against you if you have not heard from the 
IRS co ng your return within the 3-year period: 

Wher xpayer omits over 25 percent of the amount of 
gross it The tax may be assessed or a proceeding started 
in court the collection of such tax without assessment, at 
any time within 6 years after the due date of the return or 
the dat turn was filed, whichever is later. 

Wher ilse or fraudulent return has been made, when a 
willful attempt has been made to evade the tax, or when there 
is fail file a return. The tax may be assessed or court 
proce iy be instituted at any time for collection of the 
tax 

Remer that claims for refunds or credits must be made 
within from the due date of the return or the date the 
returt filed, or 2 years from the date the tax was paid, 
whichev te! 


Do You Have a Storage Problem? As you can see from the 
records should be kept indefinitely—for his 


roregolt m 


torical purposes if nothing else. A modern solution to the prob 
lem is to microfilm original records, or the most essential ones 

exclus f general books of accounting—to save space 
Thus acc tely reproduced, such records will be acceptable 


to the IRS and admitted in a court of law. Before installing 


system, however, you should consider whether 


i micro! 


the plar stified. Compare the expense of storing original 
record required length of time with the costs of micro 
filming ire considerable. According to one authority 
some oO records can generally be stored for from 7 to 
15 vears at expense than the initial cost of microfilming. 
Keep Your Accounting Up to Date 
Your ting practices should reflect certain features of 
the new tax code. Formerly, a number of widely accepted 
account practices had to be ruled out for income tax re- 
porting purposes, resulting sometimes in extra recordkeeping. 
4 numl modifications have been made to correct this 
Situatior 
Small ness owners often fail to recognize that, by regu 
ation, mat f them must record at least a portion of their 
trans n the accrual basis. This is particularly true when 
nvent significant income-producing factor. Account 
ants W ften make a “paper conversion” at the end of the 
year fro cash to accrual basis on certain items and, if 
adequate is are maintained, this practice is acceptable 


to the IRS 
Reporting Prepaid Income. Under certain circumstances pre 
ceived by a tax-payer using an accrual method 


paid incon 


of account may now be reported and taxed as earned, 
generall 1 period not to exceed 6 years including the year 
of receip payment. Formerly prepaid income received in 
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RATED No. a 


the premium homogenized duplicating 
ink that’s popularly priced! 














CANODE premium 


HOMOGENIZED BLACK 


Sells faster because office personnel are well aware that 
Canode is No. 1 for unsurpassed, professional quality. 
A laboratory controlled product that daily proves itself 
the finest, fast-drying, black oil-base duplicating ink on 
the market today. 

@ Produces clear, sharp copy 

@ Minimum penetration 

® Minimum offset 

@ Eliminates cylinder and pad clogging 

@ For open or closed cylinders in any climate 


In pound or half-pound cans 


WRITE TODAY FOR DETAILS ON PRIVATE BRAND LABELING 


INK SPECIALTIES CO., INC. 


519 North Halsted Street @ Chicago 22 


Tittelelk 
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FREE! Valuable Reference 
Material about 


Loose Leaf Specialties 


. - for More Efficient Record-Keeping! 
. - for Increased Sales Opportunities ! 


Check off catalog material desired, sign, detach and mail. 
.CATALOG A, Multi-Rite® Pegboard 
Accounting Systems. 
Time-saving, cost-saving way to handle Payrolls, Ac- 
counts Receivable, Payable, and for Special Applica- 


tions. One writing completes multiple records! : 
.CATALOG 8B, Post Binders. : 
Extensive selection — stock and special sizes — for : 


current, semi-current, or permanent filing. 
.CATALOG D, Prong Binders. 

Nine different styles of construction 

of stock sizes, to meet every requirement. 

. CATALOG E, Automatic Transfer Binders. 
Easiest, fastest, most economical way to transfer rec- 
ords. 

.CATALOG F, Ring Binders. 

From small pocket-size '/4"" capacity to large 2" ca- 
pacity. Stiff or flexible covers in choice of many dif- 
ferent materials. 

. CATALOG G, Visible Record Equipment. : 
CESCO Visible Binders, Accessories, Forms, Indexes, 
Signals make vital records available at finger-tip! 

. CATALOG H, Machine Posting Equipment. 

The newest in precision-made trays, cabinets and bind- 


wide variety 


ers. 
. CATALOG I, Catalog and Advertising Covers. 
Sales-stimulating binders and covers — the effective 


way to present catalogs and sales promotion material! 
CESCO's Bar-Loc Binder permits flat reading, has 
"Self-Expanding Back’. 
.CATALOG J, Business Forms (Advance 
Price List). 
Accounting and Commercial Forms to meet most every 
business need. 
. CATALOG L, Binders for Tabulating 
and Marginal Punched Forms. 
First, and by far foremost in binders specially devised 
to house marginal punched forms. Available in thin 
post, thin prong, and thing ring styles. 

THE C. E. SHEPPARD CO. 


44-07 21st St., 
Long Island City 1, N.Y. 


Please send me without cost or obligation Catalogs checked 
above. 


POR U SUES COSCO COTS eee . 


Established 1900 


THE C. E. ep ar C0. 
44-07 TWENTY-FIRST STREET + LONG ISLAND CITY 1, W. ¥, 
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advance for the use of property in future years (such as rent), 
or for services to be rendered later on, had to be reported in 
the year received. 

Example. A taxpayer receives a payment of $300,000, sub- 
ject to his free and unrestricted use, for services to be per- 
formed over 3 years. Instead of reporting the full amount in 
the year received, as formerly required, he can report the 
income in accordance with his method of accounting in each 
of the 3 years over which the services are to be performed. 
Normally, under the taxpayer’s method of accounting, the 
$300,000 would be allocated to the periods in which the serv- 
ices were performed and expenses were incurred in fulfilling 
the terms of the contract. This procedure would therefore 
simplify recordkeeping, since the taxpayer would no longer 
be required to maintain separate records for income tax pur- 
poses and for the purpose of ascertaining the annual profit 
from the contract. 

Changing From Accrual to Installment Method. Often, as 
a business expands, a proprietor may wish to adopt the install- 
ment method of accounting for sales. Formerly, portions of 
the profit realized from installment collections on previous 
years’ sales might be taxed again following the change from 
the accrual to the installment method of accounting. This 
occurred despite the fact that these profits had previously been 
reported as taxable income in the year of sale. 


Possible Tax Relief 


A taxpayer changing from the accrual to the installment 
method of accounting may now get some relief from this 
double taxation. The amount of relief afforded is worked out 
by comparative ratios. To arrive at these ratios the taxpayer, 
of course, must keep clear records to show the installment 
sales and gross profits from them (made in each of the years 
prior to the change) on which collections are made after the 
change to the installment method of accounting. 

Using Fiscal Years With Varying Lengths. Taxable years 
based on 52 or 53 weeks, instead of taxable years based on 
12 months ending on the last day of a calendar month, will 
be approved by the Revenue Service, if these are the account- 
ing periods upon which the businessman regularly keeps his 
books of account. Such an arrangement might simplify record- 
keeping where the manager has already geared his payroll and 
other records to a weekly rather than to a monthly or yearly 
basis. 

Depreciation. Depreciation of business property is deductible 
for income tax purposes. Records must be kept of cost, date of 
purchase, depreciation for prior years, estimated useful life 
of the property, and its estimated salvage value. 

For certain new property acquired after 1953, the declining 
balance method and the sum of the years-digits method are 
provided to permit faster depreciation during the earlier years 
of the life of the property. Three of the most commonly used 
methods of figuring depreciation of an asset having an esti- 
mated life of, say 10 years, are explained below: 

The best known method of figuring depreciation is the 
straight line method. Under this method an asset costing $3,- 
300, with a salvage value of $300 and an estimated useful life 
of 10 years, would be depreciated at $300 per year for 10 
years. 

Under the declining balance method a rate of 20 percent 
would be applied to the undepreciated cost or other basis each 
year. This gives high depreciation during the early years but 
leaves an undepreciated balance at the end of the useful life 
of the asset. However, the salvage value at that time may ap- 
proximate this undepreciated balance. 

The sum of the years-digits method also gives a fast write- 
off during early years. It works this way—for a 10-year life 
the sum of the digits is 10 + 9 8$+7+6+5+4 
3 + 2+ 1 or 55. The first year’s depreciation is 10/55 of the 
cost less salvage. The second year the deduction would be 9/55 
of cost less salvage, and so on. 

Tax Withholding Records 

In addition to the books which you as an employer have 
to keep to report your business income, you are also required 
to maintain records pertaining to as many as three different 
Federal employee taxes. They are (a) income taxes withheld 
from employees’ wages, (b) taxes withheld from employees 
salaries under the Federal Insurance Contributions Act, (F.1- 
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Creators of Fine Products for Every Copying Requirement 








NEW, IMPROVED COPY-RIGHT 4 
COPYHOLDER 





a ...for 30 years the “Most 
Wanted” typist aid in the 
world 











C-Y MASTER UNITS 
.. finest on the market, C-Y 
“SEALFAST” process guar- 


JETLEAF AND OTHER FINE C-Y antees absolute cleanliness 


NON-CURLING CARBON PAPERS 
... the “Finest” made, permanent, 
smudgeproof-with exclusive C-Y 
blue-black ink formula, and the 
“slip-proof” plastic backing 












now in 3 standard [7 
REGULAR—9" W x 12” H ; 
ACCOUNTANT—16" W x 

12" 


LEGAL—9" W x 16° H 


C-Y CLEANSING CREAM SOAP 
..-lanolin formula soothes 
hands, while quick 
and safely remov- 
ing ink stains 


¢C-Y TYPEWRITER 
RIBBONS 
C-Y DUPLICATING FLUID .--@ complete line of 
... formula meets all U.S. govt., fine quality, popular- ... finest *1 water-marked 
priced ribbons 


and other specifications 


CURTIS-YOUNG CORPORATION . Manufactures 
) Copyholders — Duplicating Supplies — Carbons — Ribbons | 
ae 110 WEST 18th STREET ° NEW YORK 11, N. Y. . Cable: CURTYOUNG P| 
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You save money .. . you save time... your 
office girl is happy and so are you. Fold-O- 
Matic, the compact, portable Electrified, 
fully automatic time saver, folds 120 letters, 
invoices or circulars per minute. ANY WAY 
YOU WANT THEM FOLDED! 30 times 
faster than hand folding. Only $179.00 plus 
tax. 

A demonstration makes a sale. 

Write today for full information. 


SEE the new FOLD-O-MATIC —>_ 
and Model 6-A PRINT-O-MATIC PRINT-O-MATIC CO., Inc. 


in operation! 724 W.Washington Bivd., Chicago 6, Ill. 
BOTH ELECTRIFIED 
At the Convention Booth No. 69 


Pp - ‘A Rott ; r ; AF 
Pionee New & f Duplicating Ea 
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—- CURMANCO 


Time Saving a 
OFFICE TOOLS OFFICE 
% A COMPLETE LINE *% SPECIALTIES 


Clears The Desk For Action! 

















LETTER RACKS Wim new 


SHELVES 
Sorts, Classifies, Distributes SHELVES 
the papers of daily work. Sloping Trays 
Catch and Hold the papers. 
NO CORNER POSTS TO DODGE! 














GREEN——-GRAY BROWN 
NO. 202 LETTER SIZE, 2 tray and base $4.00 
NO. 203 LETTER SIZE, 3 tray and base $5.25 
NO. 204 LETTER SIZE, 4 tray and base $6.50 
NO. 205 LETTER SIZE, 5 tray and base $7.50 











Daily Business Sorter! 
SORTING TRAYay 
Active papers can be referred 
to instantly . . . open like a 
book. When used with A-Z in- 





dex, folders or tab guides the 





corrugations in the bottom pre- 


. vent slipping. 
IC "eS OLIVE GREEN 
) | NO. 115 LETTER SIZE without index $4.00 


A j NO. 116 LEGAL SIZE without index $5.00 


PRODUCT SOURCES 




















CORRESPONDENCE 
SEPARATOR 


Keeps letters, price lists, folders or 








catalogs separated for quick, easy 
reference. Not adjustable. Special 








sizes made to order. Distance be- 











tween upright 1%". Label slot each 





LETTER ; 
SIZE 11” side. 
NO. 105 LETTER SIZE with 5 divisions—Wt. 6 Ibs $6.00 





Adjustable Center Drawer 


DESK TRAY 


Pins, Pencils, Paper 
Clips and other needs 
desk drawer material 
available without clutter and confusion ART STEEL 


OLIVE GREEN FINISH 
| PACKED 12 TO CARTON 



































No. 425—4” x 1%” x 18” to 31” adjustable. 12 to carton $2.50 







































































3 For Outgoing or Incoming Mail! 
A POST OFFICE BOXES 
Your most useful BUYING GUIDE Every place having mail going out or 
's, coming in will welcome this box. Can be 
y : = : hung up out of the way. Made of 

Use if often Keep it Handy welded steel for years of service. 

a : orp "x Ge” x5” $1.00 

us Contains 5 easy-to-use Buying and NO. 222 — DOUBLE UNIT Ta” x au2" x 5” $1.50 

. NO. 223 — TRIPLE UNIT .. 11%" x 42" x 5” ...$2.50 

Reference Sections: JH. DEALERS ORDER NO LESS THAN DOZEN 








1. PRODUCT INDEX—over 1,500 products classified CHANGE MAKER 


, . Amazing Cash Box is Roomy .. . 
2. DIRECTORY OF MANUFACTURERS—over 3,000 with names 
end addresses Easy to Usel 
Has all the convenient features of a cash 
3. TRADE NAME—TRADE MARK INDEX—Over 6,000 with register drawer. Fully welded steel construc- 
tion makes it light, easy to carry. Five big 
compartments for reserve bills or rolled coins 
Five roomy scoop compartments hold a maxi- 


names of manufacturers 





4. MANUFACTURERS’ ADVERTISING—many use catalog-type mum of bills and coins. Saves expense of a 
advertising giving complete product information cash register 
No. 527—Size 15” x 10” x 2¥/2”—Weight 4 ibs $7.50 
5. TRADE ASSOCIATIONS—City, State and National—names ORDER TODAY-Distributed By 


Associated Stationers Supply Company, Chicago 6, Iilinois 


CURRIER MFG. CO. 2448 W. Larpentewr Ave 


and address of officers and meetings dates. 
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“Boy... 


are we 
BALL POINT 


HAPPY 





—MILLIONS 
OF US!" 


“We go for writing with 
ball point pens and pencils 
in a big way! And making 
mistakes in writing is some- 
thing that happens too of- 
ten. That’s why we WANT 
- DEMAND — USE 
Weldon Roberts No. 38 Ball 
Point Eraser for erasing all 
our ball point writing er- 
rors!” 

“We make plenty of mistakes in the work we do with conventiona 
pens and pencils, too. Correcting these errors is quick and easy 


with Weldon Roberts Erasers the erasers preferred for gen- 
erations by countless students from grammar school through col 
lege.” 

... “And don’t forget our folks go for them, too, both at home 


and at the office.” 
MULTIPLY YOUR SALES WITH THESE 
WELDON ROBERTS 
ELLIPTIC-SHAPED ‘‘MATCH-MATE”’ ERASERS 
Sell all three of these erasers, green, for ball point; pink, fo 
pencil and cleaning; gray, for ink and typing; in the same sale 


" No. 38 BALL POINT. 
a NEW! Special texture 1 


Ree = ubber for CLEAN 
ce heat j LY ERASING 
: DE IN USA. 2 ALL WRITING 
: OF BALL POINT 
: EN-PENCIL SS PENS AND PEN 

a —— CSta3 Attractiv 
— } ’ Packed 


unter display 






No. 121 ELLIPTIC. 


Soft gray rubber. Excellent 
for all-around use espe 

cially effective for erasing 
and typing. 


No. 2020 MASTER PINK. 


Soft pink rubber. Ideal for 
pencil erasing and cleaning; 
general use and for art-work 





WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue, Newark 7, N. J. 
World's Foremost Eraser Specialists 


Eran 


Correct Mistakes in Any Language 
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C.A.) for old-age and survivors’ insurance (Social Security), 
and (c) taxes on employers under the Federal Unemployment 
lax Act (F.U.T.A.) for unemployment insurance. While you 
are undoubtedly familiar with these matters, it might be well 
to review them 

Income Tax Withholding. One of the most important trusts 
which you as an employer are given, involving considerable 
recordkeeping, is that of withholding pay-as-you-go income 
taxes from your employees’ wages and remitting them to the 
Internal Revenue Service. See Circular E, Employer’s Tax 
Guide, for details on the amount of tax to be withheld each 
pay period. Records of tax withholdings must be kept, and at 
the end of the year the employer must give his employees a 
report of total taxes withheld. 

F.LC.A. and F.U.T.A. Taxes. A Federal Insurance Contri- 
butions tax of 2 percent must be taken out of each employee's 
salary, and an additional 2 percent must be contributed by 
the employer. These taxes must be remitted to the Govern- 
ment monthly or quarterly, depending on the amount, and 
a special receipt given the employee. 

The Federal Unemployment tax is 3 percent of the first 
$3,000 of wages paid during the calendar year to each em- 
ployee. This tax is levied on the employer only, who is given 
credit up to 90 percent of the Federal tax for contributions 
to State unemployment funds. Every employer who qualifies 
under this Act must file a return before the end of each year. 

Sick Pay Exempt From Income Tax. Under certain condi- 
tions, Wages, Or payments in lieu of wages, paid to an employ- 
ee covering periods of his absence from work because of sick- 
ness or injury are exempt from income tax under section 105 
(d) of the Internal Revenue Code of 1954. This exemption 
does not apply to the extent that the amounts exceed a weekly 
rate of $100. Temporary withholding rules do not require the 
employer to withhold tax on amounts which are exempt from 
tax under section 105 (d) provided his records are complete. 
Thus, since withholding is not compulsory, management may 
wish to obtain the good will of its employees by voluntarily 
not withholding on sick pay. In this way, the worker will not 
have tax withheld on amounts which are exempt from income 
tax. 

Of course, employers will have to maintain detailed records 
in order to permit their employees to enjoy the benefits of 
nonwithholding. For example, the records must show, sepa- 
rately, the amounts of wages or salaries paid for the period of 
sickness or hospitalization, and must contain a written state- 
ment from the employee as to the nature of the injury, ill- 
ness, or hospitalization in each case. If the records do not 
contain such written statements, employers must have other 
information which they believe to be accurate and which they 
are willing to accept for purposes of sick pay. 


Watch Out For Unusual Expenses 


Justify Entertainment and Travel Expenses. There are two 
kinds of unusual expenses—entertainment and travel for busi- 
ness purposes—on which you should keep detailed records. 
These expenses must be well documented if you want to enjoy 
the maximum deduction on your income tax return. 

The businessman must show that entertainment and travel 
deductions are legitimate and ordinary business expenses. If 
there is no documentation, the chances are that only a fraction 
will be allowed. If records are incomplete, the IRS endeavors 
to reconstruct them by resorting to reliable secondary sources 
of information and collateral evidence. In auditing these cases, 
the Service checks the taxpayer’s stated expenditures for enter- 
tainment and travel against his reported income, the reliability 
and accuracy of claims for other items more easily docu- 
mented, and general credibility of statements. 

Personal Bills Not Deductible. Some taxpayers try to claim 
as business deductions items of personal expense which have 
no relationship to trade or business. A number of such cases 
were reported by the Commissioner of Internal Revenue before 
a Subcommittee of the Committee on Ways and Means, House 
of Representatives, in July 1954. Many of these deductions 
could not be allowed no matter how well documented. The 
mere claiming of them as business deductions might lead to 
charges of fraud. 

Among disallowed claims of this type reported by the Com- 
missioner were: upkeep on the family yacht or airplane, bills 
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ITY CONTROL 


NDABLE SERVICE 


LEADERSHIP 
IN THE DUPLICATING FIELD 


DEPENDABILITY and PRECISION 

has been the keynote of ROSE’S success. Continuous 
research by ROSE has produced a superior line 

of duplicating products. This basic policy supplemented 
by more than a quarter of a century 

of experience and know-how gives ROSE 


the highest reputation in the field. 


® MASTER UNITS 

© SPIRIT CARBONS 

® HECTOGRAPH CARBONS 
® SPIRIT CARBON ROLLS 


® DUPLICATING FLUID 
AND HAND CREAM 





RIBBON and CARBON MFG. CO., Inc. 
HARRISON, NEW JERSEY 


Makers of the world-famous patented “Sta-Clean” 
metallic protective-coated master units. U, S. pat. 2,671,734 


CATERING TO THE REQUIREMENTS 
OF DUPLICATING SPECIALISTS ALL OVER THE WORLD 
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te bist as low 
as $53.00 each! 
YOUR MEN CAN SELL MORE 
Cramer CHAIRS, WITH A PRICE 
ADVANTAGE LIKE THIS . 














and you, as a Cramer dealer, will 
reap added profits from sales to 
price-minded buyers as well as 
your regular customers! 


MRE XS, 
ees 


ate a teil 


ote 
iets x 





“ 





These chairs have all the fea- 


aera? 





$i ith gaaeee tures necessary to a good, com- 
# oa BA ng fortable, long-service chair; super- 
> ie strong aluminum and steel con- 
im ’ struction . . . bonded foam latex 
ig padding . . . removable covers in 












a wide assortment of rich colors. 
We'll advertise them in MAN- 
AGEMENT METHODS, DUN’S 
REVIEW and other leading pub- 
lications; we'll provide you with 
good printed material for your 
men to use. 

Write for the whole story today; 
up your profits from quality 
chairs! 











@ Dealerships available 
in certain areas; write 
Dept. OA-3 for the 


complete story. 


POSTURE CHAIR CO., Inc. 
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1205 Charlotte, Kansas City 6, Mo. 
3 ee BS aw SF 








ta Salle 
Top Quality Ash Trays 
Smokers-Costumers 


See Complete New Line 
Booth 142 N.S.O.E.A. 


A wide selection in Walnut, Jeweler’s 
Bronze, Solid Brass, Anodized Alumi- 
num, Chrome & Latest Decorator Col- 
ors. 


Nos. 18-22 


Screen top 
Ash Trays 
and Floor 
Smokers 
ranging 
from $2.50 
List for 
#262 in 
beautiful 
baked 
Decorator 
Colors, to 
$12.50 
718 
genuine 
Jeweler’s 
Bronze, or 
#19 Solid 
Brass, and 
$22.00 for 
Floor 
Smokers in 
Bronze or 
Brass. 











NO. 140X Steel Smoker 








NO. 744X Anodized Aluminum 


A really rugged smoker weigh- 
ing 17 pounds. 11” base 
weighted with an 8 pound cast- 
ing. 8” glass liner. 

No. 140X available in satin 
x chrome, statuary bronze plated, 
golden bronze (baked finish), 


and decorator colors. 





No. 744X in a clear or a rich 
luxurious gold anodized alu- 
minum. 

Prices range from $16.00 list 
for the golden bronze baked 
finish and decorator colors to 
$24.00 list for the gold anodized 
aluminum. Other smokers from 


$8 to $35 list. 


Send for Catalog illustrating Complete Line of Walnut & 
Metal Ash Trays, Smokers and Costumers. 





8 x 10 in. Actual Group Photographs 
Supplied FREE for use by Dealers’ Sales- 
men, 


LA SALLE PRODUCTS CO. 
2216 N. Clybourn Avenue, Chicago 14, Ill. 
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for luxurious living, society debuts, wedding receptions, honey 
moons, burial expenses of a mother-in-law, African safaris, 
Indian tiger hunts, and construction of a private swimming 
pool under the guise of a water purification experiment. And 
country club dues can be allowed only if detailed records 
show that such membership was devoted mainly to the further- 
ance of business aims and not solely for pleasure. 

Business Losses Must Be Well Documented. There also may 
records make allowable a deduction which 
looks unjustified. For example, a_ television 
develops a plan to increase sales. The company 
a line of special television lamps to be given 
free with each set sold. The scheme is not a success, however, 
increased. In the meantime, the maker has 
to dispose of thousands of the lamps as cheaply as possible. 
He can write off the entire enterprise if his records show that 
the expected increase in sales did not materialize, and that he 
was forced to sell the lamps at a loss. 


Other Sources of Help 

The publications of the Internal Revenue Service and the 
Small Business Administration, listed below, contain helpful 
information On income tax records. Those for which there is 
a charge may be purchased from the Superintendent of Docu- 
ments, Washington 25, D. C. 
Your Federal Income Tax—for Individuals, 25c. 
Income Tax Regulations, 118, $2.00. 
Regulations 128, Employee Tax and Employer Tax, 45c. 
A Handbook of Small Business Finance, Small Business Man- 
Series No. 15, 30c, a Small Administration publi- 


occur cases where 
on the 
company 


manufactures 


surface 


and sales are not 


agement 
cation 

Employer's Tax Guide, Circular E, issued free by the Internal 
Revenue Service, U. S. Treasury Department. 





Scrantom’s Opens Branch Store 

Scrantom’s Book & Stationery Company has opened a new 
branch store in the Culver-Ridge Plaza, Rochester, N.Y. This 
is the firm’s second suburban branch. 

The new unit, like the initial branch at the North Gate 
Plaza, service. Scrantom’s pioneered self service opera- 
tion in stationery stores in its North Gate store. 

Robert Price has been named manager of the Culver-Ridge 
He joined the firm in 1953 as a clerk.—GET 


is self 


store 








TEACHERS VISIT PLANT... Science and mathematics teachers 
at the regional conference of the National Science Teachers 
Association visited the Marchant Calculators, inc., plant in 


Oakland, Calif., to study modern mechanical calculators used 
in business and industry. Harold T. Avery, far right, vice-presi- 
dent of engineering, shows the progress of engineering to a 
group of teachers. Mrs. Luretta Stasch, far left, Marchant di- 
rector of education services, looks on, Left to right, at the 
table, they are Harold Babcock, Wenatchee, Wash.; Norman R. 
Dilley, La Habra, Calif.; Charles E. Peters, Santa Barbara, Calif., 
and Mr. and Mrs. Glenn M. Butterfield, Las Vegas, Nev. 
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RELIES ON 
CRAMER 
THE W AY 


SIDE ant ARM CHAIRS © 


in colors to complement 
modern decorating schemes 


Every office, reception room 
or shop where visitors or 
customers are invited to be } 
seated is an excellent pros- fe 
pect for these fine Cramer 
chairs. Modern in design . 
built of “ton-tested” square- 
tube aluminum .. . padded "EY STACK |) ; 
with bonded foam latex ...covered @& 
in U. S. Naugahyde or Claremont in 
standard or “decorator” colors . 
they’re comfortable, durable, and the 
most economical chairs of their type 
on the market. 


This is your chance, as a Cramer 
Dealer, to profit from chair sales to 
a whole new list of customers, with 
these “chairs of a hundred uses.” 
Drop us a line for complete details 
today! 


























List Prices, in U. S. Naugahyde 


MODEL 1200 Armiess (they stack!) $31.40 
MODEL 1201 Side chair, plastic arms 37.70 
MODEL 1201-2 Side chair, padded arms 40.20 


@ Dealerships available 
in certain areas; write 
Dept. OA-4for the 
complete story. 
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You Can Sell This 
to Your Best Friend 





No. 1900 
SWIVEL ARM CHAIR 


Here's a chair with so much quality, you can 
sell it with confidence to your best friend. 


You'd know he'd get the same relaxing com- 
fort and pride of possession from this beauti- 
ful seating piece years from now as the first 


day he eased himself into it. 


The No. 1900 is typical of a complete line of 
Craftsman chairs ranging from traditional, 
through transitional to modern to match almost 


any desk. 


All are built from finest cabinet woods and 
quality checked through every step of pro- 
duction. 

Write for our latest catalog or see this chair 
and the complete quality Craftsman line at 
N.S.E.0.A. Convention Booth 557. John Eckert 
and Gus Krieg will be delighted to see and 


welcome you. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 

















Thinking About Becoming 


A Salesmanager? 


@ THE GENERAL practice in most industries when there 
exists a vacancy in the office of salesmanager is to select 
a member of the firm’s existent sales force. 

Naturally the job is going to go to one of the more successful 
salesmen — that is basic enough. Just as important, however, 
is to select one with suitable executive ability to take on a 
salesmanager’s responsibilities. 

A Toronto industrial psychologist, Jack H. McQuaig, has 
described what research can do to help find the right answers 
on both counts. He lists five main points to be considered in 
assessing the differences between a successful salesman and 
an unsuccessful one. Here they are: 

(1). Right attitudes — The best salesmen like selling because 
it provides them with an opportunity to show what they can 
do by hard work and extra effort on the job. The weak sales- 
men often like selling because they see it as easy work that 
gives them freedom to spend their time as they please. 

(2). Motivation — The best salesmen are striving to be 
leaders in their fields. They are ambitious to make money and 
to gain promotion. Weak salesmen are often satisfied with a 
mediocre showing and have no desire to be a leader or gain 
promotion. 

(3). Stability — Good salesmen are steady in their per- 
formance and maintain a constant, persistent effort. They are 
dependable and have good direction and control of energy. 
Weak salesmen are often erratic and unreliable in perform 
ance. 

(4). Maturity — Top salesmen are independent and have 
ability to stand on their own two feet. Weak salesmen are 
often immature fellows who depend upon their own congenial- 
ity and sociability to get business. 

Some are Lacking 

They fail to work on the interests of their clients or that of 
the company and are concerned mostly with their own per- 
sonal welfare. They lack self-control and the ability to use their 
energy effectively on the job. 

(5). Aptitude for selling — The best salesmen like selling 
and have the personality qualities which make interpersonal 
contacts a pleasure for them. They are extroverted, confident, 
dominant and sociable, and they enjoy competitive situations. 

Ihe less successful salesmen are often sensitive, worrisome, 
and lacking in self-confidence. Selling is often difficult, un- 
pleasant work for them. They dislike situations in which they 
are required to influence or change the thinking of others. 


Executive Qualities 


A good salesman will not always make a good salesmanager. 
He must also have the qualities of a good executive. Here are 
the characteristics Mr. McQuaig suggests as being essential: 

(1). Capacity for work — Successful executives enjoy 
achievement. A job well done is the most important thing to 
them. They receive satisfaction from achievement. Regardless 
of the type of assignment given, they will enjoy doing it well. 

They have a strong drive within themselves which keeps 
them going. This driving force is so strong that they often 
find it difficult to break away from their work for holidays or 
relaxation. Work is one of the most important things in their 
lives. They are lost without it. 

(2). Emotional stamina and resilience — They are capable 
of standing up under the stress and pressure of competitive 
situations without becoming depressed or losing control. The 
give and take of interpersonal relationships, and of situations 
where they must change and influence the thinking of others 
does not worry or upset them. They are not overly sensitive 
or worrisome in their approach to the job. 

(3). Independence — They are capable of working alone 
without direction. They like to be free of close supervision and 
enjoy taking on difficult assignments where they are working 
relatively on their own. They are not dependent upon others 
for encouragement or stimulation. They have self-sustaining 
powers within themselves. 

However, they are not so independent as to be unco-opera- 
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the amazing new 


VELVET 
ball PEN: ceil 


the pencil that 
writes with INK 


e combines the best features of a pencil with 
san wt pnt iees ite... 


o "MR. STATIONER: lated Ball Pen-cil 7 


is sold exclusively through commercial 
EY stationers. Write for free sample, and ask for 


es details on how you can tie in with the — aed oy 
“Ra and local sales promotion program. et 


the best features of a ball-point pen 
e it’s light as a pencil because it’s made of wood 


e banker approved ink writes dry, won’t smear, 





s 
rs 


transfer, leak... never stains fingers, never fades 





\ r e full-length brass cartridge has even-flow ink control 





e uniform writing nickel chrome steel-spun ball 
e there’s nothing to press, turn or fill 
e nationally advertised in Saturday Evening Post 





_ 
_ 
> 
_ 
_ 
~ 4 


| e guaranteed by makers of famous 





Venus and Velvet pencils 


LOWERS COSTS! RAISES EFFICIENCY! 
No more time wasted at the Everybody’s favorite be- 
sharpener. The remarkable cause it’s shaped and bal- 


Velvet Ball Pen-cil has no anced for top writing ease SELL "EM BY THE DOZEN... 
point to wear down, none to and comfort. Dependable, Handy, easy-to-store dozen 
break. Ready to write in- smooth-writing, it speeds pack helps you build volume 
stantly, clearly. Ink cartridge every writing job. . . insures sales. Blue, black, red or 
is longer lasting ... writes better records, better work green ink. $3 retail per dozen. 
enough tofill 18 stenog- throughout every depart- 

tapher’s notebooks. ment of the office. AMERICAN PENCIL CO., HOBOKEN, N. J. 
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From “American Automobile Album” byWilliam H. McGaughey 


No one cranks an automobile these days 


... but many still hand-crank calculators... spending time that would 


- 


soon pay for a high-speed, automatic MARCHANT {——— 


If you’re still doing part of your figurework with hand- 






operated or outmoded electric calculators, you owe it to your 
business to learn just how much time and effort new 
automatic MARCHANTS will save you. Anyone in your 
office can use them at once, with ease, speed and utmost 
accuracy. Call the local MARCHANT MAN and find out 
by an actual run on your own work, just how quickly a 
MARCHANT calculators would pay for themselves. a ————————--—-—--——------ 

2) 


on Learn how MARCHANT calculators 


can turn out your business arithmetic 
rw ‘p 
PST AMERICA’S FIRST 
KMS 


High-speed, 
automatic MARCHANT 
Figurematic 


easier and faster...at a saving. Mail 
this coupon with your business letter- 
head for free... 


Index to Modern Figuring 
by Marchant Methods (J 


Descriptive Literature on 
Marchant Calculators 


MARCHANT CALCULATORS, INC. 
Oakland 8, California P-10 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


YOU CAN TURN TIME INTO MONEY WITH A MARCHANT! 
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tive and are capable of loyalty to the company and of follow- 


ing comp policy in their work. 


(4). Ability — Outstanding intelligence is not necessarily an 
asset. However, there is a certain level of ability below which 
they « fall. A Il successful executives have the capacity to 
Orgal 

(5). Determination and self-assurance — Once they embark 
on a ¢ se of action they will carry it through in spite of 
great odds or resistance. They are not easily discouraged o1 
swayed by outside influence. 


Action is the Key 


(6). Action — This is the key to their success rather than a 


studied, theoretical approach. Maximum emphasis is placed on 
Carrying plans in a practical, down-to-earth manner. They 
have a capacity to cut through red tape and theory, and try 
things o practical situations. Executives are men of action 
rather than dreamers or philosophers and*they posses a keen 
sense of what will work and what is impractical. 

(7). Decision-making ability — They do not keep thinking 
and debating about a problem any longer than necessary, but 
come to a decision as quickly as possible. 

(8). Objectivity — They like people and have the ability 
to get along with others and to inspire confidence. However, 
they are capable of making decisions regarding people which 
are fre f emotional influence. Their decisions are based on 
reason rather than on feeling or emotion. 

(9). A high degree of dominance — This does not mean that 
they are dominating but rather have an ability to take com 
mand of people and situations and get things done. They ex 
ercise a form of psychological control over any group in which 
they participate 


(10). They know how to use authority — They expect others 


to carry out their directions at all times and they issue orders 
as their natural function without strain or pressure. At the 
same time, they carry out company policy and the directions 
of their superiors without question or rebellion. 

How do you measure up?—JCK 


A. Kimball Names Controller 


Willard K. Tarrant has been appointed Controller of the 
4. Kimball Company, consultants in marking systems and 
manufa rs of marking equipment. 

Prior to his present assignment, Mr. Tarrant was connected 
with s manufacturing firms in this country and the 
Union South Africa and was a partner in the accounting 


K. Lasser and Company. 
At tl present time, Mr. Tarrant is a member of various 


firm ol 


manag and accounting societies. He is the Director of 
Educatior the New York chapter of the National Associa- 
tion of Cost Accountants, and in this capacity, Mr. Tarrant is 
responsible for its education forum on “Automatic Data Proc- 
essing ich is believed to be the most complete course of 
1s Kind 


Underwood Adds to Dallas Organization 

Thre ppointments were recently announced by the Under- 
yrporation, 1310 N. Industrial Blvd., Dallas, Tex. Mrs. 
Betty O. Butler has been named supply sales representative, 


wood (¢ 


E. F. Ray, Jr., has joined the staff as typewriter machine sales 
representative, and Ernest R. Perdue has been appointed add- 
ing m sales representative. —EEG 





1e how HOt nd lst Reaiment Armorie New 
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CARBONS... RIBBONS 


fora 


Leaders in 
AMCO's complete 
line of carbons 
relate Mal) elelar- 

for the office 
leaders in sales 


and profits for you! 


a 


Send for Illu 


PW GO G@eliclicle 


4m CO 


AMERICAN CARBON PAPER MFG. CO. 


Chothan 
Branch Offices and Warehouses at Houston, Dallas, 


Birmingham, St. Louis, Denver, Los Angeles, Monroe, 
Orlando 
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QUICK AND EASY 




















Mon! 


FREE - STANDING WALL SECTIONS 


Completely eliminates attaching to walls! Easy to 
install... do it yourself! Exclusive balance design 
assures maximum rigidity! Level regardless of floor! 
Adjustable shelves with built-in price mold... peg 
board cornice! Much greater capacity at base for 
additional display and storage! Makes buying more 
inviting! Finished in beautiful coppertan with at- 
tractive trim! Save 3 ways—initial cost, time and 
labor! 


Designed Especially for Stationers! 


SELF SERVICE OR CONVENTIONAL 

















MODERN, MATCHING ISLAND UNITS 


Scientifically designed to display and sell more 
merchandise! Modern, attractive and practical! 
Sturdy construction means longer life! Very simple 
to set up! Beautifully finished in coppertan to 
match wall sections. Higher quality at a lower cost! 


It pays to remodel... especially 
the “Thoroughbred Way!” Write 
us today for complete informa- 
tion! 


MERCHANDISERS 


HOLD MORE - SELL MORE - COST LESS 


932 WINCHESTER RD. 
A. D. BUTLER, Inc. LexincToN 3, KENTUCKY 
ee SLT Te 
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Group Health Insurance; 
A Business Package 


by EDWARD R. LUCAS 

rhe office appliance retailer may not be his brother’s keeper, 
but his status in regard to his employees is something else 
again. From a severely legal viewpoint he does not, certainly, 
have any obligation whatever to come to the assistance of 
employees who have the misfortune to suffer protracted ill- 
ness, or disability from an accident. 

When such misfortunes strike their own employees, how- 
ever, even the most “hard-boiled” employers find it virtually 
impossible to resist the moral pressures to give some kind of 
financial assistance. 

Unlike fire losses to the physical plant, some degree of sick- 
ness and accident loss is certain to strike the employee force 
of virtually every office retailer in the country. That does not 
mean that such losses are in the category of consistently fore- 
seeable expenses, or even that the year-to-year fluctuation will 
be moderate. The risk is the degree of loss, and this will fluc- 
tuate widely for a combination of accidental and unforeseeable 
reasons. 

Employee sickness and accident losses can occasionally 
strike with the full force of a catastrophe. It would be entirely 
possible, for example, for a retailer to lose the services perma- 
nently through death or disability, of five or six valued em- 
ployees within a very brief period of time. That could come 
about through a number of separate and unrelated causes, or 
even through such an occurrence as an automobile accident 
involving five or six of his key employees. On top of the ex- 
penses and problems of finding replacements would be added 
the costs of compensation to the disabled ones and to the 
survivors of the deceased. Such charges could be an almost 
intolerable burden to the business. 

The obvious way to guard against such situations is to 
insure against them through health and accident coverage of 
your employees. Such coverage could be provided by the 
employees themselves through their individual purchases of 
policies; or it could be provided through group health and 
accident insurance coverage. Since only a very small percentage 
of employees will have individual coverage, the group insurance 
policy is usually indicated. 


Unique Advantages 


There are a number of unique advantages to a properly 
written group health and accident insurance program that are 
not shared by other forms of business insurance. Many em- 
ployers consider it to be their best insurance “bargain”. Here 
are some of the advantages: 

1. It will replace a continually fluctuating business expense 
with a known fixed cost that will often be lower even without 
the occurrence of catastrophic losses from this source. 

2. It will relieve you of the necessity for the perplexing 
moral decision of how much and how frequently you should 
pay compensation to a disabled employee. 

3. It is one of those rare forms of insurance whose cost 
can be shared with your employees. 

4. It will provide a positive incentive to work in your shop, 
thus attracting new employees and helping to retain old ones. 

5. It will effect substantial tax savings on compensation 
paid to disabled employees. 

6. Through the group insurance feature, employees may be 
covered who could not purchase health and accident insurance 
as individuals. 

A typical group health and accident policy is handled 
through the insuring business organization. Many programs 
include detailed medical and hospital benefits, which will be 
covered in a later article. Others include only cash benefits 
paid weekly or monthly in the form of a reduced wage or 
salary. Here, the employer sets up the salary categories and 
decides who is to be covered by the plan. Under some plans a 
fixed maximum dollar amount is payable after a stated period 
of time (such as two weeks) has elapsed since his first day’s 
disability. 

Until recently, the maximum amount available under various 
policies varied from $25 to approximately $40 per week. As 
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Better be sure 
she uses 


a ribbon by-- 


OUR LETTERS will be neater, clean- 
ie when they are typed with Old 
Town typewriter ribbons. These qual- 
ity-controlled ribbons are made from 
the finest inks and fabrics. They are 
self-renewing, wear uniformly and pro- 
duce clear, sharp characters at all 
times without blur or smudge. And 
your secretaries will appreciate the 
smooth, clean erasures. 

Another tip for neater correspond- 
ence ... have your secretaries change 
their typewriter ribbons regularly. 
Tired, worn ribbons make the most 
sparkling letter dull reading. 
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duplicators and duplicating supplies 











World’s foremost maker of carbons, ribbons, 


TYPEWRITER RIBBONS 
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oul Ss way yardstick of 


selection, quality and 
value for all markets. 





STERLING (M-SERIES) 

The ultimate in fine steel office furniture. 
Molded Edge Island Base desks incorporating 
the latest engineering and design achievements 
for the most discriminating user. Available in 


all Decorator colors. 


MDP76 STERLING CONFERENCE DESK 


REGAL - AIRE (R-SERIES) 


Designed for versatility and efficiency, this 


Square Top Island Base desk line is the last 





word in modern, space saving office furniture. 


Decorator colors blend in all settings. 


LEADER (L-SERIES) 


Rugged in construction, this Four Leg Square 
Top Series, in 30” and 34” depths, with full 
progressive suspension drawer, nylon glide box 
and stationery drawers, full modesty skirt, auto- 
matic slide reference shelves and many other 
features, make it truly America’s steel desk 
LEADER. 


RDP60 REGAL * AIRE EXECUTIVE 





/ 
*Send for ‘CHECK and COMPARE”’ catalog 





LDP66 LEADER DOUBLE PEDESTAL V/ 
(Visit Booth No. 349, 350, 351 — NSOEA) 


fell IDA \19) 9 (AYAC Lee 
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costs of living rose, the conviction grew that these limitations 


were unrealistic. A new policy recently developed by one of 
the count eading insurance carriers provides insurance that 
pays a stated percentage of the individual’s salary, to limits 
well exceeding $100 a week. The usual percentage is fixed 
by this company at about 65%, which it is claimed will al- 
most eq take-home pay of the employee’s earned income 
since it is t taxable. 

4 desira feature of any policy is 24 hour a day coverage 
for the employee, to protect him during his personal as well 
as his | ictivities. The risk to you of having to make 
compensation payments is the same whether the employee is 
injured in the shop or in his bathtub 

Poor Risks Included 

An advantage of virtually all group policies is their inclu 
sion of employees who would as individuals be considered such 
poor risks tl they would not be able to buy personal health 
and accident insurance. A man with ulcers, for example, and 
another who is crowding 65 years of age might be excluded in- 
dividually but can be covered in the typical group insurance. 
4 specified minimum number of individuals, such as 10, must 
of course be included to purchase any group policy. 

A waiting period, such as two weeks, is usually required from 


the date of disability until the employee starts receiving bene- 


fits. Thi s that the.employee is insuring himself to that 
extent, but it is generally agreed that he can do so more 
economica than can the insurance company for brief 
periods of disability. The premium savings are very con- 


siderable there is no possibility of serious loss from brief 
ninor accidental injuries. 

Though the employer can pay the entire cost of the pro- 
gram himself, it is usually recommended that employees share 


illnesses ¢ 


the cost equally with him. Even on a 50-50 basis, the savings 
for employees are so tremendous that it is easy to “sell” them 
the program. Consider the following hypothetical but typical 
cost figures for individual vs. group insurance with employe! 
and employees each paying half: 

Premium cost for individual policy $80 yr. 

Premium cost per individual under group policy $60 yr. 

Premium cost per individual to employer $30 yr. 

Premium cost per individual to employee $30 yr. 

Premium cost is about 25% cheaper under a group plan 
than for idividual policy. 

The premium cost to the employee is only 3742% of the 
cost to him of insuring himself individually. It can be con- 
sidered entirely fair that he be asked to pay half of such 


insurance will be getting better and surer coverage than 
by relying on an assumed moral obligation by his employer 


The employer at the same time can well afford to support 


the prog since he will in all probability be paying less 
for it tl would pay out in voluntary compensations to 
his emplo in a period of normal sickness and accident 
_— Tax Advantage 

The main tax advantage of group health and accident in- 
surance that the compensation payments of the insurance 
company tax-free, while payments made by you to your 
employe re not. When you pay an employee his regular 
salary or percentage thereof while he is unable to work 
due to disability, that salary is still classified as earned income 
and is taxable as such. It is also subject to all other state and 
federal payroll deductions. 

When the insurance company pays a health and accident 
claim, however, the entire amount is “take home pay”. It could 
well be tf ise, for example, that out of his regular $100 
weekly sa that you continue to pay to a sick employee, he 
would receive only $65 after taxes and deductions. The in- 
surance company, on the other hand, could pay him only $65 
and he wo still receive the same net compensation. From the 


tax point ol 


can be pl 


view therefore, virtually full salary continuation 
led much more economically by the insurance 
company than by you. 


There no special advantage in health and accident insur 
ance fron taxation point of view through deductible busi 
ness expenses, but neither is there any penalty. If you self- 
insure and pay your oWn compensation costs that amount 


is of course deductible. At the same time, group health and 
nce premiums that you pay are fully deductible 


as a legitimate business expense. 


accident ins 
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Now! TWO SALES 
TWO PROFITS! 


...when you stock them both 
and sell them both 


ied 


New McCASKEY-VICTOR 


CASH REGISTER 


offers compact department key arrangement 
for added control benefits 






Easy to demonstrate how new-design keyboard saves hours 
of work and time. More compact, easier, faster, designed for 
today’s needs. Four designating letter keys, meets sales and 
excise tax needs, charge, received on account, paid out 
amounts, and more. High efficiency adding machine as well. 


Visit our Booths 321-322 — N.S.O.£. Exhibit 


2&B 


Famous VICTOR CHAMPION 


ADDING MACHINE 


High quality at a low price 





Fast-selling, profitable machines with six easy-to-prove ad- 
vantages. Easy to use, easy to carry. Modern design, low 
price, quiet. Choice of ten key (Model 76-0) or full keyboard 
(Model 6-6-0) models. All this plus famous Victor quality 
and steady national advertising. 


Write for full information on the complete 
Victor line of business machines... 


VICTOR ADDING MACHINE CO., chicago 18, Iilinois 
In Canada: McCaskey Systems, Ltd., Galt, Ontario 


Manufacturers of Business Machines, Cash Registers, Business and Industrial 
Systems, Electronic Equipment, Electri-Cars 
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Your Own Catalog... 


yes ... even choose your 
own Cover from these— 


© semesters seteteg ot 


be su. ‘Sins 





aera 
| 


Your Nome and Address Appee, Hers 


Cover Design No. 1 Cover Design No. 2 


distinctive 
cover designs 








fo semphere -atalee ot 


| 
supplies office supplies 
+ business equipment business equipment 
| oe 
aw << d " ie 
e ~ 

Yous Mame 

id ¢ Meme 

end Address 


Aewenr Hers 
bos Apeece: Here 


Cover Design No. 3 “Cover Design No. 4 





here are the facts... 


Your own 212 page catalog at a modest cost 
150 Ib heavy enamel cover stock 

Your choice of any | of 4 catalog cover designs 
Current list prices shown 


Quantity fitted to your needs 

Dealer's name and Imprinted merchandise thru-out 
Special pages on major lines may be added 

Showing merchandise made by the industry's leading 
manufacturers 

Merchandise shown in catalog may be bought from 
us at strictly wholesale prices 

@ Specializing in publishing exclusively office supply 
catalogs 

@ Sample catalog available on request 


“Let's talk it over.” See us at the 
NSOEA Convention Space C-10 or 
phone STate 2-3463 for an appointment. 


Ask for Mr. Silver. 
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How to Re-train 


Office Equipment Salesmen 


W hen learning stops—advancement stops. 
Sales training is a never-ending task 

for office equipment dealers who want 
salesmen who cansell....... .and sell! 


by H. E. CARROLL 


@ SALES TRAINING for office equipment salesmen, to be 
most successful, must be a continuing process. Through train- 
ing and re-training, a mediocre salesman becomes good, and 
a good salesman becomes better. 

Times change and a professional man needs to have re- 
training to keep up-to-date. A doctor, for instance, studies 
new methods and new drugs. A certified public accountant 
has a continuous training program just to keep up-to-date 
on the changes in the income tax law. 

Selling is the most dynamic of all professions. So it holds 
that a sales person needs continuous training to keep up-to-date 
and to become better salesmen. When learning stops ad- 
vancement stops. 

Office equipment retailers realize how important it is to 
train and to re-train salesmen. Yet, when a plan is instituted 
to give the “old timers” additional training, it begins to hit 
some snags. The veteran salesmen are bored to death. They 
know how to sell. Training is a waste of time. And, they feel 
that the method of selling won't work for them. 

To overcome these objections to a re-training program and 
to provide a five-point plan for re-training salesmen, office 
equipment dealers recommend the following ideas: 


1. CHANGE SELLING SYSTEM 

Carefully handled and completely justified, this is one way 
office equipment dealers have found to provide valuable re- 
training for salesmen. Here is how this works: 

Some minor part of the firm’s selling system is changed. 
For instance, a new method of handling office equipment 
service is established. This provides the basis for a training 
session on handling all service orders. Naturally, it will include 
the equipment, the service needed, and the prospect of a sale 
of new office equipment. 

Or, a new line of office equipment is introduced to the sales- 
men. A way to sell this through suggestive selling is included in 
the re-training program. The salesmen are instructed how to 
make suggestions about the new line. And, along with these 
ideas that specifically apply to this particular line, they get 
ideas that can be used with other types of office equipment. 

The secret of this sales training method is to stress a minor 
issue (change in system of new line) and then in the re-train- 
ing process, review the complete system or selling technique. 
Through this subtle technique, the “old timers” are given 
sound re-training which seems completely new to them. 


2. ASK THEIR OPINION 

Salesmen of office equipment, by their very nature, are 
inclined to have extrovert tendencies. They like to express 
themselves. They have ideas, beliefs and opinions. By asking 
them for an opinion, you cater to this fundamental trait and 
get your sales training message over effectively. 

For instance, an office equipment dealer has a series of 
things he wants to cover in his sales training program. They 
all need to be covered, but there is no particular order in 
which to present the material. The dealer asks the salesmen 
the order in which they think it should be covered. 

Different salesmen have different opinions. As a result, 
some arguments about which is the most important will de- 
velop. Finally, a vote is taken and the material is presented 
in the order selected by the salesmen. They take an active 
part in the sales training program because they feel they helped 
in its development. 

With this sales training technique, you ask your sales people 
these questions: (1) What do you want? or (2) What do you 
think is best? Then, after getting their opinions, you cover 
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SEVEN REASONS WHY 














Acme Dealers are making a profit 
through the sales of 
Acme equipment and supplies 


ACME OFFERS 


@EB@OGE 





Let 


MOST COMPLETE LINE 


Equipment and supplies for every record need. 


NEW, MODERN DESIGN AND COLORS 
DEALER HELPS 


Counter and window displays, catalogs and mailing pieces. 


ILLUSTRATED PORTFOLIOS 


All-inclusive descriptions of specific records. 


SYSTEMS BULLETINS 


lilustrated descriptions of definite record applications. 


ADVERTISING 


In leading consumer, business and trade magazines. 


SALES ASSISTANCE 


Experienced Acme representatives, ready to cooperate with 
you at all times. 


us show you how Acme Visible 
can increase your profits! 


DEALER SALES DEPARTMENT 





RSS visisce RECORDS. INC. 








CROZET. VIRGINIA 
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- SELLERS IN 


R ABLE is first for GOOD QUALITYat LOWEST PRICES! 


Prime Steel ® Electrically Welded ® Non-Suspension ® Ball Bearing © Compressor Follow Blocks 
Aluminum Pulls ® Finished in Standard Grey or Green Permanized Baked Enamel 


IT’S NEW! 


Low Priced 
MODERN 
EXECUTIVE 
DESK 



























EXECUTIVE STEEL DESKS 
& SECTIONAL DESKS 
FILING CABINETS 
BOOKCASES 
SECTIONAL BOOKCASES 
STORAGE CABINETS 
ROLLER FILES 
TELEPHONE CABINETS 
SPECIALTY CABINETS 














#90PS 2 


@ STEEL TOP, 
LINOLEUM COVERED, 
TRIMMED WITH 
ALUMINUM EDGING 

@ Heavy gauge furniture 
steel 

@ Smooth sliding drawers 
with roller bearings 

@ Satin finished 
aluminum hardware 

@ Adjustable height 


a FOR DURABILITY, @ Modern recessed back 


@ Standard grey or 


MODERN EFFICIENCY, attractive desert tan. 
WORKING COMFORT  ® Desk Top—53"x251/2” 


Full Body Depth—24” 


WRITE FOR ILLUSTRATED CATALOG# 20 AND DEALER PRICE LIST. Se 
Carefully Packed = 


URABLE METAL PRODUCTS co. igakams 


i709 ST. MARKS AVE. | pxxiyn 33. N.Y. - HYacinth 8-1188 PROMPT SHIPMENT 
UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 
1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 




























able where quiet operation is desired. 





Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S.A. 





ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
COMPANIES: (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
, 240 Fleet St. East, Toronto 2B, Ont. 
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the mater they suggest and if necessary work in the other 
ibtle manner. 
3. MAKE THEM PART OF THE ACT 


material if 


Another way to make your salesmen feel important is to 
give them some responsibility. Salesmen who have been work 
ing for you for a number of years will know something about 
how to sell office equipment. Thus, they can provide helpful 
on-the-job training for the new salesmen you hire. 

If asked to help train the new salesmen, they take this as 
personal recognition. They want to make a good impression 
on the new salesmen they want to feel that they know 
what they are talking about. As a result, they will develop 
a training program that covers all the area of sales training 
for your business 

Then, to ince they are the trainers, they will follow 
good practices in their selling. They know that the new sales 
people will be watching to see how they apply certain 
selling techniques. They will make an extra effort to give the 
new salesmen a good example. 


To make this system most effective, many office equipment 
dealers have found it is a good idea to review the material 
with the “old timers” before they present it to the new sales- 
men. This provides an opportunity to review tested selling 
techniques and to insure complete coverage of your system. 
4. INTEGRATE WITH REPORTS 


This sales training system can work with large sales staffs 
or with a dealer who has only one or two salesmen. In a 
large organization, the dealer works in sales training material 
in regular meetings with the employees. For instance, in pre- 
senting a new system or a new line, a few ideas on how to 
sell can be included. Or, when there have been troubles on 


service orders, the importance of making out the work order 
correctly can be stressed. 

With a smaller organization with a few employees, the 
same idea can be used with certain modifications. Formal 
meetings will be rare, but when an office equipment dealer 
is going over an invoice for a new line, he can ask the others 
how they think they can be sold best. This system combines 
the idea of making them part of the act and asking their 
opinion. But, it is done in an informal way which integrates 
it with other activities. 

5. COLLECT CASE HISTORIES 

Cases of successful selling applications in the sale of office 
equipment give a dealer extra ammunition for sales training 
for his salesmen. Theye are examples of how someone did 
something (applied the selling technique) and got something 
(made the sale) 

One way is for the office equipment dealer to cite his per- 
sonal examples. This may be effective, but it is also dangerous. 
If the positive approach is used (I did it and got it), it may 
sound like bragging to some of the salesmen. And, if the 
negative approach is used (I didn’t do it and didn’t get it), 
the salesman may love confidence in his boss. 

Many office equipment dealers agree that a better way is 
to use examples of salesmen in the firm. This provides a 
chance to compliment an alert salesman, and at the same 
time to drive home an essential sales training point. It is best 
to pass the praise around to avoid the “star salesman” problem. 

[raining salesmen to sell more office equipment is a con- 
tinuous process. But, so is selling. It requires constant atten- 
tion to new ways of doing things ways to make more 
sales quicker and with less effort. 


Stanton Buys Cluse Company 


Lee D. Stanton has purchased the W. H. Cluse Company, 
Binghamton, N. Y., office equipment and supply store from 
William H. Cluse, who established it eight years ago. The 
business is located at 107 Chenango St., in the Symphony 
Theater building 

Mr. Stanton was credit manager for the Ansco photographic 
division of General Aniline Film & Dye Corporation, for 12 


years until 1949. Since then he has been a sales representative 
for several companies making precision instruments. 
He said he plans no important changes in the business. 


Theodore Griffin will continue to head the sales staff. 
Mr. Cluse has been named district sales manager of the 
L. C. Smith Typewriter Co., Syracuse.—RCS 
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yet this feeling of satisfaction is 
with everyone who handles 


: 





SO EASY!...SO PROFITABLE! to sell 
the world’s finest MARKING DEVICES... 


7 


-# 


This exaggerates 
the outward exuberance 
of a satisfied dealer... 





“THE CROWN LINE”. 


% 





You will be proud, too, when you select your 
CROWN PRODUCTS... truly the industry’s 


prestige line of THE FINEST MARKING 


DEVICES EVER MADE. For that EXTRA QUALITY 


... ECONOMY... EFFICIENCY ... FASTER 
DELIVERY ...insist on the best 
“THE CROWN LINE”. 


R.A. STEWART AND COMPANY, INC. 
80 Duane Street « New York 7, New York 
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: It's not toe earty 

+ ba think of daters! 
_ FEATURE BY FEATURE 
DATERS ARE 





ee 43 






Dealers who want products that stay sold once they’re de 
livered to the customer know that they can count on 
Faymus. Expertly made and beautifully packaged in indi- 
vidual boxes, Faymus products are the gwality line the 
line that brings customers back time after time 


Only Faymus daters give you ALL these features! 

« BANDS OF RED RUBBER—far more durable, resist rough treatment. 

¢ 6-YEAR LIFE—year band is not quickly outmoded, carries 6-years of 
dates. 

¢ BANDS TURN EASILY—never stick, never slip once set. 

¢ RUGGED FRAME—for long, hard service. Heavily chrome plated. 

* HARDWOOD HANDLES—select wood, beautifully finished. 

¢ EXTRA—year band carries useful wordings: Rec'd, Ans’d, Ent’d, Paid, 
A.M., P.M. 

¢ Imprinting at no charge on quantities of one gross or more 

¢ Also available without imprint. 


See the sensational new B&M products in Booth 202. 





WRITE TODAY! 


Gentlemen: 

I'd like to know more about the lowest prices and highest 
profits in the industry. Send me complete information 
at once! 


Name 

Firm 

Address 

City Zone State 


3229 N. Sheffield Ave. Chicago 13, Illinois 








| Faymus DIV., Bankers & Merchants, Inc. 


“Let-Er” Rip 


By W.F. McCANN 

Your customers find you pleasant; they enjoy talking to you 
Your family stops to listen — at least part of the time — 
when you voice an opinion. You're above average intelligence 
or you wouldn't be able to operate your own business, and 
that means you probably have 25,000 or more words in your 
vocabulary. 

So what happens when you sit down and try to put a few 
of those 25,000 words into a business letter? 

If you’re like many — most — businessmen, you wrinkle 
your forehead and you scratch your ear and you squirm in 
your chair and you suddenly remember thirty-leven reasons 
why you just have to take time out to do something else. 

When you finally drive yourself back to that correspondence, 
it comes out something like this, maybe: 

“Dear Mr. Blank: In re your letter of December 29th, please 
be advised the writer wishes to take this opportunity to thank 
you for your order of a dozen Little Demon Gizmos, of which 
we are out of stock temporarily. But I should like to say that 
we have placed an order with our supplier and we shall do 
everything possible within our power, etc.” 


Exaggerated? Sure! But if you do have any trouble with 
your business letters, if correspondence is one of the jobs you 
dread, give me a little listen. Because like the man says, I’ve 
got a secret! 

Not a secret, really, but you’d think it was if you made a 
study of the typical business letters shuttling around the 
country. It’s simply this: 

Writing business letters is like jotting a note to the charm- 
ing wife when you won’t be home for dinner, like scribbling a 
vacation postcard to your old buddy next door, like any other 
kind of writing that you find easy and relaxed and requiring 
no particular attention to grammar or style or choice of words. 

All you have to do is write like you talk. I’m talking to you 
right now — see what I mean? It’s not great literature. It’s 
not even writing that would pass unscathed under the blue 
pencil of a sixth grade English teacher. But you’ve been able 
to understand me, haven’t you? 

Well, what else is a letter for 
or otherwise? 

Believe me, it’s nice to receive a talking letter. Look through 
today’s mail. Do any of the letters stand out? Was there any 
particular one which you enjoyed reading more than the 
others? I'll bet it wasn’t stiff and formal or filled with stuffy 
business language as if the writer was trying to impress you. 


whether it’s business, social 


The way to impress people on paper is just to be your 
normal, friendly self. One of the letters that impressed me 
more than most was from the advertising manager of the 
corporation I now work for as public relations manager. It was 
several years ago, but I still remember the way it started: 

“Good morning, Bill!” 

I liked it. After all, why should a man I had only met twice 
address me as Dear Mr. McCann”? 

I'ry it on your own letters for a change, just to give them 
a fresh, new look: “Hello there, Mr. Blank!” “Hi, John!”; 
“Top of the morning to you, Miss Jones!” 

Slightly crazy? I don’t think so. It’s probably a violation of 
some solemn letter-writing rule, but that’s what I set out to 
do intentionally — ignore the rules. I’m convinced they're what 
has made letter writing a dreary chore for many people. 

I do have a few rules of my own, though: 

(1) Answer letters promptly, the day they’re received if 
possible. Whoever wrote you is waiting for an answer. 

(2) Be accurate with names and titles. A letter starts off on 
the wrong foot with you if it begins by misspelling your name, 
doesn’t it? 

(3) Be yourself. Write like you talk. And that brings us back 
where we started, but in my book it’s worth repeating. 

Oh, and one last rule. When you've said your say, quit. 
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an indication of 
your success 
and 


good taste 
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STOW & DAVIS 


GRAND RAPIDS, MICHIGAN 
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THREE TOP SPECIALTIES 
For Your Office or Plant 


STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 


Corner Posts, 11 Gauge or 13 
Gauge 7'3” high... 8’3” high... 
9’'3” high punched on 1” centers. 
Finished in Baked-on olive green 
or office gray enamel. 





TYPEWRITER TABLE 


Size 264%4"H x 16”D x 22°W and 34°W 
overall with shelf extended. Finished in 
baked-on office gray or olive green enamels. 
2° rubber casters. Shipped K. D. one per 
carton. Weight 30 lb. 





STORAGE CABINET 
No. 3678-S 


with adjustable shelves, finished in 
baked-on olive green or office-gray 
enamels with lock in handle, insu- 
lated doors, spot welded assembly. 
Shipped one per carton, set up 
36”"W x 18” x 78”H 
Weight 175 Ibs. 
List Price: $50.00 


SEE DEALER FOR OTHER SIZES OF 
CABINETS AND SHELVING 


List Price $15.00 


MIDWEST 


METAL MANUFACTURING COMPANY 
1818-24 North 18th St., St. Louis 6, Mo. 




















EXEMPLIFIED BY 


BRIGHT! 


Styled for perfect harmony. Fash- 
ioned for luxurious wear. Cus- 
tomed for lasting comfort and 






NO. 1025 SOFA 


Width Overall ..........5.5- 722" 

Between Arms. ....---.---- 6s” pleasure. Priced for every buyers 
Depth of Seat... . 6.6 s eee 23” ph 2 
Height of Back from Seat... ..17” purse. These are the factors which 
Height Overali..........+. 3342” ~ ry . . 
Gage Ovewdlt . 6. cc cscccces 34” make BRIGHT creations a joy 


and satisfaction to every one who 
buys. In a large selection of genu- 
ine leather and Elastic Naugahyde 
and a wide range of styles you will 
find just what you want for every 
customer. 













NO. 90 EXECUTIVE 
POSTURE CHAIR 


NO. 20012 REVOLVING CHAIR 


Width of Seat 
Overall ... 2242" 






WRITE FOR CATALOG! 








Between Arms ; 201,” 
Depth of Seat 1812” 
Height of Back 
trom ‘Seat........16” 133 BLEECKER ST. NEW YORK 12, N. Y. 









NO. 200 ARM CHAIR MANUFACTURERS OF 





280 OA-—10/55 





Wi 


5 








A Simple Plan to Collect 
Old Open Accounts 


by RUEL McDANIEL 


Considering the growing economic awareness of today, col- 
lecting credit accounts before they expire of age and neglect 
becomes doubly important to any stationery and office supply 
store who does any credit business at all. 

4 Texas merchant who, for years was “trouble shooter” for 
a large chain of retail tire stores doing a big volume of credit 
business, declares that nine out of every ten stores to which he 
was sent to get them out of financial difficulties got that way 
because of laxity in their collection methods. Accordingly, his 
chief task getting the unprofitable stores back in the profit 
column, was to collect their old accounts and get them on a 
sound credit basis. Here is his system of collecting past-due 
accounts 

First, bear in mind above all else that when he starts to 
collect a past-due account, he has two jobs to perform. One 
is to get the money; the other, just as important, is to keep 
the debtor as a customer 


Groups Accounts 
Second, he “ages” all past-due accounts, forming groups of 


accounts according to the length of time they are outstanding. 
He starts with all accounts six months old and older. The 
second group consists of accounts three months to six months 
old. The third group carries those accounts that are 60 days 
old but not three months old. The last batch consists of those 
accounts older than current but not two months old. 

With all accounts thus “aged”, he sends out new state- 
ments to all of them, then takes the batch of the old accounts 

six months and older. He doesn’t write nasty letters or any 
letters at beyond the new statement and he doesn’t tele- 
phone. He gos out and sees the delinquent customer. 

Remember that the customer has received a fresh state- 
ment within the last few days, so that the account is fresh 
in his mind; but he carries a duplicate statement when he calls 
on him ay 

In your case if you're personnally acquainted with the cus- 
tomer, so much the better. If not, introduce yourself as owner, 
manager or representative of your company. Then let the 
conversation go on from there. Talk about the man’s family, 
stock or whatever comes naturally to mind, even to the 
weather if necessary. Talk about anything except the old 
account for the first ten minutes. 


Mental Pressure 

“By the end of ten minutes at most,” this collection expert 
says, “the mental pressure is so great on the customer that nine 
times out of ten he voluntarily brings up the old account. He 


knows why you're here, and he’s all set to resent your ‘dun- 
ning’ him; and when you don’t say anything about the old 
account, he begins mentally to squirm and he’ll bring up the 
subject himself.” 

[here is no logical reason why a person who owes you 
money should resent your asking him for it, but most people 
do, either outwardly or inwardly; so when he is goaded into 


bringing up the matter himself, you pull the sting out of the 
potential resentment. 

When the customer does bring up the old account, then is the 
time to get down to specific discussion about the account. 
Tell the customer that you need the money but that you 
realize that he has been having a little tough going himself and 
that you want to work with him in any way possible to make 
it easier to pay the old account. 


“How would you like to handie it?” is a logical question at 
this point 

That gives the customer a feeling of ease, realizing that you 
are not going to demand that he pay the full amount due at 
once. And it gives him a chance to put himself on the spot by 
permitting him to name his own terms for settlement. 

“Once a man makes a fresh promise to take care of the 
old account, at his own terms, he usually goes through with 
the arrangement,” the collection expert says. “If he fails to 
come through with his own proposal, then he has no right to 
resent anything you do therafter to get your money. He has 
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EVERYBODY'S 


a customer for 





Everybody writes on something — and 
Flo-master writes on everything! 


That’s why you'll find this “miracle” pen 
a real volume profit maker. Teachers, 
housewives, storekeepers, industrial and 
professional men, stock clerks, 

shipping clerks, gift seekers, artists — 

all can use a Flo-master. 


Flo-master writes and draws on any 
surface, even on rubber, plastic and 
cellophane. Makes clear, sharp, legible 
marks that are waterproof, smudge- 
proof and permanent. 4 different 
interchangeable felt tips with every 
pen give an amazing range of use. 





Cado Quality in the Flo-masters you 
sell means that satisfied customers 
will be coming back again and 
again for Flo-master Inks. 


Put a Flo-master display 
where it will catch 
everyone's eye, and watch 
sales go up...each one for 
a healthy $3.00 or more! 


For full information, write 
Cushman & Denison Mfg. Co., 
Dept. H-43, 153 West 23rd St., 
New York 11, N.Y. 





*a CADO product 


Flo-master 


FELT-TiP PEN 











MULTIPLY YOUR SALES 


1#’s easier to sell 


all three if it's 
Presto 


Used for Catalogs, photo albums, 
sample hooks, record albums, scrap 
beoks, swatch books, maps, etc. 


* Bright finish aluminum 
* Rustproof * Prompt delivery 















All Sizes 
from 2%” to 81/2" 
on centers. 


1” to 6” capacity. 














High Grade bright finish 
tin plate steel—all stan- 
dard sizes and capacities 
+ « « attractive boxing 
- + « smooth edges... 
long wearing. Ideal for 
binding any type of paper 







New Prongs can be easily 
inserted when old prongs wear 
out from continuous bending. 
This provides a new fastener 
with the remaining parts. 


Same high quality as our stand- 
ard fasteners. 


Write for Special Price List 09 





CHARLES LEONARD, Inc. 


MANUFACTURERS OF STATIONERY SPECIALTIES 
58-04 64th Street Maspeth 78, N. Y. 





Model 450 
Dater 






Make yours FORCE for faster sales. 
They're the finest your customers 


can buy. 
DEC 23 1963 


Handy, all-purpose dater. Date 
advances automatically when name- 
plate is pressed down. 


Small eo agg specialist. Big 





Model 450 











Model 400 


seller to nks, accounting depart- 
ments, etc. 
Write for New Selector Catalog. Q 


WM. A. FORCE 


216 NICHOLS AVENUE, BROOKLYN &, N.Y. 
OFFICES NEW YORK, CHICAGO SAN FRANCISCO and CANADA 
















made a promise, based on his own terms, and has fallen down. 
He places himself on the defensive and he knows it.” 

You may or may not be able to get payment on the old 
account during this initial visit; but that is not the important 
thing. The fact that the customer has acknowledged the old 
obligation and has himself suggested a method of payment 
is more important than a partial payment. 


Some Mail Checks 

Some customers will voluntarily mail in their checks on the 
dates due as selected by them. If they don’t, they can’t resent 
your going back to see them for the money after they have 
defaulted on the new promise. 

After the delinquent has been given every opportunity to 
pay the old account, on terms named by himself, and he still 
refuses to pay, the only course left open is legal action; but 
this collection man declares that he has had to file no more 
than one legal claim out of 20 customers more than six 
months’ delinquent. Once a man is sued for an account, he 
generally is lost forever as a customer, and suit should be the 
final resort after all other efforts have failed. 

On the other hand, the average delinquent, after his account 
is several months old, avoids your store because he is self- 
conscious in your presence, knowing that you know he is 
behind with his account. He goes elsewhere to buy, as long 
as his account is long past due with you. But the moment he 
starts paying off the old account in accordance with terms 
agreed upon, he comes back to your store to spend his money, 
because the new arrangement has cleared his conscience. 

Once all the accounts in the first group (six months and 
older) have been contacted and new payment plans have been 
worked out, go on to the next batch — three to six months 
old. Work them in the same manner. 

Then to the next group, and the next, until all delinquent 
customers have been contacted in person. 

Follow-up after arrangements for payment have been made, 
can be made by telephone or letter to save time; but when the 
delay in payment under the new program becomes pro- 
longed, it’s time for another personal call. 

This collection expert has found that it requires about 
three months to bring credit accounts back to normal, once an 
intensive program of collection is underway; and he finds that 
it is possible to keep it at normal thereafter simply by watching 
all accounts and contacting delinquents personally after any 
account is more than 60 days old. 





Electronic Data Study Released 

The American Management Association has recently pub- 
lished “Electronic Data Processing in Industry”, a 256-page 
book covering management experience with electronic data 
processing. 

The book offers information on automatic data processing 
in practice, installation of the system, what equipment is avail- 
able, and what has been accomplished by firms using the 
process. 

Also included are reports of company experience with small, 
medium and large computers, a forecast of future develop- 
ments and a glossary of programming terms. The price is 
$7.75 or $5.75 to AMA members. 





G. J. Aigner Celebrates 72nd Birthday 

On August 25 G. J. Aigner, president G. J. Aigner Com- 
pany, gave a fish dinner to a number of his friends at the 
Bohemia Cafe, Chicago. The occasion was Mr. Aigner’s 72nd 
birthday. The fish, largely northern and walleyed pike, were 
caught by Mr. Aigner near the United States-Canadian line 
northeast of Duluth. With 40 pounds of fish for 14 people 
no one went home hungry. The party was composed of friends 
in the industry and in the church which the Aigners attend. 





Gilbert Named by U.S. Rubber 


Carlton H. Gilbert has been appointed director of adver- 
tising of United States Rubber Company, succeeding Thomas 
H. Young, who retired in August after 39 years with the 
company. 

Mr. Gilbert, formerly assistant director of advertising, 
joined the company in 1934. 
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IT’S NO WONDER... ¥. IS THE LARGEST SELLER 
AMERICA'S FASTEST SELLING LINE OF SIM- IDE A] A SYSTEM FOR EVERY BUSINESS, 
PLIFIED BOOKKEEPING AND TAX RECORD BOOKS. iammae PROFESSION, HOME, FARM, AND RANCH, 


SOLD BY OVER 3,500 STATIONERS me) tS) a PREFERRED BY MORE THAN 1,000,000 USERS 


ONLY IDEAL HAS ALL THESE FEATURES 
e Each Complete in One Easy-to-keep © Shows at a glance how a business. 



















Loose Leaf Book stands at any time 
* Fite Marin inex Tobe, 2"! © Income Tax Bulletin, Social Se 
e Pen ruled and clearly printed on curity and Withholding Tax Charts 
ideal System Ledger Stock included 
ne e Depreciation Charts and Specimen © Each Book meets all Federal, State 
dar r= \\ Sheets in Each Book and Local Tax Law Requirements 


CONVENIENT SHEET CABINET 


Handsome, metal, dust-proof cabinets with ey tabbed index and 
ideal S os cietes divider sheets provide finger-tip selection of 2,000 Ideal sheets. The 
pony Reams By Mh A. most convenient and profitable sales-making units ever offered. Ask 
aaa in each book give ex- about the special dealer discount on this exceptional offer. 


amples and explanations with 

simple, eoupledetiow lncbur- FREE DISPLAY RACKS 

tions, and guides anyone, with- AND SALES HELPS 

out experience, to readily keep - 

accurate records. Ideal dealers are offered free, self-selling, 
attractive, counter displays, such as Model 
#3, shown at the left, just the size for 
our counter. Larger displays for counter, 

hoor or shelves are available. 





YEAR ROUND SALES 


RETAIL PRICES 


$2.50 $3.85 $5.85 $8.50 
Home and Personal Budget Books 75¢ & $1.50 
Liberal Discounts « Free Delivery 


— Immediate Delivery From LOS ANGELES or NEW YORK and 
Wholesale Stationers in Many Cities 


See complete ideal line at N.S.0.E.A. Convention. 
Booth 50, Conrad Hilton Hotel 
Clip coupon and mail for catalog, and select the books best suited te your trade 















(ompany & The latest Catalog of Ideal Systems, together with a circular of . 
; free Sales Helps, will be sent to you upon receipt of this coupon § 

Rarevea y wide Servies H attached to your card or letterhead. You will receive the above by § 

346 SO FLOWERST LOS ANGELES !7.CALIF = CHURCH ST. NEW YORK 6 NY g seturn mail and marked . 
g Attention of: # 








? 
Ou re Veli 


To visit us while you are attending the N.S.O.E.A. at the Conrad 
Hilton. 


We will be looking for you at Booth No. 48. 


We want you to see our famous Changepoint Products. 


PERPETUAL CALENDARS @ CHANGEPOINT PENS @ DESK SETS @ COUNTER SETS 


Telephone Diamond 3-7965 546 South Rockford 
TULSA 20, OKLAHOMA 
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HEADLINE NEWS 
IN RIBBONS & CARBONS 


Che principals of the EATON CARBON & RIBBON 
CORP. are Mr. Oscar Eaton, President and Mr. Jack Eaton, 
Production Manager. Among dealers who know their rib- 
bons and carbons best, the Eaton brothers have long been 
recognized as the nation’s preeminent production experts 
of the finest merchandise in this field. Associated with the 
Eatons are the industry’s outstanding chemists and manu- 


facturing personnel. 





This is why YOU should learn of everything newer that 
THE STORY the EATON CARBON & RIBBON CORP. offers in a line 
BEHIND THE NEWS of ribbons and carbons of preeminent quality, versatility 


and profits. 


Write today for full details and samples! 


EATON CARBON & RIBBON CORP. Manufacturers 170 Tillary Street, Brooklyn 1, N.Y. 





DORO No. 700 & No. 800 SERIES SECTIONAL BOOKCASES 
Will Intermember With Globe-Wernicke Bookcases 
—Wood-—Receding Door Style— 


See us at BOOTH 603-A, NSOEA Chicago Show 
© ECONOMY LINE 


Overall Dimension 








Item Description Height Width Depth Shipping Wt.) List Price 
157 Top 34," 33%," 11” 10 Ibs. $ 8.50 
117 Book Section 131/," 3335/4” 11” 24 Ibs. 19.20 
137 Book Section 151,“ 33%," 11%" 27 Ibs. 20.00 
747 Base, Leg Style es 333," 11” 11 Ibs. 8.50 


Finishes: Oak, Imitation Walnut, Imitation Mahogany. 


Write for Description & Prices also on our 
NATIONAL LINE CF BOOKCASES 





ale es manufacturing company 


Send for New DORO Catalog on Complete Line 
WOOD DESKS — TABLES — COSTUMERS 220 Institute Place, Chicago 10, Ill. 











wail 
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Profit Sharing Inaugurated 
County Stationers, Inc., Ventura, Calif., recently signed a 


profit sharing agreement between management, employees and 
stockholders 
The plan, formally announced at a dinner meeting, calls 


for distribution of 50 per cent of the net profits after reserves. 
B. F. Henderson, president, said this was a milestone in the 
56-year history of the Ventura firm 


Interest in Store Sold 
P. L. Bennett, president and general manager of Northern 


Stationers, Inc., Marquette, Mich., said that interests in the 
firm held by Wilfred and Mary Royea were recently purchased. 

Mr. Bennett is now associated in business with N. T. Voegt- 
line, James Parent and Arthur Nyquist. Mr. and Mrs. Royea 


are now residing in California. 


‘'Doc’’ Wilson Back after Illness 
O. M. “Doc” Wilson is back covering his territory for Mittag 
& Volger, Inc., following his recent illness of several months. 
Both “Doc” and V & M extended their thanks to customers 
for their co-operation and consideration while he was ill. 


Graduates from IBM Sales School 


James D. Wallace of Beaumont, Tex., has recently graduated 
from the typewriter sales school of the International Business 
Machines Corporation, Poughkeepsie, N. Y., and has been 
assigned to the company’s Houston branch office —JHR 


Victor Names Atlanta Manager 

John K. Hardestry has been named manager of the Atlanta, 
Ga., branch office of Victor Adding Machine Company, Mr. 
Hardesty was formerly a division manager for Victor. His 
headquarters will be 608 Peachtree St., N.E.—EEG 





INTERCHANGEABLE 
PLASTIC NAMEPLATES 


Beautiful, dignified, permanent, personalized, all Acme plastic 
name plates are interchangeable . . . can be changed instantly 
with new name inserts ... make changes to suit your require- 
ments. Illustrated are the popular models. 


No. 600, desk type, gray; 2 
No. 601, brown, size 1%" 


by 6% 


No. 602, transpar- 
ent door style name § 50 
plate, size 2” by 
10”, name on = 


background, gel 
letters. 


Ne. 603, trans- 
parent easel $300 


















type name plate 
for desk, size 
” “by 10”, 
black back- 
ground, gold 
lettering. 


No. 604, desk 
style, vertical, $ 
can be read from 400 
both sides, a .-4 


lettering. 


No. 605, wall 
style name: § 
ean be read 500 
from beth 
sides, size 
2” by 10”, 
black back- 
< ground, gold 
New name inserts can be lettering. 
ordered as required at rea- 
sonable prices. Prompt delivery .. . 


today. 


ACME PRODUCTS Co. 


406-408 North Van Buren St. ° Green Bay, Wis. 





order your requirements 
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BOSTROM MANUFACTURING CO. 


of 5D Gia py 


does Double Duty! 


Punches 
2 or 3 holes as desired 


Now, a single paper punch does a double job! 
Clix model 32 converts instantly, simply by 
snapping adjusting button. Punches 2 or 3 
holes as required. Takes sheets from 6” to 12” 
long. Gauge-marked in 1” gradations. Lists 
at $6.50. 

Order from your wholesaler 


MODEL 32... For 3-hole punch 
ing, Va" dia. spaced 41/4" on cen 
ters. For 2-hole punching, 4" dio 
spaced 234" on centers. 


NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 


WESTERN REPRESENTATIVE—HARRY HENKEL ASSOCIATES 
Western Merchandise Mart, 1355 Market St., San Francisco 





The Bostrom Chair 


THAT FOLDS 





AND 
STANDS 
ALONE 


Now! A high style contoured chair that 
folds and stands alone. Beautiful hand- 
rubbed, natural finish. American Walnut 
or White Birch. Unique 14 ga. tubular steel 
frame construction, the heavier the occu- 
pant the more rigid the chair. Non-marking 
clear plastic glides. Easy to clean and pol- 
ish. Ideal for homes, dining rooms, hotels, 
reception rooms, offices, schools, libraries, 
etc. Place your trial order today. 


NSOEA 
Convention 


See It 
Room 630A 











133 W. OREGON, MILWAUKEE, WIS. 
















About the 


“U.S 


Line 


: completeness . +» every 


It’s a dealer’s delight . . 
item from A to Z in inked ribbons and carbon 


papers... 


that give you substantial resale profits! 


of unsurpassed quality . at prices 


And as you would expect “U.S.” products 


make “repeat customers” for you! 
May we give you specific details? 
For Domestic & Export Trade 
ESTABLISHED 1895 


U. S. CARBON & RIBBON MFG. CO. Inc. 


621-623 Cherry Street 
Philadelphia 6, Penna. 

















prme 
| 10 DEAL 
. @ ON O%suzn REFILLS 


I] doz. FREE with 3 doz. 


Ill-advised Inventory 
Cuts Can be Dangerous 


by HAROLD J. ASHE 


@ ECONOMISTS AND business leaders are beginning to 
show some interest in, if not concern for, rising business in- 
ventories. This preoccupation may seep down to the indi- 
vidual retailer and, in the process, result in ill-advised reduc- 
tions by retailers already in good shape, inventory-wise. 

That is to say, an individual retailer may allow himself 
to be talked into inventory cut-backs simply because of the 
current emphasis being given to inventories. For example, it 
is now being pointed out that business inventories increased 
by $450,000,000 in one month, seasonally adjusted. However, 
retail inventories rose only $73,000,000. 

Such an increase is hardly cause for alarm. It is certainly 
not the signal for sharp cut-backs at the retail level, except 
in isolated instances and then only after careful analysis. 

Don't Be Mechanical 

With the annual inventory period at hand, it may be well 
for retailers to take something more than a mechanical tally 
of goods on hand for resale. During the taking of inventory 
or shortly thereafter, it may be time well spent to analyze 
inventory tallies to ascertain, in fact, what constitutes a well 
balanced, minimum stock essential for the merchandising needs 
of a retailer. 

Not infrequently, a retailer taking annual inventory becomes 
worried at the size of his stock expressed in dollars. A super- 
ficial comparison, using only dollar valuations, with previous 
years may only serve to increase a retailer’s concern at his 
mounting inventory. 

Here’s where perspective and calm analysis can be invalu- 
able. Since the beginning of World War II and continuing 
through the Korean War, prices have risen almost without 
interruption (subject only to partial restraints by OPA and 


Makes Old Ball Pens 
Write Like New! 








full information on dealers’ net cost. 





Write or wire us now for catalog sheet and 





Each No. 10 is packed ina tremondously improved point-of-sale display conta:ning: 
2 Red Medium Point Refills 

1 Green Medium Point Refills 

1 Brown Medium Point Refills 






30 Blue Medium Point Refills 
10 Blue Fine Point Refills 
3 Black Medium Point Refills 


1 Liquid Graphite Refills 
SPECIAL NOTE 


the market.” 


“The New Fisher 1-For-All Refill 
is EASIER to use and definitely fits 
MORE pens than ANY other refill on 


Manufactured by The FISHER PEN COMPANY 
FOREST PARK, ILLINOIS and 
SHERMAN OAKS, CALIFORNIA 





“This Ne. 10 Deal. 

is an additional step in our 
‘campaign to INCREASE the PROFITS 
of the Smaller independent Merchane 5 
and his friend . . . the WHOLESALER.” — 


“SUPPORT THIS CAMPAIGN and 
other manufacturers will follow our 
lead and help YOU obtain the 
PROFITS YOU DESERVE.” 


Fav C. -eceale 


Owner of the Fisher Pen Co. a : 
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Certified 
s Office 

s Planning 
. Service 


NEAT, SWEET 
and easy on the budget.. 


A new popularity leader in Jasper Chair Com- 






Bu Invitation Member 


pany's line of fine chairs . . . outstanding in ap- 
pearance, rugged in construction, moderate in 
price. Available with upholstered seat, cotton 
filled, or with plain hardwood seat. 





emblem of 
Buriness Character THE RIGHT CHAIR 
RICE LEADERS 
or THE WORLD AT THE RIGHT PRICE 
ASSOCIATION Chair No. 304-L 





Represents High Standing an 
Vame Product Policy 


—Sasper Chair’ 


REPRESENTATIVES: GEO. A. LITCHFIELD, SALES MGR. 


,et® cHuAIR COm 











GEORGE DEUTSCH (SOUTHWEST) R. A. BROWNE {WEST R. J. FREEMAN AND JOHN R. FREEMAN 
FIRST STATE BANK BUILDING 1527 E. 14th ST (EASTERN) .385 MADISON AVE. 
ical DENTON, TEXAS SAN LEANDRO, CALIF. NEW YORK, N. ¥ 
‘4sp, _piae” JAMES S$. FOWLS, (SOUTHERN) JACK S. DORAN (NORTHWEST) Lester W. Brown (Chicago-Midwest) 
are 327 SUNSET DRIVE, NORTH 1527 E. 14th ST. 666 LAKE SHORE DR. 
\ ST. PETERSBURG, FLORIDA SAN LEANDRO, CALIF. CHICAGO, ILL. SPACE 844 














7 Spee-D-Ada 
“Ss ») says: | a 2 


Y err Here are <> smart ways 
to make and keep customers...sell 
Dennison.Addressing Labels 

























<3. IN ROLLS. Quickest, easiest 
for one-time mailings. Labels come 
in continuous strip for convenient 
typing and attaching. 1000 labels, 
7 ae 


kind of addressing label. Type- clean, easy for typing multiple 
writer size sheets for typing and mailings. Four sheets of couponed 
duplicating. Type 33 labels with label paper collated with one-time 
One insertion in typewriter. Make carbons. Labels stay lined up until 
carbons for multiple mailings. Lint- snapped apart. 33 labels, 2' 35” x 
free; pod-free. 33 labels, 2134.6” x 15/6”, per sheet; 132 to set. 





l 
| 
I 
I 
l 
1. IN SHEETS. Most versatile | 2, IN CARBON SETS. Quick, 
I 
| 
| 
I 
| 


1”, per sheet. 
All with Dennison | Order your 
special formula gumming supply today. 
for tight adhesion | For information write... 


LS eee 
a ee 
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@ 
™“ 
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KEEPING STEP WITH MODERN BUSINESS EFFICIENCY 


VISIBLE CARD SYSTEM EQUIPMENT ii Poon 


The Latest and Best in Visible Card Systems 








® Attractive cabinets in 
standard card sizes 





Tt 
te 
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® Complete line of stands 
to match 


CCl 


r 
ne 
' 


iu 
| on 
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t 
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Biirbie 
COUULELEL 
ELE 
eEL 


Rey 


® Steel clip pocket and 
steel clip wire style 





Cabinets are of sturdy steel | 


wall construction with dis- All cabinet supplies com- | 
appearing security door and plete to cards, signals, clips, 
lock. Modern gray crinkle wires and pockets immedi- 


tone finish, or colors to suit. ately available. 


Sizes — 7-13-15-18 Tray 





— Aw 


Exclusive selling agents for Visible Systems Company 


ASSOCIATED WHOLESALE STATIONERS 


Territories open for Exclu- 
sive Franchise Dealers. 



























































OFFICE AND WAREHOUSE : 
532 SO. ALAMEDA ST., LOS ANGELES 13, CALIF. : 
Your Room Space Yhoose RE X-O-graph 
is 
CEILING HIGH for Cleaner... Quicker... Modern Fluid 
Duplicating! 
when you use 
Adjusto- ie 
Deck 
BRACKET : 
SHELVING 
luti ¥ @ Fast, accurate copies of all kinds of work! 
Revo unonary @ Announcements, letters, office forms! 
New & Better @ Up to FIVE colors from one Master, one run! 
Will carry tremendous ~ “~~ @ Postcards to 9”x14” size . . . tissue to card 
loads stock! Ww 
. S MODELS - 
@ Automatic paper centering! 

Expands storage space upward 2-sided bracket shelving adjusts to "7 ap , from w 
rin wraad held of ceiling & hoor without bolting or threading of pipe. @ Precision-built, trouble-free! ss 
Costs 30% less than steel shelving. Saves on freight rates. Standard pipe $98.50 to 
& plywood may be bought locally to suit needs. Depths 26” to 96”. Widths 
48” to 96”. 

Without shelving, ADJUSTO-DECK also makes perfect Hanging Racks DEALERS: Choice areas open for $878 

Write Today for Full Information steady profits on equipment and supplies! (Plus tax 
WALTER HAERTEL CO. FOB Milwaukee) 
2840 FOURTH AVENUE, SOUTH R E X-O-graph, tne. 7842 W. Hicks 
MINNEAPOLIS 8, MINN. , Milwevkee 14, Wis. 
—_ aaa 
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OPS). S price rises have had their full impact on inven 


tories expressed only in dollar values. Here, for comparative 


purposes, numerical units would be far more valuable. 
Trade Going Up 

In addition, retail trade has doubled and tripled and quad- 
rupled over these same years. As volume has increased, in 
ventories perforce had to follow, if not precede, these in 
creases. Some retailers have just not been quite able to adapt 
themselves to the realities of this situation. 

While merchandising in the present, and trying to pierce 
an opaque future, in moments of misgivings retailers look 
back over their shoulder to the past with its lower volume, 
niggling profits and smaller inventories. 

So, while fighting to keep up volume and hang on to profits, 
retailers too often view inventory reduction as a cureall for the 
nagging problems of the moment. Provided only inventories 
are not distorted and unmanageable, inventory reduction will 
solve little. It may bring in its wake an entirely new set of 
problems, making the hoped for cure worse than the malady. 

Can Be Contagious 

Talked into reducing inventory because, at the moment, 

it is ON many tongues, a retailer may succeed only in cutting 


the point where he drives trade elsewhere. Inven- 
tory reduction can be contagious. It needs guarding against 


f 


lest a retailer reduce himself out of business. 


his stock to 


Retail inventories, expressed in dollars, have been increased 
in recent years by several circumstances: 

(1) increased volume 

(2) increased prices 

(3) over! Duying. 

In analyzing his inventory, a retailer should reduce it, and 
cut down on re-orders primarily on the basis of the third 
point. If his inventory, dollar-wise, is high principally because 
of points one and two, there may be little room for materially 


oaring his inventory. 
f ; 
In any over-all scheme to reduce inventory and keep it 


contracted, a retailer should consider the terminal results. If 
inventory is already in good shape and in line with the needs 
of his store, further reduction of inventory may contract his 





Quality wood office furniture 


by 
WORDEN of HOLLAND 





3060 
58” x 32” 


Whether it is our upholstered line or ovr wood office desk 
line. WORDEN furniture is made of selected materials, so that 
when the article is sold it is worthy of your good name and 


representation. 


for particulars or literature, write 


the WORDEN company 


HOLLAND MICHIGAN 
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for OFFICE, HOME and UTILITY USE— 
X-actoO KNIvEs 






#62 X-acto Vizi-Dome 
Knife Set — $2.50 


















Stationery dealers displaying X-acto knives and 
blades show increased sales. Surgically-keen refill 
blades mean repeat business and consumer satisfac- 
tion. Use smart, space saving X-acto merchandisers 
to sell for you. Write for complete free catalog. 





48-41G Van Dam St. Long Island City 1, New York 














ONLY 


The ‘‘Precise’’ TRIMMING BOARD Has 
All These Wanted Selling Features 


@ Patented Finger Tip Controlled Paper Guide 
@ Finest Steel Blades, Carefully Ground 

@ Two White Scales on Black Background 

@ Only Finest Seasoned Hardwood Used 

@ Every Board Completely Guaranteed 


You offer the finest in the New “Precise” Trimming 
Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide locks and releases with a finger 


flick, 2 white scales on black 
background speed accuracy and 
measuring time. Models 5, 6 & 

have special safety spring. 
The “Precise” is a steady seller 
wherever displayed. 


Order Your Needs Today! 


AMERICAN PHOTO LABORATORIES 
Dept. A, 28 N. Loomis Street, Chicago 7, Ill. 


5 POPULAR SIZES 
. I—10.”"—Blade 
. 4—121,"—Blede 


. 6—18,"—Blade 
. T—24'/_"—Blade 


5—15'/."—Blade 
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America's Fastest Selling Line of 
FOLDING TABLES 







‘QUALITY 
) SERVICE 
| FEATURES 


OFFERS 


Now .. . folding tables that 
combine style, comfort and 
dependability. Value packed 
with all these selling fea- 
tures: safe positive leg lock 
. reinforced sealed tops 
. . chip-proof plastic mold- 
ings . . . legs guaranteed 5 
years. Tables set up easily, 
give more comfortable seat- 
ing in use, and stack com- 
pactly for storage. 


THE MOST COMPLETE LINE 
Sell the Line that Lets You Quote on 
EVERY Table Need 

Pedestal and straight-leg tables . 
round, half-round and square tables 
. . folding benches . . . there’s a 
Midwest table for every type and size 
of installation. Build extra sales and 
profits with Midwest’s Caddy Line of 
chair and table handling equipment. 
WRITE NOW for complete literature and dealer dis- 
count price lists. Midwest Folding Prod- 
ucts are sold only by Factory Authorized Dealers. 


FOLDING PRODUCTS 


¥ Dept. 5510 
Roselle, Illinois 


HANDY “GLIDEX" 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year 'Round 











Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel, Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 

WRITE FOR ILLUSTRATED LITERATURE AND DEALER'S PRICES 


Yl A 
ON «hy / xs 
VININ|P 


GUDEX MODEL Ne 200 


GLIDEX CORP. Ta. 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 





margins sharply. He may be obliged to buy from hand-to- 
mouth and waive certain discounts which presently determine 
his margins. Hand-to-mouth buying may increase shipping 
charges per unit, further cutting margins. A margin cut, how- 
ever slight, comes off of net profit entirely. 

May Solve Nothing 

Even if volume slips a few percentage points, inventory re- 
duction, per se, may solve nothing. To reduce inventory solely 
for this reason may serve the laudable purpose of maintaining 
the stock turn ratio at the old figure — at least for a time. 
But, this may be accomplished at the expense of lost sales 
because of lack of rounded stock. It may also result in per- 
manently lost customers dissatisfied with skeleton stocks. This 
will bring about a chain reaction, further depressing slipping 
volume. 

While fast stock turnover is desirable it is not an end in 
itself but only a means to an end increased profits. How- 
ever, no merchant has yet been able to figure out how to 
make a profit on merchandise he doesn’t have. The slowest 
possible turnover attainable is that on an item of merchandise 
that is not in stock. 

Regardless of all-inclusive statistics concerning business in- 
ventories nationally and by categories, the final test must be 
applied at the retail unit level. 

It is a wise retailer who insists on determining for himself, 
and in the light of his own merchandising needs, what con- 
stitutes a normal, safe inventory adequate to serve his trade. 
He should refuse to be unduly influenced by the possibly sad 
plight of others who have overstocked and who, in some in 
stances, have indulged in inventory speculation. 





Smiths Return to San Antonio 

Mr. and Mrs. J. Andrew Smith, J. Andrew Smith Office 
Furniture Company, San Antonio, Tex., climaxed a vacation 
trip to the Northwest with a boat ride from Seattle to Victoria, 
British, Columbia.—JHR 
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CARD CADDY 


New— 
and needed 
by everyone 


A profitable 
toe ~0e “impulse-buy" 
Every home and office is a prospect for a CARD CADDY 

. ends desk drawer clutter . . . . files those important 


=~ \ 
— . . . 
business cards for easy reference. Precision-made of high 
impact-strength silver-grey plastic, CARD CADDY is an at 
tractive desk accessory. Handsome silver-grey case blends 


J 4/” with any decor. Popular gift item — sells on sight. A per 
/ fect “‘door-opener’’ for your salesmen. 


RETAIL PRICES 35O Ppp ope 


CHECK THESE FEATURES: 
© Handsome high impact. © Hidden rubber legs 
GD 


strength silver-grey protect desk surfaces 
plastic case © Outside Dimensions: 

© Satin-smooth finish with 4.3/4" wide, 3-1/8" 
rounded corners deep, 9-1/2°° long 

© Aluminum drawer for © 1000 card capacity! 
easy, smooth action @ Individual carton— 

© One-piece plastic follower packed 12 to a case 
block, with quick-set and © Prompt delivery— 
release—holds cards erect satisfaction guaranteed 

SOLD THROUGH DEALERS ONLY 


<—=<>LA JOLLA INDUSTRIES, INC. 
4606-16 Santa Fe Street, San Diego 9, California 
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For The Teacher 





Rs .. America’s Fastest-Selling Line Of 
BUSINESS AND STUDENT CASES 


You'll guarantee a bigger share of profitable Christ- 
== mas gift business for your store if your plans in- 
o clude a TUFIDE gift promotion. Because TUFIDE 
business and student cases are known and demanded 
by more people . . . because TUFIDE out-seNs 
any other brand, by far . . . because TUFIDE out- 
promotes and out-merchandises all other brands 
with consistent, hard-hitting advertising in America’s 
leading national magazines . . . you owe it to your 
store, and to yourself, to stock and feature TUFIDE! 





9 


For The Boss 


ae)f Three-Way 
. Zipper Envelope 
For The 


Executiv e 


. « « FOR FIVE FULL YEARS! 


Cay) 

\we , Only TUFIDE has this 

decries amazing sales producing guarantee. That's why 
ae more and more customers ask for TUFIDE, by 


name! Amazing TUFIDE looks like leather .. . 
feels like leather . . . yet outwears leather 5 to 1, 
and costs far less. We have a $1,000,000 inventory 
—a complete selection of smartly styled TUFIDE 
business and student cases ready for immediate 
shipment, to help you make this the most profitable 
Christmas you ever had. Place your order today! 


For The Sclesmen 


This gift-selling TUFIDE 
photograph is available in gn 
mat form in several sizes a 


for use in your own local 
advertising 








Products 


1401 W. Jackson Bivd., Chicago 7, Ill. 


NATIONALLY 
ADVERTISED IN: 
-f This Week * Saturday Evening Post 
Newsweek °* Business Week 
U. S$. News & World Report 
Sales Management 
Rough Notes 












See The STEBCO Exhibit at National Stationery & ¢ & Office Equipment Show Room 556... Conrad Hilton Hotel, Chicago . . . October 1-5 





ON THE BEST SELLER LIST . 


0 e 6800 Series 
@ Because their sim- 
ple, handsome de- 
sign goes perfectly 
with today’s popu- 
lar desks 


@ Because they offer 
lifetime rugged 
construction 






@ Because they're 
priced to sell 


FEATURES: 


Solid Walnut 


fj 


6810 


Leather or elastic 
Naugahyde upholstery 


Arms padded to 
prevent desk marring 





Brass sleeves on 
armchair posts prevent 


Qur BA st Year, scuffing, add beauty. 
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Spins itself clean! 


the oe. “S§PIN-TOP” ash tray 


NO. 587,737 Whisks away ashes 
ei Sor and stubs at a 


touch of your finger. 
Xmas Gift 


in ae 








NO DIRT 
NO DUST 
NO SMOKE 
NO SMELL 





Available in bronze, chrome, brass, saddle stitched pigskin, wood, and 
a choice of decorator colors. To retail from $3.95 up to $12.50. 
Visit us at Booth 336W-N.S.O.E.A. Exhibit 


For Complete New Catalog, Write To: 


AU0” aed PRODUCTS, INC. 


DEPT. 6-O. 
111 PIONEER ST. * BROOKLYN 31, N. Y. 


DOO OO™ 


SINCE 1932) 


ooo oo ee ee ese 
or ree re eee 





> 
































Neiman Stee! Equipment Co., inc. 
BALFOUR & VENANGO STS.,PHILA. 34, PA. 
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Increase Your SALES . . = 


SLADLLOF= 
SPONGE RUBBER 
STAMP PADS 





THE ONLY ALL-PURPOSE 
STAMP PAD LINE! 


There’s a SPEED-MO stamp pad and ink for every office or 
industrial stamping problem your customers may have. Speed-Mo 
is the only complete line of stamp pads on the market — and 
that means multiple sales for Speed-Mo dealers. You need carry 
only the common pads. Prompt shipment made on special pads 
(up to 20’’ x 36’’). 

All Speed-Mo stamp pads are of specially treated, odorless 
sponge rubber. Clear impressions guaranteed. Re-inking is neat 
and simple — you just brush the ink on Speed-Mo pads. 


LIBERAL DEALER DISCOUNTS 


Write for folder showing over 35 stock items 


RIVET-O MANUFACTURING CO. 








50 FEDERAL ST., ORANGE, MASSACHUSETTS 


In Canada, for complete information write: 


Bossence & Co., 399 Main St., West, Hamilton, Ontario 





Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


INC. 
New York, N. Y. 


NOESTING PIN TICKET CO., 


728 E. 136th Street, 


OA-10/55 























Selecting a New 


Sales Territory 
xy STUART COVINGTON 


} 


@ SOONER OR LATER almost every office equipment 


dealer is going to consider expanding his sales territory. His 
decision 1 be the result of an overall decrease in sales, a 
slump one particular area of his territory or merely an 
effort to enlarge his operations and boost his earnings. 

Wher nally decides to take in new territory, to gamble 
the cost of an additional salesman in an untried region — 
or of forsaking a proven territory for one without a sales 
chart Ss going to be confronted with many problems 
in choosing the proper location. 

Major manufacturers employ a wide variety of complex 
techniques for analyzing potential new territories. Some of 
these would prove profitable for the office appliance retailer, 
while others would be impractical due to the time and/or 
expense Il volved 

Business Census. One of the most important factors to con- 
sider, of course, is the number of prospective customers in a 
particular area, the number of firms and individuals having 
need for office supplies. The value of a certain area obviously 
depends not upon the number of such possible customers, but 
the size of the firms, the size of their office force and their 
anticipated volume for the immediate future. If firms in the 
area under consideration are anticipating cutbacks in production 
or curtailment of branch operations, they are liable to be left 
with a considerable surplus of office supplies on hand and 
certain reduce their office supply purchases in the future. 


A Key Factor 

Competition. The life of trade though it may be, competi- 
tion is a key factor to consider when studying new territory. 
Although it is perfectly possible to move into a territory 
where competition abounds and build a thriving business, the 





The Business Game goes smoothly 
when moves are signalled by 


\, Graffco 










u-V ise 


MNS 3ECTING 
SIGNAL 


“ny erticol 


for Records 







Lie a, . 





In regular 100-Pack. And in handy 
20-Pack Display Cartons. 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 


OA—10/55 


Brief Case 


U.S. Pat. D-175,389 











STYLE #71 
Man-sized 16%x12”. 
Exclusive design. Expertly made of 
Vinylite, welded seams, with our famous 
Flexi-Grip zipper—legal-size file folder in- 
serted. Asst'd brown, tan, black, navy, un- 
less specified. Retail price $1.50 each. 







STYLE £70 Same high quality, simpler de , sized 
Ot 14 =x 11”. Letter head size file folder inserted, brown, 
tan, black. To retail at $1.20 each. 


CAN BE IMPRINTED 


Catalogue of 28 fast-selling specialties 
available. Call your jobber, or write: 


ANGLER’S PRODUCTS CO. 
Flushing 58 N. Y 








ly rary DSS, Engineered 


Steel Equipment to YOUR requirements 














finest snce 1936 


Rernarnd Franklin Ca. ine. 
3100 E. HEDLEY ST., PHILADELPHIA 37, PA. 


PHONE JEfferson 3-4500 
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[J cplttedfidbles 


NEW Catalog shows 


way to New Profits- 


© INSTANT 
© AUTOMATIC 
© ADJUSTABLE 
CHAIRS 
STOOLS \ 
and STANDS! 


No competition when you offer DEPENDABLE's chairs, 
stools and stands to offices, institutions, factories and 








schools. Proof is in our new catalog. Let us rush the new 
DEPENDABLE catalog to you. At no obligation learn 
how new profits are yours when you offer the INSTANT, 
AUTOMATIC, ADJUSTABLE feature built into Depend- 
able's stools, chairs and stands. Colorfully illustrated 
catalog tells complete profit story. Write today. Address: 


DEPENDABLE MANUFACTURING Company 


New Factory at Bellevue, Nebraska 





























because of its 
exclusive features 
and handsome styling 


ADVERTISED 
TO MILLIONS 


DEALERS: WRITE TODAY 
for Dealer's “77” Sheet, 


giving prices and discounts 





F-19 








MARSH CO., 33 MARSH BLDG., BELLEVILLE, ILL, U.S. A 
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greater the competition, the greater difficulty we will have in 
obtaining profitable customers there. 

Another point to consider here is that when you begin 
“treading on the toes” of a firm that has hitherto not been 
your competitor, the firm may decide to place a salesman in 
some of your old territory in retaliation. Furthermore, where 
keep competition exists, price-cutting is an ever-present threat 
and may make the territory unprofitable even should a large 
volume of business be developed. 

Territory’s Future. Pumpkin Center and vicinity may be a 
thriving section today, but what is the nucleus of its pros- 
perity? 

Are its industries and agriculture stable and well-established, 
or are they beginning a gradual descent from a previous peak? 

Are additional industries in the offing? 

Has the area’s population increased or decreased in the 
past 10 years? 

Will contemplated projects in the vicinity affect the area 
economically? For example, will a new highway under con- 
struction by-pass one or more towns in the territory you are 
considering, with the possibility that they will “dry up” as 
a result? 

Is The Area Dependent Upon A Single Industry? An area 
having its stake in a single industry is scarcely a good object 
of expansion. Hard times, technological advances or a decision 
of the industry’s management to move operations may cause 
a shutdown of the industry and strike a virtual death blow 
to the area’s economy. 

Need Industry Variety 

Even if the industry remains, prolonged labor disputes, a 
fire or similar cause can seriously affect business in the area 
for an indefinite period. Select, instead, an area with diver- 
sified industries, or (if only one town is being considered) a 
community which is a trade center rather than the result of a 
particular industry. 

Are Merchants Progressive? Businessmen who are alert, “in 
tune with the times” and constantly striving to improve their 
service to customers are good prospects because they are 
almost sure to prosper, will be able to better withstand out- 
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An dl ‘‘MINI-SPACE”’ 

FOLDING TABLES 
Sturdy, dependable, finest materials. Self-locking steel 
legs in aluminum-like finish, stainless steel mouldings, 2" 
wood rim for added strength. Fold to 3" height for 
stacking. 


AS LITTLE AS $39.90 FOR A 96" x 30’ TABLE! 


No. 830F *(illust.) 96” long, 30” wide, 30” high. Genuine Formica 
Cap. Led, CGE 2 ccccccccccccvccccccecseececesccccces $65 
No. 830M. Same as above, with Masonite Presdwood top. 


OO 2 oc'cck SuaSEE AEM 40s 6 ab eee be eereneeeeean $39.90 
No. 836F. 96” long, 36” wide, 30” high, genuine Formica top. 

DE! .cscuseutd SORE Radi nee hess oth pecessen ene ead $75.00 
No. 836M. Same, Masonite Presdwood top. List ...........-- $47.90 


Write for prices on other stock sizes—special sizes to order. 
SEND FOR OUR NEW CATALOG NO. 16—JUST OUT 
WE SELL THROUGH DEALERS ONLY 


Tables, Chairs, Lecterns, Lounges, Costumers 
and other Profit-Makers for Dealers. 


4 
JPT7CL MANUFACTURING CO., INC. 


EVANSVILLE, IND. 





13 VINE STREET ° 
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~ Because the nation’s time and 
i> 4 iF motion experts have chosen 
Pres-To-Line as the ONLY copyholder 
: meeting the exacting demands 
A . of modern business, the list of corporations 
mericas using this amazingly functional machine 


reads like a Who's Who of American industry. 


jaakes-yi ecbah eave! Pres-To-Line is nationally advertised 
directly to YOUR market, 


Ce py h '@) ] rel ey ~ acquainting YOUR customers with 
the SELLING FACTORS that make 
Pres-To-Line the finest and most 
wanted copyholder in the world today. 


yy PRES-TO-LINE DESK STABILIZER 

World's finest desk stabilizer... 

7 releases instantly with a touch 

re of the fingertip...a fast-selling 

a So item that is becoming a “must” 

bigger profits with typists all over the country. 

Reduces typing errors by elimi- 

t d d nating wobble and _ vibration. 
- Sturdy, all-metal construction... 

standaar equip smooth streamlined finish, mar- 
proof rubber top bumper and 

ment for more ‘ floor base. Retails at only $4.95. 


than 2500 of petra fo act ae 


: , 4 2339 Cotner Avenue, Los Angeles 64, Calif. 
America Ss larg- a Please send me catalog of complete line of 


Please s 
3") dole) ¢ ele ¢-heley at res-to-Line products 


as well as innumerable 


Government agencies Address 


Name Title 


City Zone __ State 


oy ae 











STEEL EQUIPMENT Coe ee INC. 
PHILADELPHIA 48 _ _ PENNSYI 
r See Us 


at booth 


230 
N.S.O.E.A. 


SS 
FIDELITY STEEL EQUIPMENT CO.. INC 
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.° FAULTLES, a 
METER READER 







In Constant Demand ~»* 
by Public Utilities! %, 





© Easy operating mechanism 


operation — positive locking — lightweight 
® Extremely durable ' ' ali, z 


— compact size and many more features, 


. ; i . . ° 
Patented FAULTLESS Meter Maximum security for records all designed especially for companies hav- 
Binder Metal with expanding ss i “i : 

: _ . yt s re x yt 2S 
center post. Easy operating Thoroughly tested by leading power com- ing records requiring protection on routes. 
mechanism with positive lock- 3 *y a celia Tie ak < . 
ing (not a thong binder). panies, FAULTLESS Meter Reader Here’s a real opportunity for new sales. 
Siilien Aeches toratehed seo- Binders are recognized as the finest for Your power companies too, will want the 
rately. Provide a perfectly quality, ease of handling and security. No better features and the extra security of 
flat writing surface. Most ‘ — k hey 
essential to easy posting. other binder offers so many outstanding the FAULTLESS Meter Reader Binder. 


advantages. Rugged construction — easy It’s bound to get the order for you! 


STATIONERS LOOSE LEAF CO, 


Milwaukee 1, 524 N. Broadway 
New York 3, 114-116 E. 13th Street 





a new HIGH 


IN “HIGH” SEATING! 


AGAIN, FRITZ-CROSS presents a pace- 
setting new design, this time in a “high chair’ 
with a single-strut, flex-steel back. It offers 
more in good looks, more in durability, and 


much more in real working comfort. 


Fast-selling features include a big, man-sized cushioned- 
seat, instant adjustability, silent casters, a full range of 
modern finishes & upholstery. Priced right, too! 


RESERVE your copy NOW of the new 1956 Fritz-Cross 
“Correct Seating’ Catalog. 


THE FRITZ-CROSS COMPANY 
300 E. FOURTH ST. ST.PAUL 1, MINN. 
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npetition and will thus have greater office supply 
needs 

Customers of this type are more likely to stay in business 
and offer more stable source of income from the new 
rms are more apt to expand and become still 
Progressive, far-sighted businessmen are 
recognize the value of improved, up-to-date office 
supplies and fixtures. 

How Stable Financially Is The Area? If the crash of 1929 
were repeated, how would businessmen in the area fare? 


area. Sucl 
better customers 


quicker 


Would depression force many of them into bankruptcy 
or have majority a sufficient cash reserve to tide them 
over a difficult period of considerable duration? 

Are tl rea’s industries likely to be immediately affected 
by a recession or are they of the type which will survive 
because of nature of their products? 

Inquiries Needed 

Information concerning a firm’s financial condition is fre- 
quently difficult to obtain, but a few discreet inquiries will 
frequently produce sufficient clues to diagnose fairly accurately 
the financ health of an area’s businesses. If inquiry discloses 


that prospective customers are ill-equipped to weather a finan- 
cial storm, it will be advisable to search elsewhere for new 
sales outlet 

How Are Other Suppliers in the Area Faring? A check with 
manufact serving the area will provide valuable clues 


to its sales potentialities. 

If a number of manufacturers have lucrative accounts in 
the area, the chances of your salesman obtaining similarly 
profitable business is increased. On the other hand, if the 
majority of the manufacturers contacted report poor sales in 
the area will be good business to pass it up as a sales 


objective 

Is Additional Competition Likely? If there are several 
other large office supply dealers near the area you are con- 
sidering who do not currently serve it, there is a strong like- 
lihood that one or more of them will eventually place a sales- 
man there and further divide the business available. In such 


HANSON 
Desk Post-Office Scale 

















Model 1562 


A new idea in postal scales that is particularly useful and 
ornamental for small offices or in the home. Hinged base 
holds a stamp roll, loose stamps, clips, etc. 

Exact postage indicated by weight on the dial for air mail, 
first class, and fourth class, Light grey plastic body with 
black base and platform makes this scale very attractive. 
Capacity 8 oz. by 4 oz. Packed in smart gift shipping carton, 


Weight packed — Case of 6 — 8 pounds. Retail $4.95 
Order from your supply house 


HANSON SCALE CO. (est. 1888) Northbrook, Illinois | 


@ Passed all Underwriters 


@ Available in Letter and 


@ Available with Under- 


On display in 
NEW YORK 


CHICAGO 


HOUSTON 
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Safe in Fire 






File Cabinet 


Laboratories test. 


Legal sizes, 2-3-4 drawer 
models. 


writers’ C or D Label. 


The Arthur Gordon Co 
Associated 


Elmer Krumwiede and 
Associates 


John H. Klein and \ y 


MURPHY 
MANUFACTURING CO. 


A SUBSIDIARY OF THE MURPHY ELEVATOR CO 








128 £. MAIN ST. 
LOUISVILLE 2, KY. 











al 


TY— A oy advantages: 
QU ALI ese reaps be of sitesi 





a . . \s aval of 
: Smith Signa nge yeces 
se stronget> last lo made a = have 
are - S nals are factor: ja A 
th Proyectins ee other long-life d stock. Recores 
Smit steel. a” cat 


nal rempere t bend away trom 


er gmp 
att nat: l Available le S*: fone 
widths; choice of 12 plain 
colors, or imprinted alpha- 
betically, by numbers, 
states, months, or to fit 
special needs. 


won 
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Get profit-making infor- 
mation on Smith Pro- 
jecting Signals and other 
Smith Signals by writing 


CHARLES C. SMITH, INC. 


Exeter, Nebraska 
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NEW DELUXE All Metal —ADyUsTqByE_ 
TYPEWRITING TABLE 


ry 











For Schools & 
Business 


Designed to 
improve Typing 
Efficiency with 
Less Fatigue 





Constructed for manual & electric typewriter 
Typewriting bed cradled in rubber 

Very quiet with minimum vibration & drumming 
Patented Adjustable screw for elevation 
Adjustable legs for leveling to floor 

Shipped K.D, in corrugated carton 5” x 30” x 36” 
Freight allowance 


SEMCO SALES 


PINELLAS INT. AIRPORT ST. PETERSBURG, FLORIDA 
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ACCO?t 


\ Acco advertising has again been 
expanded for 1955. More than 
5,000,000 advertisements in ten 
top business magazines are telling 
your best prospects to ask you 
about Acco Products. 





Clearing House 


Here’s your chance to take ad- 
\ vantage of the help Acco is giving 
| you to build your sales. YOU 
know Acco now let your cus- 
tomers know you sell Acco. Fea- 
ture Acco products all year round 
and watch the repeat orders roll 
in. 








ACCO PRODUCTS, Inc. 


OGDENSBURG, NEW YORK 


In Canada: Acco Canadian Co., Ltd., Toronto 






an event the amount of business obtainable may become too 
limited to make the area profitable. 

It will pay you to carefully canvass the surrounding area 
for possible additional competitors. 

Advertising Media. Periodically, you may wish to advertise 
your firm or the products it sells. The variety of advertising 
media available in the territory under consideration, their ef- 
fectiveness and the rates charged can strongly influence the 
results of sales campaigns which you may launch. 

Have Others Failed There? The fact that another stationery 
store failed in a particular locality is no sure indication that 
its exploitation by a good salesman cannot pay dividends, 
but the store’s fate should certainly be weighed with the lo- 
cality’s other disadvantages against its assets. 

Transportation Facilities. Unless you operate your own de- 
livery service, the new territory should have direct daily truck 
and mail routes to the city where you are located so that 
24-hour service can be given on orders when necessary. 

Towns where shipments must be transferred en route are 
of the avoidable variety, because there will be greater transit 
time, additional opportunity for damaging loss. This is par- 
ticularly important if you are competing with a local store. 





Stationery Store Opens in Port Neches 

The Nelson Company, new book, stationery and specialty 
shop, has recently been opened by Mrs. Loretta Nelson at 
1126 Port Neches Ave. in Port Neches, Tex.—JHR 
Sanford-Hall Opens New Store 

Sanford-Hall, Jacksonville, Fla., recently celebrated with a 
formal opening of its new store at 235 West Duval St., in the 
Independent Life Building —EEG 





Office Furniture Display Opened 

Loftin’s Business Forms Company, 816 S. Central Ave.. 
Phoenix, Ariz., recently opened a new office furniture sales 
and display store at 1324 N. Central.—EEG 








A Ring Binder of elegance and beauty 
yet sturdy and durable. The Vinyl plastic 
is heat-sealed over heavy boards. Double 
booster metal with opening 
and closing feature. 

Colors: Red, green, brown, 
black or blue. 





MP-1311 11” x 8%”—3 ring pesaif 
MP-1310 10%” x 8”—2 ring 
MP-1309 912” x 6”—3 ring $] 50 








MAJESTIC STATIONERY CO. 
260 NORTH THIRD STREET @ PHILA. 6, PA 
"A sve) (ct toh Metal ba ome lal-mo-l ic Lilelal-1a am faele l= 
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N () W Sell more postal scales with NEW 
) WV PELOUZE SALES HELPS FREE 


Only Pelouze helps you merchdndise, display and sell 
Postal Scales. A complete lineup of ideas for selling the 
Two-Scale” office idea . . . for stimulating “impulse” buying 
for making more sales and more money on your 
postal scales. All yours only from Pelouze! 


Room No. 509-A 


N.S.0.E.A. SHOW 
Conrad Hilton Hotel, Chicago 
Oct. 1-5 





@ 3 colorful, eye-catching displays, like these, 
that take up no extra space, yet make extra sales. 
ideal for counters or window. Available for use 
with Pelouze “‘N” Line, “Y” Line and “Z” Line 
Scales. 


a Now! 1-lb. Princess Scales mounted on color- 
ful counter card that does its own selling. Requires 
very little space, yet stimulates “impulse” buying. 
The ideal way to merchandise and sell dozens of 
extra scales! 


PELOUZE MANUFACTURING COMPANY, 1218 CHICAGO AVE., EVANSTON, ILL. 


@ Display package 
for “Y” line 

scales. Colorful, 
attractive. Ideal for 
helping create 
attractive windows 

















World's Smallest Adding Machine 


SUT 


VISIBLE ADDING DIALS 
9 COLUMN CAPACITY 


SWIFT ADDING MACHINE 


SWIFT BUSINESS MACHINES CORP. Great Barrington, Massachuset 
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MULTILITH & DAVIDSON USERS! 
; ACHE. 
PTT IIE! a 
PLATE COSTS 


50% 


with your own nuArc lamp 
and printer combination! 















IDEAL FOR PLATES 
13’x 18 OVERALL SIZE 


You can slash plate costs and increase 
your profits today! Make your own qual- 
ity plates economically with the nuArc 
arc lamp and printing frame combination. 

Space-saving, efficient unit is easy to use. 
Perfect for small shops and offices with Mul- 
tilith, Davidson, or various other reproduc- 
tion equipment. 

Three models to suit your needs. For com- 
plete details, write now for Bulletin #300A. 


824 S. West Ave. 
<{> Company, Inc. Chicos 12 inet 








CATALOG CASES 


ZIPPER RING BINDERS 
BRIEF BAGS——PORTFOLIOS 


(that also may be used as Week-End Bags) 


Priced to Assure Good Dealer Profits 


A Quality line, smartly designed for School, Business and Pro- 
fessional Use. Ideal for Xmas Gifts that any man will appreciate. 







No. 804 
Sample Case 







WRITE FOR 
ILLUSTRATED 
CATALOG showing 
our complete fine. 


CHICAGO SADDLERY co. 


105 SO. JEFFERSON ST. CHICAGO 6, ILL. 











PROFIT most compuere Line 
WOOD AND 


METAL BASE 
CUTTING BOARDS 


The Most Versatile 
Cutting Boards 
Ever Designed! 





A host of new features—never before available in cut- 
ting boards—makes the Premier Line a must for YOU! 
Ideal for use in office, plant, art dept., shipping, pro- 
duction, sample dept.—wherever materials from feath- 
ers to light metal must be cut quickly and accurately 
the Premier Line will bring you immediate new profits. 


CHECK THESE FEATURES! 


@ Automatic Paper Clamping Device Keeps Material in 
Position 

Rugged, All-Metal Construction 

Hollow Ground, Self-Sharpening Blade 

Permanently, Accurately Scored Half Inch Squares 
Automatic Guard Rail — Completely Accident Proof 


. 334 N. BELL AVENUE 
Photo Materials CHICAGO 12, ILLINOIS 
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A REAL MONEY-MAKER! 


15-drawer 4" x 6" complete with pockets. Reconditioned 
by Nathan craftsmen, they're unconditionally guaranteed. 


Phone or write for our amazingly 
low prices to dealers. 


Nationwide volume permits us to offer all sizes and types 


of visible equipment at similar savings . . . Acme, Globe- 


Wernicke, many other makes. 


chas. s. nathan, inc. 


Dept. O-8 546 Broadway, New York 12, N.Y. 
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Salesmen Are Paid 


to Handle ‘Hostile’ Buyers 


hy EDMUND MOTTERSHEAD 
Mottershead Associates 
[he Twentieth Century is much publicized as the age of the 


technician, the specialist, the professional. In is known as an 
age of scientific research, of robot brains, of atomic energy. 
Life has become such a complex, intricate, and yet delicate 
pattern of factors beyond the control of the average man, that 
we have come to rely with an almost religious fervor upon the 
specialist with a “formula.” 

Yet at a time when a “magic formula” is propounded by the 
technician in every field, we are confronted with our greatest 
need for ordinary common sense. Robert Maynard Hutchins, 
former Chancellor of the University of Chicago and now co- 
chairman of the Ford Foundation, recently stated that unless 
we are able to Christianize and humanize our thinking and 


our institutions, our civilization faces catastrophe. 

In the midst of these formidable circumstances, you, like 
hundreds of thousands of other salesmen, are faced with what 
seems to be an unheroic task — that of making a living. The 
fact that the socially creative masters of professional selling 
have brought about most of the material advances of our 
modern culture is frequently lost in the day to day business of 
finding more prospects and getting more orders. 

As a professional stationary salesman you have through the 
years of your selling career tried to improve your technique so 
that you might perform a socially useful job more effectively 
and at the same time more profitably to yourself. The witch 
doctors and medicine men of the profession have bombarded 
you with “pep talks,” “letters from the president,” “character 
the mental laws of the sale,” “phrenology,” “steps 
to success,” “shortcuts to long profits,” and “magic formulas” 
for nearly everything having to do with salesmanship. 

Unfortunately, there are no “magic formulas” for success. 


analyses,” 


Your surest 


protection against 
price-cutting is this 
distinctive line of 
quality products 


... exclusively 


yours.* 





Write today for information on member- 


* ship, or visit us at BOOTH 81 in Chicago. 
STATIONERS’ GUILD OF AMERICA 


1421 Chestnut Street, Philadelphia 2, Pa. 








COMPLETE 
800 SERIES 
CHAIRS 


Warehouse stock 
for immediate 
delivery 


No. 825 “The Secretarial’ 
Seat: 16/4." x 14", Foam 
rubber cushion. Back: 14" 
x 8", Posture Curved, Fel- 
tex Padded. Base: Alumi- 
num 22" — 2" Ball Bearing 
Casters. Grey frame — 
Upholstery: Green — Wine 
— Brown — Grey. 





No. 825 
CHECK THESE VALUE FEATURES: 


@ Steel Seat and Back @ Square Steel Tube Frame 

@ Seat Saddie Contour Formed @ Positive “Spring Back"’ 

® Foam Latex Cushion Adjustments 

@ Replaceable Seat Cover @ 2” Ball Bear. Swivel Casters 

@ Aluminum Permanent @ Pack One K.D., Weight 
Metal Base 32 Pounds 


See our Exhibit, Booths 27-28 NSOEA Convention 
or write for catalog of our complete line. 


YN 


2300 ELLIS AVE 


CHAIR CO., |. 


Telephone: NE 




















Regular Texas Paper 
Clip 7 inches high; gold 
finish $1 retail 

Regular Dealer Discount. 


FUTURA, Inc. 





~~ 


UPRIGHT TEXAS 
JUMBO PAPER CLIP 


New ... ready for the Christmas shop- 
ping season. At $1 retail this upright 
TEXAS Paper Clip means more sales 
and more profits to you! 9 inches high. 
Base — Ebony or Blonde oak. Gold 
finish Clip. A natural for gifts, gad- 
geteers, and mementos that are dif- 
ferent. Handsomely boxed, to help 
make sales. 





Write, wire, or call your orders now 
for immediate attention 


2323 W. Maryland, Evansville, indiana 
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NOW the new 
No. 3 IDEAL MAJOR MOISTENER 


Here’s the heavy duty 6” roller moistener that meets 
every “most wanted” requirement. It’s big enough to 
handle wide gummed tapes, extra-size shipping labels 
and large envelope flaps in both shipping rooms and 
offices quickly and neatly. 


M16 UE PAT OCF 


¥%& FRICTIONLESS, QUIET OPERATION 
¥%& NON-MARKING RUBBER FEET 
je POSITIVE STABILITY WITH NET WEIGHT OF 3 LBs. 
%& SMOOTH, SANITARY PORCELAIN FINISH 
FOR ENDURING BEAUTY 


Send this coupon te Sengbusch today for a display sample at the 
low list price of $2.50 less prevailing discount — shipping charges 
prepaid. Be the first in your crea with the big, new 6 inch roller 
Major Moistener 


Sengbusch Self-Closing Inkstand Co. 
305 Sengbusch Building, Milwavkee 3, Wisconsin 
Please RUSH a sample No. 3 Ideal ‘‘Major’’ Moistener to: 


City......... ecieiaiiad Zone State ee 


Mayfile PERSONAL FILE 


Extra-heavy Quality Steel 


SPILL PROOF LOCK snaps shut when cover is closed. 
Rivetted securely; not just pinned. 

CHROME HANDLE & LOCK for smarter appearance. 

FLUSH ENDS for increased rigidity. 

CARD HOLDER & COMPLETE SET OF FOLDERS. 


No. 57M 
Letter Size 
No. 59 
Legal Size 
No. 60 
Jumbo Size 


6 COLORS 
Mist Gray 
Foam Green 
Bright Red 
Steel Blue 
Gold 
Walnut 











Made of 22-gauge steel. Full piano hinge. 

2 keys with lock. 

Packed in individual cartons, 6 per shipping carton. 
Weight 47 Ibs. per carton. 


See Complete Line — Booths 312 & 387 
at NSOEA Show — or Write for Catalog. 


THE Mayfair COMPANY 


315 DESPLAINES ST. — CHICAGO 6, ILL. 














302 





There are however certain basic factors in this, as in other 
professions. One of the most important of these elements you 
must learn to deal with expertly is the buyer. 

All of us like to get something for nothing. We spend 50 
cents for a ticket in a raffle in the hope of winning a new 
Buick. We occasionally daydream about how nice it would be 
if a rich uncle died and left us a hatful of money. We wonder 
what it would be like to find a walletfull of hundred dollar 
bills. We think it might be nice to win the $1900 jackpot 
on a radio quiz program. However, the business of life is 
carried on by an entirely different process of acquisition — 
exchange. 

Goods Exchanged 

Originally, exchange was the simple business of trading 

goods or services possessed by one individual for goods or 

services possessed by another individual under conditions when 

each desired to make such an exchange. The basic concept is 

simple. The only difference today is that exchange is carried on 
through a monetary and a financial system. 

The point of immediate interest is that the act of exchange 
— today called the sale — is a human situation, involving 
human adjustments, and can only occur when both participants 
to the exchange have arrived at a point of readiness to trade 
in their own minds. The person who assumes the initiative 
in making the offer to do business is customarily referred to 
as the seller, and the other party to the exchange is called the 
buyer. However, when we speak of a man as having sold his 
house and of another man of having sold some stationary sup- 
plies, we are obviously not necessarily talking about the same 
thing. There is a great deal of confusion in thinking about the 
term “selling,” and this confusion is one cause of unpleasant 
attitudes and buyer resistance. 

In some buyers, sales resistance is simply an outgrowth of a 
childish resentment at the unpleasant necessity of giving up a 
possession of value in order to receive something else desired 
in exchange. The mass of unpleasant associations which have 
grown up around the very idea of selling that are due to the 
activities of unscrupulous individuals in the past is another 
contributing factor toward customer hostility. Possibly the 
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It’s the natural thing to do! 









YOU CALL 
YOUR DOCTOR!} 


WHEN YOU'RE 















IF IT'S LEGAL TROUBLE, 
YOU CAiL YOUR LAWYER! 





And When You Need 


| It's Best To Call AIGNER! 
N D E X E S They Are Index Specialists 
Since 1909, Aigner has spe- 
cialized in Indexing. Can 
meet all your needs in stock 
and made-to-order Indexes, 
in Strip Tabbing and Pre-Cut 
Tabs. Indexes available in all 
sizes for Ring and Memo 
Books, Post and Ledger 
Binders. Tabs and Tabbing 
are all typewriter spaced for 


i easier, faster, accurate typ- 
ing of titles. 

cf R [E [E COFFEE & DOUGHNUTS 

As Usual ROOM — 501 — 


Please Drop In During N.S.0.E.A. Show! 

















97 Reade St., New York 13, N.Y. 
426 S. Clinton St., Chicago 7, Ill. 





wATE E> 














HAS EXCITING 


NEWS FOR YoU 
at Booths 30-: 


> at re 


N.S.0.E.A. Show 
at the 
CONRAD HILTON HOTEL 
Chicago, Oct. 1-5 


Learn all about it while 
enjoying your free “coke’’! 

















MAY SWEEP THE NATION - BUT! 


.. there’ll-always be a DEALER 


PS to SELL ond SERVICE 
OFFICE MACHINES! 


a NRL + A 













Exclusive 


... and profit-minded dealers 
will always DEPEND ON World-wide 
Distributors of 


SHIPMAN-WARD [E-F. coopricu 


PLATENS! 









- the house that progress built - 


for the latest and best in 
office machines « dealer 


Na/ service ¢ supplies 
“ hc See selling ideas! 
Visit our 7, 


NEW HOME ‘* 
in Chicago! 















SHIPMAN-WARD MFG. CO. 


320 West Ohio Street + 






Chicago 10, Illinois 


Branches and agencies in major U.S. cities and Canada 
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CAN ATTRACT 
Zuality- Conscious 
Sayers 
TO YOUR STORE 


National advertising in Fortune, Gentry, 
Management Methods, Dun’s Review & 
Modern Industry, Interiors and other 
publications invites readers to “write for 
the name of the nearest dealer.” 


Ti> 





Send today for 
discounts and 
illustrated bro- 


chure 10-0A 


STANLEY Deluxe _—. 
With Tray 8.90* 


Suggested List DREYFUSS Deluxe. $89.50* 
fo. ae factory With Tray $98.90* 


ARNOLT CORPORATION ({xii28 
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Wee: “A 
EXCLUSIVELY YOURS |! 


If you have delayed making a change 
for a quality ribbon, DON’T! . . . LEEDALL 
offers you a wide selection of RIBBON BOXES 
WITH YOUR NAME PRINTED on the LID. 

AT NO EXTRA CHARGE! 
© PLASTIC BOXES ® METAL BOXES 
e ROUND CARDBOARD BOXES 
e FOLDING CARDBOARD BOXES 
YOU'VE GOT OUR MESSAGE— NOW, 
write today for full particulars and with our 
reply we will send you our NEW COMPLETE 
Catalogue-PRICE-LIST giving you all the 
FACTS on the finest Inked Ribbons, Carbon 
Papers and Duplicating Supplies at prices you 
will be interested in! 


LEEDALL PRODUCTS MANUFACTURING CO. 
Main Office & Plants ° Milltown, N. J. 











THE 
STANDARD OF QUALITY 
IN ALL-STEEL 
OFFICE APPLIANCES 

















PENNANT =— PRICED TO SELL ON SIGHT! 
WRITE TODAY for Beautiful 12-Page Color Catalog. 


Be sure to see this line at the show! 











$$$$$$$3$$$3335$$ 
Newest, Niftiest PROFIT-MAKER! 
ELECTRIC 


FAN COVERS 


For every size and type of fan 


>} SQUARE 
f are; ROUND 
<7 ae PEDESTAL 
— TWIN 
ST HASSOCK 
Made of 
RUGGED VINYL 
PLASTIC for Ka ; 
long-lasting, “* 
low-cost (Pe yy 
protection »/ 
“SX 
A> 





FAN-STORAGE SEASON is here! Cash in with 
these easy-to-sell covers every office needs 
and wants. Tiestring closure gives positive 
protection from dust and moisture — makes 
cover easy to slip on, quick to remove, fold 
flat for storage. Saves costly fan cleaning 
and repairs. Brings you big, easy added 
profits. 





See us at the 
NSOEA Convention 


Conrad Hilton Hotel 
Room 652-A 


PRODUCTS 
COMPANY 


Dept. OA 3535 W. Cortland © Chicago 47, Ill. 


Use our FREE miniature 
fan cover and other sales 
aids to help yov sell. 
Write today for Catalog 
and Price List. 
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ARTS MANUFACTURING CORPORATION 





A Division of Blackstone Manutacturing Co., Inc 
4630 W. Harrison Street * Chicago 44, Illinois 





PENGUIN custom a 
si hefrigerated Furniture 


ah uee 








Newest bar sensation in cabinets 
to fit modern, traditional and contemporary 
decor. One side contains a specially 
designed refrigerated unit, the other 
serves as a liquor and glassware 

storage compartment. 


Illustrated brochure 
mailed upon request. 





Dealer Territories Still Available. 


Springer Industries inc. 


48-01 28th Ave., L. I. City 3, N.Y. 
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factor in the creation of buyer resistance is the 
tendency to resist and resent an attempted 
another person. 

rnal mental conflict in the mind of the buyer 
rse reactions which actually have nothing what- 
overt action of the salesman in the individual 
yer may, for example, scold and complain and 
ength the “dirty tricks” played upon him by 
various salesmen. He may erect a series of barriers by means 
secretaries, and receptionists between himself 
and salesme! order to avoid subjecting himself to aggressive 
sales effort. He may take pleasure in bullying and intimidating 
ippear to be susceptible to that kind of treat 


most powe 


natural hun 
dominance 
From this 
may come dive 
ever to do with 
instance. The 


recite at great 


of assistants 


salesmen who 


ment. He n to improve his own efficiency as a buyer in 
order to get price. 

Howeve! ; a simple answer to this situation. If for a 
moment yo forget all the pap you have ever read about 
“buyer-psychology” and “buyer-personality” and “buyer-emo 


tion,” and think instead of your buyer’s situation as a problem 
to be solved, you and the buyer jointly may arrive at a mutual 
relationship and a mutually objective approach to the sale. 
Study Problem 
When the professional stationary salesman forces himself 
to concentrate on the buyer’s stationary needs and problems, 
and makes ncere effort to discover how the problem may 
be solved through the use of his products, he removes many 
of the buyer’s sources of possible irritation. He and the buyer 
approach th problem” from the same side of the fence, 
mutually determined to solve that problem. 
As an example taken from another line of selling, there is 
1 national manufacturer of household equipment 
small mangle which had two salient features 


the case ol 


that dev elope da 


an unusually small roller designed to fit inside the sleeve 
of a man’s shirt, and a construction which allowed it to be 
folded up and stored in a small space. The distributor sent 


field loaded with information about the new 
reprints of advertising, and a sure-fire canned 


his men into 

mangle, pict 

sales talk 
One salesman found the door open on his first call. Full of 








"MARKING TIME’ 


STARK CALENDARS 


IS ALWAYS PROFITABLE! 
Are you getting your share? 












NEW 
1956 
STARK 
CALENDAR 


pads, available in all sizes, are lithographed on high- 
grade bond paper OF UNMATCHED WHITENESS with 
the date in red and the monthly calendar in black. Fast, 
2-color lithograph printing enables us to give you the best in 
quality and prompt service. 
write or phone for complete details 


















PROTECTED PROFITS FOR YOU 






WITH ADVANCOS POLICY OF 
SELLING THRU DEALERS EXCLUSIVELY 








A))\ 


MADE IN US ie 


Write for General Catalog and Price List 


ADVANCO PRODUCTS Inc: 


MANUFACTURERS - 


148 WEST 24th STREET NEW YORK 11. N Y «© Telephone CHelsea 3-1276 
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“IN CALENDARS THE QUALITY MARK IS STARK" 


GTARK CALENDARS dacorporated 


100-112 BISSELL ST. + PHONE $85: + JOLIET, ILL 








for every office requirement 


The popular KOL Special Dictat- 
ing Machine Stand. Overall! height 
235%"; 22" rubber casters, plus the 
famous feature “KOL NOISE STOP- 
PERS.” 


Model No. 110 The office “Dandy” 
with a dozen uses. Working sur- 
face, 16” x 24”; height 26”; 2” rub- 
ber casters, standard, 2144" & 3” 
available 


Model No. 120 “JUMBO.” Big and 
sturdy. Ideal for card files, ledgers, 
postage meters, coin counters, dup 
licators, etc. Top panel—i8” x 30”; 
26” high; 2” casters, standard. 2!/,” 
& 3” available. 


Custom Built Stands, expertly made, 
to your own specifications. From one 
to any quantity. 


Write for catalog. 


KOL INC. 


2507 University Ave., Se. Paul 14, Minn. 


= 
Bice: 
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\ MAKE IT A MERRY 
ee <> ee Pas 


&; ‘datede 42 bb A 
CHRISTMAS! 








Cash in on “Winter Art Hobby” Sales 
With Alphacolor Square Pastels 


¢ Order Now and Display Prominently 
WRITE FOR CATALOG GO-55 


WEBER COSTELLO COMPANY 


Hee Se te LINOTS 
ERASERS 


CHICAGO 


MANUFACTURERS OF: CHALKBOARD + CHALK 
ART MATERIAL + MAPS + GLOBES 








rg NEW 


Kolledge 


e 
STEEL WASTE BASKETS 


Roll Edge rim 
Easy to lift! 


Inverted bottom 
Tapered design 


Popular size 
and colors 


CLICKSNAP 
STEEL BOXES 


One of Central's complete line of Cash, Bond and Utility boxes. 
Ten styles—One-piece construction—Heavy gauge steel—Rounded 
corners—Hammered silver finish. 

See your Jobber or write us for complete details. 


CENTRAL can company 


2415 WEST 19th STREET. CHICAGO 8. ILLINOIS 
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CENTRALS BETTER BUYS! sELL 





his sales talk, he went on at great lengths describing how easy 
it would be for the elderly lady to iron her husband's shirts 
with the new machine. She replied that she sent her husband’s 
shirts to the laundry and had a housekeeper come in once 
a week to do the heavy ironing, and that she was primarily 
interested in the mangle because it could be folded and put into 
a small space 

However, the salesman paid little attention to her problem, 
nor to the fact that she lived in a small apartment. He went on 
to explain how the machine operated, stressed the basic fea- 
tures, and continued to talk about how convenient it would be 
for her to use this machine in ironing her husband's shirts. 
After listening to 15 minutes of this, without having a chance 
to get a word in, the prospect finally became so provoked that 
she showed the salesman the door. 

rhis example highlights one of the chief weaknesses of many 
stationary salesmen — namely, that of failing to establish, at 
the outset, an understanding bond between themselves and the 
buyer by showing an active interest in his individualized sta- 
tionary needs and desires. In the modern business world, there 
are no prospects of success for the salesman who attempts to 
succeed with a glib line of gab, with false sincerity. Buyers 
are “on” to the ways of smooth talking salesmen and can be 
consistently sold only be an honest, straightforward, problem- 
solving approach. 

The fact of the matter is that the buyer is often initially 
antagonistic to the salesman. If this were not true, selling 
would not be the challenging, creative “game” it certainly is 
now. Salesmen are adjudged good or bad salesmen ultimately 
on the basis of whether or not they can convert hostility into 
friendship, disinterest into desire, disapproval into acceptance 
and product ignorance into product knowledge. In short, the 
salesman must learn to concentrate upon the buyer’s stationary 
problems and needs and not upon his personality as such. 





New Office for Burkholder Company 

The Burkholder Calculating Company is planning to open a 
new sales and service office at 604 South Presa St., in San An- 
tonio, Tex.—JHR 





TYPEWRITER TABLES 





© Oak 

© School Brown 
Oak 

© Imt. Walnut 

© Preservative 
Treated—No 
Cracking or 






The Long Life 
Line With The 
WIDE PROFIT 
MARGIN! 

Warping 


LOW PRICES! 


e Fine Workmanship e Exceptional Finish 
e For Office, School, or Home 








BOOK AND CATALOG STANDS 


© Two Styles—as illus- Ss 
trated, and with util- Raild 
Protit. 


ity top and second 
shelf instead of the 
top book and catalog 
rack. 


© Finishes: Oak, Imt. ‘ 
Walnut, and Genuine and 
Walnut. 

© With or without 
casters. 


Prestige 


PO ao euiaie STEMPE MANUFACTURING 
of STEMPCO COMPANY 
ffice 
PP macnn 2830 ROBERTA STREET, DALLAS, TEXAS 
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YOU ARE INVITED 











David Manufacturing Company 


Cordially invites you to attend the first 


showing of an entirely new line of modular 
desks. Gracefully styled, functionally beauti- 
ful, these desks possess both the warmth of 


finely grained wood and the durability of 
metal. Quality constructed, their exposed sur- 
faces are all finished in genuine formica 
They are, indeed, a long awaited and entirely 


new concept in desk design 


Time: October 1-5, 1955 
Place: N.S.O.E.A. Chicago Convention 
David Manufacturing Co. — Booth 638A 
Marnay Sales Company — Booth 339W 
Dealerships available 
Catalogs may be had at either booth or 


by writing directly to: 


Marnay Sales Company 
1265 Broadway 
New York 1, New York 























Instantly converts every ri book * 
inte © label helder binder. Smooth Also available 
finished, durable metal construc- SLIP OW POST BINDER 


tion. Celluloid window protects 
and keeps label clean. Neat uni- 
form appearance .. . lasts in- 
definitely. This Slip-On label is 
made in sizes to fit any make or 
binder. 
For 1” 


size ring 
No. $O-1 
— 25¢ ea. List Price 
No. $O-1'/ For 12” Ring Books 
— 30c ea. List Price 

Ring Books 


Ring Books 


No. $O-2 For 2” 
— 35¢ ea. List Price 
Vinyl plastic label holder for every type of open back binder. 
Will not warp or curl — made to slip on any size post 
PBsS—'/,” x 2\_"=— 
20c ea. List Price 
PBM—1” x 2',"— 
25¢ ea. List Price 
PBL—2” x 2',"— 
30c ea. List Price 
write for information 









9920 FREELAND AVE., DETROIT 27, MICHIGAN 
NE 











TYPEWRITERS 
yN WG 





| THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-—BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. + NEW YORK 13 
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Christmas Buying Will Start 
Early—Are You Prepared? 


o 





Every Boy and Girl Should Have 


A CRAM WORLD GLOBE 
Send for New Cat. No. 65 
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STEEL TRANSFER CASES 


25-R 
GRAY or GREEN oven-baked finish 


IMMEDIATE 
DELIVERY 


@ Brass finish cardholder and handle 


A Sturdy Recessed 
Base with Toe 
Clearance at Front 


@ Four rollers for ease of operation 
@ Index guide rod with brass knob 
@ Self-locking follower available 


Top FLIGHT PRODUCTS 
Company, Jnc. 


6224 S$. Oakley Ave. WAlbrook 5-7100 Chicago, Ill. 














a 


“I should have ordered double quantity on Sphinx! 


Nationally famous Sphinx 
Papers are so popular with my 
customers I can’t seem to order 

enough. The Sphinx line has 
a paper for every office use 
and everyone knows it too, 
judging by my sales. If you 
want an item with fast 
turnover, try Sphinx — 
it’s the stationers favorite!” 


SAXON PAPER CORPORATION 
240 WEST I8th STREET * NEW YORK Il, N. Y 

















MAYLINE 





Create 
More Sales 
with MAYLINE 





THE GEM TABLE 


You can offer your trade 


4 styles in pedestal tables, 





all sizes in 4-Post tables, 


drawer units, plan files in 


MAYLINE 


wood or steel, plus many 





other fine Mayline prod- 
PLAN FILE WITH 


ucts, HINGED COVER 





Mayline Co. Inc. 


625 No. Commerce St. 
Sheboygan, Wisconsin 





4 POST TABLE WITH DRAWERS 


MAYLINE 








INIAVW 
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App 





LOOK IT UP HERE® 


This is your ANSWER BOOK 
all your buying Needs 


1. PRODUCT INDEX—over 1,500 prod- 
ucts classifi 

2. DIRECTORY OF MANUFACTURERS 
—over 3,000 with names and ad- 
dresses. 

3. TRADE NAME—TRADE MARK INDEX 
—Over 6,000 with names of manu- 
facturers. 

4 MANUFACTURERS’ ADVERTISING— 
many use catalog-type advertising 
giving complete product informa- 
tion. 


5. TRADE ASSOCIATIONS— 
City, State and National— 
names and address of 
officers and meetings detes. 


Keep your copy handy —use it often 
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THE ONLY DATER OFFERING 
SO MUCH FOR SO LITTLE 


Monarch Line Daters 
are low priced yet high 
in quality. Deeply 
molded characters 

insure sharp, 
legible impres- 
sions. These 

daters are 
















MONARCH 
NO. 11/2 DATER 








built with 

Trouble-free two day 
performance drums of 
gvaranteed. larger- 
than- 

Send Orders and Inquiries tc usual 

diameter 


FORCE WESTERN. Inc. 


216 W. Jackson Bivd.. Chicago 6, Il! 


—6 consecu- 
tive full years. 








THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 





ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 


1913/2 Commerce St. 545 Mission St. 


SERVING THE OFFICE MACHINE DEALER FOR 51 YEARS 














SECURITY BRAND 
Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 


Mail Bags For Your 
Select Clientele 
WRITE FOR CIRCULAR: 


CAn-BeeG,- 
N y 


33 & McWILLIAMS ST. 





A Specially Jiem 
SELL MASTER SPEED KEYS 


for old and new typewriters, 
bookkeeping and billing machines. 
4 . o 
Don’t Delay 
ORDER TODAY! 
ADD THAT EXTRA PROFIT 


SPEED KEY CORPORATION 2,3, Chauncy, Stree 
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Alert Dealers SELL them 


up 
ue 





ERROR-NO 
Copyholder 





SPEEDRITE 
Checkwriter 


pest] CHEXSIGNO Po 
Check Signer 
Leaders for over 40 years 


40 MT. HOPE AVE. 
ROCHESTER 20, N. Y. 








4 
e 























Don't Waste Time ! 


LOOK IT UP 
Here 










This is your ANSWER BOOK 
to all your Buying Needs 


————s 


eany-to-iee BUYING INFORMATION 


PRODUCT INDEX—over 1,500 products classified 

. DIRECTORY OF MANUFACTURERS—over 3,000 with names 
and addresses. 

3. TRADE NAME—TRADE MARK INDEX—Over 6,000 with 
names of manufacturers 

4. MANUFACTURERS’ ADVERTISING—many use catalog-type 
advertising giving complete product information 

5. TRADE ASSOCIATIONS—City, State and Notionol—nomes 
and address of officers and meetings dates. 


Keep your copy handy-vse it often 
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The “Quality Line’ 


FEATURING 
High Grade Pencils ; 
made b 
lige Ah ROUND 
EBERHARD FABER AE and HEXAGON 
AZ PENCILS PRINTED in 
/ > ONE or TWO COLOR INKS 


or also 
Pail HEXAGON PENCILS IMPRINTED 
4G ANY COLOR FOIL 
y “a Write for Price List, Samples and 
Stationers Discounts 


BALLARD PENCIL COMPANY 


— Over 40 years Specialists in Pencil Printing — 


P. O. Box B Glenwood, New Jersey 








gene 





Your Imprint 





You can send along a salesman 
. .. With every business machine you sell! 


Keep Klean typewriter and business machine covers — black 
rubber, gray rubber, gray plastic. Keep your customers “Dealer- 
Conscious” with your trade-mark and message on every cover. 


Write for prices, discounts, etc. now! 


KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, N.Y. 




















SORTKWIK 


sone 


— : ie 
ot Socoeet 
ee . 
ag : 
° . 
‘ 


The 

oo ul ote 
FINGERTIP Suc 
PREPARATION Y . Wacats ane 
TO HANDLE PAPERS FASTER! 


Made of highest quality cosmetic ingredients. 
Cannot irritate skin. Once your customers 
try it, they’ll never be without it. 

Write for FULL information 


LEE PRODUCTS CO. 


2736 Lyndale Ave. So - Minneapolis 8, Minn. 











FOR OFFICE EQUIPMENT & SCHOOL SUPPLY 


LETTER FILES 


CARD INDEX 
FILES 
STORAGE FILES 
INDEXES 


e 
A QUALITY LINE 
AT LOW PRICES 
e 
ASK FOR 
OUR LATEST 
LITERATURE & 
PRICE LIST 


ARROW PAPER PRODUCTS CO. 


502-504 W. 30th Street, Telephone Chickering 4-6782, New York 1, N.Y. 
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TRIPLE Your VOLUME and PROFITS! 


Capture the Home and 
Business Market 
with 


SENTRY 


Small 


world’s fastest-selling, lowest- 
priced personal safe —quality- 
built by the only exclusive 
y small-safe manufacturer. 
pn Write today for full details. 











] 
| eg? JOHN D. BRUSH & CO., INC. 
: : formerly Brush-Punnett Co 
art 545 West Ave., Rochester 11, N. Y. 
t 4 FAD PC 
4 T 
mi ~ ¢) 





preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 
Here’s the fast, clean way to get perfect 

& lead points every time, points up to 1” 
long, without breaking! Simply insert 
wood or mechanical lead holder and use 
to rotate lid. Sturdy, lifetime construction, 
non-skid base. 


“Tra- Point Lead Holders 


WRITE FOR LITERATURE cee light, balanced. Press -top, 
AND DEALER PRICES single- and double-end models. 


ELWARD MANUFACTURING CO. cotcux? Mics. 


EXTRA PROFITS custémers 


FROM CHAIR SALES TO SCHOOLS © CHURCHES © CLUBS etc. 
WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART 


FOLDING TABLES 
CHAIRS — 138 STYLES 


@ STEEL OR WOOD 
@ FOLDING 

@ NON-FOLDING 
2 

s 























TABLET ARMCHAIRS 
AUDITORIUM UNITS 
@ 6 Ft. and 8 Ft. TABLES 
SCHOOL DESKS 
SPECIFY ity, Stee! or wood) 


Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 








USE 
THESE It costs less to draw from our huge 
SHOW stock of desks, chairs, steel furniture, 

ROOMS __ leather furniture and accessories. 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


NEW YORK 4.N_ Y MIAMI, FLORIDA LOS ANGELES, CALIF 
15 W FLAGLER ST 830 WILSHIRE Biv 
828484 TR-7003 


74 BROAD ST 
BOwling Green 9-823) 
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Originators and Designers of 


4 QUISTANDING STATIONERY SPECIALTIES 


Write for FREE 






Desk 
Trays 
it's different! Hond-bound 
with Leatherlex 5. & 
Rubber Produ 








"Bonny Maid" Viny! Plastic 
—net just enether linoleum 








' : ; Note 'N 
: - Doodle REDI-RECORD 
a Desk 


A rod Akeni 


A hendy 98 B d 
desk utility for home ’ anate Home Budget, Cancelled Checks, 


end office. Made in four sizes. Geese ond Valuable Documents. 




















See you at the N.S.O.E.A. Convention * Conrad Hilton Hotel * Booth 317 W 





3 
SIZES 


NO. 10 
NOTE 


NO. 20 
LETTER 


NO. 30 
LEGAL 





jauge steel — more than adequately rustproofed 
Special rivets for rugged construction 


f Hardboard — fabricated from Redwood — the 


CLIP — ext 
Plat 


BOARD — 


Stationery Division 


| HEALTH ITEMS CO. “nupson, oMlo 





MARKWELL 


THE WORLD'S MOST POPULAR STAPLING MACHINES 


.STAPLES 
EF “STAPLERS 
“4 MANY LOCALITIES 2 OUT OF EVERY 
STAPLERS IN USE ARE MARKWELLS 


“FASTENING 
PLEASE WRITE FOR 


DEALER DISCOUNTS AND CATALOGUE 


200 HUDSON STREET, NEW YORK, N. Y. 








































KING 


POSTURE CHAIRS 
AMERICA’S MOST COMPLETE 


OFFICE SEATING LINE 
King offers a wide range of models 
to meet every office seating need 
. +» from plush, comfortable execu- 
tive chairs to the most economical 
and easiest adjusting posture chairs. 
The line includes such big selling 
extras as engineering drawing 
stools, filing stools and even organ 
stools. King’s reputation for finest 
quality and design at a modest cost 
insures dollar savings for your of- 
fice seating furnishing. 
WRITE TODAY FOR KING 


LITERATURE AND PRICE LIST 


move. 120-5 KING POSTURE CHAIR CO. 
953 S. RAYMOND AVE., PASADENA 2, CALIF. 
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The Miracle 
type-cleaner 


TY PEX 


: GONE FOREVER are the messy, dirty, 


old fashioned brush and solvent. that 
smears fingers, or gums which must be 
kneaded before using. 

Now you can offer your customers the new 










“Typex"’, the modern type cleaning device, 
with interchangeable adhesive refills. 
Keeps type sparkling clean. Works fast. 
Write for free folder at once. 


MICHAEL FRUMKIN} 


87-11 35th Ave Jackson Heights, N. Y. 











a time-saving NEW 


DUX “COMBI” 


on every desk: 


New combination Tape Dispenser and 
Precision Pencil Sharpener, that speedily 
sharpens standard and jumbo pencils or 
crayons-replaceable razor sharp biades 
Any small roll of tape will fit into 
base—up to %”—any kind of tape 
Write for descriptive literature and prices 
Variety of other models for Office 
and Home. 


Exclusive Distribytor 


FRED BAUMGARTEN 
Dept. 89 @ 675 Cooledge Avenue N. E., 


Atianta 6, Georgia 












keeps in step 
with dealers’ needs 


W hen you need the kind 
of service that builds up 
your business, you'll find 
Write right behind you, We 
cooperate with dealers all 
the way down the line. 


CARBON PAPER 
TYP-ROL Type Cleaner and Roll Finisher 


TYPEWRITER RIBBONS 


write 


: ‘hind 
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420 Lexington Avenue, New York 17, N. Y. 
Factory: Bridgeport, Conn. 














TRP 
or 


DAYTON STENCIL 
WORKS CO. *ohi5" 
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NEW 
FAST 
CLEVER 
SAVES UP TO 
80% OF TIME 
USUALLY 
REQUIRED FOR 
DRAWINGS 
OFFICE FORMS 
AD LAYOUTS 
RETAILS 
AT 


$3.45 


THE ROLLUX “DUAL RULE” 





WRITE FOR INFORMATION AND LIBERAL DISCOUNTS 
EMERSON R. HARRIS COMPANY 
259 W. JOHNSON ST., PHILADELPHIA 44, PA. 








INTRODUCING . Two keytops that will 
fit all typewriters listed. You profit, by cutting your 
inventory and save more on the low prices. 


The new “UNIVERSAL” (left) for — Remington 17, KMC, 
Superwriter, Noiseless; Underwood Noiseless; 

L. C. Smith 2A, 6A, 7A, 8A; Royal KMM, KMG, HH; 
Underwood SS, 150; R. C. Allen and 1.B.M. In green only. 


The “KEY COVER” (right) for — Remington 10, 12, 16; 
L. C. Smith 8 to 1A; Royal X, SX, K, KHM, KMM; 
Underwood 5, 6, 11, M, S; Woodstock. In grey and green only. 





PEARL ENGRAVING CORP., 29 East 19th St., New York 3 


MOVE AND SHIP 


OFFICE 
APPLIANCES 
safely, easily, efficiently with 


ELKAY 


Furniture Moving Van Pads, Straps, 
Hand Trucks, Padded Dollies, Cast- 
ers. Padded File and Desk Covers, 


etc 
Write for FREE CATALOG of over 


1000 ITEMS! 


| LKAY PRODUCTS CO 


323-27 W. 16 St., N.Y. 11, N.Y. + WAtkins 9-1148 














CLARO:TYPE 


CLEANS TYPE CLE ANER 







Handy dauber eliminates dirt like 
magic! No carbon-tetrachloride; 
non-flammable; striking displays, 
free advertising aids! 
Order direct or from 
your own jobber. 













ASSEMBLED 


: = 
(actual size) OL 
Trade. 


2046 McDonald Ave., Brooklyn 23, N. Y. 








BERNADOTTE CHAIR HARDWARE: 


Samples and prices on request 

















Aa! Il 


z 
A Complete 
Line of 
Hardware 
for the 


Office SEPARATE 
Furniture (actual size) 





‘ 


DPPIVE PUD) DNR ree mht bh PW 


Write for complete catalog. 


A. L. LIEBMAN & SON, INC. 





phone-ESplanede 5-8100 








JUST ASK US 


for Display Cards which fit into 
the back of any box of 


BEACH’S 
‘‘Common Sense’’ 
EXPENSE BOOKS 


for your OPEN DISPLAY racks or 
shelves. 





4 


| Use 
BEACHES WUPON SERS Epes 





Show ‘em and you'll sell ‘em! 


Beach Publishing Co. 


7338 WOODWARD AVE. DETROIT 2, MICH. 








Selling ‘points’ 
The quality and service “points” 
built into a sharpener = 
are as important as the ‘ 
pencil points it produces. 


BOSTON 
Self-Feeder #4 


Boston Sharpeners are made 

in a variety of types that enable 
you to meet every general and 
special need of your customers. 
e Automatic true-center feed ¢ 30 hard-steel, deep-milled BOSTON SPEED 









mama 


CUTTERS... faster...less work ¢ Non-rusting, nickel-plated receptacle 
¢ Rugged all-metal frame ¢ Distinctive new gray finish « BOS TON pencil 
stop...nowaste ¢ Takes various size woodcase pencils ¢ Guaranteed for | full year 


C. HOWARD PEN CO. 
Camden 1, N.J H U NT 4lso manufacturers of sPEEDBALL pen and products 














THE CLAROTYPE CO., inc. 
261 BROADWAY NEW YORK 7, N.Y. 


re eston. §_€ 
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IREUX 


"IT STICKS’ 
NEW RUBBER CREAM GLUE 


Different & Better than ordinary adhesives 
ideal for temporary or permanent mounting. 
Spreads smoothly, sticks fast, but mounted 
piece can be lifted clean from mounting sur- 
face, without warping. Odorless. Won't harden 
if left exposed to air. Excess rubs off fingers 
easily. WON’T HARDEN IF LEFT EXPOSED TO 
AIR TEMPORARILY. 

In 1 doxz.-lot Tubes with Counter Display Holder 
in Glass Jars — 2 oz. to 1 qt. sizes. 
Adv. Mats or Electros for Your Own Use 
Write for Literature & Dealer Discounts 


PORT WASHINGTON 
TRI-TIX, Inc.— WISCONSIN 
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RC eee SAR )DERS— Made from 

Oak or Bi 

SIDE and CEILING TYPES—with 

steel track for mounting on shelving, 

filing cabinets or ceiling 

A” and . wees oe require 
t nted on wheels 
th Antennal Safety Br wd 


Send for Circular 42-OA and dealer 
scoun 


LDED STEEL SAFETY aon 

DE RS ——_ from 1° diamete: 

niture tubing, with e unentehe noted 
Br 





p heights, and 3 widths. 
nd for Circular 53-OA and dealers 
yu 





Manufactured by 


I. D. COTTERMAN 4°25 ':,Revgnswooed Ave. 


CHICAGO 40 










MAKE A “‘TY-DEE’’ PROFIT! 


a /4- Dee Grand 


STAPLES 


“A Ty-Dee job's a better job” 
and a better buy, too! 
STANDARD & SPECIAL STAPLES 
FOR OFFICE & INDUSTRIAL USE 
Precision made of finest quality rust-resistant steel wire. 
UNCONDITIONALLY GUARANTEED G 
Customer setisfaction & business 





















repeet 
essured * Ask For Dealer's Price List 


UNITED STAPLE CO., Inc. 
49-01 5th STREET, LONG ISLAND CITY 1, NEW YORK 















‘‘ACME’’ FOR BOX LETTER FILES 


Entering More Filing Capacity 
Our 46TH Year Z oruaee 
Inside Width 


* Card index 
files 

* Transfer 
cases 

* Vertical and 
Document 
files 

* Special filing 
boxes 

Literature and Price 

list on request 


ACME LETTER FILE CORP. 


168-170 Park Row, New York 38, N. Y. WOrth 2-2987 








The “RIVAL” File 











DON'T 
PASS UP THOSE 

EXTRA... 
SSUES 










You can earn good 
commissions selling our 
complete line of passbooks, 
pocket check cevers, coin 
" gavers, and other forms to 
{nancial institutions, 





HARDBOARD 
CLIPBOARDS 
Carefully finished, 


unaffected by mois- 
ture and guaranteed 


CLIPBOARDS 


Made of Masonite npered 


Duolux glass-smooth on 


both sides. Light 


not to warp, crack 


with wearing qualities 


lint 
or sp er under Ries ore. heavy 
normal use. 

rust-proof stee 
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A new profit-maker/good for repeat profits too 


LIP-0-RITER 


The indispensable 
hand addresser & 
duplicator. WRITES 
HEADINGS on work 
sheets, ledgers, tab- 
ulati forms. AD- 
DRESSES direct from 
Zip-0-Riter master 
card file 


Complete Addressing 
Kit only $23.95 


rc 
' 
' 
! 


11P-O-RITER 


For Information 
Write: 


3875 Garland Street 
Wheat Ridge, Colorado 











MARKIL O 
CELLULO/O PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes: stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us detalls. 


Markile 


902p S. Wabash Ave. 


Yo O thy pial 
‘SINGLE/FLUID 







Chicago 5, Ill. 
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J PREMIER AUTO-FOLDER 


m Completely Automatic Folding Machine! 








NEW 


Lowest Cost, Finest Design a , LO 
For Quick, Easy Profits For You! q of 


Here’s the automatic folding machine you've been waiting 
for. Expertly designed with features found only in the most 








expensive folding machines yet priced way below any 
automatic folding machine on the market. Check these out- 
standing features and you'll agree . . . you can make money 


with the Premier Auto-Fold. 


Produces 7 Most Used Folds 

Folds Up To 7200 Pieces Per Hour 

Simplified Setting Chart Permanently Inscribed On 
Machine 

So Simple Anyone Can Operate It 

Rugged Metal Construction, With Silver Grey Ham- 
merloid Finish 





Write Today For Complete Information, Colorful Literature 


Available From These Representatives LIST PRICE: $1 09.95 
Milton Stone ALSO AVAILABLE: 


Emil P. Daimas, Jr. 320 Broadway, N. Y., N. Y. P 
= oe S. Lichtenstein The Premier Hand Folder, 


deities Seen, acini 223 S. 10th St., Philadelphia Priced At Only $69.95 


1355 Market, San Francisco Jack Luke 


5240 Sherid Rd., Chi 
E. J. Mitchell ae hel M ARTIN Y ALE INC 334 N. Bell Ave. 
329 Belt Ave., St. Louis Stan Mollerstrom, S. Eastern ] e Chicago 12, Illinois 


Atlantic States 
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Every tohy hath a wherefore 


The Wherefore of JUSTRITE ENVELOPES is its 


Complete Line Envelope Service... Exclusively to Dealers. 






Justrite’s reliable service, together with its complete envelope line has 
made it the source of supply for successful dealers for over 35 years. 


Open End envelopes are standards in the Justrite line. Packing 
Slip, Clincher Grip, Waterproof, Utility Receipt Flap, and the 
popular Two-Gether Mailer are designed specifically to your 
customer's requirements. Regular Clasp, Catalog, Policy and Coin 
envelopes are offered in all sizes and a variety of paper stocks. 






You can rely on Justrite . . . the Dealer 
Line . . . to drop ship under your label direct 


“from to your customer. 
Comedy of Errors / 


soLD Make your next order JUSTRITE ENVELOPES. 
WRITE FOR THESE SAMPLES AND PRICE LIST F-10 


NORTHERN STATES ENVELOPE CO. evr 


300 E. 4th STREET, ST. PAUL, MINNESOTA 





ADDRESS. 





JUSTRITE ENVELOPE MFG. CO. 


523 STEWART AVENUE S.W., ATLANTA, GEORGIA CITY STATE. 





Two modern factories to serve you 
FIRM 
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8™ Awnuat Retai. AwAROdS 
GIVEN TO 


Your Firm 


YouR ciTy 


RETAILING 


AS 
Your Reraiuine FieLo 


Wh BRAND NAME RETAILER-OF-THE-YEAR 
FOR 1955 
ON 


Brano Names Day 










Ye 
< “OSCAR” 
e 


SAT NEW YORK CITY 
APRIL, 1956 





Win one of these important awards 
by promoting Brand Names throughout 1955! 
Write for entry blank today. On this 
form you will simply outline what advertising, 
publicity and promotion you are doing 
to tie-in with Brand Names. Or you may 
simply project your plans for 1955—tell us what you plan to do. 
The entrants selected as finalists will be invited 
to prepare a formal presentation later. 
lt is easy to enter. It's fun. It's profitable. 
Winning a Brand Names Plaque or Brand Names Certificate 
is worth prestige and money to you. 
Enter the 1955 Brand Name Retailer-of-the Year Competition today. 


BRAND NAMES FOUNDATION, incorporated 
437 Fifth Avenue, New York 16, N. Y. 


Please send me an entry form for the 1955 Brand Nome 
Retailer-of-the-Year Competition, and a copy of the free booklet 
“How Brand Names Help Build A More Profitable Business.” 
FREE! Send for the booklet 
‘How Brand Names Help Build 


A More Profitable Business. *’ 


Firm Name 








Type of Firm 
Executive- 


Title 








Street 
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City Zone State 
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Printing Invoices 








Cancelled Checks 








Post Office Receipts 





Circulation Record Transcript 





Count and Check of Mail List 





Condition of Collections 





Original Order Test 








eerste 


Expirations and Renewals 





Source of Subscriptions 





Mail Subscriptions Special 





Association Subscriptions 





School Subscriptions 








Subscriptions to U.S. Armed Services 





Arrears over Three Months 





Credit Subs. Cancelled for Nonpayment 





Short Term Subs. in Arrears 





Duplications on mail lists 





Occupational Analysis 





Geographical Analysis 





Term Subscriptions in Bulk 





Names for Verification Letters 





Back Copy Subscriptions 





Dealer Ledger Check 





Condition of Dealer Collections 





Dealer Returns 





Single Copy Sales 








Single Copy Sales to U.S. Armed Services 





Bulk Sales 





Premiums 





Promotion 





Contests 





Combination Sales 





Clubs 





Special Prices 





General Books and Controls 





Analysis of Disbursements 
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Cash Receipts 


The Check List 
Behind A.B.C. 
Circulation FACTS 


Study the check list at the left. It’s the one 
used by a field auditor of the Audit Bureau of 
Circulations when he makes his careful annual 
examination of our circulation books and rec- 
ords. The answers to questions like these ap- 
pear in our A.B.C. Audit Report so that you 
can make your advertising investments on the 
basis of facts. 


Any research, to produce valid and useful 
results, must be based on such worthwhile 
questions, accurately answered. Because we’re 
members of the A.B.C., advertisers know the 
audience they get for the sales messages they 
place in our publication. 


The Audit Bureau of Circulations is a volun- 
tary, nonprofit association founded forty years 
ago by advertisers, advertising agencies and 
publishers to bring order out of circulation 
chaos. The Bureau sets standards for net paid 
circulation, verifies circulation by field audit 
and issues A. B.C. Audit Reports. 


Our A. B.C. report accurately states and an- 
alyzes our circulation; tells exactly how much 
we have, where it goes, how we obtain it. We’re 
proud to be among the 3575 Bureau members 
who have helped make such A. B.C. FACTS 
the basic measure of circulation value. 







WRITE FOR YOUR COPY 
OF OUR LATEST 


A.B.C. 
REPORT 


OFFICE APPLIANCES 


A.B.C.—40 YEARS OF IMPARTIAL 
FACT-FINDING AND FACT-REPORTING 
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WHITLEY COLLINS 


“Over 80% of Northrop 


personnel buy 
U.S. Savings Bonds...” 


“Our recent Payroll Savings Campaign at Northrop 
demonstrated the belief of our personnel and our com- 


pany in the basic fundamentals of American good citi- 
zenship—staunch support of our Country and personal 
thrift 

“At the completion of the campaign we had over 


17,000 regular 


sonnel buying 


savers—over 80% of all Northrop per- 


U. S. Savings Bonds regularly on the 











Portrait by Fabian Bachrach 


Payroll Savings Plan. Every employer should stage a 
similar campaign for the benefit of his personnel and 
the economic welfare of our Country.” 


WHITLEY COLLINS, President 
Northrop Aircraft Company 


If less than 60% of your personnel are Payroll Savers, do 
something about it. A phone call, te legram or letter to 
Savings Bonds Division, U.S. Treasury Department, 
Washington, D. C., will bring prompt assistance from 
your State Director. He will help you install, or revital- 
ize a Payroll Savings Plan, through a simple, person-to- 
person canvass which your personnel will be glad to 
conduct. That’s all you have to do—your men and 
women will do the rest. 


The United States Government does not pay for this advertising. The Treasury Department 
thanks, for their patriotic donation, the Advertising Council and 


OFFICE APPLIANCES 
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All new produ 
in a section be 
duplicated on 

an item, or s 
sponding key | 
Your inquiry w 
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Manufacturers’ 
this issue begin 
bers duplicatec 
information sim; 
corresponding 1 
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* What the Kit Contains... 
: —_——_— «= 
have you ordered ® Procedure Manual * Publicity Releases 4 
te © Newspaper Ads ® Personalization Plan i 
A m (layouts & copy) © Gummed Labels ~0W «= 
our Christmas © Self-mailing Catalog © Headline Mats - = 
y' ® Jumbo Postcard © Gift Advertising . 2 3 
sy ® Mobile Displays ® Window Displays . o . 
— " ® Store Layout Ideas © Gift Wrapping Plan =m <= 
Merchandisin Kit? ® Manufacturer's Sales Aids © Counter Cards ; a ps 
g ad © Sales Letters © Handy Portfolio 1 a. & 
we a. ® Radio Commercials ; E 
; mu s 
ee ne rent eeee renews Cet et eeeSORESaeedses hones see seseseseLesessTooEnvonensy You've never made a more important ; bad ~ 
° <= 
Count Yourself in... Send Coupon Today! business investment than the relatively ; nu ~ 
Office Appliances : low price you pay for the big Christmas ° w) * 
600 W. Jackson Blvd. Merchandising Kit. For, if you use it con- vo 
Chicago 6, Illinois scientiously, it will open the door for you ; > 8 3 
Please send me immediately and without obligation the following : to the tremendous profits in the business 4 ® 2 
items designed to promote extra sales through Business Gifts for : gift market. I+ will direct the business to ; = me 
Businessmen: : 1 v = 
your store. 4 mt o 
DEALER MERCHANDISING KIT @ $10.00. : \ P 5 
mn You, too, can participate in the first alli- ] 35 
Samples of self-mailing catalog and jumbo postcards. industry business gift promotion by send 3 E 
ing for your kit now. Ask for samples of e¢ 
the catalog-flyer and jumbo postcara, } es 25 
— — also. They are available on an exclusive a 
basis in each city. ; g< 
City & State ; ee 
a ae 
@® ae 
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QUICK SERVICE 
INQUIRY CARDS 


[(W EQUIPMENT & SUPPLIES 


products illustrated and described in this issue 

ction beginning page 60 carry key numbers 

1 on the ca w. If you are interested in 

m, or severc ems, simply circle the corre- 

ng key numbers the card and mail at once. 
ill b ded without delay. 


ES STIMULATORS 


cturers’ sales aids announced in a section of 
ve beginning on page 100 all carry key num- 
uplicated on the card below. For additional 
ation simply circle the key numbers on the card 
»onding to the number assigned to the Sales 
itor in which there is interest and mail the card. 


own 
77 ¢ 
= 
oo °o 
oo ¢ 


1, 1955. 


73 103 


52 57 62 67 72 


23 28 33 38 43 48 53 58 63 68 
19 24 29 34 39 44 49 54 59 64 69 74 
15 20 25 30 35 40 45 50 55 60 65 70 75 


22 27 32 37 42 47 


9 


October 1955 issue of OFFICE APPLIANCES. Card void after December 


["] Check if additional cards are wanted 


17 
18 


' 


2 
13 
14 


NEW EQUIPMENT & SUPPLIES 


Please ask the manufacturers, indicated by the 
7 
8 
9 
10 


to send further information without delay 


2 
5 





See other side 
for Quick Service 
Inquiry Card 
covering new 
products and 
sales aids in 

this issue. 
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AGAIN 


ihHe Haye LINE 


HAS THE ATTENTION 
OF THIS 
CONVENTION 


ae 


Ask for our NEW > 
1955 ROCKET BALLOON... 














Luxurious new Underwood DeLuxe 
Quiet Tab has every feature vou 
would want on a portable, and 
smart new Suntan and Copper 
two-tone styling. It’s Underwood's 
finest portable typewriter. 





The handsome new Underwood 
Universal Quiet Tab styled in Hori- 
zon Blue and Dawn Gray. A porta- 
ble typewriter with exclusive Key- 
Set tabulation at a popular price 





Feature-packed new Unde d 
Leader, America’s greatest portabl 
buy. Styled in handsome Tan-lon« 
non-glare finish, priced so low 
everyone can afford it 








plus free local TV for you! 


Yes, you and your store can be featured on local 
TV or radio this Christmas ...and it won't 
cost you a single extra penny! 


It’s all part of Underwood’s giant new TV 
and radio promotion for the colorful new 
line of Underwood Portable Typewriters. If 
you participate, you and your store will be 
featured on local television or radio during 
the peak Christmas buying season, bringing 





UNDERWOOD 


» 


UNDERWOOD 
ty = 


you into the homes of thousands of Christmas 
shoppers in your own local sales area. 


Don’t miss this selling chance of a lifetime. 
The deadline for participation is midnight, 
November 12. Get all the details NOW! Call 
your Underwood Office (the number’s in the 
Yellow Pages of your phone book) or write 
Underwood Corporation, One Park Avenue, 


New York 16, N. Y. 


CORPORATION 


aS” 
“Os gus’ 


One Park Avenue, New York 16, N. Y. 
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